








How you can have a 
better typewriting 
supply department 


and save money! 


OUR success in business depends chiefly on two fac- 
af tors—your ability to give better service to your cus- 
tomers, and make a larger net profit. 

That’s exactly what this Simplified Webster Plan will 
do. Simplification of a compact, complete line of carbon 
papers and typewriter ribbons into ONE LINE that com- 
prises three price fields—here is a long-needed innova- 
tion that stationers have been waiting for. 

Whatever your customers’ needs, you can satisfy 
them completely and economically with these Webster 


numbers. Full information mailed on request. 


WEBSTER COMPANY, INC. 
(ESTABLISHED IN 1889) 
335-338 CONGRESS STREET, BOSTON 


Branch VU arehouses 
PITTSBURGH SAN FRANCISCO 
MILAN 


F. S. 


PHILADELPHIA 
PARIS LONDON 


NEW YORK 





CHICAGO 














i. MULTIKOPY: The world’s top- 
notch carbon paper; absolutely su- 
preme quality; advertised for 40 years; 
custom-built; “A Kind for Every Pur- 
pose”;a builder of good will and profits. 
All colors, finishes and weights. Win- 
ner No. 1. 


il. STAR-DEFENDER: For the mid- 
dle-price field; represents utmost value 
possible forthe price; full line of colors 
and weights. Winner No. 2. 

iil, BATTLESHIP: Anextremely well- 
made low-price carbon; will wear well 
and give good satisfaction. All standard 
colors and weights. Winner No. 3. 


Simplification also includes Webster's Typewriter Ribbons 


—three numbers—STAR, O. K. and HUB. Complete in- 


formation mailed gladly on request. 
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PROGRAM 


NATIONAL BUSINESS SHOW 


Stevens Hotel, Exhibition Hall, Michigan Ave., 7th to 8th Streets 
CHICAGO 


ae: 


Special Days 








Monday—of interest to Treasurers and Government 
Tuesday—of interest to Executives 

Wednesday—of interest to Sales and Office Managers 
Thursday—of interest to Executives 

Friday—of interest to Ofice Workers 

Saturday—of interest to Retail People 


November 11th to 16th, Inclusive, 1929 




















CANODE 


Cunede carbon papers, while made in a limited 


number of weights, are 


Denlers find a good sale for these 








For ten years we 
have concentrated 
our efforts on a 
line of super qual- 
ity inks and of- 
fice supplies. 

















Canode typewriter ribbons are 
made of tinest fabrics and inks 
made by ourselves for thisx 
special use. They are equal 
te any made. 
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of exceptional quality. 


The Canode company has grown on the iron-clad 
policy of “satisfaction or money refunded.” Long 
known for its inks of superior quality, the Canode 
line is now augmented by items such as ribbons, 
carbon papers, pastes, typewriter brushes and the 
nationally advertised Dur-O-Lite pencil. 


A Complete Line of Inks 


Canode duplicating inks need no introduction. Users 
everywhere are familiar with them and know the qual- 
ity is unsurpassed. Likewise, the inks for postage 
permit machines, stamp pads, check protectors, 
etc., have been tried and proved by customers in every 
part of the country. 


New fields are now open to dealers in selling Canode 
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The Canode type- 
writer brush is a 
big favorite with 
stenographers. It 
does a good job 
of cleaning, eas- 
ily and quickly. 





lumber marking ink, a product which penetrates, dries 
instantly, and stands up under heat and cold. 

Dealers who standardize on Canode inks are reaping 
a decidedly profitable harvest. Because, if ink is. 
needed, there is a Canode ink for the purpose. Full 


details and prices on request. Write us now. 





Suitable discounts 
and cooperative 
sales effort result 
in satisfied dealers 
and customers. 








CANODE INK & OFFICE SUPPLY CO., Inc. 


3005-17 Carroll Avenue, Chicago 
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Alphabetical List of Exhibitors 





A 
Acme Card System Company—Booths 25, 26 
Addressograph Company—Booths 66, 67, 68, 69, 70, 71 
Aluminum Company of America—Booth 5 


Amberg File & Index Company Booths 100, 101 
Sales Company Booths 90, 91, 102, 103 


Booths 41, 42, 43, 44, 45, 46, 47 


American Multigraph 
American Sales Book Co., Ltd 


American Telephone & Telegraph Co sooths 12, 13 
Arlac Dry Stencil Corporation—Booth 114 
Automatic File & Index Co Booths 21, 22 
B 
Barnes & Bros Edwin ¢ Booths 113, 114 
I Niorse ¢ I Root} 10 
Barrett Adding Machine Co Booths 2 
Bircher Company Ine "T he Booth 
Burroughs Adding Machine Company Booths 62, 63, 64, 73, 74 
Business Week Booth 
Cc 
Cook Co The M. B Booths 32 +: 4 
Coxhead ¢ I Ralph ¢ Rooths 2 
D 
Dayton Secale Company Booths 51, 52 ) a4 »», 56, 57, 5S 
Defiance Mfg. Co Booths 48. 49, 50. 60. 61 
Dick Co., A. B Booth 4 
Dictaphone Sales Corporation—Booth 6 
Ditto, Ine.—Booths 39, 40 


Lbo-More Chair Sales Co Booth 29 


E 


The—Booths 113, 114 
Thomas A Booths 113, 114 
Egry Register Co., The-——Booths 37, 38 
Elliott Addressing Machine Company, The Booth 107 
so0oths 76, 77, 78. 86, 87, 88, 89 


Ediphone 
Edison, In 


Elliott-Fisher Company 


Error—No, Chicago—Booth 115 


F 
Felt & Tarrant Manufacturing Company—Booths 95, 96, 97, 98. 
Franklin-Kelly Co Booth 65 


G 


General Office Equipment Corporation 


R7 S&, &9, 


Gregg School, The—Booth 24. 


Hedman Mfg. Co Booth 72. 
Horder’s, Inc.—Booth 30 


Ilinois Bell Telephone Co.—Booths 12, 13 
Booth 114. 
Booths 2, 3 


Illinois Paper Co 
Instograph, Ltd 


International Business Machines Corporation—Bootns 51, 52, 53, 


54, 55, 56, 34, 38. 


—-Booths 76, 77, 78, 79, 86. 


Booths 2, 3 


International Time Recording Co.—Booths 51, 52, 53, 54, 55, 56, 
57, 58 


International Postal Supply Co 


International Visible Systems Corp.—Booth 108. 


Kee-Lox Mfg. Co.—Booth 99 


M 


Mail-O-Meter Co., The—Booths 92, 93. 
Marchant Calculating Machine Company—Booths 8, 9 
McCaskey Register Company, The—Booths 18, 19 
McDonald Ledger & Loose Leaf Co Booth $4 
MeGraw-—Hill Publishing Co Booth 35 

McKay & Co., W. L fjooth 115. 
Meilicke Booth 30 
Mercedes Calculating Machine Co 
Monroe Calculating Machine Co., Ine 


Systems, Inc. 
Booths 2, 3. 
Booths 48, 49, 50, 60, 61 


Multipost Sales Agency—Booth 115 


N 


National Cash Register Company, The Booths 104, 105, 106, 116 


117, 118 


°o 


Office Appliance Company, The—Booth B 


P 


Postage Meter Company, The—Booths $2, 93. 
Postindex Company, Inc Booth 7. 
Powers Accounting Machine Corporation—Booths R. R. 


Rogers, G. L.—Booths 2, 


Ss 


Booth 2. 

Booth 36 

Stromberg Electric Co.—Booth 31. 

Sundstrand Adding Machine Co.—Booths 76, 77, 
88, 89. 


Selectograph Company 
Stationers’ Loose Leaf Co 
78, 79, 86, 87, 


System Magazine—Booth 35. 


T 


Tabulating Machine Company, The—Booths 51, 52, 53, 54, 55, 56 
57, 58. 

Tallman, Robbins & Co.—Booth 59. 

Ticketograph Co., The—Booths 51, 52, 53, 54, 55, 56, 57, 58 

Triner Sales Co.—Booth 1. 


U 


Underwood Typewriter Company—Booths 79, 80, 81, 82, 83, 84, 
85, 86. 


Vv 


Varityper Incorporated—Booth 20. 
Visible Records Equipment Co.—Booth 11. 
Vivid, Incorporated—Booths 27, 28. 
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Classified List of Exhibitors 





Adding and Calculating Machines 


Barrett Adding Machine Co Booths 2, 3 
Burroughs Adding Machine Co.—Booths 62, 63, 64, 
Coxhead Corp., Ralph—Booths 2, 3. 

Felt & Tarrant Mfg. Co.—Booths 95, 96, 97, 98 


General Office Equipment Corp.—Booths 76, 77, 78, 79, 86, 87, 


88, SY. 
Marchant Calculating Machine Co.—Booths 8, 9 
Mercedes Calculating Machine Co.—Booths 2, 3 
Monroe Calculating Machine Co.—Booths 48, 49, 50, 60, 61. 
Rogers, Inc., G. L Booths 2, 3. 
Sundstrand Adding Machine Co.—Booths 76, 77. 78, 
SN su 
Underwood Typewriter Co.- 


Booths 79, 80, 81, 82, 83, 84, 85, 86. 


Adding Typewriting Machines and Devices 
Elliott-—Fisher Co.—Booths 76, 77, 78, 79, 86, 87, 88, 89. 
General Office 7 

SS, BU 
National Cash Register Co., The 
118 


Addressing Machines 
Addressograph Co.—Booths 66, 67, 68, 69, 70, 71 
American Multigraph Sales Co., The—Booths 90, 91, 102, 103. 
Elliott Addressing Machine Co., The—Booth 107 
Selectograph Co Booth 2 


Billing Forms and Systems 


American Sales Book Co., Ltd. 
McCaskey Register Co., The Booths 18, 19 


Binders 
McDonald Ledger & Loose Leaf Cu.—Booth $4 
Stationers’ Loose Leaf Co.—Booth 36 
Tallman, Robbins Co Booth 59 


Bookkeeping Machines 


Booths 76, 77, 78, 79, 86, 87, S8, 89. 


Elliott-—Fisher Co 
General Office 
SS. SY 


Underwood Typewriter Co Booths 79, 80, 81, 


Books 
McGraw-Hill Publishing Co Booth 35 


Calculating Devices 
Horder’s, In¢ Booth 30 


Meilicke Systems, In Booth 30 


Cash Registers 


National Cash Register Co., The- 
118 


Chairs 
Be woth 5 


Aluminum Co. of America 
. tooth 29 


lDo-More Chair Sales Co 


Check Endorsers 
International Postal Supply Co jooths 2 


Rogers, G. L Booths 


Check Protecting Machines 
fooths 48, 49, 50, 60, 61 
Booth 72 


Defiance Mfg. Co 
Hedman Mfe. Co 


Copy Holders 


Error—No, Ine Booth 115 


Dictating Machines 

Barnes & Bros Edwin C Booths 113, 114 
Dictaphone Sales Corp Booth 6 
Booths 113, 114 


Ediphone, The 
Edison, Thomas A Ine Booths 113, 114 


Duplicating Machines and Supplies. 
American Multigraph Sales Co., The Booths 90, 91, 101, 193 
Arlac Dry Stencil Co Booth 114 
Dick Co., A B sooth 4 
Ditto. Ine Booths 39 10 
Illinois Paper Co Booth 114 
Vivid, Incorporated—Booths 27, 2 


t 


Educational Institutions 


Gregg School—Booth 24 


79, 86, 87, 


Equipment Corp.—Booths 76, 77, 78, 79, 86, 87. 


Booths 104, 105, 106, 116, 117, 


Booths 41, 42, 43, 44, 45, 46, 47. 


Equipment Corp.—Booths 76, 77, 78, 79, 86, 87, 


82, 83, 84, 85, 86. 


Booths 104, 105, 106, 116, 117, 


Filing Devices and Supplies 


Amberg File & Index Co.—Booths 100, 101, 
Automatic File & Index Co.—Booths 21, 22. 
International Visible Systems Corp.—Booth 108, 
Postindex Co., Inc.—Booth 7. 


Folding Machines 
American Multigraph Sales Co., The—Booths 90, 91, 101, 103. 


Indexing Systems 
Acme Card System Co.—Booths 25, 26. 
Amberg File & Index Co.—Booths 100, 101. 
International Visible Systems Corp.—Booth 108. 
Postindex Co., Inc.—Booth 7. 
Visib.e Records Equipment Co.—Booth 11. 


Industrial, Accounting and Cost Systems 
McCaskey Register Co., The—Booths 18, 19. 


Loose Leaf Devices 
McDonald Ledger & Loose Leaf Co.—Booth 94, 
Stationers’ Loose Leaf Co.—Booth 36. 
Tallman, Robbins & Co.—Booth 59. 


Mailing Machines and Devices. 
Bircher Co., Inec., The—Booth 23. 
Mail-O-Meter Co.—Booths $2, 93. 
McKay & Co., W. L.—Booth 115. 
Multipost Sales Agency—Booth 115. 
Postage Meter Co., The—Booths $2, 93. 


Manifolding Registers 


Egry Register Co., The—Booths 37, 38. 


Office Devices and Supplies 
Illinois Paper Co., Ine.—Booth 114. 


Publications 
Business Week—Booth 35. 
McGraw-Hill Publishing Co. 
Office Appliances—Booth B. 
System Magazine—Booth 35 


Booth 35. 





Scales 
Dayton Scale Co., The—Booths 51, 52, 53, 54, 55, 56, 57, 58. 
International Business Machines Corp.—Booths 51, 52, 53, 54, 55, 


56, 57, 5S. 


Triner Sales Co.—Booth 1 


Tabulating Machines 
International Business Machines Corp.—Booths 51, 52, 53, 54, 55, 
56, 57, 58 


Tabulating Machine Co. 


Booths 51, 52, 53, 54, 55, 56, 57, 58. 


Telephone Systems 
American Telephone & Telegraph Co.—Booths 12, 13. 
Illinois Bell Telephone Co.—Booths 12, 13. 


Ticket Writing Devices 
International Business Machines Corp —Booths 51, 52, 53, 54, 55, 
56, 57. 58 


Ticketograph Co., The—Booths 51, 52, 53, 54, 55, 56, 57, 58. 


Time Recording Devices 


Instograph, Ltd.—Booths 2, 3 
International Business Machines Corp.—Booths 51, 52, 53, 54, 55, 


56. oi, od 


International Time Recording Co 
57, 58. 

Rogers, G. L.—Booths 2, 3. 

Stromberg Electric Co.—Booth 31. 


Booths 51, 52, 53, 54, 55, 56 


Typewriter Accessories 
Cook Co., The M. B Booths 32, 33, 34. 
Franklin-Kelly Co.—Booth 65. 
Kee-Lox Mfg. Co.—Booth 99. 


Typewriters 
Barr-—Morse Corp.—Booth 10. 
Underwood Typewriter Co.—Booths 79, 80, 81, 82, 83, 84, 85, 86. 
Varityper, Incorporated—Booth 20. 
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Your letters are callers .. . 


say it to the Ediphone! 





HEN correspondence arrives at the desks of your 
executives, an Ediphone enables them to give the same 
immediate attention to each letter that they would a personal 
call. Replies are dictated at first reading when the answer is 
on the tip of the tongue. No buzz—no wait. An Ediphone is 
a secretary always ready for dictation. 
Busy executives gain a month a year speaking their minds 


anytime to an Ediphone. They write better letters. Their 
mail is ready for signature in half the time. 


Our National Service will prove this at your desk and guas- 
antee the continued satisfaction of your entire office. Hundreds 
of our customers, nearby, will tell you so. Telephone “The 
Ediphone”, your city, or write for our book, “Getting Action”. 


World-Wide Servicein All Principal Cities 


Edison’ s New Dictating Machine LONDON OFFICE: Victoria House, Southampton Row 


Space 93-94, New York Business Show, Oct. 21-26 
Space 113, Chicago Business Show, Nov. 11-16 





Ask for Travel Service 


e 


THOMAS A. EDISON, INC. 


Laboratory and General Offices 


ORANGE, N. J 





See the Ediphone Exhibit 
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THE EXHIBITS 





ACME CARD SYSTEM COMPANY, 8 South Michigan 


avenue, Chicago, I11|—Booths 25, 26. 
A full line visible record equipment is shown 
4 ©. Mever city es manage! is in charge 


ADDRESSOGRAPH COMPANY, 901 West Van Buren 


street, Chicago, III Booths, 66, 67. 68. 69. 70. 71 
\d ssographs in hand, electric and itomatic models are 
| t rl w machines include F designed for ordet 
eduling and prod ion work; D3, Dupligraph, motor-driven 
which fills in 1 é ddress, personal salutation, date and 
t< } ! | Dupligraph 1 dual lor printing and 
duplicating machi r office Ise several models of Grapho 
s Ss} daun iddressing and mailing ichines, shown 
rst ti I t A\ddresscgrap! i new check signer 
signs check iro an individual nickeled type plats 

Pivotab’ iddress plate frame 

Chicago manager H. C Avery is in charge issisted by the 


(Chicago sales force 


ALUMINUM COMPANY OF AMERICA, 
360 North 


Pittsburgh, 


Penna., and Michigan Chicago, Ill.— 


Booth 5 


avenue, 


Aleraft’’ aluminum chairs, constructed of a 
in various wood grain finishes are shown. 


finished 


Ten styles of 
strong aluminum alloy 
The se 
Some are 


F. E 


chairs are all high grade handsomely 


upholstered 
Hannon is in charge 


products, 


and others are plain 


AMBERG FILE & INDEX COMPANY, 
street, Chicago, I1l—Booths 100, 101. 


1400 Fulton 


line of 
tables, 


Exhibiting a full metal furniture, including filing 
equipment, desks, and a wide variety of sample 
indexing equipment, illustrating their method of building index- 


ing to fit the individual 


etc., 


business. 


Western Division Manager William P. Hoy and Gilbert Am- 
berg are in charge, assisted by Miss Dagmar Peterson, super- 
Visor of service 


AMERICAN MULTIGRAPH SALES COMPANY, 
THE, Cleveland, Ohio, and 225 North Michigan avenue, 


Chicago, Ill._—Booths 90, 91, 102, 103. 


The various products of the company are shown Featured 
especially is the new Multigraph handling paper up to seven 
teen inches in width; the Set—O-Type which sets type as fast 
as the average typist can operate a typewriter; a new inking 


Multigraph; the addressing 
and Compotype 
iddress plates are also displayed 


attachment for the No. 66 printing 


Multigraph in several models; keyboard lever 


for composing letters, and 


W. T. Hagelin, manager of the mechanical and supply division, 
is in charge, assisted by F. M. Boughton, Chicago manager 
Also in attendance are W. CC. Dunlap. vice-president in charge 


sales director in charge of 


of sales: R. M 


idvertising 


Winger, assistant 


AMERICAN SALES BOOK COMPANY, LTD., Elmira, 


N. Y., and 209 South State street, Chicago, [1l—Booths 
41, 42, 43, 44, 45, 46, 47 
Featuring various Rediform products, including sales books, 


Flatpakit forms; continuous interfolded forms; interleaved forms 


in continuous strips; zig-zag single forms, etc 


Manager 
Wallace in local charge 


direction of Assistant Sales 


and C. J 


The exhibit is under the 


Tim Thrift of the home office 


AMERICAN TELEPHONE & TELEGRAPH CO. 


(See Illinois Bell Telephone Company.) 


ARLAC DRY STENCIL CORPORATION, Pittsburgh, 


Penna. 


(See Illinois Paper Company.) 


AUTOMATIC FILE & INDEX COMPANY, Green Bay, 
Wisc., and 28 East Chicago. [llL.— 
Booths 21, 22. 


Jackson boulevard, 


Exhibiting Automatic exvanding and compressing file; office 
equipment in which the Automatic principle is utilized, includ 
ing desks, tariff files, posting trays, tabulating files, desk com 
panions, counter-high units and five drawer files, as well as a 


complete line of filing systems 


in charge, assisted by 
Bird. 


General Sales Manager D. A. Beeler is 
R. L. Shepard and District Manager George E. 


BARNES & BROS., EDWIN C., 173 


street, Chicago, I1l—Booths 113, 114. 


West Madison 
Showing all models of the Executive and Secretarial Ediphones 
and supplies. 


Also in attendance are 
Nelson C. Durand of 


D. Pahlman is in charge. 
and Vice—President 
Inc., Orange, N. J. 


Manager J. 
Edwin C. Barnes 
Thomas A. Edison, 


Vil 
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BARR-MORSE CORPORATION, Ithaca, N. Y.—Booth 
10. 


Showing the new Barr wide-carriage portable typewriter, 
which has a fifteen inch carriage; Barr continuous form equip- 
holding a Barr or any standard typewriter, 
operator to take care of from 
time without 


ment; a steel table 
so arranged as to enable yne 
sets of continuous forms at (the 


“Typelit« 


one to three same 
which is attached to the 


paper and 


confusion; also the new 
machine in such a way as to direct the light on the 
keys 

Major John H 
Manager J. A 


attendance 


Barr, inventor of the Barr typewriter; General! 
Fried and Sales Manager W. E. Barnard are in 


BARRETT ADDING MACHINE COMPANY DIVI- 
SION, Lanston Monotype Company, Philadelphia, Penna 


(See G. L. Rogers, Inc.) 


BIRCHER COMPANY, INC., THE, Rochester, N. Y., 
and 440 South Dearborn street, Chicago, I1l—Booth 23. 


Demonstrating mailing-room equipment, including automatic 
sealing machines in both hand and electrically 
latter opening five 
Ralph R 


assisted by A. R. Geddis 


letter openers and 
lriven models, the 


General Sales 


hundred letters a minute 
Keed of the office is 
Chicago manager 


Manager home 


in charge 


BURROUGHS ADDING MACHINE COMPANY, De- 

troit, Mich., and 222 West Adams I1k.— 

Booths 62, 63, 64, 73, 74, 75. 
Various shown, 


street, Chicago, 


machines are including accounts receivable: 


purchase and payment records; general accounting plan: stock 
payroll; distribution 


bank work and public service models 


records and perpetual inventory billing; 


general accounting 


A. CC. Daunis, assistant 


manager, is in charge 


BUSINESS WEEK. 


(See McGraw-Hill Publishing Company.) 


COOK COMPANY, THE MM. B., 508 South 


street, Chicago. III Booths 32, 33, 34. 


Dearborn 


Beaver carbon papers and ribbons are shown, as is also the 
ew carbon paper known as SuperSupert 
President W. ¢ vy Lewis is in charges 


COXHEAD CORPORATION, RALPH C., New York. 


(See G. | 


DAYTON SCALE COMPANY, THE. 


(See International Business Machines Corporation. ) 


DEFIANCE MANUFACTURING COMPANY, Orange 
N. J 


(See Monroe ( 


ilculating Machine Company.) 


DICK COMPANY, INC., A. B., 720 West Jackson boule- 
Booth 4 


graphs and ac 


vard, hicago Il 
Exhibiting Mime« 


stands, the Auto-—slip 


cessory equipment, including 
Mimeoscope, ete 


G. D. Dankert is in charge 
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York, 
and 321 South Wabash avenue, Chicago, I1l._—Booth 


DICTAPHONE SALES CORPORATION, New 


i. ew 
6 


Showing the improved Model A-10—-X Dictaphone 3-10-X 
transcriber and S-10 shaver, also Dictaphone accessories 
Working demonstrations are given under the supervision of 
N. J. Wilcox, from the executive office 
In charge of the exhibit is Chicago Manager A. E. Blackstone, 
assisted by F. S. Moyer, assistant manager. Also in attendance 
: Stowell and Vice-—Presi- 


from the home office are President L.. C 


dent Merrill B. Sands 


DITTO, INC., 2243 West Harrison street, Chicago, Ill— 
Booths 39, 40. 


Ditto duplicating machine, 
features 


Displaying several models of the 
including a new improved 
which increase speed, simplify operation, etc 

E. E. Gundaker is in charge, 
Chicago city office 


machine said to embody 


assisted by members of the 


East 


wal 


DO/MORE CHAIR SALES COMPANY, 3: 
Wacker drive, Chicago, I1l—Booth 29. 
Exhibiting Do/More posture chairs in various styles. 


W. J. Black, director of sales, is in charge 


EDIPHONE, THE. 


(See Edwin C. Barnes & Bros.) 


and 173 


EDISON, THOMAS A., INC., Orange, N. J. 


West Madison street, Chicago, I1l—Booths 113, 114. 


(See Edwin C. Barnes & Bros.) 


EGRY REGISTER COMPANY, Dayton, Ohio, and 31 


South Dearborn street, Chicago, I1l—Booths 37, 38. 


a full line of autographic registers, including Com 
types. The 


Exhibiting 
Paks in the 
Automatic Controller, used in 


manifolder, record and total summary 
feeding and aligning forms, 


new 
operated either electrically or by hand, and adapted to usé 
continuous forms in roll or fold form on billing machines, is 


displayed The company's credit system and line of accessories 
is shown 

Ellis, advertising and pro 
from the home 
Sum 


this exhibit are R. C 
Hall, 
Doxsee, sales supervisor; M. A. 


Present at 


motion manager; C. R sales manager 
> 


office and factory; R. H 
mev. Chicago sales agent, and sales agents from adjoining ter- 


ritory 


ELLIOTT ADDRESSING MACHINE COMPANY, 


Cambridge, Mass., and 130 North Franklin street, Chicago, 


111 Booth 107. 


Addressing machinery of all kinds is shown here, including 


hand and power models, as well as a new hand addressing ma 
envelopes and 


first 


feeds its own post- 


shown for the 


which automatically 
cards Another new 
which not only addresses cards but will print a complete 


chine 
machine time is one 
mes— 
postcard on the reverse side 


public 


sage with the full size of a 
Another is a that 
addresses and dates it in four different places 
include a new automatic feed power machine, 
head 
same time; 


service bill and 
Other machines 


feeding any size 


machine prints a 


envelope; a double printing machine, which prints from 


two stencils at the wrapper cutter machine; a new 


model constructed for the Indexograph stencil 


Chicago Manager Joseph Taxis is in charge 








8,000 Per Hour 


Selectivity 
110 Classifications 
Visibility 
Right Before You 
Compensating 
Platen 
Enables You to 
Address a Single 


Sheet or Booklet 
Up to %-in. Thick 


No Claims Made 
That Cannot Be 
Fulfilled 












3126-30 West 51st Street, Chicago, Illinois 








Plectloorag 


SELECTIVE AUTOMATIC ADDRESSING 





@ Gin Offer Them! 


Ir makes no difference whether your mailing list con- 
sists of 1,000 names — or 10,000,000 — there is a 
Selectograph designed to meet your requirements. 


There is no other addressing machine like the Selectograph. 
No other addressing machine has the speed, the versatility, 
the time and labor saving effectiveness of the Selectograph. 


For selective, automatic addressing you must use a 
Selectograph. Modern time saving and accounting 
methods demand it! 


You will cut your usual addressing time in half and at the 
same time handle your mailings and the mailing list as 
accurately as your accounts receivable. 


It uses paper stencils that can be cut on any typewriter— 
no special machine needed. 


Tell us the number of names on your mailing list and 
we will tell you about the Selectograph you need. 


Teday—Y ou owe it to yourself 
to secure further informa- 
tion about the Selecto- 


@ graph. Fillinand mail . 
coupon. It places A, 


you under no oe 
obl on. 
igati AQ'¢ 






The uses and time sav- 
ing possibilities of the 
Selectograph are un- 
limited. In your own 
business there are 
chances for saving time 
and labor on address- 
ing, billing, pay roll 
sheets, vouchers, order 
sheets, etc. 


* with your 
0? letterhead to 
6) of Selectograph Co. 
# 3126-30 W. 5ist St. 


\3 
AW,” Chicago, Illinois 


? Please send us descriptive liter- 
ature and detailed information 

as to how we can cut our address- 

? ing cost. Our mailing list contains 
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Penna.. 


ELLIOTT-FISHER COMPANY, Harrisburg, 


and 36 South State street, Chicago, Ill—Booths 76, 77, 78. 


79, 86, 87, 88, 89. 


(See General Office Equipment Corporation.) 


ERROR-NO, INC., Littl Falls, N y ind 111 North 
Wacker drive, Chicago, Ill Booth 115 

Showl t line f Krror-Ne pyholders including 
vo models esl il lapted f vor wit! t! Burroug! 
Vioon—H } } } | | tograpl 


FELT & TARRANT MANUFACTURING COMPANY, 
2? West Adams street, Chicago, II] Booths 95. 96. 97. 98 
| ‘ r S ‘ eter and it ippli 
! i! on ! ! ~ ‘ fice 
FRANKLIN-KELLY COMPANY, 75 West Van Bure 
street. C] 1] RP th 6 
~ ? ! ad ked ribbons ] 
\ ' ‘ i \“ l bie 
Wr { 
| \\ ie | kK ina 


GENERAL OFFICE EQUIPMENT CORPORATION, 


New York, N. Y., and 36 South State street, Chicago, Ill 
Booths 76, 77, 78, 79, 86, 87, 88, 89 

The Sundstrand Division exhibits all models of adding ma 
hir ling mmmercial posting nd bank machine 

rl Eeliott—1 her Division display counting machines on 
account t th distribution accounts payable with 
distributior ind mag r feed machine on payroll and check 
writing ilso continuous fort machines handling roll, fanfold 
print pack and cross feed styles of continuous forms, as well 
is machines on brokers’ customers’ accounts, confirmations and 

irnal and tock transfer 

RK. B. Buswel district manager of the General Office Equip 
ment Corporation Philip N. Sea, local manager, Sundstrand 
Division, and F. CC. Snow, local manager Elliott—Fisher Division 
it n hare 


GREGG SCHOOL, 225 North Wabash avenue, Chicago, 


li1l—Booth 24 


This exhibit is for the purpose of acquainting men and womer 


with the various business courses offered. There is also a 
display of textbooks for business education in both pub'ie and 
private schools 


Principal Henry J. Holm is in chare:« 


HEDMAN MANUFACTURING COMPANY, 1158 Cen 


ter street, Chicago, Ill Booth il 


Check writers of all kinds are shown, but especially featured 
is the new Series 700 electric F & E Lightning check writer 
Present at this exhibit are President H. R. Hedman, Vics 
President and General Manager B. G. Henn Assistant Sales 
Manager A. F. White Advertising Manager J. B. F. Amos and 
members of the city sales force 
Y Chicago Business Show 192 





HORDER’S INC., 231 South Jefferson street, Chicago, III 
—Rooth 30 


devices for 


Showing the Meilicke line of calculators, including 
computing interest, payroll, discount, water bill extenders, in 
surance, butter fat, yard goods, piece goods, commercial, loan 
iffice, savings bank, gas and electric bill extenders, extension 
devices, bonus, vertical cataloging, lumber calculators, freight 
express, phone lists, time finders, stock keepers, the Dictaform 
price heckers and coal calculators 

W Ee. Raymond is in charge Also in attendance is C. H 
Carlson of the systems-advisory department 


ILLINOIS BELL TELEPHONE COMPANY, 212 West 
Booths 12, 13 


Washington street, Chicago, III. 
Two pace-s telephone typewriters nd two tape type n 
I operatior \ telephor orde table nd telephone 
r I shown Severa wiring ians re set up for 
nz possible the holding of sma I rences by 
! Priv branch exchange switchhe« ‘ t showtr 
e map with flashing light ind t lephor 
\ ul . f both United Stats 1 Kuro 
l ! hs ar \ lable for the use iblic 
Union Sta 


ILLINOIS PAPER COMPANY, INC., 315 
tion, Chicago, Ill Booth 114 


Displaying Arlac dry stencils, Ipaco dry stencils, Ipaco dupli 
ating inks, Grip—-Fix and other miscellaneous items for rotary 
stencil duplicating machine users 

resident A. W. Youne and G. ht. High are in charge 


INSTOGRAPH LIMITED, Oakland, Calif 


(See G. L. Rogers, Inc.) 


INTERNATIONAL BUSINESS MACHINES CORPO- 


RATION, New York, and 323 West Madison street, Chi- 
cago, Ill Booths 51, 52, 53, 54, aD 56, 57. 58 

Devices from three divisions are shown, including electri 
tabulating and accounting machines; International time record 
ers and electric time systems and Dayton computing scales and 
store equipment New models of various machines are featured, 
including several material weighing scales and models of elec 


supervised 


tric time recorders, operated by a new centrally 
master system with automatic dismissal signals and indicating 
clocks which operate directly from the lighting service without 
batteries or charging devices There are also new models of 
electric tabulating and sorting machines 

Tabulating Machine Company Division is in charge of C. L 
Haves International Time Recording Company Division is in 


Harrison M. D. Trescott has charge of the 


Division 


charge of L Ss 


Dayton Scale Company 


EL ——— — —  —=— 








COLONIAL 


CWWICE 


It is said that a successful merchant is 
one who has the right kind of merchandise 
on hand at the time his customers want to 
buy. That is why dealers are, and properly 
should be, interested in regularity of the 
service supplied by manufacturers. 


Service must be voluntary—sincerely 
habitual. It should color every transaction 
and should be at its best only when a most 
alert attentiveness is accorded the dealers’ 
wishes. 


When quality and price are comparable, 
the dealer who is backed up by a factory 
making prompt shipments regularly can- 
not help but succeed. 


The dealer’s viewpoint in this instance 
becomes the unquestioned policy of our 
organization. Large stocks of raw mate- 
rials, a flexible plan of production control, 
and a determination to excel in this im- 
portant phase of business guarantees our 
performance in this respect. 


Colonial’s new and enlarged organization 
dedicates itself anew to this job of giving 
service by providing regularity of ship- 
ment. It feels an unusually keen sense of 
responsibility to its dealers in this respect. 
Its reputation along these lines, already 
established with a large number of dealers, 
is its best testimonial. This is another 
reason why one of them has created this 
slogan for us “Once a Colonial dealer, 
always one.” 













Patent 
Applied For 






COLONIAL CHAIR COMPANY 
CHICAGO 








This is Colonial’s “Fitwell” Posture Typewriter 
Chair. Number 163W, available in solid oak or 
walnut, and in imitation finishes. 

Additional profits are being realized by a constantly 
increasing number of dealers through the sale of 
this fine chair. ; ; 

Ask for descriptive folder, showing points of 
superiority. 













COLONIAL CHAIR COMPANY, | 
1740 N. Maplewood Ave., 
Chicago, Ill. 
Gentlemen: 

Without any obligation, please send 
special descriptive literature of your 
“Fitwell” Chair. 
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INTERNATIONAL POSTAL SUPPLY COMPANY, 


INC., Brooklyn, N.  s 


(See G. L. Rogers, Inc.) 


INTERNATIONAL TIME RECORDING COMPANY. 


(See International Business Machines Corporation.) 


INTERNATIONAL VISIBLE SYSTEMS CORPORA- 
TION, Cincinnati, Ohio, and 80 Jackson boulevard, 
Ill Booth 108 


complet line of 
interesting 


East 


Chicago, 

Showing a International visible cabinets in 
business record applica 
new Executive Control Unit, 
cabinet designed so that an executive may 


desk a picture of the 


which are shown setups of 


tions. One of the models is the 
which is a two-tray 
have within easy reach on his graphic 
key facts of 


Manager L. M 


his business 


District Barman is in charge 


KEE-LOX MANUFACTURING COMPANY, Rochester, 
N. Y., and 320 South Franklin street, Chicago, I1l1—Booth 
00 


non-grease carbon paper and 


latest 


Displaying their complete line of 


typewriter ribbons showing some of the developments in 


supplies of this nature 


J. A. Salisbury, Chicago branch manager, is in charge Also 
in attendance is C. L. Miller, assistant sales manager, from the 
home office 


MAIL-O-METER COMPANY, THE. 


(See Postage Meter Company.) 


MARCHANT CALCULATING MACHINE COM- 


PANY, Oakland, Calif., and 330 South Wells street, Chi- 
cago, Il! Booths 8&8. 9 

Showing a complet line of hand driven and electric calcu 
lators, together with two new models, one embodying the semi- 
‘utomatic principle of division and the other the twinplex ma 
chine, which calculates and accumulates at the same time and 
do double calculation work in one operation 


Alliance, 


Booths 


McCASKEY REGISTER COMPANY, THE, 


Ohio, and 38 South Dearborn street, Chicago, Ill. 
18, 19 


Exhibiting the methods and equipment used in the industrial 
control methods 
tool check 


ind dispatching; machine 


industrial 
pavroll, 


division of the ompany, such as 


including perpetual inventory, costs and 


tool activity control: planning, routing 


and order control, et 
(. Swoboda, manager, industrial division, is in charge. as 
Crane, manager of the 


of Detroit, Mich 


sisted by E. G Chicago district, and C 


H. Edwards, Jr., 
XII Chicag 
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McDONALD LEDGER & LOOSE LEAF COMPANY, 


1809 Summerdale avenue, Chicago, I1l.—Booth 94. 


Displaying the McDonald Gravity—Lock binder and explaining 
particular attention being called to its appli- 
machine equipment Various systems 
where this binder is used as auxiliary 


its various uses, 
cation for bookkeeping 
and methods are shown, 
equipment 


President Lawrence F. Schmidt is in charge. 


McGRAW-HILL PUBLISHING COMPANY, New 
York, N. Y., and 520 North Michigan Chicago, 
Il1l.—Booth 35. 


avenue, 


Showing the magazines, “Business Week System” and 


other publications 


McKAY & COMPANY, W. L., 111 North Wacker drive, 
Chicago, I1L—Booth 115. 
Showing Multipost stamp affixing and accounting machines 


machines 
Ke lley, Ww L. 


Reynolds and Sealograph envelope sealing 
W. L. MeKay is in charge, assisted by T. B 
LaDeur and W. D. McKay 


MEILICKE SYSTEMS, INC., Chicago, Il. 


(See Horder’s, Inc.) 


MERCEDES CALCULATING MACHINE COMPANY. 


(See G. L. Rogers, Inc.) 


MONROE CALCULATING MACHINE COMPANY, 
INC., Orange, N. J., and 37 West Van Buren street, Chi- 
cago, Ill—Booths 48, 49, 50, 60, 61. 

Exhibiting a full line of 
including full 
Monroe, a portable machine 
brokerage machine and special interest mod- 


principally the 
KAS 


weighing seven 


adding-calculators, 


Series models, automatic and machines; 


the new Executive 


and a half pounds; 


els: also a complete line of Defiance check writers, including 
the new broker's name machine and the stock certificate 
machine 

Central Division Manager W. F. Barklage is in charge Asso 
ciated with Mr. Barklage are L. E. Krackenberger and IL. P 


Assisting are the entire 
district R. G 


Donaghey, Chicago district managers 


instructional forces of the Chicago 


of the Defiance exhibit 


and 
Wright is in charge 


sales 





HARE ER HAN DEISTAN DS 


..- The 10-POINT Line 
a Sales Opportunity You’ve Been Waiting For! 





1—Vertical Adjustment: Induces more and better work through 
proper posture, without unnecessary fatigue. Approved patented 
design of “wedge” principle. Machined steel bearings for accuracy 
and long lite. 


ebetee. 


2—Easily Portable: Tips up on two front casters, rolling to any 
location. No heavy lifting, arduous pushing or delay. 


3—Design: Four legs are generously spread for utmost stability. 
No wobbly or loose parts. Adjustment features, simple and easy to 
operate. Tops of ample size. Base attractive yet unusually stable. 


4—Wide Range of Uses: All-purpose in plan and construction. 
Holds ledgers, files, charts, switchboard, dictaphone, displays, billing 
machine, cash register, sewing machine, telephone, etc. 


5—Top and Base Construction: Cast spider holds top on screw. 


6—Base: Cold Rolled Steel Tubing—strong, lightweight, good-look- 
ing. Finish: a rich, lustrous olive-green enamel. 


7—Top: Beautifully-grained 5-ply quartered sawed oak, mahogany 
or walnut finish. Five-coat finish, rubbed and polished. 


8—Casters: Top-quality, generous-sized, easy-rolling casters. 


9—Rubber Feet: Best quality, long-wearing and snug-fitting. They 
prevent “creeping” cf stands, providing solid anchorage to floor. 





10—Drop Leaves: Piano-hinged construction for smooth, even sur- 
face when up. They lock in either up or down position. 


No. 500 HANDISTAND 






No. 500 HANDISTAND 


Adjustable height, 25 to 
41 inches. Swivel top; 
16 by 18 inches. Two 
side drop leaves, each 
18 by 10 inches. Total 
table top size: 18 by 36 
inches. Weight, 33 Ibs. 


No. 600 HANDISTAND 


Adjustable height, 24 to 
37 inches. Top size, 17 
by 23 inches. Weight, 
18 Ibs. 


No. 700 HANDISTAND 


Adjustable height, 24% 
to 29% inches. Drop 
leaf. Top size; 16 by 
16% inches. Weight, 
17% Ibs. 









No. 600 HANDISTAND No. 700 HANDISTAND 


_ THE HARTER CORPORATION, Sturgis, Mich. , 


| Send literature, prices and discounts on Harter Handistands. 
Name 


Address_—_ —_— 
City 7 State__ 
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MULTIPOST SALES AGENCY, Chicago, Ill. 


(See W. L. McKay & Company.) 


SELECTOGRAPH COMPANY, 
street, Chicago, Ill-——Booth 2 


Exhibiting addressing machines, 


it a speed of 8,000 per hour for automatic 


ilso three sma 


NATIONAL CASH REGISTER COMPANY, THE, 
Dayton, Ohio, and 172 North Michigan 
Iil.—Booths 104, 105, 106, 116, 117, 118 


avenue, Chicago, 


4 complete line of National Cash Register equipment is on 


cabinets, 
supplies. Several power machine models : 





West Fifty-first 


trays, stencils and 


shown, operating 


selective addressing, 


ll versatile hand machines for the small user 


display The newer developments of the industry, including bus o 2 > 
STATIONERS L SE LEAF MPANY, 346 Broad- 

ind trans] ta machines, bank posting and accounting reg \ 00 > > aad ‘ 

sters. sales analysis and other types of machines are shown Way, lilwaukee, Wisc. Booth 36. 

is are also what was formerly known as the Ellis adding typ Type “A Waultiess vieible receré. Blexi-Post binders and e 

writer Special representatives of the company are on hand t 


complete line of Faultless loose leaf 
demonstrate and explain the line Vice-President H le 


esentative Elbert E. Blick 


OFFICE APPLIANCE COMPANY, THE, 417 South 


Dearborn street, ( hicago Ill Booth B 


Explaining Office Appliances, t 


e news and technical trad: 
ourna!l na it sery 


ices to readers Salle street, Chicago, I Booth 31. 
Secretary John A. Gilbert is in char 

Displaying electric time recording 
clocks for »bserving time 


minute impulse system with a master clocl 


struments Telechron-—motored. Individual 
time stamps, job time records, emplovees 


secondary clocks and 
timing and signalling instruments, which 
ire also shown 


Chi 


igo District Sales Manager H. R. Henn 
POSTAGE METER COMPANY, THE, Stamford, Conn., 


ind 63 East Adams street, Chicago, Ill Booths 92, 93. 


Mailing machines of all types are on display Featured es 
pecially is the new multi-denomination Postage Meter 


machine 
Branch Manager Frank A. Nuttall is in charge 


books ; 


Hawkins is in 


equipme 
Instruments 


shown 


charge assisted by 
Special Representative Howard S. McCormick 


ind Chicago Rep 


STROMBERG ELECTRIC COMPANY, 208 South La 


nd secondary 
shown from a 


and likewise in 
instruments consist of 
and—out recorders 


program or bell ringing devices. Process 


independently 


in chargé 


SUNDSTRAND ADDING MACHINE COMPANY, 


Rockford, Ill, and 866 Cass street, 
76, 77, 78, 79, 86, 87, 88, 89. 


Chicago, I1ll—Booths 


* (See General Office Equipment Corporation.) 
POSTINDEX COMPANY, INC., 173 West Madison 


street, Chicago, IIl Booth 7 


Postindex visible equipment, drawer type cabinets, book pan 


els in cabinets, rapid stack models and 


equipment are exhib 
ited Ar nnovation is the 


demonstration of a new production 


and stores control system involving a combination of the Ad 


dressograph and Postindex equipment, which is in use by many 
large institutions 


Chicago Manager Werner Klostermann is in charge 


SYSTEM MAGAZINE 


(See McGraw-Hill Publishing Company 


ROGERS, INC., G. L., 407 South 


cago, ill Booths 2 3 


Dearborn street, Chi- 


Showing Insto time stamps and recorders; Mercedes calculat 
ing machines: Barrett adding machines, and International check 


endorsing machine and meter mail equipment 


G. I Rogers and G. T. Herbert are in charge. assisted by 
the selling organization (See International Business Machines 
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TABULATING MACHINE COMPANY 


Corporation.) 





cane of 0 ) 


THE NEW ELECTRICALLY OPERATED F & E LIGHTNING CHECK WRITER 


‘Brushing’ the contact bar with the finger tips—‘*The Touch of a 
Feather’? and the motor whirs into action, automatically cutting on 
and off as checks are written 


PORTABLE! 


Weight under 25 lbs. 


COMPACT ! 

Occupies less space on the 
desk than hand models. 
ULTRA-SPEEDY ! 
Practically unlimited 
speed. 

UNIVERSAL MOTOR! 


Adaptable to any 
current specification. « 





ee 


———— 


Single checks, vouchers or checks in sheets of any length 
may be written on this F & E Lightning Check Writer. 
etl 
low Pice’/ 
HU : 


The only PORTABLE ELECTRICALLY operated check writer. Fifteen years of pioneer 
experimental and research work enable us to offer this machine as the acme of check 


writer perfection. 


We are the originators of the Individual Die and the Arabic Numeral amount line 
on checks. 


PESUMOF S52GANDESCTS. THASUTERS EOQANDGE CTS. 


THE HEDMAN MANUFACTURING COMPANY 
1158 CENTER STREET CHICAGO, ILLINOIS 
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TALLMAN, ROBBINS & COMPANY, 314 West Su 


perior street, Chicago, Ill—Booth 59 

Tarco visible record equipment, Tarco machine posting equip 
ment. Tarco ace flexible chain post binders, a full line of loose 
leaf binders and forms and continuous fanfolded forms are on 


display 


Sales Manager George W Morris is in charge 


Assistant 


TICKETOGRAPH COMPANY 


(See International Business Machines Corporation) 


TRINER SALES COMPANY, 53 West Jackson boul 


vard, Chicago, I1l—Booth | 

A complete line of mailing and parcel post scales, counting 
ind stock room scales are exhibited 

FA. Lane is in charge 


UNDERWOOD TYPEWRITER COMPANY, INC., 
New York. N. Y.. and 210 West Monroe street, Chicago, 
Il Booths 79, 80, 81, 82, 83, 84, 85, 86 

new Noiseless Underwood, set 


smooth and efficient typewriter 


First Chicago showing of the 
ting a new standard for quiet 
performance The full line of standard typewriters, portables 


Competent demonstrators and speed 


et ire also on display 


writer of prominence are active 





VARITYPER INCORPORATED, New York, N. Y., and 


189 West Madison street, Chicago, IIl—Booth 20 

Showing the Varityper in all models. Newly developed type 
faces are displayed 

Ww Kk. Pierce of the Chicago branch is in charge Also in 


attendance are General Sales Manager W. J. Hausman and Miss 


Mae Lennon of the general sales office in New York 


VISIBLE RECORDS EQUIPMENT COMPANY, 1422 


Altweld street, Chicago, II Booth 72 


Exhibiting Flex-Site visible records Featured especially is 


t new multiple unit designed to hold three or more flex—site 


units to operate as one 
Cc. H. Law and A. F 


Trever are in charge 


VIVID, INCORPORATED, 1635 Fulton street, Chicago, 
11] Booths 27. 28. 

A new all steel welded, gelatin duplicating machine is exhib 
ited All models have automatic roll conveyor, automatic roll 


moistener and roller bearing carriage Shown for the first time 
ire duplicators finished in colors to match furniture 

Chicago Branch Manager J. A. Biel is in charge 
F. J. King, Gale Kahnweiler and Josep) 
Flanigan and inventor of the machine; Secretary and Treasurer 
Quinlan and Manager E. E. McNally are also 
Among the visitors are Milwaukee Manager B. E 


Morgan and R. M. MeGuire of Detroit 


assisted by 
Bergmann, President 
General Sales 


present 











Tuberculosis 
might make her 
an orphan 


Help prevent it! 
BUY 














CHRISTMAS SEALS 


The National, State, and Local Tuberculosis Associations 
of the United States 
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¥ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of officeequipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office cevices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special erticles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige It serves a clientele 
composed of managers and 
agent ¢ for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


©" SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;twoyears, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 


OFFICE 


APPLIANCES 


PUBLISHED ON THE FIRST DAY OF EVERY MONTH 


The Office Appliance Co. 


417 S. Dearborn St. 


/> 


Chicago 





wr 


EVAN JOHNSON, President 
OH 


Cc. F. MALHOIT, Treasurer 


N A. GILBERT, Secretary 
D 


C. H. EVERLY, V. President 


Cc. MILLER, V. President 





H. W. MARTIN, Assoc. Ed. 
J. A. PALMER, Cir. Mgr. 


w.s 


TTO KNEY, Asst. Ed. 


B.C. WALLSTEN, Mgr. Copy Dept. 
LENNARTSON, Manager Service Bureau 





Cc. H. EVERLY. Eastern Mer. 


G. C. WHEELER. Asst. Mgr. 


1601 Pershing Square Building, 100 East 42nd Street, New York 
Phone Ashland 8319 


Le 





we 


by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


§] No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. . It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
ageisenclosed by thesender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


q Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
a 


{ COPYRIGHT. Contents 
covered by Copyright, 1929, 
by The Office Appliance 
Company. 
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Sikes Co a éuwenkatt — 
Silver & Co suwenadosue 
Silverglo Lamps, Inc......208 
Simonson, R. A., & Co.....329 


Smead Manufacturing Co..177 
Smith, L. C., & Corona 
Typewriters lO 
Smith Noise & Shk. Elimr.322 
Smith Tw. Sales Corp ‘ 
Snyder Multiform 
Speed Key Mfg. Co...... 
Sponge Rubber Prod. Co. ..337 
Staedtler, J. S., Ine 
Stationers’ L’se Leaf Co... 





Steel Bound Box Co.. ..-286 
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Illinois Paper Co 1% 
Lather Ink & Stamp Pad Co.226 
Russia Cement Co 211 
Sanford Mfg. Co 236 

Inkstands 
Atlas Stat'y (Corp 204 
Bachrach Specialty Co as 
General Eclipse Co .. 268 
Sengbusch 8-C Inkstand Co...251 
Weeks, Frank A., Mfz. Co...215 


Key Filing & Recording Bestgmess 


Thayer Telkee Corp 
Labels, Law Book and Number 


Aigner, G. J., Co 277 
Leads for Mechanical Pencils 
American Lead Pencil Co .130 
Faber, A. W., Inc 121, 164 
Leather Goods 
Nat'l Brief Case Mfg. Co....233 
Therman Leather Goods Co. ..204 
Leather Upholstered Fi rniture 
Gunlocke, W. H., Chair Co... .289 
Letter Distributors 
Bristow, Stanley K .829 
Globe-Wernicke Co..145, 6, 7, 8 
Imperial Methods Co . -254 
Kobihaas Co., The .182 
Letterheads 
American Embossing (vo . -283 
Goes Lithographing Co ..81l 
Lettering and Show Card Pens 
Bridgeport Pen Co 263 
Library Equipment 
Art Metal Construction Co...241 
General Fireproofing (Co..216, 17 
Globe-Wernicke Co..145, 6, 7 a 
Linoleum Desk Tops 
Fox, Geo. E.. & Co 116 
Ideal Linoleum Top Co 32s 
Polar Mfg. Co . 265 
Sainberg & Co 258 
Wagemaker Co 148 
Lists 
Polk, R. I & Co oR 
Lockers and Storage Cabinets 
All-Steel-Equip Co os 270 
Art Metal Construction Co . 241 
Aurora Metal Cabinet Works.320 
Rerger Mfg. Co . if 
Corry Jamestown Mfg. Corp. .32 
General Fireproofing (o..216, 17 
Globe-Wernicke Co..145, 6. 7 8&8 
Invincible Metal Furn. Co 201 
Lyon Metal Products, In 191 
Macey Co., The 1s8 
Steel Equipment Corp 131 
Terrell's Equipment (Co .307 
Van Dorn Metal Furniture 156 
Yawman & Erbe 140 
Loose Leaf Books and Systems 
Accounting Devices (Co .198 
BRoorum & Pease Co 833 
P-B Mfg. Co 287 
Federbush Bros.. L. L.. Co 287 
Grand Rapids L. L. Binder Co.253 
lafebure Corp 212 
Lioyd, W. G.. Co 798 
Neva Olog Products, Inc.106, 290 
Sheppard, ©. E., Co 196, 
Stationers L. L. Co 187 
Trussell Mfg. Co 100 
Wilson-Jones Co 180, 81 


Loose Leaf Covers. Emb. & Decor. 


Aigner, G. J Co 


Loose Leaf Envelopes, 
Markilo Co 


Loose Leaf Metals 


Carpenter, E. W.. Mfg. Co 


Laose Leaf Metals Co 
Mail Distributors 
Bristow, Stanley K 
Manifold Machines 
Sayder Multiform 
Map Tacks 
Graff, George KR Ce 
Moore Push Pin Co 


Celluloid : 


322 


305 


on 


w 


292 


238 








Matched Office Suites 


Clemetsen Co., The 103 
General Fireproofing (o...216, 1i 
Leopold Desk Co Iss, 4 
Macey Co., The. 188 
Memorandum Books 
Wilson-Jones Co 180, 81 
Memorandum Devices 
Bristow, Stanley R . 329 
Ourrier Mfg. Co . 250 
Fox, Geo. E., & Co .116 
Seymour Products Co 281 
Moisteners 
Bachrach Specialty Co US 
Sengbusch S-C Inkstand (Co..251 
Seymour Products Co .281 
Motors, Electric 
Emerson Elec. Mfg. Co 281 
Numbering Machines 
American Numb. Mach. Co...316 
Force, Wm. A., & Co 124 
Roberts Numb. Mach. Co.275, 4 
Office Partitions and Railings 
Add-A-Unit Partition Co 301 
Globe-Wernicke Co..145, 6, 7, 8 
Oil, Office Machine 
Clarotype Co. , 320 
Defiance Sales Corp. 282 
Order Books, Duplicate, Triplicate 
Kalamazoo Staty. Co 180 
Pads, Columnar 
Boorum & Pease Co 333 
Kalamazoo Staty. Co 180 
Paper 
Eaton, Crane & Pike 230 
Weston, Byron, Co 1h 
Wrenn Paper Co 138 
Paper Clamps 
American Clip Co 237, &8 
Atlas Staty. Corp 204 
Esterbrook Steel en Co 308 
Van Valkenburg, L. D 330 
Paper Clips 
American Clip Co 237, 8 
Cook, H. C., Co . 245 
Graff, George B., Co .292 
Rockwell-Barnes Co. .120 
Tip Top Mfg. Co. . 330 
Van Valkenburg, L. D .330 


Paper Fastening Machines 
Acme Staple Co 
Auto. Pencil Sharpener Co 
Bump Paper Fastener Co 
Deflance Sales Corp 
Eveready Mfg. Co 
Hoge Mfg. Co 
Hotchkiss Sales Co 
I. D. L. Mfg. Sales Corp 
Neva Clog Products, 





Inc. 106, 200 


Parrot Speed Fastener Cp...261 
Rockwell-Barnes Co ree 
Sibley, Edw. L.. Mfg. Co 176 


Vietor Safe 
Paste 


(See 


& Eqpt. Co 


Inks, 
Pen and Pencil Clips 
Defiance Sales Corp 
Van Valkenburg, L. D 
Pencil Sharpeners 
Auto. Pencil Sharpener Co 
Graff, George RB Co 
Hunt, C. Howard, Pen Co 
Pencils, Cedar 
American Lead lencil Co 
Faber, Eberhard 
General Pencil Co 
Staedtier, J. S., In 


Adhesives, Etc.) 


Swan Pencil Co 
U. 8S. Pencil Co 
Pencils, Thin Lead, Magazine 








Autopoint Co 167 
Chilton Pen Co 245 
Hutcheon Bros 246 
Listo Pencil Corp. 330 
Nardi Mfg. Co. . 16 
Parker Pen Co 127 Ss 
Seripto Mfg. Co zso 
Sheaffer, W. A., Pen Co..1%4, 5 
Pens, Lettering and Show Card 
Bridgeport Pen Co oe: 
Pens, Steel 
Esterbrook Steel en Mfg. Co.30% 
Hunt, ©. Howard, Pen Co... .222 
Miller Bros. Pen Co 2M) 
Turner & Harrison Pen Co... .3°0 
Picture Hooks 
Moore Push Pin Co 6 
Pins and Pin Containers 
Defiance Sales Corp 282 
Platens, Typewriter 
Amer. Writing Mach. Co 168 
Ames Supply Co 2 


Postal Scales 
Hanson Scale Co 
I D. L. Mtg. & Sales Cp 
elouze Mfg. Co 
Publications 
British Stationer 
Buro-Bedarf-Rundschau 
Mon Bureau 
Punches 
Atlas Staty. Corp 
Boorum & Pease Co 
Deflance Sales Corp 








Globe-Wernicke (Co..145, 6, 7, 
Schollhorn, Wm., Co 

Push Pins 
Moore Push Pin Co 236 


Ribbon Dispensing Machine 
Tybon 


Corp 


Ribbons and Carbons 
Allen & Co... on 
Ault & Wiborg Co 
Buckeye Ribbon & Carbon Co.186 
Canode Ink & Off. Supp. Co..2 
Columbia Rib. & Car. Mfg. Co 
Crown Ribbon & Carbon Co..: 
Imperial Mfg. Co....... 
Little, A. P., Ine 
Manifold Supplies Co 
Mittag & Volger. 

Neidich Process Co 

Old Town Rib. & Car. Co.. 
Pacific Carbon & Ribbon Co..: 
Phillips Rib. & Car. Co. 
Queen Ribbon & Carbon Co 
Rockwell-Barnes Co. . 
Storms, H. M., Co. 






bon Oorp. as 

Union Ribbon & Carbon Co.. 

U. 8. Typewr. Rib. Mfg. Co.. 

Webster, F. S., Co 2 
Rubber Stamps 

Meyer & Wenthe 200 

Stewart, R. A., & Co 223 
Safes 

Art Metal Construction Co 241 

Berger Mfg. Co 195 

Diebold Safe & Lock ‘Co 165, 6 

General Fireproofing Co 216, 17 

Globe-Wernicke Co..145, 6. 7, 8&8 

Macey Co., The 188 

Steel Equipment Corp 131 

Stiffel-Freeman Safe Co 179 

Van Dorn Metal Furniture 156 

Victor Safe & Equip. Co...21, 2 

Yawman & Erbe 169 
Safety Deposit Boxes 

General Fireproofing Co...216. 17 

Invincible Met. Furn. Co 201 
Sales Representatives for East 

Acorn Personnel Service 

Rohrer, A. R 
Scales 

Hanson Scale Co 32) 

Pelouze Mfg. Co 27 
Scrapbooks 

Horn, W. C Bro. & Co wm 
Screens, Office 

Lamb, Geo. |! ‘ mo 

Polar Mfg. Co 265 
Sealing Wax 


Lather Ink & Stamp Vad Co 


Sanford Mfg. Co . 236 
Seals, Notary and Corporation 

Meyer & Wenthe.... 2m 

Stewart, R. A., & Co 22:3 
Shelf Boxes 

All-Steel-Equip Co. 270 

Berger Mfg. Co 195 

Diemer, John F., Co... 271 

Globe-Wernicke Co..145, 6, 7 S 
Shelving 

All-Steel-Equip Co 270 

Art Metal Construction Co .241 

Berger Mfg. Co.... . 195 

General Fireproofing Co...216, 17 

Globe-Wernicke (Co..145, 6, 7. 8 

Steel Equipment Corp 131 

Van Dorn Metal Furniture 156 
Sign Markers 

Fulton Specialty Co s22 

Hellesoe, Hans H : 329 
Signs 

Davenport-Taylor Mfg. Co 205 
Slides, Furniture 

Rice Products Co 113 
Smoking Stands, Office 

Boyle Smoker Co "24 
Sorting Devices 

Kohlhaas Co 1s2 
ome Affixers 

Multipost Co 161 
Stamp Pads 

Fulton Specialty Co 322 

Lather Ink & Stamp Pad (0.226 

Meyer & Wenthe 200 

Mun-Kee Products Corp 117 

Stewart, R. A., Co 2.3 

Volger, B. G.. Mfg. Co 223 
Stands for Office Machines 

Adjustable Table Co 246 

Harter Corp ve 214 

Searles Elec. Weld Works. 24 

Sherman-Manson Mfg. Co 207 

Toledo Metal Furn. Co 212 


Stapling Machines 
Acme Staple Co 
Defiance Sales Corp 
Eveready Mfc. Co 





2 
310 


of Boston 


Hoge Mfg. Co 278 

Hotchkiss Sales Co... ‘ 134 

Neva Clog Products, Inc.106, 290 

Parrot Speed Fastener Cp 261 
Stationery, Air Mail 

Dahlke Staty. Mfg. Co. 325 


Stationery, Embossed, Engraved 
American Embossing Co on 
Wiggins, John B., Co 

Stationery Racks 





Currier Mfg. Co... 9 
Imperial Methods Co 24 
Jamestown Metal Desk Co. 174 
Ravenswood Off. Spec. Co...125 
Stencils 
Meyer & Wenthe... 209 
Stewart, R. A.. & Co... 223 
Stenographers’ Note Books 
rum & Pease Co 333 
Rockwell-Barnes (Co. 120 
ools 
Conrades Mfg. Co 301 
Crocker Chair Co 28s 














OFFICE APPLIANCES 


Storage Cases 


Bankers Box Co lu4 

Rockwell-Barnes Co 20 

Steel Bound Box Co 286 
Swinging Typewriter Stands 

Amer. Writing Mach. Co . 168 


.145, 6, 7, 
107, 8, 9, 10 


Globe-Wernicke Co 
Weis Mfg. Co 


Tables 
Berger Mfg. 195 
General Fireproofing Co 216, 17 
Globe-Wernicke Co..145, 6, 7, 8 
Guth, H L., Associates .122 
Lamb, Geo. L 300 
Lyon Metal Products, Inc 191 
Macey Co., The .188 
St. Johns Table Co 171 
Van Dorn Metal Furniture 156 
Tablets 
Rockwell-Barnes Co 120 
Telephone Accessories 
American Electric Co 172 


Colytt Laboratories .331 
Victor Safe & Equip. Co..201, 2 
Thumb Tacks 


Graff, George B Co 202 
Hoge Mfg. Co .278 
Moore Push-Pin Co 226 
Time Stamps and Recorders 
Thompson Time Stamp Co 325 
Transfer Cases 
All-Steel-Equip Co .+ -270 
Art Metal Construction Co... .241 
Art Steel Co.. .114 
Aurora Metal Cabinet W ks. . 320 
Perger Mfg. Co . 195 
Columbia Steel Equip Co. 140, 41 
General Fireproofing Co...216, 17 


Globe-Wernicke Co..145, 6, 7, 8 
88 


Macey Co., The an 

Shaw-Walker Co. . vowel 
Steel Equipment Corp .181 
Van Dorn Metal Furniture. ..156 
Weis Mfg. Co 107, 8, 9, 10 


Trimming Boards 


Ideal School Supply Co at) 
Type, Typewriter 
Amer. Writing Machine Co 168 
Ames Supply Co 312 
Typewriter Cleaning Brushes 
Hahn, Arthur W... 331 
Typewriter Cleaning Material 
Amer. Writing Mach. Co. 168 
Clarotype Co “> . 320 
Gies, Walter G., Co 331 
Sanford Mfg. Co 226 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
Lincoln Rubber Key Co 204 
Munson Supply Co 197 
Peerless Key Co .101 


Speed Key Mfg. Co. . 330 
Typewriter Cushion Knobs & Feet 


Ames Supply Co. , 312 
Azora Rubber Co. "399 
Fox. Geo. E., & Co once 
Peerless Key Co 101 
Smith Nolse & Shock  Elimi- 
nator ... oss ene 
Typewriter Parts and Tools 
Amer. Writing Machine Co 168 
Ames Supply Co 312 
Typewriters, Mfrs. of 
Amer. Writing Mach. Co . 168 
Barr-Morse Corp . -239 
Corona Typewriter 228, 29 
Elliott-Fisher Co. .185 
General Office Equip, Co 18 


Remington Rand Business Svc. 96 


Royal Typewriter Co. 279 
Smith, L. C., and Corona Tws. 
sees 228. 20 
Underwood Elliott Fisher Co 
.185, Back Cover 


Underwood Typewriter Co 
Back Cover 


Varityper Incorporated 208 





Woodstock Typewriter Co A390 
Typewriters, Rebuilt 
Amer. Writing Mach. Co 168 
General Typewr. Exch 233 
Regal Typewriter Co 321 
Reliable Tw. & A. M. ©. 429 
Shipman-Ward Mfg. Co 149 
Smith Tw. Sales Corp 299 
Wholesale Typewriter Co 315 
Visible Index Systems 
Globe-Wernicke Co..145. 6, 7 ba 
Postindex Co., Ine 240 
Ross-Gould Co 321 
Sheppard. €. E., Co 196 
Stationers’ Loose Leaf Co 187 
Victor Safe & Equip. Co..201, 2 
Wardrobes 
All-Steel-Equip Co 270 
Aurora Metal Cabt. Wks 320 
Berger Mfg. Co 195 
Furnas Furniture Co ee 
General Fireproofing Co. ..216, aS 
Globe-Wernicke Co..145. 6, 7. 
Lyon Metal Products, Inc. 191 
Terrell's Equipment Co 207 
Waste Baskets 
Berger Mfg. Co : 195 
General Fireproofing Co. ..216, 17 
Globe-Wernicke Co..145. 6, 7, 8 
Invincible Metal Furn. Co... .291 
Macey Co., The 188 


Metal Office Furniture Co... .244 


Nat'l Vulcanized Fibre (Co...263 
Peerless Wire Goods Co 313 
Sainberg & Co .258 
Worcester Wire Novelty Co 318 





NOVEMBER, 1929 





an WANTS and FOR SALE © 


The rate for Classified Advertisements is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


SALESMAN—Experienced particularly in steel furniture but 
well acquainted with other lines of office equipment and supplies 
seeks new connection. Will consider any desirable opening as 
salesman for manufacturer calling upon dealers or branch office 
or dealer connection permitting sales direct to consumers. 
Prefers the South because most recent contacts have been 
there, but willing to go wherever opportunity may lead. Ad- 
dress R-59, care Office Appliances, Chicago. 


SITUATION WANTED—Factory representative selling wood or 
steel office furniture to dealers. Prefer central west or eastern 
territory. Nine years’ experience and wide acquaintance among 
trade Address G-86, care Office Appliances, Chicago. 








DESIRE CHANGE, prefer middle west or southwest territory 
with manufacturer Sixteen years’ experience in filing equip- 
ment, desks, chairs, safes, loose leaf or blank books. Age 37. 
Address H-66, care Office Appliances, Chicago. 











SALESMEN WANTED 


AN OLD ESTABLISHED office equipment corporation located 
in New York, at present expanding its selling organization, re- 
quires district managers for centers east of the Mississippi. A 
thorough knowledge of visible records, loose leaf equipment 
and machine bookkeeping supplies required. We seek high type 
men with a proven sales record and sufficient executive train- 
ing to organize and develop a selling force. An unusual oppor- 
tunity for capable men accustomed to earning $5,000 to $10,000 
a year Liberal commission plan. Drawing account only to 
men with established record in this line. State experience 
fully. Address C-61, care Office Appliances, Chicago. 





FAST SELLING side line for salesmen covering regular terri- 
tory. Sells to stationers, gift shops, druggist. hardware and 
dry goods stores. Big profit, easy to carry, sells on sight. We 
distribute through salesmen only, no jobbers. This is an un- 


usual proposition and warrants your immediate attention. Give 
references, lines carried and territory covered Address The 
Roberts Specialty Mfg. Co., Inc., 38 Chauncy street, Boston, 


Massachusetts. 


EXPERIENCED MECHANIC on all makes of typewriters and 
adding machines. Apply by letter giving previous experience. 
Letter will be treated confidentially. Address N-83, care Office 
Appliances, Chicago. 

Typewriter and office appliance mechanic. Selling 
Gocd permanent position for steady experi- 
References required. Applications held 
Morrill, L. C. Smith and Corona 





WANTED 
ability desirable. 
enced high class man. 
strictly confidential. O. D. 
dealer, Ann Arbor, Mich. 


TYPEWRITER SALESMAN—Wonderful prepestsion also ideal 
place to spend winter. Experience and reference required. 
Woodstock Typewriter Sales Co., 144 N. First street, Phoenix, 
Arizona. 








COMBINATION TYPEWRITER MECHANIC and salesman or 
salesman only. Good opportunity for right man. Muncie 
Typewriter Exchange, Royal Dealers, Muncie, Ind. 





FIRST-CLASS, ALL AROUND typewriter mechanic and sales- 
man wanted for central western city of 60,000. Apply D-62, 
care Office Appliances, Chicago. 








BUSINESS COLLEGE MANAGER WANTED 








A HIGH GRADE business college man can acquire half interest 
and management of business college in attractive California 
city. Successful applicant will be expected to invest small 
amount, but cash investment is not the primary consideration. 
This is an excellent proposition which is growing beyond the 
capacity of a single owner to develop properly the unfolding 
possibilities. Address J-63, care Office Appliances, Chicago. 











DISTRIBUTORS WANTED 





HIGH GRADE DESK LAMP LINE available for manufactur- 
ers’ representative covering Pacific Coast territory. Most pro- 
gressive line on the market. Has a strong appeal to dealers. 
Send complete information to L-66, care Office Appliances, 
Chicago. 











COMMISSION SALESMAN wanted to represent attractive east- 
ern line in Chicago territory. Line includes letter openers. 
bookmarks, pencil holders and other stationery articles sold 
principally to stationers, office supply dealers and department 
stores. An excellent opportunity for salesman carrying a non- 
competing line. Address M-64, care Office Appliances, Chicago. 


OUR TWO HIGH-GRADE TYPEWRITER SPECIALTIES can 
be sold by typewriter salesmen, repair men, supply and spe- 
cialty salesmen. This is a golden opportunity for any salesman 
calling on office trade Territories are being allotted now. 
Write for details and selling plans. Address F-83, care Office 
Appliances, Chicago 





SALESMEN WANTED by prominent loose leaf and visible 
record manufacturer selling to the consumer. A good work- 
ing knowledge of product and its application necessary. Ex- 
cellent opportunity to make a good income on profit-sharing 
hasis. Several Eastern territories available. Limited drawing 
account until properly established Address P-77, care Office 
Appliances, Chicago 


VONDERFUL NEW SIDELINE—Big commission with order; 
sell printing for every business at half price; copyrighted illus- 
trations free: just take order, we do the rest. Pocket outfit free. 
Merchants Assn., Insurance Center Bldg., Chicago. 





YOUNG MEN to sell window and regular envelopes Every 
office a prospect Protection, experience unnecessary. full or 
part time Transo Envelope Co., 3520 Kimball Ave., Chicago. 
EXPERIENCED loose leaf salesmen who have had both trade 
ind consumer experience State qualifications, territory inter- 
ested in, salary Address K-58, care Office Appliances, Chicago. 


TYPEWRITER SALESMEN AND MECHANICS WANTED 





LARGE TYPEWRITER EXCHANGE wants a high grade me- 
chanic familiar with all classes of office machines. Will pay 
best wages to mechanic who can qualify Will not consider 
ipplication unless you are looking for permanent connection. 
If employed at present state your reason for wishing to change. 
Must give full information of past experience and references 
in first letter Application strictly confidential Address S-97, 
care Office Appliances, Chicago. 


WANTEI—First class salesman in a city of a population of 
around forty thousand with outside territory. Good salary and 





commission Do not answer this ad unless you can qualify. 
Address E-206, care Office Appliances, Chicago. 
WANTED—Experienced typewriter salesman. Have opening 


for one of the best city territories in the United States. Royal 
agency, also Multigraphs, Dictaphones and Victor Adding Ma- 
chines. Well established Apply F. B. White Typewriter Co., 
Inc., El Paso, Texas 


LINES WANTED 


I COVER NEW YORK STATE (west of Hudson River) in a 
car, also Pennsylvania, Baltimore and Washington, call on office 
supply and stationery trade, have one other line; want staple 
manufacturers’ line for this territory. Address O-96, care 
Office Appliances, Chicago. 


STATE AGENCY for Texas—Have been in printing and office 
supply business for self. Want to establish state agency for 
any good line. References. Address F-82, care Office Appli- 
ances, Chicago. 











MANUFACTURERS of stationery items, write what you have 
to offer for distribution in the South, particularly in Texas. 
Now organizing a sales force. Address O-94, care Office 
Appliances, Chicago. 


MANUFACTURERS’ REPRESENTATIVE with good following 
desires two additional office specialty lines for 1930. Territory 
from Denver west to Pacific Coast. Address P-78, care Office 
Appliances, Chicago. 

MIDDLE WEST REPRESENTATIVE with 


Detroit, can handle an additional high grade account. 
R-59, care Office Appliances, Chicago. 








headquarters in. 
Address 


BUSINESS OPPORTUNITIES 





Successful printing and stationery business located 
in central western state. Going concern for more than 25 years 
Steady business. Stationery, printing, ruling, book-—bindirig, 
school supplies. Housed in own building. Thirty-six hundred 
feet of floor space. Presses, typesetting machines and all other 
equipment in good condition. Opportunity for considerable ex- 
tension. Good reason for selling. Thorough investigation in- 
vited. Address T-65, care Office Appliances, Chicago. 


FOR SALE IN EAST TEXAS—Printing plant and office supply 
store in fast growing city of 10,000 population. Only office sup- 
ply store within radius of 100 miles. Well equipped job plant. 
Gross business last year $26,000. Will sell for $19,000, or might 
consider partner. Address O-95, care Office Appliances, 
Chicago. 


DO YOU WANT TO COME TO CALIFORNIA? A stationery 
and book store, established in same location for 25 years, one of 
the largest in northern California, for sale; owner desires to 
retire. You should have $15,000. Address M-63, care Office 
Appliances, Chicago. 


FOR SALE —Stationery, office supply, 
business in growing Pacific Coast city. 
office equipment and supplies. Corner location. 
terms. Peter G. Cosovich, Astoria Stationery Co., 
Oregon. 
WANTS AND FOR SALE-—Continued next page 


FOR SALE 














gift and greeting card 

Have good agency for 
Part cash and 
Astoria, 





WANTS AND FOR SALE—Continued from preceding page 
FOR SALE AND WANTED TO BUY 





EL LIOTT- _FIS SHER 
and sold Maloney, 


billing and 


Gilmore Co., 508 S 


bookkeeping machines 
Dearborn, 


chines bought 
St.. Chicago. 





APPLIANCES 


OFFICE 


ALL MODELS ELLIOTT-FISHER billing and bookkeeping ma- 
and sold. 


Robt. Novak & Co., 537 S. Dearborn 





bought 


( *hicago. SASH 


NATIONAL (¢ 








WANTED TO BU Y—Electric 
frames, cabinets, Moon-Hopkins, 
liott-Fisher machines, Ediphones 
Green Carbon Supply Co., 1821 


MIMBOGRAPHS 
and all office machines 
Canal 8St., N. Y 


Multigraphs, 
bought, 


Addressographs F2, 
Multigraph 

Write 
Widener Bldg., 


Comptometers, 


sold and exported 


REGISTERS, 


and exchanged. We can save you money. 


bought, sold 
Kass, Inc., 


all styles, sizes, 


Henry 








bought 
Milwaukee, Wis. 


Abbit, 348 


sold and rebuilt. W. J 


Model “B” Cash Register Systems Experts, 640 Broadway, corner Van 
and Electric EI- Tromp street, Albany, N. Y. aw 
details and prices ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Philadelphia, Pa. Warsh Co., Plankinton Arcade, Milwaukee, Wis. 

Elliott-Fishers ELLIOTT-FISHER BILLING AND BOOKKEEPING machines 


Crowley Co., 631 Caswell Block, 








1,728,922 Device for inking stencils 
Frank B. Brown, Dallas, Tex Filed 
November 25, 1927 Granted September 
24, 1929 Serial No. 235.682 

1,728,944 Fountain pen. Jack Muck, 
Milwaukee, Wis. (assignor of one-half to 
Frank J. Uibel, Milwaukee, Wis.) Filed 
December 16, 1928 Granted September 
24, 1929 Serial No. 155,137 

1,728,946. Card-tray cabinet. 
Tobey, Grand Rapids, Mich. 
gust 19, 1927. Granted September 24, 
Serial No. 214,091 

1,729,072. Stencil sheet 
Tokyo, Japan Filed December 
Serial No. 244,047 and in Japan Decem- 
ber 8, 1927. Granted September 24, 1929. 

1,729,116 Ejector for addressing and 


Fred W 
Filed Au- 
1929 


Shinjiro Horii, 
31, 1927 


other machines Benjamin Z. McCain, 
Oak Park, and Herbert L. Thompson, 


Elgin, Ill 
Company 
tion of Delaware) 


(assignors to Addressograph 
Wilmington, Del., a corpora- 
Filed March 14, 1928 


Granted September 24, 1929 Serial No 
261,608 
1,729,142. Mechanical pencil John C 


Wahl, Chicago, Il 
Company, Wilmington, Del, a 


(assignor to The Wahl 
corpora- 


tion of Delaware) Filed September 26, 
1923. Granted September 24, 1929. Serial 
No 664,896 

1,729,165 Pencil Howard L. Fischer, 





‘aul, Minn Filed 
Granted September 24, 
529,753 


January 16, 1922. 
1929. Serial No 


1,729,166. Public-service posting ma- 
chine Harry A. Foothorap, Harrisburg, 
Penna. (assignor to Elliott-Fisher Com- 


pany, a corporation of Delaware) Filed 
May 3, 1924. Granted September 24, 1929 
Serial No. 710,811 

1,729,240 Pencil Henry Augenstein, 


Newark, N. J 
Granted September 
303, 837 

1,729,331 Temporary 
son, ( “he lsea, Mass 
Granted September 24, 
35.063 

1,729,338. Cash 
Fuller, Bridgeport 


Filed September 4, 1928 
24, 1929. Serial No 


Eli David- 


June 5, 1925. 
Serial No. 


binder. 
Filed 
1929 


Frederick L 
(assignor by 


register 
Conn 


mesne assignments, to Re smington Arms 
Company, Inc., New York, N. Y., a cor- 
poration of Delaware) Filed March 20, 


1919. Granted September 24, 1929. Serial 
No. 283.720 
1,729,401 Bookcase James A. Rich- 


ards, Grand Rapids, Mich. (assignor to 
The Gunn Furniture Company, Grand 
Rapids, Mich a corporation of Michi- 
gan) Filed March 24, 1924. Granted 


September 24, 1929 Serial No. 701,331 
1,729,563 Loose-leaf binde r Raymond 
E. Bohrer, Rochester, N. (assignor to 
The Todd Company, Inc Me we N 
Y.. a corporation of New York) Filed 


June 10, 1926 Granted September 24, 
1929 Serial No. 115,041 

1,729,714. Calculator Robert L. Elli- 
son, Williamsport, Penna Filed Janu- 


ary, 7 1927. Granted October 1, 1929 


159,670 


1,729,749 Duplicating machine How- 
ard Atwell, Saxe, Erie, Penna Filed 
May 19, 1927 Granted October 1, 1929 
Serial No. 192,535. 

1,729,786 Pencil John F. Lindberg, 


Chicago, Ill., (assignor by mesne assign- 
ments, to The Yoder Pencil Company, 
Cleveland, Ohio, a corporation of Ohio) 
Filed November 25, 1921 Granted Octo- 


ber 1, 1929 Serial No. 517,537. 
1,729,791. Writing device Howard I 
Morris, Lakewood, Ohio, (assignor to 


The Yoder Pencil Company, Cleveland, 
Ohio, a corporation of Ohio) Original 
applic aties filed December 29, 1921 Ser- 
ial No, 625,585 Divided and this appli 
cation filed November 17, 1924 Granted 
October 1, 1929 Serial No. 750,278 
1,729,811 Sealing machine Ernest D. 
Anderson, New York, N. Y. (assignor to 


E. D. Anderson, Inc., New York, N. Y¥ 
a corporation of Delaware) Filed May 
24, 1927 Granted October 1, 1929 Ser- 
ial No. 193,929 

1,729,814. Lead pencil. Bernard C 
Becker, York, Penna., (assignor to The 
Yoder Pencil Company, Cleveland, Ohio, 


—— re © 
RECENT PATENTS 


Copies of patents herein listed can be ob- 

tained from the Commissioner of Patents, 

Washington, D. C., for ten cents each in 

cash, postofice money orders or certified 

check. Stamps and personal checks not 
accepted. 





a corporation of Ohio) 
1922. Granted 
No 527,169. 
1,729,815. Lead pencil Bernard C 
Becker, York, Penna., (assignor to The 
Yoder Pencil Company, Cleveland, Ohio, 
a corporation of Ohio). Filed September 


Filed January 5, 
October 1, 1929 Serial 


16, 1922. Granted October 1, 1929. Serial 
No. 588,624. 
1,729,908. Visible card index Richard 


W. Wood, Buffalo, N. Y. Filed 
ber 6, 1927 Granted October 1, 
Serial No. 238,061 

1,729,915. Penholder Tadao Tsuge 
Dairen City, Kwantung Leased Territory, 
Manchuria. Filed October 20, 1928 
Granted October 1, 1929 Serial No. 313,- 
849 


Decem- 
1929 


1,730,040. Typewriting machine Al- 
fred G. F. Kurowski, Brooklyn, N. Y., 
(assignor to U _ rwood Elliott Fisher 


New York, N. Y., a corpora- 
Filed May 24, 1927 
1929 Serial No. 193,- 


Company, 
tion of Delaware) 
Granted October 1, 
863. 
1,730,052 
F. Berger, 


Friedrich W. 
(assignor to 


register 
Germany, 


Cash 
Berlin, 


The National Cash Register Company, 
Dayton, Ohio, a corporation of Maryland). 
Filed March 28, 1927. Serial No. 179,080, 


and in Germany, April 7, 1926. Granted 
Oct. 1, 1929. 

.730,069. Tray 
Paul Gebser, Magdeburg, 
March 16, 1927, and in Germany, 
ber 5, 1926. Granted October 1, 
Serial No. 175,894. 

1,730,094. Cash register. Bernis M. 
Shipley, Dayton, Ohio, (assignor by mesne 
assignments, to The National Cash Regis- 
ter Company, Dayton, Ohio, a corpora- 
tion of Maryland) Filed December 2, 
1922. Granted October 1, 1929. Serial 
No. 604,518. 


for card-index systems 
Germany. Filed 
Novem- 
1929. 


1,730,095. Cash register Bernis M 
Shipley, Dayton, Ohio, (assignor to The 
National Cash Register Company, Day- 


ton, Ohio, a corporation of Maryland). 
Filed April 25, 1927 Granted October 1, 
1929. Serial No. 186,323. 


1,730,106. Denominator attachment for 


adding machine. Nelson White, Ithaca, 
a.) a (assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a cor- 
poration of Michigan) Filed March 21, 
1921. Granted October 1, 1929 Serial 
No. 453,968 

1,730,130. Loose - leaf post binder. 
Charles A. Finley, Rutherford, N (as- 
signor to Boorum & Pease Company, 


Brooklyn, N. Y., a corporation of New 


York). Filed April 4, 1927. Granted Octo- 
ber 1, 1929. Serial No. 180,970. 

1,730,132. Pencil. Fred Fre yman, La- 
Grange Il Filed October 7 1921. 
Gre anted October 1, 1929 Serial No 506,- 
041. 

1,730,147. Calculating machine Allen 


A. Horton, Plymouth, Mich., (assignor to 
Burroughs Adding Machine Company, De- 
troit, Mich., a corporation of Michigan). 


Original application filed January 29, 
1926. Serial No. 84,616. Divided and 
this application filed June 25, 1926. 
Granted October 1, 1929. Serial No. 118,- 
11 

1,730,148 Manifolding book Louis 
Huffman, Toronto, Ontario, Canada, (as- 
signor to Toronto Type Foundry Com- 
pany, Ltd., Toronto, Canada). Filed 


February 21, 1925 Granted October 1, 


1929. Serial No. 10,784 
1,730,352. Manifolding sales book. Ed- 
ward Kirby Bottle, Elmira, N. Y (as- 


American Sales Book Com- 


signor to 


pany, Ltd., Toronto, Ontario, Canada, a 


corporation of Ontario, Canada). Filed 
May 23, 1922. Granted October 8, 1929. 
Serial No. 562,954 

1,730,35: Manifolding sales book. Ed- 
ward Kirby Bottle, Elmira, N. Y., (as- 


signor to American Sales Book C ompany, 
Ltd., Toronto, Ontario, Canada, a cor- 
pors ation of Ontario). Filed May 23, 1922. 


Granted October 8, 1929. Serial No. 562,- 
956. 

1,730,354. Manifolding sales book. Ed- 
ward Kirby Bottle, Elmira, N. Y., (as- 


Sales Book Company, 
Canada, a corpor- 

Filed May 23, 
1929. Serial No 


Signor to American 
Ltd., Toronto, Ontario, 
ation of Ontario, Canada) 
1922. Granted October 8, 
562,959 


1,730,355 Sales book Edward Kirby 
Bottle, Elmira, N. Y., (assignor to Amer- 
ican Sales Book Company, Ltd., Toronto, 
Ontario, Canada, a corporation of On- 
tario, Canada). Filed February 18, 1924. 
Granted October 1, 1929 Serial No. 693,- 
424 

1,730,358. Copyholder. Charles R. 
Drake, Rochester, N. Y. (assignor to The 


Line-A-Time Mi: ae ac turing Company, 
Inc., Rochester, N. a corporation of 
New York) Filed Anrit 3 2, 1927. Granted 
October 8, 1929. Serial No. 180,482 





1,730,365. Stamping device Peter 
Grabler, Rocky River, Ohio Filed 
February 7, 1927 Granted October §8, 
1929 Serial No. 166,520. 

.730,445. Typewriting machine. Ed- 
win E. Barney, New Rochelle, N. Y., (as- 
signor to Remington Typewriter Com- 


pany, Ilion, N. Y., a corporation of New 
York) Filed September 3, 1926. Grant- 
ed October 8, 1929. Serial No. 133,436. 


1,730,456. Typewriting machine. George 
C. Going, Middletown, Conn. (assignor 
to Remington Typewriter Company, Lion, 

a a corporation of New York). 
Filed December 27, 1927. Granted Octo- 
ber 8, 1929. Serial No. 242,799 

1,730,457. Typewriting machine. George 
C. Going, Middletown, Conn (assignor 
to Remington Typewriter Company, Ilion, 
N. Y., a corporation of New York). Filed 
December 27, 1929. Granted October 8, 
1929. Se rial No. 242,800. 

1,730,487. Fountain-pen holder 
ence W. Utzman, Wilmette, IIL. 
May 28, 1928. Granted October 8, 
Serial No. 281,017. 


Clar- 
Filed 
1929. 


1,730,513. Operating mechanism for 
tabulating William W. Lasker, Brook- 
lyn, N. Y., (assignor by mesne assign- 


ments, to Remington Rand, Inc., New 
York, N. Y., a corporation of Delaware). 
Filed June 7, 1927 Granted October 8, 
1929. Serial No. 197,200. 

1,730,566. Paper - feeding mechanism. 
Harry A. Foothorap, Harrisburg, Penna., 
(assignor to Elliott-Fisher Company, a 


corporation of Delaware). Filed April 
30, 1923. Granted October 8, 1929. Serial 


No. $5, 
1,730,567. 





Flat-platen moving and con- 
trolling means. Harry A. Foothorap, 
Harrisburg, Penna., (assignor to Elliott- 
Fisher Company, a corporation of Dela- 


ware). Filed April 30, 1923 Granted 
Oct. 8, 1929. Serial No. 635,678 

1,730,597. Pocket cash register. Chandos 
Charles Williams, Detroit, Mich Filed 
June 1, 1926. Granted October 8, 1929. 


Serial No. 113,026. 

1,730,655. Dispensing 
adhesives John E. R. 
Mass., (assignor to The Carter's Ink 
Company, Cambridge, Mass., a corpora- 
tion of Massachusetts) Filed September 
23, 1927. Granted October 8, 1929. Serial 
No. 221,585. 


receptacle for 
Hayes, Melrose, 


1,730,679. Writing instrument Edgar 
B. Nichols, Rochester, N. Y Filed June 
1. 1927. Granted October 8, 1929. Serial 


No. 195,800. 
1,730,744. Pencil 
Lesiak, Fullerton, 


Leonard lL. 
Filed January 


holder 
Nebr 


29, 1929. Granted October 8, 1929. Ser- 
ial No. 335,870. 

.730,904. Typewriting machine Jesse 
A. B. Smith, Stamford, Conn., (assignor 


to Underwood Elliott Fisher Company, 
New York, N. Y., a corporation of Dela- 





NOVEMBER, 1929 


ware). Filed October 1, 1926. Granted pany, New York, N. Y., a corporation of 
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October 8, 1929. Serial No. 138,865. Delaware). Filed September 23, 1926. 

1,730,909. Locking mechanism for Granted October 15, 1929. Serial No. 137,- 

drawers. George Anderson and Victor A. 229. 
Gromberg, Jamestown, N. Y., (assignors 1,731,454. Loose-leaf binder. James C. 
to Art Metal Construction Company, Dawson, Webster Groves, Mo., (assignor 
Jamestown, N. Y.) Filed January 9, to Elma N. Dawson, Webster Groves, 
1926. Granted October 8, 1929. Serial Mo.). Filed January 3, 1927. Granted 
No. 80,314 October 15, 1929. Serial No. 158,445. 

1,731,017. Billing sheet Edward Z 1,731,543. Visible index. William A. 
Lewis, Evanston, Ill., (assignor to Rem- Ringler, Philadelphia, Penna., (assignor 
ington Typewriter Company, New York, to The Globe-Wernicke Company, a cor- 
N. Y., a corporation of New York). poration of Ohio). Filed December 5, 
Filed March 24, 1924. Granted October 8, 1924. Granted October 15, 1929. Serial 
1929. Serial No. 701,269 No. 754,021. 

1,731,088. Stencil-cutting device. Ed- 1,731,586. Calculating device. William 
ward K. Abel, Jacksonville, Fla. Filed R. Mittendorf, Cincinnati, Ohio, (assignor 
January 27, 1928. Granted October §8, by mesne assignments to International 
1929. Serial No. 249,995. Business Machines Corporation, New 

1,731,096. Desk for typewriters or like York, N. Y., a corporation of New York). 

machines Ralph C. Erskine, Stamford, Filed January 30, 1925. Granted October 
Conn., (assignor to Erskine-Danforth 15, 1929. Serial No. 5,717. 
Corporation, a corporation of New York) 1,731,614. Phonetic typewriting ma- 
Filed September 16, 1925. Serial No. 56,- chine. Guy E,. Etherton, Los Angeles, 
626 Calif. Filed July 31, 1924. Granted Octo- 

1,731,156. Loose-leaf binder. Walter ber 15, 1929. Serial No. 729,334. 


12 


1,721,539 


- 
ag 4: 
a 2 


7 22 
1,725,823 ” 
7 1,719,000 
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Granted October 15, 1929. Serial No. 


33. 

1,731,828. Filing divice. Elmer H. Salt, 
Norwood, Ohio, (assignor to The Globe- 
Wernicke Company, Norwood, Ohio, a 
corporation of Ohio). Filed November 17 
1927. Granted October 15, 1929. Seri 
No. 233,960. 

1,731,927. Loose-leaf binder. Henry 
Edward Hulseman, Evansville, Ind. Filed 
November 15, 1926. Granted October 15, 
1929. Serial No. 148,479. 

1,731,929. Cash register. Joseph J. 
Klosterman, Dayton, Ohio, (assignor by 
mesne assignments to The National Cash 
Register Company, Dayton, Ohio, a cor- 
poration of Maryland). Filed February 
12, 1923. Granted October 15, 1929. 
Serial No. 618,553. 

1,732,104. Autographic machine. Mar- 
cel Mee, Paris, France. Filed July 29, 
1927; and in France September 30, 1926. 
Granted October 15, 1929. Serial No. 


1,732,223. Check protecting. Frederick 
U. Conard, Bridgeport, Conn., (assignor 





No. 1,725,823—Filing tray; patented August 27, 1929, by Enoch chines; patented July 23, 1929, by William J. Wiswali, Portland, 


Ohnstrand, Mohawk, N. Y., goner™, by mesne assignments, to Ore., assignor to American Sales Book Company, Limited, To- 
Remington Rand, Inc., New York, N. Y., a corporation of Del- ronto, Canada, a corporation of Ontario, Canada. Serial No. 
aware. Serial No. 32,933. 142,583. 
No. 1,722,811—Multiple—unit book holder; patented July 30, 1929, No. 1,724,407—Ring binder; patented August 13, 1929, by Adolph 
by Alfred M. Martin, Chicago, Ill. Serial No. 169,157. G. Lotter, Milwaukee, Wis., assignor to H. C. Miller Company, 
No. 1,721,248—Card-index system; patented July 16, 1929, by Milwaukee, Wis., a corporation of Wisconsin. Serial No. 173,560. 


Eimer W. Davis, Newton, Mass., assignor to Shaw-Walker 


No. 1,720,360—Fountain pen; patented July 9, ber oe Chrystal 


Company, Muskegon, Mich., a corporation of Michigan. Serial Christopher McCue, Goodelis, Mich. Serial No. 314, 


No. 418,929. 


No. 1,723,263—Mechanical cashier, adding and listing machine; 


No. 1,719,000—Time-recorder; patented July 2, 1929. by Charles patented August 6, 1929, by Nelson White, William S. Overtin 
M. Crook, Chicago, Ill., assignor to Stromberg Electric Company, and Frank A. Bullington, Portland, Ore., assignors, a mesne 
° 


Chicago, Ili., a corporation of Maine. Serial No. 609,573. assignments, to Remington Arms Company, iInc., New rk, N. 
No. 1,721,539—Aligner and tear-off device for typewriting ma- Y., a corporation of Delaware. Serial No. 702,164. 

F. Wolf, New York, N 2 Filed signor to Underwood Elliott Fisher Com- New Jersey). Filed October 1, 1926. 

February 24, 1928. Granted October 8, 1,731,683. Multicolor pencil case. Leo to Underwood Elliott Fisher Com y, 

1929. Serial No. 256,727 Di Rebaylio, Bloomfield, N. J. Filed Octo- New York, N. Y., a corporation of Dela- 
1,731,281. Selecting device for card ac- ber 27, 1926. Granted October 15, 1929. ware). Filed October 4, 1927. Granted 

counting systems or the like. Luther A. Serial No. 144,528. October 22, 1929. Serial No. 223,867. 

Watters, St. Louis, Mo., and Samuel F. 1,731,689. Typewriting machine. John 1,732,231. Keyboard for calculating ma- 


Lloyd, Edwardsville, Ill, (assignors by Toggenburger, New Milford, N. J., (as- 
mesne assignments to Remington Rand, signor to Underwood Elliott Fisher Com- 
Inc., New York, N. Y., a corporation of pany, New York, N. Y., a corporation of 


Delaware). Filed January 24, 1917. Delaware). Filed January 21, 1927. 
Granted October 15, 1929. Serial No. 144,- Granted October 15, 1929. Serial No. 
317. Renewed January 23, 1925. 162,420. 

1,731,296. Loose-leaf binder. James C. 1,731,701. Overdraft and signal print- 
Dawson, Webster Groves, Mo., (assignor ing mechanism for calculating machines. 
to Elma N. Dawson, Webster Groves, Frederick W. Bernau, Newark, N. J., (as- 


Mo.). Filed December 28, 1926; Renewed signor to Ellis Adding-Typewriter Com- 
February 4, 1929. Granted October 15, pany, Newark, N. J., a corporation of 
1929. Serial No. 157,464. New Jersey). Filed October 31, 1922. 
1,731,413. Envelope opener. Richard Granted October 15, 1929. Serial No. 598,- 
Glasser, San Francisco, Calif. Filed Sep- 155 
tember 17, 1927. Granted October i5, 1,731,720. Binder folder. Hugh B. Mc- 
1929. Serial No. 220,219. Clure, Peoria, Ill. Filed May 10, 1926. 
1,731,422. Telephone index. Carl G. Granted October 15, 1929. Serial No. 107,- 
Johnson, Roslindale, Mass. Filed June 27, 870. 


1928. Granted October 15, 1929. Serial 1,731,762. Typewriting machine. Heze- 
No. 288,737. kiah W. Carroll, Jr., Hoboken, N. J., 

1,731,444. Typewriting machine. Burn- (assignor to a Register Com- 
ham C. Stickney, Hillside, N. J., (as- pany, Hoboken, N. , &@ corporation of 


chines. Allen A. Horton, Plymouth, 
Mich., (assignor to Burroughs Adding 
Machine Company, Detroit, Mich., a cor- 
poration of Michigan). Filed August 6, 
1926. Granted October 22, 1929. Serial 
No. 127,510. 

1,732,300. Postal scale. Sterling P. 
Buck, Baltimore, Md., (assignor of one- 
half to Lester E. Barrett, Washington, 
D. C.). Filed May 16, 1924. Granted 
October 22, 1929. Serial No. 713,865. 


1,732,384. Reversible slip sheeter. Verne 
R. Shattuck, Pittsburgh, Penna. Filed 
November 5, 1928. Granted October 22, 
1929. Serial No. 317,233. 

1,732,399. Typewriting machine. Gus- 
tave O. Degener, New York, N. Y., (as- 
signor to Royal ei aay Company 
Inc., New York, N. Y., a corporation of 
New York). Filed December 12, 1927. 
Granted October 22, 1929. Serial No. 
239,493. 
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TRADE OPPORTUNITIES 


The detailed inquiries which follow have been received direct 
from readers of Office Appliances. They are tangible business 
opportunities which are well worth following 








Wants Abroad 


Caracas, Venezuela.—-A company to deal in office appliances 
equipment and supplies is being organized by a gentleman who 
has been several years manager of a large office supply depart- 
ment of a prominent firm of merchants here. This gentleman 
desires to receive catalogues, price lists and terms to dealers in 
Venezuela from manufacturers of the following lines: Steel 
desks, shelving and filing equipment; filing supplies; fireproof 
safes and files; pen and pencil desk sets; business stationery 
autographic registers; automatic selling and dispensing ma- 
chines: automatic postage cancelling machines; calculating, 
check writing, duplicating, numbering and time recording ma- 
chines Correspondence should be addressed to KK, care of 
Apartado No. 740, Caracas, Venezuela. 

Far East and Europe—Karel Pappie desires to connect with 
manufacturers in this field interested in export sales. The past 


nine years he has traveled through BPurope, Egypt, British 
India, Ceylon, Federated Malay States, Dutch East _ Indies, 
Siam, Philippine Islands, China, Japan and Australasia. He 


has established contacts with the large importers and dealers 




















THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive use of 
subscribers and advertisers. In the execution of its 
various commissions this bureau calls upon practically 
every member of the staff. It answers by personal 
letters all inquiries upon matters germane to the field, 
it furnishes special reports upon articles of office equip- 
ment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertis- 
ing copy, furnishes list of desirable agents and dealers 
in nearly every country, aids foreign dealers in securing 
U.S. A. lines, and in many other ways performs useful 
service, all without charge. Subscribers in every land 
have made, and are making, good use of this bureau; 
manufacturers in every section of the field have had 
evidence of the service. Subscribers’ requests for cata- 
logues to bring their files up to date, or to replace the 
file in case of fire or other form of destruction, are 
broadcasted in a bulletin which is mailed frequently 
to leading manufacturers 





in general merchandise, including office equipment and sup- 
plies He is in a position to develop the foreign markets in any 
or all of the foreign countries mentioned. Mr. Pappie speaks 
most of the languages used in the various countries he has 
traveled. His address (temporary) is care of Thomas Cook & 
Son, 350 North Michigan avenue, Chicago, Ill 


Wanted Here at Home 


Charleston, W. Va.—The Thomas O. Laird Company, 211 
Dickinson street, contemplates increasing its lines, which now 
include two well known makes of adding and calculating ma- 
chines. The company desires to receive catalogues and prices 
from manufacturers of office furniture, equipment and supplies 

Chicago, ilt.—Henry W. Curran (temporary address), care of 
the Interior Metal Equipment Company, 844 Rush street, de- 
sires to make a connection as factory representative selling 
wood or steel office furniture to dealers in the central western 
territory He has had nine years’ experience selling stock 
goods and contract work. Will also consider an accessory line 
to go with furniture Mr. Curran appears quite enterprising. 


and a likely representative for some concern seeking a new 
connection for the middle west 

Kalamazoo, Mich.—The Wm. Marker [Equipment Company 
413 West Walnut street (dealer in office supplies and sporting 


equipment), is interested in securing agencies for all kinds of 
office supplies, specialties and equipment This company has 
been in business several years, and has a good record. Manu- 


facturers interested are invited to send catalogues and price 
lists 
Galesburg, Il! Stromberg & Tenny commercial stationers 


16 East Main street, has been purchased by H. O. Hartley He 
will continue the business as ‘“‘Hartley's.’ He has an outside 
sales organization operating in conjunction with the store 
Manufacturers of office furniture, equipment and general sup- 
plies are invited to send catalogues and price lists 

Mt. Vernon, N. Y.—H. A. Vacheron, 150 Gramatan avenue, 
House 4. Apartment R-1, desires to make a connection with a 
manufacturer of an office specialty He has an aggressive sales 
organization operating in and about his home city Manu- 
facturers not represented in the Mt. Vernon district are invited 
to send descriptive literature and other information 
B. V. Cole, 518 West Twenty-fifth street, 
connection in steel office furniture or other office 
The past year he has represented one of 
Prior 
Cole was selling direct to consum- 
branch office connection, or 


Richmond, Va. 
seeks a new 
furniture or supplies 
the leading steel furniture concerns in southern territory 
to calling on the trade, Mr 
ers, and might be 
aMfiliation wit! 


interested in a 
some dealer 





APPLIANCES 


OFFICE 


Roanoke, Va.—The Spratlin-Fitzmaurice Office Equipment 
Corporation, 104 West Kirk avenue, plans expanding its lines 
It is now handling several well known office machines. It is 
contemplated to add steel office furniture and filing cabinets 
general equipment and supplies. Manufacturers interested are 
invited to send catalogues and prices. 

San Francisco, Calif.—O. E. Frankenthal, Hobart building 
wishes to secure one or two lines of commercial stationery items 
r office equipment on a commission basis He has made a 
good record the past eleven years covering the states of Wash- 
ington, Oregon and California. Mr. Frankenthal has an organ- 
ized sales force and maintains a salesroom in San Francisco 
He is well known among the jobbers and large retailers on the 
west coast. Correspondence for further information is invited 

Sioux City. lowa.—The Office Equipment Company, 617 Ne- 
braska street, is planning to open a new stationery store at 607 
Pierce street. This company merged its business recently with 
the Verstegen Printing Company E. L. Isaakson, manager 
wishes to receive catalogues and price lists from manufactur- 
ers to assist in purchasing stocks of commercial stationery 
items for his new store. He wishes also to have manufacturers’ 
representatives call on him when in Sioux City 

Tacoma, Wash.—Phineas Reisinger, 5821 South Puget Sound 
avenue, is conducting a commercial stationery business in con- 
junction with an established commercial printing plant. He 
wishes to receive catalogues and prices on all kinds of office 
machines, equipment and supplies 


om >———— 


Commerce Department Trade Opportunities. 


Inquiries sent to the U. 8S. Commerce Department from represen- 
tatives abroad Recognized business establishments can secure 
names and address on application to the Bureau of Foreign 
and Domestic Commerce at Washington. or to the district and 


»0-operative offices, mentioning the file number of the trade 
opportunities wanted. 
Cabinets, storage. steel, for offices, shops. factories, etc., Addis 


purchase and agency contemplated 
Mukden, China.—No. 41,570; pur- 


Ababa, Ethiopia No, 41,279 

Envelopes, correspondence, 
chase contemplated. 

Equipment, office, Milan 
plated 

Equipment, office, for filing, 
ment and appliances for routine 
—No. 41,095; agency desired. 

Fvrniture, metal office (also household), Tientsin, China.—No 
41,480; agency desired. 

Erasers, rubber, Aukland, New 
chase and agency contemplated. 

Furniture, office and household, good grade, Guatemala City 
Guatemala.—No. 41,093; purchase and agency contemplated. 

Furniture, office, metal, especially vertical filing cabinets 
Milan, Italy.—No. 41,539; purchase contemplated 

Machines, adding, Mexico City, Mexico.—No 
desired 

Machines, adding, Milan, Italy No 
plated. 

Machines, adding, small. low priced. Stockholm, Sweden.—No 
41.534; purchase and agency contemplated 

Machines, adding and calculating, Teheran, 
11.435; purchase and agency contemplated 

Machinery, lithovrint, with table, Quebec 
purchase contemplated. 

Machinery for manufacturing gelatine roll duplicators, Liver 
pool, England No. 41,505; purchase contemplated. 

Machines, typewriter, Mexico City, Mexico.—No. 41,617; 
desired 


Italy No. 41,538: purchase contem 
office manage- 


terlin, Germany 


card indexing 
operations, 


Zealand No. 41,466; pur 


41.675; agency 


$1,538; purchase contem 
Persia.—No 


Canada No. 41,450 


agency 


Machines, typewriter. with Latin and Persian characters. 
Teheran, Persia.—No. 41,435; purchase and agency contem- 
plated. 


Paper, bank check, Tel-Aviv, Palestine No. 41,410; purchase 


contemplated. 


Paper, bond. cheap sulphite. Christchurch, New Zealand 
No. 41,459; purchase contemplated 
Paper, writing, Johannesburg. South \frica No 41.081 


agency desired 
Paper, writing, 
agency desired. 
Pencils and pens, patent, pocket and desk. low and mediun 
priced, Tientsin, China.—No. 41,440; agency desired 
Pencils, automatic, and fountain pen Helsingfors 
No. 41,351; sole agency desired 
Pencils, refill, pocket. Rosario, 
chase and agency contemplated 
Receptacles sanitary (‘waste paper and 
Greece.—No. 41,022; agency desired. 


and envelopes, Alexandria, Egypt No. 41,311 


Finland 





Argentina No. 41,284; pur 


Athens 


refuse) 


Requisites, office New Dethi india No 41.360; agency 
desired 
Specialties, office, Prague, Czechoslovakia No. 41,806: pur- 


chase and agency contemplated 

Stationery supplies, including pens and pencils, etc 
dria, Egypt.—No. 41,311; agency desired. 

Supplies, office, Aukland, New Zealand No. 41,465 
and agency contemplated 


-_ 
Alexan 


purchase 


Supplies, office, Mexico City Mexico.—No. 141,617: ageney 
desired. 
Supplies, office, Wellington, New Zealand Ne 41.328: pur- 


chase and agency contemplated 


— i 


Iquique Chamber Desires Catalogues 
The Chamber of Commerce, Iquique, Chile, desires the cata 
logues of American manufacturers and exporters These will 
be placed in its reading room for the convenience of members 


seeking information. Printed matter should be sent fully 
prepaid as to postage, addressed to: Camara de Comercio de 
Iquique, San Martin 391, Casilla 400, Iquique, Chile 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“The degree of vision that dwells in a man ts 
the correct measure of the man.”—Carlyle. 


1K *K OK 


‘Always the pioneers of science have had to 
overcome not only the mysteries of natural law, 
but to overcome the inertia and opposition of 
human intellects slower than their own.”- 
Julius Barnes. 

es. a 

“Our whole life is startlingly moral. There 
is never an instant’s truce between virtue and 
vice. Goodness is the only investment that 
never fails. In the music of the harp which 
trembles round the world it is the insisting on 
this which thrills us.”—Thoreau. 

* * ok 


“Once men thought Spirit divine, and Mat- 
ter diabolic: one Ormuzd, the other Ahriman 
Now science and philosophy recognize the 
parallelism, the approximation, the unity of 
the two; how each reflects the other as face 
answers to face in a glass; nay, how the laws 
of both are one, or how one is the realization. 
We are learning not to fear truth.”—Emerson 

x * x 


will start anew this morning 

With a higher, fairer creed ; 

will cease to stand complaining 

Of my ruthless neighbor’s greed ; 
will cease to sit repining 

While my duty’s call is clear ; 
will waste no more time whining, 
And my heart shall know no fear. 


— 


— 


will look sometimes about me 
For the things that merit praise ; 
will search for hidden beauties 
That elude the grumbler’s gaze. 
will try to find contentment 

In the paths that I must tread ; 
will cease to have resentment 
When another moves ahead. 


— 


will not be swayed by envy 

When my rival’s strength is shown; 
will not deny his merit, 

But I'll strive to prove my own. 

will try to see the beauty 

Spread before me, rain or shine; 

[ will cease to preach your duty, 

And be more concerned with mine. 


— 


_ 


Selected. Reprinted from Unity. 


“From exertion come wisdom and purity ; 
from sloth ignorance and _ sensuality.”- 
Thoreau. 

* * K 


“If thou wouldst right the world, 
And banish all its evils and its woes, 
Make its wild places bloom, 
And its drear deserts blossom as the rose— 
Then right thyself.” 
James Allen—Unity. 
4 * * 


“Joy, success, and happiness in life are like 
music; they are the result of harmony, or, we 
might say, they are harmony. Failure and un- 
happiness are lack of harmony; they aré dis- 
cords in the music of life. Discords cannot be 
remedied for force. One who plays the piano 
and strikes a wrong note must find harmony 
by selecting right notes and by entering into the 
spirit of harmony. He cannot correct the in- 
harmony by striking the keys harder. Force 
does not create harmony.”— Unity. 

* ok * 


As a result of the Crusades, “an interest m 
science had been aroused through contact with 
the Mohammedans and acquaintance with the 
works of Aristotle. But it was not encour- 
aged either by the church or by public opinion. 
The church felt more or less clearly that the 
growth of knowledge was a menace to its own 
position, while to the popular mind a too close 
familiarity with the works of nature was sup- 
posed to argue an unholy connection with the 
powers of evil. Even the office of pope did 
not prevent the possessor of unusual scientific 
knowledge from being looked upon with sus- 
picion, while a less influential man like the 
monk Roger Bacon (1214-94) was compelled 
to pay the full penalty for being in advance of 
his age. Bacon saw the problems of science 
with remarkable clearness, and his Opus Mag- 
nus is a monument of industry and insight. 
But as a result he only gained the popular 
name of being a wizard and magician, while by 
the church his work was condemned, and he 
himself confined for many years a prisoner in 
his cell. In spite of everything, however, the 
scientific spirit persisted and grew in strength 
and when at last the conditions were ripe it 
suddenly attained a development which has 
been the means of determining the whole 
course of modern thought.—Rogers “Student's 
History of Philosophy.” 
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Arthur J. Walker 
New President of 
the National Sta- 
tioners’ Association 
and Mrs. Walker at 
the entrance to 
McGill University, 
Montreal, Canada. 
Mount Royal in the 
far perspective. 
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THE CONVENTION 

[t is a satisfaction to look back upon the events of the recent twenty-fourth 
annual convention of The National Stationers Association held last month at Mon- 
treal, and to recall the many significant and happy occurrences which characterized 
the several sessions, and—of equal or greater importance—the growth of sentiments 
of regard and good fellowship without which confidence is impossible and progress 
at a standstill. 

in addition to the profit arising from the meetings, the convention was one of 
the most enjoyable ever held. Canada showed the true spirit of good will and 
hospitality, for which all who attended from this side of the line are grcatly appre- 
ctative. 

rhe resolutions, which appear on one of the earlier pages of the convention 
report in this issue, epitomize the work accomplished at the several sz2ssions and 
foreshadow the coming activities of the Association. The work is already starting, 
and this month the President, General Manager and two past Presidents will meet 
in Washington to appoint a committee to arrange for the trade practice conference, 
and also to appoint the Retailers Research Committee. The preparation of a 
questionnaire and other matters will also engage their attention. The date of the 
meeting of officers, governors and executive committee in January will be deter- 
mined, 

<> 


THE ANNUAL NATIONAL BUSINESS SHOW 

The sponsors of the twenty-sixth annual business show are well pleased with 
the results of the exposition held in New York City the 21st to the 26th of last 
month. In number of exhibitors and in variety and interest of exhibits, the show 
excelled many of its predecessors, and Mr. Tupper and his associates are to be 
heartily congratulated. One feature of the show seems to become evident on an 
examination of the exhibits, and that was the number of new devices and improve 
devices demonstrated at the show. The importance of the exposition was reflected 
in the presence of hundreds of executives from all sections of this country as well 
as from Canada and abroad. These visitors represented buying power high in the 
millions and on their reports important purchases will be based. 

The national business show is one of the prime educational factors in the 
office equipment industry, for it brings to the attention of users the value of the 
devices which the industry offers. 

<-> 
THE PRESENT NUMBER 

We believe we can say without much fear of. successful contradiction that 
the present number of Office Appliances is well up in the front rank in point of 
interest and variety of its contents and value to the industry it represents. On 
account of the importance of the news affecting this industry last month, the big 
national convention of stationers at Montreal and the business show in New York 
City, the present number is somewhat formidable in size, but we believe that the 
character of the contents justifies the size of the book. In addition to reports of 
the activities in this field in the way of conventions, shows, changes, etc., it ts 
perhaps well to point out that the present issue carries an unprecedented number 
of new machines and devices which have recently been announced, for we can 
count no less than thirteen pages devoted to the New Machines and Devices De- 
partment, 

<-> 
The photographs from which the pictures on the cover of the present issue were made 
are presented by the courtesy of the Canadian Pacific Railway Company, with the exception 
of the general view of Montreal, which is presented at the mstance of the Montreal Convention 


and Tourist Bureau. Pictures of members of the Chicago and Boston delegations arrwing 
hy train in Montreal are shown by courtesy of the Canadian National Railway. 
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MONTREAL CONVENTION 


FVENT 





GREAT 


Twenty-fourth Annual Gathering of the National Stationers’ Association in Canada’s 
Metropolis Marks Fine Outpouring of Good WillLiberal Attendance from Can- 
ada and U. 8. A.—Constructive Work Accomplished and More Inaugurated 


‘Two Empires by the sea, 
[Two Nations great and free 
One anthem raise. 

One race of ancient fame, 


One 


One God, whose glorious name 
We love and praise 


was the “International 


sung with fervor at the 


Such 
Song” 
great banquet which topped the 
labors of the twenty-fourth an- 
nual convention of the National 
and the 


Stationers Association 


first real international conven- 
tion of an organization now in 
the twenty-sixth year of its use 
ful existence The sentiment 
which gave birth to the beau 
tiful words of the song, sung 
to the air known as “America” 
with us and “God Save the 
King” north of the line, pre 


vailed throughout the four days 
the We had a 
example of British hos 
liked it. 


yur wish 


of convention 
classic 
we They 


pitality and 


made us feel that was 
law 


the 


their 
That 


respects 


tion was in 


the 


convel 


some the greatest 
held is at- 
the 


more 


has eve 


the character of 


issociation 


tested by 


attendance There were 


dealers present than at any pre 


vious convention, nearly two 


dealers being regis 


from all 
states 


a total of 528 regis 


hundred 


tered parts oi the 


L'nited and Canada 


Chere was 


trations. Furthermore, the reg 


istrations paid in advan 


tongue, 


(Reports and 


V 


one 


Herein and not 
on other pages.) 


Referred to 
verbatim 


Addresses 


iewed are presented 


Let fame record 


faith, we claim, 


Unsheath the sword 


Contents of Convention Section 


here 


Come Victories of peace; 
Nor hate nor pride’s caprice, 


Reports of Officers— Conferences— 
President a Field Members 0 
Treasurer 49 Manufacturers 80 
Auditor 49 Entertainment tp e eee eee nee OO 
Rec ic , 49 coccccca, Sl, 33, 3, 36, 37 
-s retary and Counce . Commercial Furniture 
General Manager 42, 48 a 21. 37 
Councillor 15 Sales Managers ............ 20 
Special Committee Reports— Convention Addresses— 
Budget Committee Dads T. Owen Jacobsen, president, 
Executive Committee m1 Stationers’ Association of 
Necrology Committee 50 Great Britain and Ireland 53 
«! : = Dr. Malcom MeNair. Har 
Research Committee D vard Bureau of Research. 52 
Resolutions Committee 18 President Arthur J. Walker 37 
Dealer (Commodity Committee Reports Manufacturer 
Blank Books 171 
Blue Print, Drawing ami Artists 
Materials rer 
152 Carbon Paper and Inked Ribbons 
137 Chairs, Office 168 
164 Desks Stee 179 
Desks Woodet 180 
164 Expanding Daper Specialties 193 
158 Filing Cabinet Supplies 172 
134 Hardware and Glassware 
151 Inks and Adhesives 
ite Leather Goods and Novelties 
Loose Leaf 182 
144 Miscellaneous Items 
Paper and Envelopes 180 
4 l'ens, Steel Pencils and Pencil Sharpeners 182 
lis Safes and Safe Cabinets os 
iti Social Stationery 
138 Stam;s and Numbering Machines 
3 Steel and Copperplate Engraving 
157 Visible Records 
194 Womer Registration Men 197 





“What deeds our fathers wrought 
What battles we have fought 


Now vengeful passion cease; 


the 
over 


convention, amounting to 
200, greater than 
were ever collected in this way 
before 

The business sessions of the 


were 


convention 


really began on 
Sunday, October 6, with a 
meeting at ten o'clock in the 


morning of the National Exec- 
utive Committee in the presi- 
dent’s parlor, President Charles 
M. Marshall presiding. In the 
afternoon at 2:30 there was a 
meeting of the 
ernors in the 


board of gov- 


small convention 


hall on the ninth floor. Past 
governors, nominated govern- 
ors, past officers, the national 


dealers’ committee and the na- 
commit- 


to 


manufacturers’ 
all 


this meeting 


tional 


tee were invited attend 


On Monday, October 7, the 
first real session was held 

The general session took 
place at 2:30 p. m. in the ball 
room on the ninth floor. This 
session was preceded by meet 


ings of the sales managers at 


ten o'clock in the morning 
under the direction of Carl 
M. Schutz, at the same hour 


that the Canadian division gen- 


eral committee met in Salon 
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CHARLES SINISGALLI 
Utica Office Supply Company 

Utica, N. Y¥ 

District 


D. D. MAC DONALD 
Bradley & Scoville, Inc., 
New Haven Conn 


District No. 1 No. 2 








WATKINS 
Bank Supply C« 
Milwaukee, Wis. 
District No. 6 


H. L 
National 
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AUSTIN LEFTWICH 
Tropical Printing Company 
New Orleans, La 

District No. 4 


Ww. E. STOCKETT 
Stockett-—Fiske Company 
Washington, D. C 
District No. 3 


Regional 


National 


Associ 





FRANK J. KOCH 1929 — 
Koch Brothers 

Des Moines, la 

District No. 7 








B on the ezzanine floor, Governor J. S. Luckett presiding 
Chis $s an organization meeting for the Canadian station 
ers, a general conference for all Canadian stationers being 
cheduled for Thursday. Also, at ten o'clock the Commer- 
cial Furniture Division executive committee met in Salon D, 

ranine floor, under the chairmanship of Vice-President 


same hour a eeting ot the field divi- 


B. A. Tuttle At the 


! is hel Salon A on the mezzanine floor under the 
irection t the fourth vice president, William E. Smith. 
i eneral session of the wi le convention at 2:45 P. M. 
was called t rder by Charles P. Garvin, general manager, 
vl t iced Charles M. Marshall of Atlanta, president 
f the associatiot President Marshall called on the Rev 
Canon Gower-Rees of Montreal, who pronounced the invo- 
hile the convention stood. Following the invoca 


president appointed Howard Watkins of Milwaukee 
The president then called 


to serve as sergeant-at-arms 
upon the general manager to read the following resolution: 

“Resolved that the proceedings of the twenty-third annual 
convention of this association as printed in the November, 
1928, number of The National Stationer are hereby approved 
as the minutes of the twenty-third annual meeting of this 
association.” 

On motion, duly seconded, the resolution was adopted. 
Another resolution was adopted approving October 7 as the 
date of this convention 

he president then 


of the Royal 


introduced Robert P. Jellett, general 


Trust C who presented words 


ympany, 





Montreal. Mr. Jel- 
He said that no time 


of welcome on behalf of Canada and 
lett spoke on International Relations. 

could be more opportune than this one where men of ability 
gathered from the three great 
The 


some figures on international trade, particu- 


and business experience are 
Anglo-Saxon countries of the Northern hemisphere. 
speaker Rave 
larly between Canada and the United States. These figures 
demonstrated the growing importance of these international 
their profound influence in the 
No nation 


commercial relations and 


relations of the two English speaking peoples 
can live to itself alone, but each must be to a certain extent 
dependent upon the resources of others. The speaker 
touched upon the importance of broad humanitarianism and 
a new patriotism which would recognize as the objects of 
general rather than its 


modern world in 


He was not thinking of 


its loyalty the 
political subdivision. a new world 
state, because that is beyond the range of practical policy, 
but of an expression of good will and friendly thoughtful- 
ness among nations as among individuals. This spirit is 
evidenced by many movements such as the League of Na- 
tions, World Court, Treaties of Arbitration, etc., all of 
which have significance and power only when carried on 
the shoulders of the good will and faith of the broad- 
minded majority of the public. He said that the patriotism 
of the past should not be under rated because it has been 
one of the most unselfish and powerful sentiments of man- 
kind, but it has been too often nurtured by bias and inaccu- 


rate histories written from the narrow point of view. Let 
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CHARLES R. BARRY 
Charles R. Barry Company 
San Francisco, Calif. 

District No. 12 

















L. R. KENDRICK 
Kendrick & Bellamy Co 

Denver, Colo. 

District No. 10 


PAL CLARK 
Clark's Book Store 

Walla Walla, Wash 

District No, 11 








WILLIAM E. WARD 
John Ward & Son 
New York, N. Y. 
District No. 14 


PERCY F. GRAND 
Grand & Toy 
Toronto, Canada 

District No. 13 








and love their country, 


us teach our children to respect 
without leading them to suspect and despise other countries. 
The speaker next touched on the spirit of education and 
quoted freely from interesting comments by E. Noguchi, 
chief director of the Japanese Education Association. Mr. 
Noguchi gave as the object of international education to 
train the Japanese nation in international understanding; 
to teach children respect for other nationalities, making 
clear at the same time what their own nationality represents; 
to make them understand the relation of the nations; to 
make them appreciate the benefits of international life; to 
cultivate an international spirit; to cultivate a friendly spirit 
for other peoples; to cultivate a sympathetic attitude toward 
immigrants; to assist other educationalists in cultivating in- 
ternational spirit and to appeal to officials to assist this im- 
portant work. 

Those were the main headings which were sub-divided 
into sub-headings for practical application in the Japanese 
schools. 

The speaker believed the idea of nationalism has been 
over-stressed and he quoted from Wells’ Outline of His- 
tory to the effect that there has been of late a great growth 
of internationalism in the world. The movement will not 
grow quickly in every country, nor is it likely to take on at 
first a uniform mode of expression. 

At the conclusion of Mr. Jellett’s admirable address, the 
president paid the speaker a deservedly high compliment 
and requested Woodson P. Waddy of Richmond to respond. 


Mr. Waddy referred to the appropriateness of the time of 
this convention when the Premier of England was then 
in conference with the President of the United States. He 
said that we accepted the hospitality of Canada with grati- 
tude and enthusiasm and hoped that the Canadians would 
invite us again. 

After some brief remarks by Mr. Levitt of the Mount 
Royal hotel, asking all members of the convention to avail 
themselves of the service of the hotel in every way, Mr. 
Garvin called the roll of states. This roll was called, Canada 
and London, England, being included and response was 
made by representatives rising. 

The president next read his report which is presented in 
another column. 

This report was approved and received unanimously and 
the report of the secretary and counsel was read by the 
general manager. 

Following the report of Mr. Byers, he was made, on mo- 
tion, a life honorary member of the association, and regret 
was expressed that his services to the association must be 
discontinued. At the same time satisfaction was felt that he 
had moved into a field of honor and service in the judiciary 
to which he is preeminently fitted. 

The president then announced the appointment of com- 
mittees: 

Budget—Eberhard Faber, chairman; Guy D. Hills, Harry 
Horder, C. C. Carpenter. 

Resolutions—Charles A. Samuel B. 


Lent, chairman; 
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root Lessin (sardine \\ i I WV i 


Ogden Piersot 


Necrology William H. Greet hairman; Ed. |. Chap 
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OFFIC! APPLIANCI 

tresident Marshall asked Mr lacobse1 take rach 

to his association and its officers the hearttelt appreciatio: 
of the message they have brought and to accept sincere 




















man, Charles F. Dawson thanks for the evidences of their good w1 
Nominating—Samuel B. Groot George Hausam, Ed. | Mr. Garvin was introduced to respond to Mr. Jacobsen 
Chapman, Steven Luckett, Sam Iseman He complimented the high character of the men who had 
Following the appointment of committees, President Mar veen sent by the British Association to represent them 
shall then introduced T. Owen Jacobsen, president of the [. Owen Jacobsen, Herbert Marsh, A. E. Owen-Jones 
National Association of Great Britain and Ireland Mr Clifton Tollitt, Percy Barringer and others, a1 wonderes 
l Res urles A. Lent hairman; Samuel B. Groom, Les Gat t Will t Wa Al. R. Skibt } % 
erset t low ut h were adopted at the final session n Thursda x, UOdctot 
R Manutact { P 
He j i eas a quest us be raised as to the continuar " na Ma Diviss Uctotx 
4, 1929, a M t Royal Hot M al, Canada, RESOLVES that it wi x a x rrot discor t the A ( s of th 
National Sta rs Ass " t t : : and nar wly goes on record for nua Na al ¢ 
R ‘ he Bt ( 
[he Reta { ‘ as Oo 8, I ja he M t Royal H Mont Canada, RESOLVES: That it is the s ¢ f the Retail 
Meeting that N Sta s Ass Id ¢g sideratior t a Trade Practice ¢ iferer this jus end tha 
} ( nve g | ler IT liat i tf t gat sit " i ind t at 
So Tr , Execut ( mittee | arrang e of ' fore 
ga “4 at s I c t 
Kes t kK ( 
BE IT ES R r DD N Ss ) be . ) M Rov 
Hotel, M he ned at once a Retailers | nis ree ts : } na 
ts nt Der; that this commutte ef ind ti f th st t s of 
etailers : eal: tlerence the problems all ar y ff ity t getting tt work Is 
mmuttee asked ¢t ‘ : : sor apacity eeting once t Nat { nti but rating ¢t with ¢t 
winess off " g th ‘ ff with informati requested gt t ir a t rk rogi und tha his t resent 
jing : tte t act rs; that a stant study be g : ambuses ted methods sising nN es which 4 
rise i : and 1 act ndvisory apacity ¢t anutacture ta : their methods it t \ s, that ti 
be trong " ah ate with ¢t at king tt prot s INndising 
BE IT RESOLVED: that ve Nat Ass ation the activities of the Gover ent Pr Of at a be ade « 
¢ growing tend f the Governn Print Office ‘ f stationer s it mpetit with the established manufacturers 
at this ( rd lisapy Covernme abl ishe t ines rpris and «that t t t Crenera Manager after 
roper i stiga rt tr Ex tive (ommiuttec t suggest ¢t er Ex t ( t hat a roy nmiuttee 
mh me ‘ be : ediatel x whatever t th ‘ rit r ‘ sider : 
warranted ‘ " { ent with its 
BE IT RESOLVED: that ti Nat al Sta ers Associatior session at a ( October 7 l 19 M R H Mont 
mada, ft rd ite higl Ippr atic tf er splendid work of the Canadian ( { ar the Canadia r t history of r 
Associa ) ut leg th t xhibited The smooth oper t I tt hard work and nanag t of the 
anadia rs wh ated very way t nake this t Tt Nat Stath Acs eret 
(presses ts a " at " t these lishments 
BE IT RESOLVED: by the Nat ul Stationers Association it nvent " Octok 7 ) M Roval H M ( . hos oh 
actior the Stat f Association of ( at Britain and Ireland in honoring A ssociat with res f its president. Mr ro Ia 2 and 
great ¢ sit nting t gates the beautiful pictures of Stati Hall, adds another name to the long list of illust: ‘ who have 
me t a f as We 1 rd appreciation of the fraternal regard at s betwu th great British Association and s As : and it 
r hope that th ge tf visits ve and that the operative &F t : i xisted between those tw reat as ns ’ t nplif 
hrough the <i 
WHEREAS, it ficult to expr rds the feeling of deep reg ( 
r good fr Mr. M W. B retary and nsel of Associat 
WHEREAS : I f : J for so many years to this Ass " " e¢ s st st k . 
j | “{ t h his friendly acts WI r sf ha yon a Z l t 
BE IT RESOLVE! ( : ‘ vl 
2 atta 
Res S | 
WHEREAS, it : 
WHEREAS, +i : as a lealers a great dea " x tt ta cs j \ 
THEREFORE, BE IT RESOLVED: ¢ : r t ‘ tl bst he dealer 
cert s ow iddresa 
ybsen’s quent address ‘ked enthusiastic , A noriras ames — 
lacobse! jue iddress evoked enthusiastic applause we merican stationers aiter six hundred years will be 
At the conclusion of his remarks, Mr. Jacobsen presented ible to send out from our shores men of like calibre. The 
the association with a new edition of “The History of the speaker, expressed the satisfaction of the convention over 
Worshipful Company of Stationers” with some beautiful the fact that Mr. Jacobsen is present, and concluding his 
pictures He said that this is the record of the wonderful remarks, he read a letter from the secretary of the Station 
historical event at Stationers’ Hall when Lord Balfour ers Association of Great Britain and Ireland and the chair 
James Barrie and Rudyard Kipling were made stationers man of the council. ‘The letter was as follows 
Chey are thereby qualified to attend this convention. H¢ ‘Dear Mr. Marshall: Upon a number of occasions it has 
? . ne : ; 
said that this is a full official record of which only a very been our privilege, as well as our pleasure, to send official 
’ , | . , : - 
ew were issues He also presented what he said will per delegates from this Association to the Annual Conventions 
laps interest Mr. Garvin more a full report otf the Craft ot your great organization We have alwavs striven to se 
ectures of the Stationers Company He also presented in lect tor this purpose those who stand high in the estimation 
olors a beautiful picture of Stationers Hall and requested f their fellows in the stationery trade of this country and 
each stationer present to accept a copy from him as a sou who have rendered voeman service to the industry 
venir He also said that he desired President Marshall to “In appointing T. Owen Jacobsen, J. P.. F. R. G. § 
accept as a personal gift from one president to another a to be the bearer of our good wishes upon the present occa 
replica the British Stationers Association emblem mad« sion, we are happy in the knowledge that he will well and 
by the Goldsmiths Company of London as a memento of truly represent us, and the fact of his recent unanimous 
eh ’ . - . . 
le occasio election to the Presidential Chair of The Stationers’ Asso 
Responding, Mr. Marshall said that he was taken off his ciation of Great Britain and Ireland is. in itself. sufficient 
eet by the generosity and thoughtfulness of Mr. lTacobsen evidence of the esteem and regard in which he s held hb 
H« ] d adequate words to express his apprecia our members 
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“We 


thy British stationer of 


commend Mr. Jacobsen to vou, therefore, as a wor 


whom we are justifiably proud, and 


we are conhdent that you will receive him with that cor 


diality which has been the experience of his predecessors 


ind for which you are so deservedly celebrated 


+ 
“With the knowledge that the members of the National 


Stationers Association are faced. with problems in many 


espects similar to those with which we are confronted, we 


wish you 


send you fraternal greetings and most cordially 


inqualified success in your delib 
rations 

We trust that your present 
Convention may be followed, as 


tthers have been, by an 


yf that 


increase 
spirit of comradeship and 
good will which is so essential for 


the complete prosperity of our 


cratt We further hope that it 
vill become increasingly recog- 
nized that only by mutual self- 


| hearted co 


lifted 


sacrince ane whole 
yperation can an industry be 


to the highest level, and that every 


member of your organization 

indeed, every stationer throughout 
your great countryv—may deter 
mine to give that personal effort 


necessary to secure the maximum 
success for the objects for which 
banded together 
\ssociatior ot 
Great Britain and Ireland. 


Walter 


Herbert R 


ou are 
“The Stationers’ 


Shaw, Chm. of Council 
Marsh, Gen 

Concluding, the speaker present 
ed to Mr keys of 


the United 


Secy.” 


Jacobse n the 


States and Canada, 


with the hope that he would re- 


main as long as he des:red to stay. 


The auditor's report was next 


accepted and made a part of the 
iles 
The same treatment was ac- 
orded the treasurer's report, also 
that of the general manager 
Sidney atten 


Burgoyne called 


tion to the fact that James Logan, 


general manager of the United MRS. MARSHALL PINS 
: ; rHE DISTINGUISHED 
States Envelope Company, and JACOBSEN OF LONDON 


William Chaplin, Boston manager 
of the Waterman ill. He 
the convention send them telegrams expressing sympathy 


Pen Company, are moved that 


ind hope for recovery. This motion was carried. 
Parker 
of $1,000 to start some practical work to promote interna- 


tional good will between the United States and Canada and 


[he session was concluded with an offer by J. C 


suggested the appointment of a committee of seven repre- 
senting all sections of the United States to start the work 
of improving relations, especially between the United States, 
Canada and the whole British Empire. The president said 
that the suggestion would be taken under advisement and 


that if a committee was named, it wou'd be named on Tues 
day 

The meeting on motion then adjourned 

Sunday’s Meeting of Board of Governors 

Present at this meeting were President Charles M. Mar 
shall; Second Vice-President B. A. Tuttle; Fourth Vice- 
President William E. Smith; Manager Charles I 
Garvin; Regional Governors Edward L. Little, E. J. 
J. S. Luckett; Past Millington 


Robert D. Patterson. |] Piersor Eberhar« 


General 
Chap 
man and Presidents 


wood 


Lock- 


Ogden | 
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Faber, Charles L. Mitchell, Edwin H. Sell, Ralph S. Bauer, 
W. Neill Stewart, Woodson P. Waddy and Charles A. Lent 
Past Governors Car! Schutz, William J. Ortel, Sterley F 
Jerue; Nominated Governors George Hausam, Leslie Gard 
ner, Reginald Tussing; Members of National Manufacturers’ 
Committee C. C. Shee, Guy D. Hills. 

President Marshall outlined the work of the year and the 
general manager also spoke at some length on changing 
the business office from Chicago to Washington, building 

the association into a_ stronger 
fact 
good 


structure, bringing out the 
that 


shape and the association is on its 


the membership is in 


feet financially. 

Brief reports were presented by 
the governors of the several dis- 
tricts and in every case the report 
was That of the 
Canadian division was particularly 
i fact that the 
convention is this year being held 
from Mr. 


encouraging. 


so in view of the 


in Canada. A letter 
Gibbs to Mr. 
the conference explaining that Mr 


Garvin was read at 


Gibbs was unable to attend on ac- 
count of poor health and a recent 
minor 


operation. A message of 


greeting was ordered sent to Mr 


Gibbs. A roll call of past presi 
dents showed ten present at the 
meeting. These gentlemen, on 


their introduction, each expressed 


continued interest in the organi 
zation 
Charles F. Dawson expressed 
his satisfaction over the fact that 
after years the association 
finally decided to have its first in- 
ternational convention in Canada. 
Meeting of Commercial Furniture 
Division Executive Committee 
This meeting was held on Mon 
day at 10:00 a. m. in the Salon D 


on the mezzanine floor. The meet 


many 


ing was preliminary to the ses 


sions held on Wednesday. The 

™ committee met under the chair 

THE OFFICIAL BADGE ON manship of B. A. Tuttle, second 
VISITOR, MR. T. OWEN 


ENGLAND vice-president of the National As 
opening re- 
marks, Chairman Tuttle called on the members for expres 
sion of their views which might have a definite bearing upon 
the office furniture industry: A general discussion thus 
came about with the notable absence of personal grievances 


sociation. In his 


but a clean-cut expression of opinion on ways and means 
of improving the industry by the manufacturers in cooper- 
It was the general opinion that 
the division should work emore closely with the National 
than in the past. It should also include the 
membership of commercial furniture dealers who are not 
Cooperative effort 
between the different elements of the trade was regarded 


ation with retail dealers. 


Association 


stationers who handle office furniture. 
foundation stone of progress in the industry. 
Meeting of Field Division Monday, October 7 
meeting was held in Salon A, mezzanine floor, 
Fourth Vice-President William E. Smith presiding. There 
was some discussion of the duties and opportunities of mem- 


as the 


This 


bers, and committees were appointed to carry on the work 
of the division at a session to be held on Wednesday morn 
ing. The committees appointed included a nominating com 


mittee to name a fourth vice-president 
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At Wednesday's meeting of the division, the business of 
the division was carried onward Fred Christensen of S$ 
E. & M. Vernon, Inc., New York City, was unanimously 
nominated for the position of fourth vice-president and head 
of the field division. 

Sales Managers Meet 

Another divisional meeting was held at 10:00 A. M. on 
the ninth floor, Carl M. Schutz presiding This was the 
meeting of the sales managers 
who have been formed into a di 
Visio! ot the National Associa 
tron At this meeting President 
Marshall outlined the advantages 
f a division of this character as 
1 point of contact between the 
several branches of the industry 
He suggested that all divisions of 
the trade should cooperate through 
this division t improve the sales 
organizations and sales methods 
t ever a ; ‘ the track 
Chairmat Schut recommended 
that committees € appointed to 
discuss the subjects of research, 
education, speakers a comments 
seneral Manager Garvin was 
troduced and warml seconde 
the chairman in the hope that the 
general plans for the division will P rept 
be carried out Other speakers ne 
included Messrs. Ortel and Chap 
nan of the Pa Northwest Sta 
tioners Ass who urged 
that plans formed to intorn 
ind train inside and outside sales 
met \ resolutio presented by 
William H. Greenleaf, to the effect 
that plans shoul e worked out 
for sales managers division ot ANOTHER DISTINGUISHED 

Stuart of the Clarke «& 
the Nat onal Association, was Vancouver 
idopted , com tte to nomi 
ite a pe ynent chairma resented the name of Carl 
M. Schut this chairmans ind the recommendation 
was unant usl iccepted Other speakers included Leon 
ard Baer, Herman Price and C. C. Shee. All spoke in 
favor of the plans outlined It was suggested by President 
Marshall that the sales managers committee work out plans 
und submit recommendations to the governors’ meeting to 
be held in Washington in January Sixteen retailers and 
twenty-seven manufacturers attended this conference 

Second General Session, Tuesday, October 8 

President Marshall called the meeting to order at 9:45 
A.M. in the ball room on the ninth floor of the hotel 
Chairman W. Neill Stewart, past president of the National 


f the National Research 
in address by Dr. Mal- 


Association, presented the report « 


Committee, which was followed by 


colm P. MacNair of the Harvard School of Business Re- 
search 

At 11:00 A. M. an executive session of retail stationers 
was called in Salons C, D and E. on the mezzanine floor 
under the direction of Third Vice-President Arthur J] 
Walker [his was a most interesting and fruitful session, 
and was so well attended by dealers that seats were at a 
premiun At no other strictly dealers’ meeting ever held 
by the association has there been so large an attendance 
No time was wasted in discussing personal grievances, but 
the speakers got down to brass tacks with the intention. 
apparently, of suggesting something out of their experience 


which would be of advantage to the trade as a whole. The 
subject matters discussed included in general a formal ap 
proval of the acts of the executive committee during the 


' 
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year It was the unanimous opinion, apparently, that the 
association should continue its annual conventions. Many 


t the 


members present expressed regret at losing the ser- 
vices of Mortimer W. Byers and a motion was passed in- 
structing Eberhard Faber and J. Ogden Pierson to present 
i resolution of appreciation and congratulation to Mr. Byers 
tor the work he has done for the association and expressing 
the honor which has come to him through 
a United States 


also 


Satistaction 


over 
his appointment as 
A resol 


passed that the 


judge ution was 


should 


association 


give consideration to the calling 
of a trade practice conference, au- 
thorizing and directing the incom- 
ng president to appoint a commit- 
tee of five to advise regarding the 
practicability of such a conference 
which should be called by the ex- 


ecutive committee in the event the 


report is favorable. It was also 
recommended that a retailers re- 
search committee not to exceed 
twenty-five in number be appoint- 
ed to cooperate with the business 
ofhce and officers of the associa- 
tion in the study and solution of 


retailers’ problems. This commit- 


tee is to consist of the strongest 

men in the industry from widely 

scattered sections and the mem- 

bers will be in constant touch with 

each other as well as with the 

rank and file of association mem- 

bers and the ofhcers in Washing- 

ton The committee will be em- 

powered to advise with manufac- 

turers who are uncertain as to 

methods of distribution and with 

VISITOR.—General J Duff dealers as to their problems. and 
Stuart Company Ltd., 

. 4 ; in every way to cooperate in the 

advancement of the industry as a 

whole. It was also resolved that the National Association 

conduct an inquiry into the activities of the government 


printing office, making a survey of this office, which is said 


to have engaged in the manufacture of stationery items. 


| 1 
} 
i 


competiti 


ie meeting went on record as disapproving government 


on with established business enterprises 
Manufacturers Hold Executive Session 


\t the same hour at which the retailers were holding 


their session, the manufacturers and their representatives 
were holding an executive session under the direction of 
First Vice-President Claude M. Conger in the small con- 
vention hall on the ninth floor of the hotel 

The principal resolution passed by the manufacturers’ 
conference was to the effect that it would be a great error 
to: discontinue or restrict the annual conventions of the 


National Stationers Association. 

The meeting went into the discussion of research as ap- 
plied to the manufacturers’ division but no action was taken. 
The chairman of the newly formed sales managers’ divi- 
Carl M. Schutz, for 
education work. Definite action was reserved for a future 


sion, reported tentative plans sales 
occasion 

[here was considerable discussion upon the general trend 
buying as represented by three well 
known organizations in this field. It is not on record, how- 
ever, that taken regard 


these cooperative activities, which nevertheless brought out 


toward cooperative 


any definite action was with to 


some discussion that was more than a little interesting. 


At 12:30 P. M. all sessions adjourned for luncheon in the 
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Piazza and at 2:30 P. M. the executive sessions of retailers 
and manufacturers resumed their sessions 
Wednesday, October 9 
General Session of Commercial Furniture Division 
This meeting followed an executive session of the com- 
mercial furniture dealers under the chairmanship of Second 
Vice-President B. A. Tuttle. The general session was called 
to 2:45 P. M The chairman that 
prior to the afternoon meeting, he had appointed C. A. H. 
Thom, Charles L. Mitchell, W. J. M. Tussing and 
H. H. Wittstein as a He 


for a report which was presented by Mr. Ortel as chairman 


order at pointed out 
Ortel, R. 


nominating committee. called 


of the committee. The committee reported unanimously to 


Mr 


chairman ol 


continue Tuttle as second vice-president of the associa- 


tion and the division. It was moved and sec- 
onded that the secretary be instructed to cast one ballot for 
Mr. Tuttle as the unanimous choice of the meeting for sec- 
ond vice-president of the association and chairman of the 
Commercial Furniture Division. The motion was put by 
Mr. Mitchell, and carried. 

The chairman inquired, Should the furniture division have 
district? The success of the district 
conventions the chairman to forward the 


thought that the furniture division should have representa- 


a chairman in each 


induced put 


tion in the regional districts. On motion of Mr. Bauer, sec- 


onded by Mr. Mitchell, it was decided that the division 
should have a representative in each of the regional dis- 
tricts. It is expected that the chairmen will confer with 
those in the different districts as to who the best person 


might be in the district to take over the work of the Com- 
mercial Furniture Division which will lighten the burden 
of the regional governor and at the same time put more pep 
of commercial furniture which has come 


into the discussion 


to be a highly important division in the commercial station- 
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the Commercial Furniture Division be organized to promote 
more and better retail selling? He called on manufacturers 
to supply some good selling information. 

The call was responded to by Mr. Sprott of The Berger 
Manufacturing Company, who suggested that perhaps an 
educational program could be advanced further and faster 
if it were arranged so as to bring different manufacturers 
into competition on these educational programs. His com- 
pany, the speaker said, would like to outline an educational 
program to retailers who represent them and if somebody 
else can get out a better program well and good. In the 
final analysis better educational programs will be produced 
by working along the lines just suggested rather than to 
attempt to get a program which will take care of all 
dealers in the same way. The speaker said he did not wish 
the retailers to feel that the educational work needed to be 


up 


done among dealers alone. 

Mr. Wittstein of The Globe-Wernicke Company spoke in 
support of Mr. Sprott’s views. Mr. Wittstein brought out 
the fact that dealers generally find it hard to get good sales- 
men. The question naturally arises, what can manufac- 
turers do to help the dealers get first-class men? Is the 
matter a manufacturers’ problem or is it a local problem? 
Mr. Wittstein suggested that it might be well to look for a 
higher type of field men and then give them an opportunity 
to see where they can make some real money. Mr. Witt- 
stein said that he was merely making a suggestion. He 
believed it absolutely essential to select the highest type of 
sales potentiality in all divisions of the field. Men should 
be given a chance to make money and should be the type 
of men who have the intelligence and ambition to do so. 
Mr. Wittstein’s suggestion was cordially approved by Mr. 
Sell, Mr. Mitchell and others. Mr. Mitchell related the 
success that two or three star salesmen of the manufac- 











z 
“Nu 
( 


ca = oF 
ee 


S 


‘5 


CANADIAN EXECUTIVES’ MEETING, OCT. 1.—Among those in 

Pennycook, J. 8. Lackett, Ed. Ryder, P. F. Grand, Harry Brooks, 

McCrae, Robert Fortier, Chas. Saunders, Ernest Grand, 0. W. 

Dawson, Jim Moir, Karl Warwick, J. W. Gebrke, 

Chas. Gillooly, Tom Parsons, N. 8. Cuthbert; Victor Smith 

8. J. Beaudette, Matt. Reid, Jim Sutherland, Ed Foster, A. R. 
E. 





General Duff Stuart, J 
(in front of Tom Parsons). 
MacDougall, A. L. 





the above picture are the following: W. F. Dawson, W. 8. 
A. H. Jarvis (standing). Second row: Thos. V. Bell, Tom 
Barwick, A. 8. Patrick, F. D. Chisholm, Barclay 8. Hulse, W. BE. 


Back row: Norman Brown, 
include Jim Preston, 
Randall and 


Alf. (on the end). 
Others in the grou 


Rockwell, L. C. 


Guay 


Colpitts, I. C., 


C. Jaimett. 


ery industry. The object of the appointment of a special 
representative in each district is to get commercial furni- 
ture men interested in the district meetings and to get their 
cooperation not only as furniture men but as stationers, 
and even to engage the cooperation of those office furniture 
men who are not stationers, but whose suggestions would 


be of value. The chairman put the question, How should 


turers were having in bring out the capacities of some of 
the young men in the employ of Crane & Company. One 
of the biggest helps a retailer can have is somebody among 
the manufacturers who can work with retail salesmen, meet 
the trade.and show how to analyse every proposition. Mr. 
Mitchell suggested also that instead of putting all their fur- 
niture pictures in their house organs, manufacturers might 
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four by five or hve by 


send out pictures of installations, 


eight, mounted, which the retail furniture salesman can put 


in a brief case and submit to his customer. Mr. Mitchell 


said that they did not get enough good installation pictures 


Large photographs are not required. They may be half 


tone prints. 
In answer to Mr. Sell’s question, as to how these men can 


be developed by the dealers and their salaries paid when 


the dealers are obliged to meet direct competition, Mr 


Mitchell replied that his house had overcome that difficulty 
Che manufacturers they represent in the filing equipment, 
chair and desk lines have sent their men into Topeka and 


trained the Crane salesmen how to sell Pictures for all 


sorts of purposes, office installations, etc., are always of in- 


terest to customers and frequently determine the sale 


Mr. Sell suggested that manufacturers can not go much 


supplying high grade catalogue and mailing 


it is up to the dealer to avail himself of the 


further 1m 
pieces, but that 


opportunity which the manutacturers are presenting 


Mr. Wittstein said that manufacturers are doing every 


thing they possibly can along educational lines. He said 


that it dealers representing organizations would put a key 


man at the head of the furniture division and hold him ac 


countable to the management direct competition could be 


met He suggested that attempts be made to build up 


ndividual organizations by setting up the right type of key 
them a chance 


men, pay such men a good salary and give 


to make money 


Mr. McNiff of the Shaw-Walker 
Mitchell had made a success of his busi 


Company said that the 


reason why Mr 


ness is not because of a key man, but because he 


simply 


has held his organization together. If the dealer expects 


a manufacturer to educate his men, he, on the other hand, 


| 


ily educate his key man but his organization 


should not oOo 
and if they are worth while he should give them some sound 


reason why they should stay together Che result of not 


being able to hold an organization together is sometimes 


disastrous, for every man who leaves takes away some oft 


the structure of the business itself. 
|. C. Parker appointed himself spokesman for the con 
would like to get service when he 


When he goes into the store, he 


sumer who teels that he 


goes to buy something 


may or may not know what he wants and the clerk may be 


helpful or otherwis« The question is presented, whether or 


not we can work together in harmony 


Mr. Schutz brought out the thought that education as 


well as help and all the rest of it require cooperation be- 


tween dealers and manutacturers Very often a dealer will 


PART OF BOSTON GROUP PHO- 
TOGRAPHED ON ARRIVAL IN 
MONTREAL BY THE CANADIAN 
NATIONAL RAILWAYS In the 
group are Messrs. Newton, Graff, 
Carter Groom Narcus, Dolliver, 
Pratt. Calley and Mrs. Narcus.— 
Photo by courtesy Canadian Na- 

tional Ra 


ways 
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NOTRE DAME CATHEDRAL, 
SQUARE, MONTREAL Photograph by 
Canadian Pacific Railway Company 


not give his salesmen the right break, nor the manutacturer 


a little better now than they were three or 


Conditions are 
four years ago when it was very hard indeed to get dealers 
The greatest competitor of the 

He fails to take advantage of 


spending 


interested in selling plans 
dealer is the dealer himselt 


the thousands of dollars the manufacturers are 


for the benefit of the retailers’ sales force. Compensatior 
follows profits, but there are many ways of making profits 


The work that can be done in the direction of the small 


order commend it. Dealers by careful buying can minimize 
their expenses with resulting increase in profits. He showed 
the experience of some of his company’s dealers who com 
bine their orders and discovered that during the past twelve 
months those dealers sent forty-five per cent fewer orders 
than in the preceding twelve months in the face of a de 
cided increase in business 
Mr. Parker suggested that a plan should be worked out 
by manufacturers and sent around to dealers with a view 


He asked if 


to keeping orders going through the summer 
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PART OF THE CHICAGO ANI 
WESTERN CONTINGENT EN 
TERING MONTREAL.—Left t 
right: Messrs. Perkins, Hoffman 
Carpenter, Mrs. Carpenter, H 
W. Martin, Mrs. Seymour and 
F. P. Seymour.—Photo by cour- 
esy Canadian National Railways 





e manufacturers are willing if the dealers adopt their 


proposition to give them a discount for doing it. 
Mr. Ortel paid a high compliment to the class of men the 
few are 


manufacturers are sending to the west coast. A 


making the mistake of not sending the type of men men- 


tioned. He said that west coast dealers are looking for 

rst-class men to come out and help their men. 

Mr. Mitchell said that not a single person in the employ 
Whenever 

He said that 


furniture 


of his house had asked for a raise in ten years. 
they earned a raise, they got it automatically. 
they have had more cooperation from the and 
filing equipment houses than from any other branches of 
the business. Ninety per cent of the efficiency of any man’s 
organization is the good will and pep he has back of him on 
his staff. 

The discussion here veered into the problems arising out 

selling, etc 
McGowan of 


Manufacturing 


national contract, direct 
McNiff and Mr. 
The Berger 
Keeling of the Art Metal Construction 
included 
Portland: Mr 


ot discount matters 
[he speakers included Mr 
Shaw-Walker; Mr 


Company, and Mr 


Sprott of 


Retailers who expressed their views 


Spokane : oe 


Company 


Mr. Ortel of Chapman of 





ROYAL BANK FROM MT. ROYAL, MONTREAL.—Pho 


tograph by courtesy Canadian Pacific Railway Company 


Mitchell of Topeka; Mr. Bauer of Lynn; Mr. Pierson of 

New Orleans, and President Marshall of Atlanta. The deal- 

ers in general appeared to disapprove the present situation 

in the matter of national contracts, but believed that manv- 

facturers will be able to solve the problem. in a way that 

will be of advantage to themselves and their distributors. 
The Final Session 

The last session of the convention was held on Thursday 
morning, starting at 9:30, President Marshall presiding. The 
president read telegrams from S. J. Reginald Saunders oi 
London, also from the Vancouver Stationers and one from 
the Rowland Waltz family at Spokane. General Manager 
Garvin made a brief statement to the effect that when mem- 
bers bring a misunderstanding to the Grievance Committee 
they should abide by the finding. He mentioned a case in 
which one member, not satisfied with the adjustment made 
by the Grievance Committee, resigned. He ‘said that this 
was the only grievance they had had. 

He then referred to the report of the Executive Commit 
tee and suggested that as everything in the report has ap- 
peared at other times during the convention, the reading of 
the report would be waived and it would be published in 
the minutes. The appropriate motion was made by Mr 
Thom of Detroit, duly seconded and carried. 

The report of the Executive Committee will be found ir 
another column. 

The report of the auditor was next read. 

The report of the Budget committee was read by Mr 
Casey and was as follows: 


Budget for 1929 to 1930 





Salaries and payroll . $21,000 
Rent and light 3,000 
Office expenses. ’ 2,000 
Traveling expenses... 1,600 
Stationery and printing 4,000 
Regional district expenses 4,500 
Dues and subscriptions 250 
Contingencies 3,250 
$39,600 
Respectfully submitted, 
(Signed) Eberhard Faber, Chairman 


C. C. Carpenter 
M. J. Casey 
H. G. Horder 
he report was adopted and approved by the association 
Mr. Garvin next brought up two amendments to the by- 
laws which were published in accordance with the by-laws 
for thirty days before being submitted to the membership. 
Che first one was that Section 5, Article 7 of the by-laws 


having to do with the executive committee and its compo- 
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SOME OF THE WIVES AND 
HUSBANDS AT THE CON- 
VENTION 


(Being married seems a bit of a 
joke) 


Left: Mrs. H. G. Horder and Harry 

G. Horder, Chicago Right: Mrs. 

Bill Dawson and Bill himself, Mon- 
treal 


Left: Mrs. J. N. Hobbs and “Uncle 

Josh" N. Hobbs of Chicago. Right: 

Mrs, C. C. Carpenter and C. C. Car- 
penter of Chicago 


Left “Billy” Diehl of Columbus, 
©., and Mrs. Billy Diehl Right: 
Ed. and Mrs. Ed. Little, Wabash, 





Ind 

sit be amended to provide for the inclusion in the execu in charge of a militant, aggressive retailer who can go 
tive committee of the first vice-president of the association around and show the members all over the country that the 
On motion. duly seconded, the amendment was adopted. National Association Retail Division is working for the 
Che other amendment is to the effect that Section 3, Article dealers every day in the year. Mr. Ward agreed with this 
4 of the by-laws be amended by striking out the words “non- view. 
residents.” The object of the amendment is to provide vot- President Marshall said that his administration and that 
ing power for Canadian members On motion of Mr. of the incoming president, heartily agree with what Mr. 
Bauer, duly seconded, the amendment was adopted unani- Jauer, said. The convention, he said, has attempted to 
mously strengthen the retailers division of the association and this 

Che report of the Resolutions Committee given elsewhere’ will be the purpose of the incoming administration. They 

this account of the convention was read by Mr. Lent, are going to ask the Trade Relations Committee to tie in 
he chairman of the committee and report to the business office, the idea being to 

Mr. Bauer. following the reading of the resolution re- ‘Strengthen in every way possible the retail division of the 
garding a retailers’ research committee, expressed the view National Association. The different sections of the report 
that the retail division should have a committee functioning Of the Resolutions Committee were adopted section by sec- 


throuchout the vear. a traveling committee if need be, or at 0m as read. The last resolution referring to the presence 


\ 


of President T. Owen Jacobsen of the Stationers Associa- 


least two of the members, and that they should make the her 
lifferent cities of the country and get among the retailers ton of Great Britain and Ireland, was ordered engrossed 
to find the cal problems and help them if possible and sent to the British association. 


He believed that the association should have a retail division After the reading of the final resolution, the whole report 
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Left: Mayor R. S. Bauer of Lynn 


Mass., and Mrs. R. S. Bauer. Right 
W. Neill Stewart and Mrs. W. N 
Stewart, Dallas 
Mr. and Mrs. Sidney Collins, Chi 


Tussing and Re- 


cago; Mrs. R. M 
Tussing 


gional Governor R. M 
Marietta, O 


President B. A. Tuttle 

and Mrs. B. A. Tuttle, South Bend. 

Ind., and Mrs. W. J. Ortel and Will 
Ortel, Spokane, Wash 


Second Vice 


This was fol- 


of the Resolutions Committee was adopted. 
lowed by a motion by Mr. Waddy, approving the formation 
of the fourteenth regional district to be composed of the 
metropolitan district of New York, extending as far west 
as Trenton in New Jersey and as far south as Asbury Park. 
This motion was duly seconded and carried. 


J. Ogden that the 
the formation of the salesmanagers’ division of the associa- 
Mr. Fargo and carried. 


Pierson moved convention approve 
tion. The motion was seconded by 
Mr. Ward mentioned the idea of relieving the third vice- 
president or the president of some of the work in connec- 
tion with calling on retailers. Mr. Garvin replied that there 
is a definite movement on foot so that within a few months, 
at least in some branches of the industry, there will be a 
force at work well financed and of constructive ability, the 
best thing of the kind that the association has ever had. No 
reference is here made to a field secretary or anything like 
that. 

“We are thinking,” 
is going to be done by certain divisions which will give per- 


said Mr. Garvin, “of certain work that 


sonal contact to members 
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The report of the Nominating Committee was next an- 
nounced, and the president said that before the committee 
made its report, a pleasant duty had devolved upon him. 
A prominent manufacturer member of the National Associa- 
tion came before the Executive Committee a short time ago 
with a gift and the request that it be presented to our dis- 
tinguished visitor from overseas. The president said that 
he trusted Mr. Jacobsen will find use for the gift and will 
take it in the spirit in which it is presented. 

“Mr. Jacobsen,” continued the president, “We have found 
for you a fountain pen desk set, and on that set is the 
British lion. You will notice that we have tied nothing 
to the tail of the lion. (Laughter.) 

“My dear wife—and by the way—she has been thinking 
a great deal of you lately—wanted to have a hand in this, 
and so this morning she sat at a desk and this is what she 
wrote: ‘This desk set is presented to our friend and visitor, 
Mr. T. Owen Jacobsen, with the wish that it will find a 
place on his desk and that in using it, he will remember his 
fellow stationers from across the sea who wish him con- 


tinued health and prosperity. From the Executive Commit- 
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OF THE OUTDOOR 


ACTIVITIES AT THE C 
he advice of Mrs. Harry Horder and Evan Johnson while 
d I H. Sell ‘One Hoss Shay” filled with voung men 
Bott picture left Ladies at hotel entrance awaiting 
irs. Leonard Raer of Canton, O., and Mrs. Nelson 
tee at Montreal, Octobx 10, 1929 Applause, the 
ention rising.) 
Mr. Jacobsen responded Mr. President and Gentleme: 
am overwhelmed I did not think of anything else v« 
ould do for me to show your great kindness and I believe 
our affection tor the Enelish association You have bee 
kinder than one could think and it | should consider mysel 
as one of the tamily—well it is vour own fault as I belie, 
t.is you esil I certair vill keep this lovely thins 
mon lesk st as long as ive Although I would 
ever eed anvthing hke that to remind me forever a 
ver of the ndertul convent u have id in Montreal 
than Applause 
The Nominating Committee Reports 
e president next announced the report of the Nominat 
ng Committee which was read by Mr. Groom the chairma: 
Before the reading of the report, it was ordered on motion 
6 Me Ptere that the cene1 manager write a letter t 








FFICI \PPLIANCES 

ONVENTION Top, left: Mrs. Fred Seymour receiving 
taking a movie Right: Bert Dawson, Mrs. Harry Horder 
of the convention ready for a trip up the Mountain 
the busses f« i sightseeing trip around Montreal. Right 
Bushnell of Philadelphia discover a whale of a joke 
the management of the hotel, thanking them tor the hne 
satistaction and hospitable manner in which the conven 
tionites had been treated [The motion was duly seconded 
and carried 

Che report of the Nominating Committee was as given 
in the preceding portion of the account of the convention 


ictivities. The officers and governors as listed by the com 


mittee were made the unanimous choice of the convention 
At this point President Marshall requested Mr. Lent and 
Mr. Bertelson to escort the new president to the rostrum 


President-Elect Arthur J. Walker to the 
platform amid applause and made an appropriate and vig 
9rous speech in which he briefly 
the work of the association 
Mr. Walker’s Acceptance Speech 
you have made me very happy 
hard to realize that this great honor, the 
National Stationers’ 


thank vou 


was then shown 


outlined certain views con 


‘erning 


Gentlemen, 
tremely 
of the 
me | 


It ex- 
Presidency 
Association, has been trusted to 
sincerely for and 


Is 


S¢ yvour cont 


, 
cence 
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pledge my allegiance to every stationer in Canada and the 
U. S. tor the upbuilding of our industry 

But, through the veil of my great happiness, | see th 
utline of an enormous task—a huge responsibility—which 
frightens and humbles me by its size. Am I capable? No 
except with the help and support of every one of you. 
Without this codperation my administtation will be a fail- 
ure, but with it we can carry on toward the goal of har- 
monious and ethical business relationships in the stationery 
industry 

This great organization, the National Stationers’ Associa- 
tion, a child that was born and reared by the best minds 
in our trade, has not weathered these 25 years, except it 
has a real purpose to serve, an actual need to justify its 
Such men as the illustrious list of names of our 
devote themselves so unselfishly 
through all these years to promoting ideal standards of 
practice for naught. Their hopes and ours will not be 
crushed on small unlighted rocks of mistaken understand- 
ing which are bound to appear in the course. The dominant 
asinclabea of our Association are sound. Perhaps they were 
not always executed according to their real intent. Perhaps 
there have been times when we have steered too far to this 
side or to that. Errors in judgment and in execution are 
bound to creep in. They do in other associations, and all 
of us know it. They do in your business and I am sure 
they do in mine. 


To err is human—but we don't give up. We 
resign. We don’t blame the business itself. We confer 
and criticize constructively. We endeavor to correct. The 
principal objective is still eminently worth while. Just so 
is the charting of the course of our Association a challenge 
to the best efforts of every one of us. The achievement of 
this objective is a lively interest on the part of each and 
every one in the industry; for the success of a trade asso- 
ciation depends on the breadth of vision of the leaders and 
on the harmonious cooperation—the will to pull together— 
mn the part of all its constituents. 

Gentlemen, I am firmly convinced that no greater harm 
can come to our Association or to our individual businesses 
than that brought about by discord within. A successful 
executive will resort to strenuous measures to reduce this 
formidable hazard to a minimum. 

It has been said, and I believe it to be true, that the most 
of the criticism of our organization comes from within. If 
it is constructive, it is justified. But do the ones who offer 
the complaints offer a remedy? Do they realize that their 
membership obligates them to give as well as to receive? 
Do they recognize that the administrative officers are elected 
to do their bidding and to carry out their ideas? Yes, do 
they know that we are anxious to have their views and 
their plans for improvement presented to us for considera 
tion and action wherever possible? 

The National Stationers’ Association 
nor continued to satisfy the political or personal fancy of 
uny man or any group of men in or out of office. Its mem- 
claim to life. And during this adminis- 


existence. 
past presidents did not 


don't 


was not conceived 


bership is its only 
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What plan has he to offer to remedy existing evils? Does 
he feel that he is or not getting full value for his yearly 
dues, and if not, what recommendations would he make tc 
satisfy the deficiency? 

A special Advisory Committee, consisting of three retail 
members, none of whom are officials of the Association 
will be appointed. This committee will meet promptly, and 
from the answers to this questionnaire formulate their 
recommendations to the Board of Governors and _ the 
Executive Committee in time for their annual meeting 
which is held in January. As you will readily see, it is my 
purpose to proceed immediately in order that our govern- 
ing body can adopt and execute at once such plans as are 
found expedient for the well being of our Association. 

It is our intention to place this organization as nearly 
under referendum regulation as it is possible to do and 
operate in accord with our by-laws. 

It is obvious that the manufacturers distributing throug! 
the retail stationer have a common interest with the retailer 
in the solution of the dealers’ many problems. They find 
in the National Stationers Association the one agency in 
existence where both factors in the trade can work shoulder 
to shoulder for constructive effort, looking toward a greater 
and more prosperous business. 

In accepting the presidency, it is with the knowledg« 
that the business affairs of our organization are in excellent 
hands and that a great share of the work which has in the 
past fallen to the executive, will in the future be assumed 
by Mr. Garvin. 

The fine spirit of codperation so constantly in evidence 
throughout our sessions has renewed the interest and 
reduced the doubt which might possibly have prevailed in 
the minds of some as to the continued advancement of our 
Association. 

Ours is a great industry. Governmental statistics indi- 
cate that Office Equipment both in the manufacturing and 
trading branches is gradually advancing in the table of 
comparative volume and profits. 

This business must be continually supported by a strong 
coéperative organization through which we can outlaw 
those practices and abuses which are an outgrowth of 
unsound competition 

The true measure of the strength and influence of the 
National Stationers’ Association must always be the 
strength and influence of its individual membership. It can 
be no more, and it never should be less. 

I thank you. 


The report of the Credentials Committee was next read 


Chis report appears in another column. 

This was followed by the report of the Necrology Com 
mittee, read by Chairman Greenleaf. This report als« 
appears elsewhere. 

General Manager Garvin next announced that a meeting 


of the Executive Committee would be held immediately o1 








SCENES OLD AND 


tration | propose to direct its efforts, insofar as | and my 
associates are humanly able, to render a definite service to 
our retail members—a service that will be sufficiently valu- 
able and comprehensive so that there will be no cause for 


any of us to look outside for assistance or relief. 


One of my first official acts will be to question every 
retail member of our Association as to what he would do 
to make our organization of greater service to dealers 


NEW 


IN MONTREAL 


the adjournment of the session, to be followed by a meet- 


ing of the board of governors. He requested that all the 
newly elected governors and past officers who were present 
He said that one of the jobs 


elected 


meet with these committees. 
of the 
officers 


general manager is to cooperate with the 





HERE ARE SOME FAMILIAR FACES.—Top, left: F. S 
ton: Pete McLaughlin, Boston; Ray Clarke, Minneapolis; 
Malcolm, Boston tight: William N. Stewart of Trenton, 
Roger Underwood, Elizabeth, N. J Lower panel, left 


two interested conventioners to the Mountai! 


year going into history 


Marshall. | 


He continued ‘I can't see this 


without paying a tribute to Charlie traveled 


with him about twenty thousand miles this past year. I 
suppose the greatest test of friendship and fraternity and 
the finest picture you can get of a man is to travel with 


one night 


him day after day, making meetings as we did 
stands a good part of the time—and I have seen him so 
tired he could hardly stand up. I believe it is a wonderful 


1 man like Charlie Marshall 
last year, will give the benefit of 


tribute to this organization that 


will give the time he gave 


his life-long experience, will work as he probably would not 


work for his own interests, to advance the best interests 
of his trade I wanted to pay this tribute to Charlie 
Marshall because I think he deserves it. I think he has 


done a wonderful job for the National Association, and it 
gives me a lot of pleasure, gentlemen, to tell you that I have 
observed him in action and I think you owe him a great 


debt of gratitude.” (Applause, the convention rising.) 


Mr. Marshall responded as follows: “Gentlemen, I thank 


you from the bottom of my heart for that tribute It has 


been a work of love, because I in common with you do love 
this business. It has been an inspiration to travel over these 
two great countries and to see the progress that has been 
made and is being made today in this industry of ours. I 
have no message of gloom. I am an optimist and have 


as I see what is being accomplished 
You 


business 1s 


optimistic 


become more 


throughout these two nations have no reason for 


gloom, gentlemer Che improving It is a 





Mr. and Mrs 
Sorry the 
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Caswell, Bos 


Webster Company representatives—F. H 
Mrs. F. H. Caswell; Mrs. G. F. Malcolm and George F 
N. J.: Mrs. E. J. Kastner, New York, and Mr. and Mrs 


taking 
Canton 


“Hoss an’ kerridge” 
and Mrs. Baer of 


Nelson Bushnell 


light failed Right: Leonard 


bigger and better business than it was last year, and it will 
be a bigger and better business next year 

“It now becomes my sad duty to close this convention. 
If there is no further business, I will declare the convention 
closed “ 

West Beats East in Golf Tourney 

It costs the Westerners a stiff contest to beat the East- 
erners in the golf match on Thursday. The score was 24 
points for the West as against 14 points for the East at 
the wind-up. The will hold the Eberhard Faber 


Cup until the losers take it away in a contest—if 


winners 
future 
they do! 

The tournament was held at the beautiful Marlborough 
Golf and Country Club situated in a bit of rolling country 
about ten miles from Montreal. The weather was cool and 
bright, with a light breeze. 

Jim Armington, perpetual chairman of the golf committee 
from Framingham, Mass., and Jim Sutherland of Charles F. 
Dawson, Ltd., Montreal, were the majordomos of the occa- 
Mr. Sutherland assumed responsibility for the weather 
A sub- 
stantial and appetizing luncheon was served to the players. 

The W. A. Sheaffer Pen Company, Fort Madison, Ia., 
donated a desk set as a prize for low net score. This was 
won by Murray Vernon. J. A. Elder won the prize for the 
blind bogey score, which was a humidor from the Oxford 


sion 
and the hospitality, both of which were unexcelled. 


Filing Supply Company. 
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MILLINGTON LOCKWOOD ROBERT D. PATTERSON CHARLES A, LENT 
Buffalo, 1911-12 New York, 1912-13 New York, 1914-15 





RALPH 8S. BAUER J. OGDEN PIERSON CHARLES L. MITCHELL 


Lynn, 1919-20, 1920-21 New Orleans, 1921-22 Topeka, 1922-23, 1924-25 





E. H. SELL W. NEILL STEWART WOODSON P. WADDY 
Columbus, 1925-26 Dallas, 1926-27 Richmond, 1927-28 


Nine of the Former Presidents of The National 
Stationers Association Present at the 


Convention as They Appeared 
When Holding Office 








Cc. R. SHEAFFER 

und C. K. HART of 

the W. A. Sheaffer 

Pen Co., Fort Mad- 
ison, lowa 





CLARK, Parker Pe 
Co., Janesville, Wis 





FROST, Vice-President 
Wahl Company, Chicago 


A. G 
Toledo, O The 


B. MATHES, The Conklin 


Pen Co 


PEN LEADERS WHO WERE INTEREST- 
ACTIVITIES 


SOME FOUNTAIN 
Mb PARTICIPANTS IN CONVENTION 








Following is a list of the winners in the various classes 
vith mention of the prizes and the donors thereoff: 

CLASS 1 ow gross, H. C. McPike, travel bag, Eber 
mrd Faber, 2nd low gross, E. C. Wilson, travel clock, Eagle 
Pencil Co Ist low net, Robert Sainberg, travel set, Dennison 
Mfg. C 2nd, George Hausam, pen and pencil set, L. E. Water 
nan Co rd, tt. A. Weissenborn, Mydex, Victor Safe Co.; 4th 


\ ! Crites, |} ordex, Victor Safe Co 
CLASS 2: ist low gross, H. G. Horder, set golf clubs, Eaton 
rane & Pike Ist low net, H. F. Allen, travel clock, Royal 
Sovereign Pencil Co 2nd, G EK. Meyers, silver dish, Eaglk 


encil Co ird, F. O. Dennis, cigarette box, F. S. Webster Co 
ith, H. R. Frisbie, desk set, Wahl Pen Co.; 5th, H. R. Murdoch 
igarette box, Wilsen-Jones Co.; 6th, James Sutherland, pair of 
ises, Eagle Peneil Co ith, W J 
Carpenter 


Seitz, pen and pencil, Car 
desk set, Parker Pen Co 


er’'s Ink Ce St) cS € 


ith, J. P. Cook, pair candlesticks, Bainbridge, Kimpton, Haupt 
th. R. S. Cranst picture frame jlaisdell Pencil Co lit) 
N. Brown ish receiver Defiance Mfg. Co 12th, Gordor 
Bingham, household index, Victor Safe Co.; 13th, F. H. Cas 
vell Mvydex, \ tor Safe Co 14tl \ ke. Johnsor Recordex 
tor Saf ( 
CLASS S WW ross, G \\ Pratt, desk set Wahl Pen 
Ist low r k I. Koel lesk set, Conklin Pen Co.; 2nd, C 
1. H. Thaw gar box, Goes Litho. Co rd, W. E. Dolan 
arving s¢« Automatic Pencil Sharpener Co ith, Rh. A. Mais 
andlesticks, Victor Safe Co ith, H. L. Muir, water jug, H. C 
‘ook Co t W R. Lovett. bowl, F. A. Weeks Mfg. Co.; 7tl 
EK. W Né ! pen and pencil, Wahl Pen Co.; Sth, C. C. Shee 
‘ nd Roberts Numbering Machine Co Sth F. J 
‘almer Cooke & Cobb Ce Lott Re S. Hubbel 
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Eberhard 


picture frame, Royal Sovereign Pencil Co.; I1th, 
Faber, pencil sharpener, Hunt Pen Co.; 12th, Robert Briggs 
household inventory, Victor Safe Co.; 13th, A. C. Atkins, Mydex 
Victor Safe Co.; 14th, William Scholler Recorde.x Victor 
Safe Co. 

CLASS 4: ist low gross, T. A. Riddell, Jr., desk set, L. E 
Waterman Co.; Ist low net, R. H. Llewellyn, travel set, Wilson- 
Jones Co.; 2nd, J. A. Campbeli, silver dish, American Lead 


Manning, cigarette box, Blaisdell Pencil 
Co ith, Herman Price, silver dish, Moore Push Pin Co.; 5th, 
J. E. Moir, desk set, Cenklin Pen Co.; 6th, H. E. Copeland, two 
pair candlesticks, Globe-Wernicke Co.; 7th, R. L 
and pencil, L. E. Waterman Co.; 8th, T. H 
golf balls, Esterbrook Pen Co.; 9th, Tracy Higgins, book ends 
Art Metai 10th, Norman Hook, inven- 
Victor Safe Co.; llth, G. N. Duncan, Recordex, Victor 
i2th, S. B Call-dex, Victor Safe Co 
CLASS 5: ist low gross, A. L. King, cocktail set, South- 
Paper Co.; lst low net, S. Marcus, travel set, Cooke & 
Cobb Co.: 2nd, W. M. L. McAdam, silver dish, Goes Litho. Co.; 
trd, Arthur Lawless, cigarette box, Chas. M. Higgins Ink Co.; 
ith. R. J. Urmston, desk set, Sengbusch Self Closing Inkstand 
Co.: ith, E. T. MacIntyre, pair candlesticks, National Blank 
Book Co.; 6th, L. C. Geils, desk set, Parker Pen Co.; 7th, J. E 
Neary, pen and pencil, Wahl Pen Co.; 8th, R. Franz, pipe and 
pouch, Weiss Mfg. Co.; 9th, Ivan Dyer, book, Trussell Mfg. Co 
10th, H. D. Mayers, pair candlesticks, Royal Sovereign Pencil 
Co.; llth, S. H. Everly, picture frame, Globe-Wernicke Co 
12th, Ken Gallien, household inventory, Victor Safe Co.; 13th 
Barkley Hulse, Recordex, Victor Safe Co.; 14th, J. W. Newton 
Victor Safe Co.; 15th, R. D. Kennedy, Call-dex 
16th, J. W. Calley, Call-dex, Victor Safe Co 


Pencil Co.; 3rd, O. H 


Lamb, pen 
Kean, one dozen 
Const. Co.; household 
tory, 
Safe Co.: Groom 


worth 


Recordex, 


Victor Safe Co.; 




















SIDNEY BURGOYNE, Sid 
H. H ney Burgoyne & Sons, Phi 
. adelpl 


URI DOOLITTLE, W 


Chamberlain, Syracuse, N. Y 





Wilsor 
Chicag 


McCLEARY 
Jones Compan) 
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NINE IN A ROW.—C. L. Mitchell, Topeka, Kans.; Mrs. C. M. Marshall, Atlanta, and T. Owen Jacobsen, J. P., 
London, England: Mr. and Mrs. Sam Iseman, Richmond, Va.; Miss Bessie Smith, daughter of “Bill” Smith, 


Chicago, and Joe Hildreth, Chicago: Mrs. Johnson and Miss Madden. Add-A-Unit Partition Co., Chicago 
Canadian Night at the Stationers Convention land—give it the accent if you can! And Tony and Ger- 
Monday evening, October 7, deserves a place of special maine doing high-class toe dancing! And Norma Darling, 
honor among the features of the Mont the Denishawn girl, who did marvels of 
real international convention of The yx classical dancing and acrobatics, and 
National Stationers Association. Sta then came the Dennison Peace Pageant, 
tioners from all over Canada chipped in where tiny Miss Rita West (Baby 
with the necessary funds and a hundred Pansy) danced and sang and as a climax 


introduced in a clear, childish treble a 
number of beautiful young women who 
came out one by one, each garbed in a 
costume representative of the different 
civilized nations at their best, all finally 
arranging themselves in a beautiful en- 


or more of them became hosts to the 
visitors from south of the line It was 
a brilliant affair, starting with the usual 
good will toasts and a wonderful dinner, 
vetween the courses of which there was 
ballroom dancing as well as musical and 
semble of life and color. 

Nor can we omit the effect of the first 
singing of that pulsating, musical French 


Canadian song “Alouette” led by the 


vaudeville numbers by professional peo 
ple of rare ability There was fine 
rchestra that knew how to play regu 
ir dance music and played it with snap 


and verve and perfect time so that even attractive young woodsman whose cos 





those of us who are indifferent dancers tume, vigor and rosy countenance evi- 
fairly excelled ourselves R FRANZ, New York manager. denced the admirable spirit of the hardy 
: , Parker Pen Co., and E. J. MC N, . . . 

And the professional numbers! On Neva-Clog Products (Co., Bridge- Frenchmen who first settled the land of 
ny stage in any theater one would port, Conn Quebec. Everybody who could do so 








FRIENDLY FELLOWS.—James Thompson, Springfield, Mass., and R. N. Brown, Toronto; H. S. Adams, Roches- 
ter, Minn., and L. F. Childs, Chicago, Ill; Montgomery Barnes, Cleveland, O., and Joe Kral of the same place 


have paid several dollars to see anything so excellent. joined in singing the refrain. 
Denny Shea was there with his inimitable Quintette of It was a wonderful night the memory of which will long 
singers who gave us songs to set the blood a-tingle. Then persist and lighten many an hour of retrospection. Our 
there were the West kiddies from the Highlands o’ Scot hats are off to the Canadians 
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A Few Impromptu Convention Entertainments. 

On Tuesday evening of convention week, William Hoge 
of the Company dinner to 
about thirty-two of the This 
dinner was an altogether delightful, although informal affair. 
It was held in the 
Mr. Hoge welcomed his guests in the ante-room to 
the salon and made every one happy and acquainted. After 
a delightful dinner, a speech of welcome from the host was 
applauded. C. A. H. Thom of Detroit 
arose and gracefully addressed the host, expressing the hope 
that he (Mr 


entertaining 


General Fireproofing gave a 


those attending convention. 


one of private salons on the mezzanine 


floor 


vigorously then 


Thom) might have the 


opportunity of similarly 
Detroit at a not 
that he his 


to Canada, 


his friends in his home city of 
Mr then stated 


enjoying a honeymoon 


too distant date Thom and 


wite were second trip 


the original trip having been made thirty-seven years ago 


brought his bride to the where he was 


had 


his marriage. 


when he see city 
Detroit 


An enthusiastic toast was drunk 


born and lived until he went to about five 


years betore 
to “Bill” 
“Montreal whisper.” 


followed by three cheers, a tiger and a 


Hoge 


Among those who attended the dinner 


were Wm. Copeland and A. L. Colpitts of Toronto; Mr 
and Mrs. B. Craver, Montreal; Mr. and Mrs. Wm. Diehl, 
Columbus, Ohio; J. Dennison, Ottawa; J. E. Evans, Ottawa; 
Charles H. Everly, New York; James Feeley, Springfield, 
Mass.; Mr. and Mrs. Frisbie, Portland, Maine; Mr. and Mrs 
George Hausam, Hutchinson, Kansas; Mrs. Andrew Geyer, 
New York; Mr. and Mrs. Frank Koch, Des Moines; Hobart 
Martin, Chicago; Mr. and Mrs. James E. Neary, New 
York; Mr. and Mrs. Stevens, Portland, Maine; Mr. and 
Mrs. Charles A. Thom of New York, and others 
- 6 “4 


Another delightful dinner was given on Monday evening 
in the main dining room by Mr. and Mrs. Chas. F. Dawson 
of Montreal Those present and Mrs. 
C. M. Marshall, Atlanta; Past Woodson 
P. Waddy of 


included President 


President and Mrs 


Richmond; Past President and Mrs. W. Neill 
Stewart, Dallas; Mr. W. S. Pennycook, chairman of the 
convention committee, and Mrs. Pennycook; T. Owen 
Jacobsen, |. P., President of the Stationers’ Association of 


Great Britain and Ireland; Miss Anne Dawson, and General 


Manager and Mrs. Garvin 


A third enjoyable dinner was that given by Harrie Cope 


General Sales Manager of the Boorum & Pease Com- 


New y ork 


land 


pany, Brooklyn This event was held on Tues- 
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day evening in the main dining room of the Mount Royal. 
the including 
Oregon; Mr. and Mrs. Wm. 
Montreal; Mr. and Mrs. Chas. P. Garvin, Wash- 
ington, D. C.; Mr. Gardner; Mr. and Mrs. J. S. Luckett, 
Toronto; Mr. and Mrs. Harry G. Horder, Chicago; Mr. and 


Chere 
Ed 


Dawson, 


were twenty-four guests in 


Portland, 


party, 
Chapman of 


Mrs. C. M. Marshall, Atlanta; J. Ogden Pierson, New 
Orleans; Mr. and Mrs. W. Neill Stewart, Dallas; Mr. and 
Mrs. F. P. Seymour, Chicago; Mr. and Mrs. Woodson P. 


Waddy, Richmond; Mr. and Mrs. Arthur J. Walker, Minne- 
apolis; Frank B. Welsh, Philadelphia; and Mr Mrs. 
Clifton Wilson, Houston. 


and 


Wednesday’s Bridge Party 


On Wednesday, the ladies were entertained at bridge at 


the hotel. Over one hundred played. The prize winners 
and the prizes were as follows: 

Miss Bessie Smith, Chicago, over night bag; Mrs. Bert 
Abrams, New York City, Traveling clock; Mrs. Lovett, Boston, 
entree dish; Mrs. Flick, Merchantville, N. J., hot water jug; 
Mrs Diehl, Columbus, Ohio, case of scissors: Mrs. Caswell, 
Boston, Waterman gold pen and pencil; Mrs. Horder, Chicago, 
sterling silver candlesticks; Mrs. Johnson, Chicago, Conklin pen 


Robert 


set: Mrs. Mills, Philadelphia, Shaeffer pen set; Mrs 

Fortier, Montreal, linen tea set; Mrs. Wilson, Houston, Texas, 
umbrella; Mrs. Dalton, Montreal, pewter candlesticks; Mrs. 
Mathes, Toledo, Ohio, Christmas cards; Mrs. Waddy, Richmond, 
Va., marmalade jar; Mrs. Warner, Montreal, diary; Mrs. Rock- 
well, Rochester, N. Y., pen set; Mrs. Halpern, New York City, 
picture frame; Mrs. Underwood, Elizabeth, N. J pen and 
pencil; Mrs. Collins, Chicago, Llinois, diary and address book; 
Mrs. Ferry, Long Meadow, Mass., diary; Mrs. Fargo, Bridge- 
port, Conn., note paper; Mrs. Iseman, Richmond, Va., diary; 
Mrs. Tussing, Marietta, Ohio, diary; Mrs. La Sage, Montreal, 
diary; Mrs. Peniston, Montreal. diary; Mrs. |} B. Abraham, 
Montreal, telephone index; Miss Barwick, Montreal, pencil 
sharpener; the grand booby prize was won by Mrs. Copeland 


Those Pictures Which Failed 


Much to our regret a number of the groups snapped at the 
At 


rays of the sun, even in early October, are beginning to shine 


convention failed to register on the film Montreal the 


obliquely. The difference is just enough, particularly in the 


shade or late in the day, to deceive one who is accustomed 


to conditions farther south. 


Almost without exception groups in the horse-drawn 
carriages were not satisfactory. If horse and carriage 
appeared, the occupants of the carriage were so small on 
the film of the hand camera as to be unrecognizable 
Finally, there were minor troubles such as are likely to 


happen anywhere. 
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FROM NEAR AND FAR.—Gen. J 
ind J F. Hunt, Rochester; Robert Fortier, Montreal, 
Arthur J. Lawless, S. E. & M. Vernon, New York, and C. H 


senborn and Jack Linsky, New 


Among the Absentees 


[The most missed absentee from the convention was 
Fletcher B. Gibbs, 
He planned to attend, but upon returning from his summer 
suffered an attack of illness which 
West Suburban hospital in Oak 


many friends will be happy to know 


who was kept away by reason of illness. 
home in Wisconsin, he 
obliged him to go to the 
Park, Ill. Mr. Gibbs’ 
that he is convalescing and will soon be restored to his 
tormer vigor 

At the Montreal 


auditor of The National Stationers’ Association 


convention Mr. Gibbs was reelected 


* 


Allens of Atlanta 
missed It didn’t seem like old 
We understand that Mr. Allen 
was detained by duties incident to his many civic and busi- 


Atlanta 


? 


And where Ivan and Irene? 


Chey 


were the 
bc ith 


times at all without them. 


were sorely 


ness activities in 


* 


Among other Atlantians whose absence was regretted 


are the John M 
the most 


They are, when present among 
social affairs, and are 


(oopers 
active in convention and 
everywhere welcome 


> * » 


And it was much regretted that W. J. (“Bill”) Kennedy, 


and R. D. 


Duff Stuart, Vancouver, and F. Cloke, Hamilton, Ont.; E. J. Huott, New York, 


Framingham, Mass. Lower row 
New York; Ray Weis- 


Kennedy, 
Ramsey, Typo Trading Co., 


York; Joe Hildreth, Chicago, and Fred Richmond, Detroit 


and William Schmiederer of St. Louis, remained 


They were missed and inquired for by many. 


away. 


* * * 
The Edwin I. Baers of Canton were absent, but we 
understand that it “wasn’t their turn.” The Leonard A. 


Baers were on hand, however, and Ed. and his wife expect 
to be present at Detroit. Leonard A. and Mrs. Leonard A. 
have an irresistible eighteen-months-old daughter, who we 
are certain, would have captured the convention had it 
been advisable for her fond parents to bring her. 

- * * 

The Pacific Coast was pretty well represented, but the 
absence of several of the old friends from the cities along 
the coast was regretted. 

* * * 

There were, despite the larger dealer attendance, a num- 
ber of regulars who did not answer the roll-call. A. Pomer- 
antz, Philadelphia; William Henry Brooks, Philadelphia; 
the Herrs of Lancaster, Penna.; Henry T. Adams of Chi- 
cago; Victor Barr of Nashville; E. H. Clarke of Memphis; 
C. A. Netzhammer of Milwaukee; G. J. Sengbusch, Mil- 
waukee: W. A. Sheaffer, Fort Madison, Ia., and many 
others were absent, much to the regret of friends who had 
looked forward to greeting them 











FFICE APPLIANCES 


The Closing Dinner 


An interesting and delghttul aftair was the association s 
banquet, 
Mount 


evening, October 10 


first international 


banquet hall of the 


twenty-fourth annual and its 
took 
Royal hotel, Montreal, on 
Che proceedings began with a grand march during which 


their places by a 


which place in the big 


Thursday 


the guests of honor were escorted to 


couple of highlanders playing martial airs on bagpipes 


After toasts to the King, the President, Great Britain, the 
United States and Canada, “God Save the King” and the 
Star Spangled Banner” was sung, followed by the Inter 
ational Song quoted at the beginning of this report. Musi 


was furnished by the Royal Highlanders Band—said to be 


the finest band in Canada—consisting of twenty-five men 


Between courses the Habichon Sing 
French folksongs, the familia 


in Highland costume 
ers, a quartette of men, sang 
French Canadian song Alouette being the favorite with the 
Another musical feature was the skirling on the 


and the uniformed lads in the 


iudience 
agpipes of the Highlanders; 
tall shakos, or fur hats. The Habichon Singers, fresh faced, 
good looking young men, dressed in the garb of the woods 


men, were easily the feature singers of the week Their 


voices are excellent and their rendition dramatic and full 


of fire They presented a pleasing picture of lusty French 


Canadian woodsmen. Many of those attending the conven 


tion will be interested in having the words of the song. so 


Alouette! 


Ref. Alouette, gentille Alouette 


\louette, je te plumerai’ 
Ah! (Ref.) 
| 


u' et la tete! Ah! Ret 


Je te plumerai la tete (bis) 


le te plumerai le cou (bis) et le co 


3. Je te plumerai le dos (bis) et le dos, et le cou, et la tete 
Ah! (Ref.) 
4. le te 


cou, et la tete! 


plumerai les ailes (bis) ct les ailes, et le dos, et le 


Ah! (Ref.) 


(bis) et les pattes, les ailes 


5. Je te plumerai les pattes 


et les dos, et le cou, et la tete! Ah! 


At the conclusion of the musical features and of the meal 
served according to the best traditions of the Mount Royal 


hotel, the toastmaster, C. P. Garvin, sounded the gavel 


Enthusiastic cheers were proposed and given for Charles 
Dawson, who had worked so hard for the success of one of 


held. 
Barringer and in order that all 


the finest conventions ever \ phonographic record 


was presented from Percy 
might hear, it was repeated by the toastmaster. A message 
was also received from Walter Shaw, chairman of the coun 
cil of the Stationers’ Association of Great Britain and Ire 
land. S. H. Marsh presented a message of good will from 
his father. The 


from the Student Prince and other operas and were enthu- 


Saguenay Quintette then gave selections 


siastically encored The toastmaster next introduced 


W. Neill Stewart as a member of the toastmasters’ union 
and requested him to introduce T. Owen Jacobsen of Lon- 


president of the Stationers’ Association of Great 
Mr. Jacobsen responded fittingly and 


He told 


occasionally to the eighteenth 


don, 
Britain and Ireland 
made a capital several 


his remarks impression 


witty stories and referred 
amendment which was honored by its absence from Canada 
He said that this is a happy moment for an international 
convention and expressed himself as looking hopefully to 
the work for peace and international friendship now being 


rried on by the heads of the respective governments of 
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AT THE CONVENTION Top row, left to right: J. N Hobbs, Southworth Paper Company; Mrs. W. Neill 
Stewart, Dallas; Mrs. J. N. Hobbs: T. R. King, Cockfield, Brown & Co., Advertising Agents, Montreal; A. C 


Shearman, Wilson—Jones Company, Chicago; W. H. Stainton and Sidney A. Evis, Stainton & Evis, Ltd., Toronto, 
and S. B. Beare of S. B. Beare, Ltd., Toronto Lower row, left to right: Mrs. H. H. Wittstein, Cincinnati, and 
Mrs. James Preston, Stratford, Ont.; Mrs. G. N. Dalton, Montreal; Mrs. H. P. Rockwell, Rochester, N. Y Mrs. 


J. S. Kral, Cleveland, O 


Great Britain and the United States [he toastmaster compliment to Canada and expressed gratitude to Mr. 
responded with appropriate remarks Jacobsen. He read a letter from the Lord Mayor of Lon- 
J. S. Luckett, governor, referred to the British premiet don, and concluded with some interesting reminiscences. 
and to the entire national organization in Canada as being After the presentation of some attractive prizes, Retiring 
behind a mission of peace and good will He said that President Marshall introduced his successor, Arthur J 
greetings came from all over Canada. Over one hundred Walker, and the toastmaster presented him with the gavel 

Canadians were registered at the convention, the success Mr. Walker said: 
ot the British and American organizations being due to “Mr. Chairman, Mr. Jacobsen, our delightful Canadian 
the efforts of such men as President Jacobsen and his hosts, Ladies and Gentlemen: 
predecessors and President Marshall and his predecessors “The fondest stretch of my imagination has never per- 
He spoke of the fact that here was born at this convention mitted me to picture Mrs. Walker and myself in the posi- 
a Canadian stationers’ association to go hand in hand with tion of honor in which you have elected to place us today. 
the British and United States organizations in the effort to “This wonderful occasion, which is the culmination of the 
advance the interests of the industry as a whol most interesting and, I believe, most successful convention 
W. P. Waddy was next called upon and introduced we have ever held, will stand in my memory as one of the 
Retiring President Charles Marshall, referred to as_ the greatest events in my life. 
greatest student in the stationery business. The toastmastet “Had we known what we know now, it is most certain 
then put on some third degree stuff, in which former that our convention would have long since been held in 
Regional Governor Schutz was active as a member in good’ this marvelous Canadian metropolis. How many people 
standing of the toastmasters’ union. Mr. and Mrs. Mar- have spoken to me of the fine hospitality of our hosts 
shall were then presented with a silver tea and coffee sect How good it is to find ourselves so royally welcomed away 


Mr. Marshal! expressed his heartfelt thanks, paid a fine from home, not alone by your men, but by your ladies, so 
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NOT ALL CONVENTION 
uel Narcus, Boston; N. Fenelli; Ray Urmston, J. S 
Ss. E. & M. Vernon, New York Right-hand picture 
Ore., retiring regional governor and delegates from the 
Portiand: Carl Schutz, Browne—Morse Company, 
Holyoke, Mass Lower picture—left: T. Harris Keon, 
delphia, and Al. Williams, Philadelphia Right-hand 
Defiance Manufacturing Co.: C. W. Leonard, Leonard 

troit; and Robert Fortier 


DAYS WERE WARM 


many of whom it has been my real pleasure to meet here. 


“Canada, unlike most other countries, does not signity a 


While 


foreign nation to those of us from the United States. 


you are called Britain’s eldest daughter, to us you seem 
like a sister as though we both belonged to the same great 
family 


“Next vear we are going to Detroit, and I believe we 


should be very happy in the selection of this great Amer 


ican city tor our convention 


“In extending to everybody in this industry a very urgent 


] 


invitation to go to Detroit, may I also add that if our attend 


ance, our accomplishments, our interest and our reception 


are on a par with Montreal, the success of our coming cot 
vention will be assured 

[ thank you.’ 

Mr. Walker's remarks concluded the 


After brief final remarks by the toastmaster 


principal talks of 


the evening 
the banquet adjourned and the floor was cleared for dancing 


which continued for some hours 


Ladies’ Entertainment 


Great credit is due the ladies in the stationery trade of 


NOTE THE OVERCOATS.—Top row, left-hand picture: 
Staedtler, Inc., 


Pacific-Northwest 
Muskegon 


picture: R. H 
Co., Detroit; Fred Richmond, Richmond & Backus, De- 


s. Fortier, 


Sam- 
York; Ray Weissenborn; R. M. Willis, 
Chapman-—Helwig Company, Portland, 
Stationers Association; Mr. Stevens. 
Mich.; Ed. Towne, National Blank Book Company, 
S. Pencil Company, Philadelphia; J. A. Boers, Phila- 
Llewellyn, Manchester, N. Y Dick Stuart, 


New 
J. Chapman, 


Ltd., Montreal 


Montreal for the manner in which they handled the social 
events. The ladies of the reception committee were espe- 
cially active in making visitors of their sex feel at home. 
The Ladies’ Reception Committee consisted of 
the following, all Montreal: Mesdames Charles F. 
Dawson, chairman; W. S. Pennycook, William F. Dawson, 
J. S. Luckett, P. F. Grand, E. J. Kastner, H. J. Brooks, 
Paul Granger, G. N. Dalton, Thomas V. Bell, W. E. 
son, Robert Fortier, George A. Savoy, J. Alf. Guay, James 
B. Abraham, O. H. Manning, Herbert Daw- 
R. L. Warner, Harold G. Dawson, 
Lamb, and Miss May Barwick 


Canadian 
from 


Daw- 


Sutherland, E. 
son, F. G. Abraham, 
W. P. Crites, R. L. 


On Monday, October 7, the ladies were taken in busses 
to a fur show and a tea, returning in the evening in time to 
dine and attend Stationers’ Night entertainment and dance 
On Sunday a luncheon at the hotel in Salle Dorre was 
visiting Notre 


Andres’ 


a sight-seeing tour of the city, 
Ramsey, Father 
Westn 


followed by 


Dame church, Chateau de La 


Shrine, Outremont; thence on the iount, returning 


via Notre Dame de Grace 
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A bridge and tea followed luncheon at the hotel 
on Wednesday, and on Thursday there was a. joint lunch- 
eon with the the Piazza. In the evening they 
attended the yearly banquet and dance in the main ball- 


party 
men in 


room, 

The New President, National Stationers Association 

Arthur J. Walker of the Farnham Printing and Station- 
ery Company, Minneapolis, Minn., newly-elected president 
of The National 
of a rich and practical experience in the stationery business. 
He is in the prime of life, neither too old nor too young 
to carry successfully the responsibilities his fellow station- 


Stationers Association, is the possessor 


ers have put upon him. 

Mr. Walker was born in 1886 in a small town in South 
Dakota, and in 1905 he went to Minneapolis where he com- 
pleted his high school education. He worked his way 
through high school and through the University of Minne- 
sota, graduating with the degree of Bachelor of Laws in 
1910. 


in a printing establishment, but the returns were so small 


During his high school experience he secured a job 


it was necessary for him to walk several miles to and from 
school and sometimes to forego the noonday lunch. Neither 
then nor since have his courage, cheerfulness and determin- 
nation failed to carry him over all obstacles. 

He continued to work in his spare hours while attending 
the university, and in his senior year he secured a position 
in the bookkeeping department of the Farnham Printing 
and Stationery Company, going to night school to learn 
accounting which he applied on the job during the day. 

Soon after his graduation from the law department of 
the university Mr. Walker decided not to follow the legal 
profession, but to follow the stationery’ business. This he 
did, working up through the positions of stock boy, order 
clerk and other jobs of increasing responsibility to his pres- 
ent position of vice-president in charge of the retail depart- 
ments of the business, including stationery, office furniture 
and school supplies. For the last seven years he has been 
active in the work of the National Association, having been 
auditor, regional governor and third vice-president. 

Mr. Walker and his charming wife have been regular 
attendants at conventions both regional and national and 
their friends rejoice over the honors which have come to 
them. 

Some Canadian Activities 

During the convention, the stationers of Canada had 
several meetings with the result that a Canadian stationers’ 
association was formed to study conditions in Canada par- 
ticularly and to work in cooperation with the National 
United States and the Sta- 
A plan 


Stationers Association of the 
Association of Great Britain and Ireland. 


Luckett, governor of the thirteenth 


tioners’ 
was outlined by J. S. 
district and was adopted in essence by the Canadian sta- 
tioners present at the convention in Montreal last month. 
The plan was to take the different groups which are func- 
tioning more or less effectively throughout Canada and to 
weld them into a Dominion to employ a 
permanent secretary, a general manager and a central office 
in Montreal, Ottawa or Toronto, provide a high grade man 
for manager, pay him well and supply him with assistants, 
so that he can devote his time to the major problems of the 
The idea is to let each group of the industry 
The retail com- 
functioning 


organization; 


industry 
come into this organization as a group. 
stationers would form one group, 


k cal 


Other groups would include the wholesale stationers; manu- 


mercial 


through their organizations up to the main office. 


facturing stationers; manufacturers of stationery items sold 
through the trade; booksellers, office furniture manufactur- 


ers and dealers; paper manufacturers; wholesale paper job- 
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bers; envelope manufacturers; greeting card manufacturers; 
publishers; artists supply houses, etc. Of course, matters 
affecting one group may bring others into the discussion 
and it would be the duty of the general manager to har- 
monize these different elements. 

The Canadian association, after its organization, can 
affiliate with the Natidnal Association and other kindred 
organizations in the United States and with the British 
organization for the interchange of ideas, information, etc. 
A committee was appointed at the preliminary meeting in 
Montreal on Monday, October 7, to consider the plan and 
any others that might be brought forward and to present 
recommendations to the general meeting later. 

William H. Greenleaf of the National Association was 
invited to sit with the committee as an advisor on account 
of his experience in association work. 

A resolution of regret and condolence was passed on the 
death of J. T. Hornibrook of Brown Bros., Ltd., Toronto. 
A telegram of condolence was ofdered sent to the president 
of that concern. 

A final meeting was held at the Mount Royal hotel on 
Wednesday, October 9, under the presidency of J. S. 
Luckett, regional governor. N. S. Cuthbert, secretary of 
the meeting, read the minutes of the previous meeting, 
together with a copy of the telegram sent to Brown Bros., 


Ltd., on the death of Mr. Hornibrook and Mr. Brown's 
reply. 
P. F. Grand, chairman of the committee appointed to 


formulate the plans for the organization of a Canadian asso- 
ciation, reported the meeting of the committee the previous 
Monday afternoon. He reported that the committee were 
unanimous that they should recommend to the meeting of 
all Canadian delegates the immediate formation of a Cana- 
dian stationers’ association. A motion to this effect was 
accordingly made and carried. On motion the committee 
was appointed to formulate plans, ways and scope of the 
association. 

Mr. Pennycook of Montreal reported that there would be 
a surplus of funds over from Canadian Night, but the 
amount would not warrant dividing it up among the sub- 
scribers. On motion, the surplus was ordered turned over 
to the district governor of the thirteenth district to be used 
for any preliminary expense incurred by the committee in 
the organization of the Canadian association. 

A report of the total receipts, expenditures, etc., will be 
sent by Mr. Pennycook to all contributors. 

A vote of thanks was extended to J. S. Luckett, governor 
of District No. 13, for his untiring work during his term 
of office. 


Commercial Furniture Committees 


committee for the Commercial Furniture 
Division is as follows: Wood desks, C. A. Netzhammer, 
Milwaukee; steel desks, Ed. Chapman, Portland; chairs, 
Frank Fargo, Bridgeport, Conn.; steel files, Carl Nachtigal, 
Detroit; filing supplies, O. B. Guether, Chicago; steel safes, 
Ed. Pierce, Hartford, Conn.; accessories, Frank Koch, Des 
Moines, Ia. 

The manufacturers committee for the Commercial Furni- 
ture Division is as follows: Office chairs, Frank Westlake, 
B. L. Marble Chair Company; steel files, J. S. Sprott, The 
Berger Manufacturing Company; filing supplies, H. H. 
Wittstein, The Globe-Wernicke Company; steel desks, Carl 
Schutz, Browne-Morse Company; wood desks (period), 
Ralph Russell, Doten-Dunton; commercial, Walter Biene- 
man, Imperial Desk Company; safes, E. W. Nelson, The 
Diebold Safe & Lock Company; accessories, Francis Yaw- 
man, Yawman & Erbe Manufacturing Company. 


The dealers’ 





gether in graceful 


Inter be but 


Conventio1 \ that will 


stand out in 


convention appearing to 


association annals different patterns in the woof 


national aspects that stimulated interest woven on the same warp. As if of one 


and enthusiasn piece [hese banners which _ twice 
\ spirit of unity that caused well floated in the breeze to inspire our 
attended sessions. Harmonious. Some forebears in combat with each other; 


variance of opinion upon matters dis may they ever float together to inspire 


cussed but a desire upon the part ot 
all to accomplish some enduring good 
for the sines 


\ fresh impulse that 1s an encourag 


ng portent for the new administration 
A hap choice of new chief execu 
resages cont*nued progress. 
= > >. 
Montrea satis! 
the claims of every advertisement. In 


Hospitality 





iction plus. Up to 


and to 


each other 


us te good will for 


teresting ind attractive 


and friendliness that encourages the unite in a forward movement for peace 
be lief that the three thousand mile s ol throughout the w de we rid 


; } ‘ 7 > = 
boundary on the south is but an imagi 


Chrill. The two big pipers leading 


nary rie 


* ¢ @ the parade of the ices. Bringing in the 
' 
Weather. Perfect. Two days just “ageis' What 
. * 
snappy e1 gh to engender pep. The . ” 


Thom oft 
Montreal) 


Chrill. Charlie 


Detroit 


remainder of the week a fine sampk Hearing 


of mild Canadian autumn. (born and reared in 


Mt Royal and West Mount 


sunburnt 


adorned sing “Alouette 


« > * 


for “autumn s caravan.” 


Girdled wit! the “Etruscan old,” Vain search Crying to identify the 
shimmering green and flaming red of stationer who, Roy McDougall said, 
the oaks and maples, and in their head drove into Toronto last summer with 
dre ss the s] ape ly silver birches plumed skis and snowshoes strapped to his 
n veined amber sparkling like jewels runningboard, and asked how much 
in the autun sul And across the farther he would have to go betore he 
landscape below the broad silver band could use them 
of the majest St. Lawrence pouring a 
its waters toward the sea Chagrin Upon learning that “De 
. 8 fense de Stationner” on the lamp posts 

Like ol s lo have Ralph and it many street corners did not mean 
Mrs Rau res¢ t atter being ab Welcome, stationers.” 
sentees tor severa vears because of i ?. «@ 
Ralph s civic duties as Mayor of Lynn, Disappointment Che onlv one. Not 
Mass His honor leaves ofhce at the to have a ride in a victoria. One that 
end of De be having served his stood near the hotel particularly ap- 
city handsomely for four years with pealed to me. The docked-tailed bays 
tremendous gain to Lynn and consid at the pole, a trifle over at the knees 
erable loss to R. S. Bauer & Company and reminiscent of the “early nineties” 
What | loses in Ralph's with when as a spanking pair they pranced 
drawal fr ble service, the station to the rattle of twenty feet of nickeled 
ery held ga su Naving his yack o1 chan | wanted to hand my lady to 
the job ‘ eld 

> > > 

Brai ells sluggish! Whe I failed 

to tip off to a local reporter the pres 


ence of Mavor Bauet at the entertain 
l But I was so far 
away trot e stage that I thought the 


who did the fine acro 


legs, incase tights Anvway—the 
mavor rue to his convictions. the comfortable seat, tuck in the robes 
How few s are—when there's a and go for a gay spin on the avenue. 
“kick 7 t vl tever? t may he * * * 
. Another pleasant recollection. An 
Thrill. A e the speakers’ table the impressive ride about the city with 


lack Cooksen of “Canadian Water 


OBSERVATIONS 


folds, 








eo? 


man’s” at the wheel. Other passengers: 
Uri Doolittle (furnished the car), Mon- 
roe Stockett Bob 
Waterman's objective, 
Waterman 


Patterson of 
the 


and 

Chiet 
factory at Lambert, just 
bridge. Up the wind- 


Mount to the sum 


across Victoria 
ing ascent of West 
mit Panoramic views of the city 
autumnal 


the 


[Through a vista of trees in 


finery, the St. Lawrence in dis- 
The 


Crypt of St. Joseph's 


tance descent and stop at the 


Oratory where 
remarkable cures are said to be wrought 
by the prayers of Brother Andre, “The 


Miracle Man of Montreal.” Around 


some of the city’s environs, across 
Victoria bridge \n interesting trip 
through the Waterman factory seeing 
fountain pens in the making. A study 


in precision. Valuable souvenirs for the 


two stationers pledging 


to let the 


party, the 


themselves not souvenir get 


n their retail stocks A visit to a near 


by village \ magnificent scene across 
the river as the sun, a flaming disk, dis- 


the Back 


bust- 


appeared behind mountain 


across the bridge Through the 


ness section of the city and through 
the old French section, down along 
the waterway, winding our way through 
streets less crowded with traffic, back 
to the chief centers and up the slope 
to the hotel 
~ * * 
Delightful experience A visit to 


Quebec. Five hours en route leaving 
but four hours of davlight there. A 
considerable journey for a short stay 


And More than 


distance a 


but worth it. 
half of the 


autumn 


more 
panorama of 
framed by 


lurner landscapes 


windows. In view to our right 
the Broad St. 


the 


the car 


much of way, the Law- 


rence Carrying the waters of five 


and a hundred tributary 


Atlantic ocean. 


Lakes 


to the 


(;reat 
Streams 


At right and left along the levels, 


up the slopes and on the heights the 


woods, a gorgeous spectacle of color 


as if each tree had bedecked itself for 


the last joyous fling before the advanc- 


ing legions of old Boreas 


In sight most of the wav a coaxing, 


beckoning road which meanders be- 


tween the two cities. Through the city 


sedate and dignified thor- 


that in the 


environs a 


oughtare open country 


throws convention to the winds, slips 


down in ravines, climbs out again, flips 


across streams and scrambles around 
and over gentle hills \ playful road 
that sometimes darts back and forth 
across the railroad track, that some- 


times suddenly disappears behind a hill 


or woods to presently emerge swag- 


geringly as if to boast its superiority to 


a road spiked down 
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like 


farm houses, 


Strung along the road white 
white 
Little 


Occasionally a 


beads on a string, 


with white barns. houses in 


neighborly nearness 
cluster of houses around a church. A 


little strip of France spread along the 


St. Lawrence 


[Three and one-half of our four 


few outstanding marks before night- 


fall. We visioned the dauntless Wolfe 


scaling the heights at night with his 


meager forces to contend with the 


brave Montcalm in an engagement that 


ultimately brought an empire to Great 


Britain but produced in the great 


province of Quebec a piece of old 


39 


had a comfortable ride 


Before retiring we 


in which we 
back to Montreal. 
were planning what we would do the 
next time we visited Quebec. 

There was something else that gave 
us a favorable impression of both cities 
and determined us to return there. It 
friendliness of the 


was the uniform 


Such association 




















hours in Quebec were spent in a drive France in the new world. Thus victory people we contacted. 

to Ste. Anne de Beaupre. Along the = sat on both banners when both leaders members as we met, of course. But in 
twenty miles of highway several vil fell all others as well we encountered in- 
lages with the white farm houses and Our friendly driver took us for a_ terest and courtesy. In the railroad 
HALLUCINATION? What 

“observer saw upon the re 

turn of a group who went 

with Charlie Thom i mnile for 

a camel 
white barns strung between. A pic- last look from the heights at the lights station the porter who directed us to 


little hills 


in places between 


turesque road winding up 


and down, trailing 


trees whose branches touch at top 
a colorful leafy canopy through 
trickled. On the 


the mighty river. 


making 
which the sunlight 
right all the way 


As we 


sO many 


approached the objective of 


pilgrims I wondered if the 


people who lived in the vicinity of the 


sacred shrine were less touched by 


worldly influence. So brief a_ visit 


afforded 


tions upon which to base an opinion. 


insufficient time for observa- 


Back to Quebec at twilight. Up the 
heights to the Plains of Abraham with 


but time to trace its outline and see a 


across the stream below then descend- 
ing to the Chateau Frontenac, crossing 
the drawbridge over the moat, passing 
under the portcullis (an impression 
that persists as we did not stay until 


daWiight to 
parted with us at the entrance in the 


have it dissipated) and 


courtyard. 


viewed from 


After Duf- 
ferin terrace the twinkling lights of the 


dinner we 


lower city, of the steamers and ferries 


and across the stream. An impressive 


scene. Later we wound our circuitous 


way down to some of the business 


streets on the lower levels and ended 


our pleasant adventure at the sleeper 


the ticket office, the young man who 
sold us the tickets and suggested the 
saving on round trips, the dining car 
conductor, the attendants at the sta- 
tion in Quebec, the sleeping car con- 
ductor on the trip up from Chicago 
who, hearing our comment upon see- 
ing before us, told us when we crossed 
into the province of Quebec and gave 
us some interesting information, a fel- 
low passenger who is connected with 
the agricultural department of Canada 
who told us of some interesting places 


to visit, the staff of the hotel, sales 
people in stores. All in short with 
whom we had transactions of any 


nature. 
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REPORTS OF OFFICERS 


President’s Report 


of the 
Chicago 


25th anniversary 
Association in 


Last Saturday, October 5th, was the 
founding of the National 
in 1904 So in holding our 24th annual convention, for the first 


Stationers’ 


time outside the confines of the United States, we are also 
celebrating our Silver Anniversary 
As this marks the first quarter century milestone we have 


passed, it is only fitting that we should pause, and pay tribute 
to the founders of our Association and recall those who have 
been entrusted with its guidance in the years that have passed 
remember, the National Association was or- 
ganized at a meeting of the Chicago Stationery Association on 
October 3, 4, 5, in that city Its first president was that great 
stationer and philosopher, whom we are delighted to honor 
with the title of “The Father of the Association,”’ Fletcher B 
Gibbs May I recall in rotation the others who have given of 
themselves that this Association might remain the live force 
it is today and be able to hold its 24th convention in this fair 


As you will 


city They are 

Messrs. 
Bellman of Toledo 
Brooks of Philadelphia 
Bauer of Lynn 
Pierson of New Orleans 
Mitchell of Topeka 


Messrs 

Schiener of Minneapolis 

Mann of Philadelphia 

Kennedy of St Louis 

Gerry of New York 

Bailey of Boston 

Falconer of Baltimore Allen of Atlanta 

Lockwood of Buffalo Mitchell of Topeka 

Patterson of New York Sell of Columbus 

Courts of Galveston Stewart of Dallas 

Lent of New York Waddy of Richmond 

To these men we owe much and without stint we acknowl- 
edge our debt of gratitude And this brings us to this good 
day when for the first time in our history we are fulfilling 
a long cherished ambition, and all are convening in this great 
city of Montreal Canada, we greet you! May this conven- 
tion be the forerunner of many more to be held in your fair 
land 

At this time you expect and it is fitting that your officers 
should give an account of their stewardship. Your president, 
after his election at West Baden last October, made his debut 
at Philadelphia where he attended the annual meeting of the 
Philadelphia Stationers’ Association. He has attended regional 
meetings at Springfield, Albany, Washington, New Orleans, 
Columbus, Chicago, Minneapolis, St. Louis, Fort Worth, Den- 
ver, Spokane and Toronto, local Association meetings 
at Boston, Montreal, Richmond, Cincinnati and Salt Lake City 
This includes every region except No. 12 (California), where 
on account of the reorganization of their local associations, a 
regional meeting was not deemed advisable this year. 

I am pleased to report that 
well attended by the 
districts, and I feel that at them much was ac- 
complished for the good of the whole trade This made possi- 
ble by the regional meetings being presided over by able and 
self-sacrificing district governors, to whom all credit is due 
These regional meetings are becoming more and more impor- 
tant because so many of our stationers attend them who feel 
that cannot attend the annual national convention. Rec- 
ognizing this fact it was decided at the outset by your present 
executive committee to call a meeting of the governors. This 
Washington and all the gov- 
governors from Districts 
plans for the 
governors’ 


besides 


without exception these 
most representative sta- 


almost 
meetings were 
tioners of the 


they 


meeting was held in January at 
ernors were in attendance, except 
No. 10 and 12 At this conference the 
recommend that the 
treasury will per 


year's 
worked out and I 
omitted if the state of the 


mit of their being held 


work were 


meetings never be 


Right here let me say that the assistance and cooperation 
of the executive committee and of the elected officers of the 
Association have been most exceptional No president has 
had the support of a better or more self-sacrificing staff. Mr 


chairman of the research committee and 
splendid job with the resources at his command, 
from his report Mr. Waddy has attended sev- 
meetings and was good enough to repre- 
New York where some 170 


Stwart accepted the 
has done a 
as you will se« 
eral of our regional 
sent me at a special meeting in 
attendance 


have been the 


stationers were in 


Outstanding also work of Messrs. Conger, 


Tuttle, Walker, Little; in fact of all vice-presidents and gov- 
ernors so wisely chosen by the Association members to repre- 
sent them To all these men I pay my respects, and thank 
them most heartily, mindful of the fact that without their 





ad 


willing and able assistance little could have been accomplished. 
With this aid over 900 retailers were contacted this year at the 
regional meetings. 

At the outset your officers felt that one of the weaknesses of 
this industry was in its methods of distribution. The Depart- 
ment of Commerce tells us that this is a general weakness 
Present methods 


Your former ex- 


with most industries now serving the public 
of distribution are wasteful and expensive. 
ecutive committee had this in mind selecting our present gen- 
eral manager. We feel that this Association should set for 
itself the task of tackling this proposition and lend every aid 
in helping our merchants to lower their costs of selling through 
better merchandising job. Too many of our retailer 
With our present 
accomplish 


doing a 
dealers are losing their cash discounts 
business office we cannot help but think we can 
the most good for all engaged in the industry through a firm 
resolve not to ignore this problem. The extent of our suc- 
cess will depend largely upon the willingness of individual 
members to contribute from their store of experience for the 
We hope our manufacturers, importers, jobbers 
business manager in 
perplexing 


common good. 
and retailers will all cooperate with the 
his resolve to throw all the light possible on this 
question. 

With these ideas in mind ‘“‘Better Retail Selling’ was stressed 
by your officers at the regional conferences as it was felt this 
importance, along with the many 
store displays, stock control, ac- 


subject was of paramount 
others like better windows, 
counting methods, collection systems, salesmen’s compensation, 
etc. 

Our selling is becoming each year and 
along with better selection and controlling of stock our mer- 
chants are finding it imperative to be more careful of their 
selection and training of salesmen and saleswomen. Our sell- 
ing is becoming more specialized. To compete, more knowledge 
and training are necessary. May I quote Dartnell Cor- 
poration, “In every walk of business today success depends on 
business of selling, ‘know- 


more competitive 


from 


knowing one business well. In the 
ing your business’ is your whole stock in trade, and to be able 
to successfully sell others, salesmen should know more about 
the business than the men they are selling know. The fore- 
obvious. Yet, like all obvious things, it is all too 

overlooked in the mad scramble for riches and 
ease. You have heard salesmen ‘A good salesman can 
sell anything.’ Get that idea out of your head A good sales- 
man might be able to sell one thing equally as well as another, 
if he knows it equally as well. As competitive conditions be- 
come more acute, and the fight for business more keen, the 
man who knows the most about what he is selling, and about 
the problems of the man he is selling to, is bound to come 
out on top. So be slow to change our business Keep your 
eyes away from the far off pastures that look so green. It’s 
only distance you see. Remember that no one ever traveled 
far squirming about from place to place. All permanent suc- 
built by the tedious process of taking one 


going is 
frequently 


say: 


have been 
step at a time.”’ 

I have quoted the above because it is better expressed than 
I could have expressed it and because it summarizes some of 
these re- 


cesses 


the thoughts we have endeavored to get across at 
gional meetings 

In traveling over the districts in two countries, I have been 
impressed with the size and continued growth of the industry. 
during the life of this Association has 
back twenty-five this 
larger cities there were 


The progress made 
been tremendous. Let’s go 
is about what we find In some of the 
local associations, but there was no movement looking towards 
the formation of a national organization In most places sta- 
same street were not always 
acquainted with each other. They never met, never discussed 
business—never exchanged invited each other 
to their stores#never warned their competitors against cheats. 
There were no dinners where half a dozen competitors or 
more met in amity—there were no group outings And a new 
stationer was as popular as a stray dog in a strange alley. 
It was generally understood that the street 
got his business by price cutting, so to meet the condition, all 
leaving the stationer more or less at 
wholesale stationer had a 
ipso facto, to be a price 


years and 


tioners doing business in the 


ideas—never 


man across the 
the rest did the same, 
the mercy of his customers. If a 
retail department, he was supposed, 
cutter, and price cutting was a curse, even though everybody 
was guilty usually smaller than today, and 
crowded with merchandise, ill kept and poorly displayed. 
Stock keeping systems of any kind were the exception; stock 
control as now understood unknown; businesses were 
departmentized, if at all; office records were pen writ- 


Stores were 


was 


poorly 
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ten records in bound books, with the monthly trial balance feel aggrieved if the president finds it too inconvenient to 
a bugaboo, and the yearly inventory a nightmare A few sta- attend its regional meeting. 
tioners sold filing cabinet and supplies, but no one had or This year I have insisted that our new general manager, 
dreamed of an adequate office furniture department, nor vis- because he was new, attend all regional meetings, it being 
ioned his business as expanding into a business man’s depart- my desire that he meet and know as many members as pos- 
ment store sible and that they know him. For I wanted them to feel, 
Yes, you must agree with me that our industry, despite its as do the officers of the Association, that the right man had 
short-comings, has had a remarkable and healthy growth dur- been selected for this high position. This result, I am sure, 
ing the twenty-five years its destinies have been presided was accomplished, and was worth the extra expense involved. 
over by the National Stationers’ Association, which has at all I am in hopes he may continue to attend some of the future 
times exerted its powerful influence in drawing together the meetings of the larger districts, as his presence is a distinct 
different elements of the industry in mutual accord and esteem, addition to any program. 
thus creating good will, which is the basis of a common un- I wish to thank those of our manufacturers who have 
derstanding for the general good. One of the most progressive graced our regional meetings with their presence, and pay a 
moves ever made by the Association was the creating of re- special compliment to the travelers who have given unstint- 
gional districts, each under the direction of a governor, with ingly of their time to make these meetings a success. The 
unnual meetings being held in each district, enabling stationers travelers have worked hard to get the dealers out to the 
many of whom find it impracticable to attend the national con- meetings and many of these men have had a prominent part 
vention, to get together near home and discuss their local on the programs. New travelers’ clubs have been formed, 
problems and exchange ideas. I feel that these meetings will ind it is our hope to have a travelers’ club for each region in 
become of greater importance each year. The present admin- the near future. 
istration feels that the boundaries of some of these districts Early in the year your executive committee authorized 
should be changed and possibly one or two new ones created, another survey by the Harvard Bureau of Business Research 
and I recommend that the incoming board of governors and to cost approximately $7,000.00, the funds to be raised by sub- 
executive committee give this careful consideration scriptions of the members who desired this service. A special 
While it is highly desirable that at least one officer of the committee was appointed, with Mr. W. Neill Stewart as chair- 


National Association attend each regional meeting, it is too man, to cooperate with the Harvard Bureau in the work. I 
much of a drain on the time and funds of the president, who will not touch on this further as this committee’s report will 


usually is the active head of his own business, to expect him fully cover the subject. 

to attend all regional meetings. It imposes too drastic a hard- As to the record of the General Office at Washington, I will 
ship and if the present custom prevails it will prevent many leave that to be covered by the report of the General Manager 
good, desirable men from accepting the office This work and the Treasurer. Suffice it to say, that as soon as the pres- 
should be cheerfully accepted by one of the other officers, if ent administration came in it was deemed expedient to im- 
and when requested by the president, and no district should mediately move the General Offices from Chicago to Washing- 





NOT A LIGHTWEIGHT AMONG THEM!—Top row, left to right: H. T. Griswold, Sanford Manufacturing Co., 
Chicago; Harry Sharp, Esterbrook Steel Pen Manufacturing Co., Camden, N. J.; Robert Briggs, L. E. Waterman 


Co., New York, and Norman Hooke, William E. Coutts Co., Toronto; Fred O. Dennis, Buffalo Office & Law Sup- 
ply Co., Buffalo, N. Y.; J. N. Hunt, Rochester, N. Y. Lower row: Harry Williams, Ryan & Williams, Buffalo, 
and Ray Martin, Boorum & Pease Co., New York; H. P. Rockwell and Francis J. Yawman, Yawman & Erbe 


Mfg. Co., Rochester, N. ¥.; W. M. Ward and W. R. Diehl, Diehl Office Furniture Co., Columbus, O. 
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offices were sub-leased and adequate spac+ 


ton So the Chicag 


taken in the Investment Building in Washington 4 material 


savine was affected in rent and payroll without the sacrifice 
of necessary efficien and I feel that the office has been con- 
ducted this vear with credit to the General Manager and his 
staff, more especially so since he was absent so much of the 


request 
léth I 


time at my 


On September received the resignation of Mr. Morti- 


mer W Byers, who for twenty years has so splendidly filled 
the office of Secretary and Counselor of the Association This 
was occasioned by his having been appointed United States 
District Judge for the Eastern District of New York by Pres 

dent Hoover The resignation came as a shock and was a‘ 

cepted with deep and sincere regret, for all who know Mr 
Byers know of his sterling worth as a man and of the 
splendid service he has given during his long tenure of offic 


Our loss is our Country's gain and our hearts and minds go 
with hin wishing him every success in his present exalted 
position, which he is so eminently qualified to hold 

In going over the territory I have often been asked Don't 
vou think there are entirely too many stores selling stationery 
and Office Supplies? The Dealers in each large city seem to 
feel they have more competition than exists in other cities of 
equal size I believe there are too many outlets of distribu- 
tion, but I doubt if there will be fewer Some are failing, 
ind thers will undoubtedly follow but as they go there will 
be still others to take their place This is brought about 


in part by the large number of manufacturers in nearly every 


line the dealer handles, each manufacturer striving for a dis 
tributor in every city, and in those cities where he does not 
have i satisfactory outlet he is ready and willing to back 
with goods and credit a new Company with a fair showing 
of success Many new stores are being opened up for this rea 
on and it will in the future account for still others unless 
more mergers are effected between competing manufacturers 
and unless the exclusive agency) policy is more generally 
ibandoned 

There is inother angle to this matter of the increase of 
retail itlets Young men of to-day are just as aggressive 
ambitious and intelligent as we were if not more so, and as 
a rule they are better educated They work their way up in 
ir stores, they learn all that we know, and more besides 
Can we blame them when they wish to leave and establish 
their own business We did the same thing This is hap 
pening every year There is no remedy unless we can con- 


vince then that their future is as secure, or more secure, 
with us than it would be in the new and untried enterpris« 
I have also been often asked What effect, if any, will the 
hain tore have on our industry?’ [I cannot help but feel 
that our trade is one that does not readily lend itself to 
chain store operation, and I cannot bring myself to fear chain 


store competitior May | quote a few excerpts taken from a 
talk given by Dr. Klein, of the Department of Commerce, re 
cently it the Chicago Association of Commerce He said 


in part We may view the position of the independent r« 


tailer under several heads First, what are the outstanding 
disadvantages under which he operates to-day What are 
the hopeful, heartening factors in his position Third, what 
does he need to do to maintain himself adequately in the 
futur And, lastly, just what are some of the things now 
being done to help him solve his problems 

Considering the first of these questions, one is compelled t 
begin by saying that the original setting up of some retail 
businesses was decidely ill-advised For many retail stores 
there is secant economic justification They represent hope 
imbitior ind poor judgment Lack of capital we learn is re 
ponsit for per cent of American business failures, con 
tituting the irgest single factor, but nearly one-third of the 
total i per ent, to be exact s charged up under the 
} i rt f ncompetence while competition accounted for 
onl 6 per ent In too many nstances the very location 
f ti store s inept Too many prospective storekeepers are 
prone to gnore ich important factors as the proximity 
of pet t the nature of the surroundings the con- 
venience of ir-stops, the advertising necessities, the number 
type irpos nd destinations of the passers-by 

Re stor owners fail a good many times to measure 
the et justly. either in natur or extent rhe may be 
< ‘ i to tl r store personn or they do not plan the 
st« ght ! t nake it attractive 

ri rn I great waste and s arising from injudicious 
! < ! ick, careless management f the stock of goods 
carried Much of the stock of the iverage retail merchant 

7 t I | dw a \ | riving for success needs 
t make it frequent intervais drast check-up of the 
ten I n handling if t prove to be slow-moving 
ind un} I should iN ! esitation eliminati: 
then 
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Results through investigations by the Department 
that it is very often 


substantially by 


developed 


of Commerce have shown conclusively 


possible to increase a merchant's profits 


items in 
different 


extensive reduction of the his inventory 


cent cut in the 


means of an 


Sometimes a 50 per number of articles 


carried may bring about a 50 per cent increas in net re- 


turns 
Another 

has been estimated that, out of the 24 billion dollars of our re- 

through 


common cause of loss is laxity in credit extension. It 


sales on credit, at least a billion a year is lost 


tail 


mistakes in credit policies, collections, and careless installment 
methods—truly a terrific drain on the resources of the re- 
tailer 

In numerous instances, retailers unwisel) indertake types 
of service that result in loss—such, for example as deliv- 


eries over too extensive a territory, or in too small amounts 
Let us look now at the other side of the picture If the 
ndependent retailer faces certain undeniable handicaps, he 
possesses, also, a number of highly important advantages 
As contrasted with the units in larger organizations, he en- 
joys greater freedom of action He is at liberty to adjust 


stock to the peculiar moods, and 
This 


stimulus to 


his methods and his tastes 


predilections of his clientele freedom is a challenge 


to his resourcefulness, a his merchandising in- 


genulty 


He is. as a rule, an integral part of his community or 
neighborhood He knows his patrons not only as customers 
but as people is familiar with their circumstances, their likes 
ind dislikes, their well-grounded preferences and their capri- 
cious whims So he has that intangible but invaluable quality 
that we may call “the personal touch.” 

The vast majority of independent American business men 
possessing a reasonable margin of capital, w itive ability 


and with willingness to work, to utilize new methods, and to 
take advantage of new conditions, have as great an opportu- 
nity for success to-day as ever in the past n fact, a greater 
opportunity because of the steady advance in our living 
standards and our buying power 

What does the independent retailer need to do in order to 
attain success? Before all else, he needs, I think, to take a 
leaf from the book of his formidable competitors—that leaf 


on which the word “Efficiency” is written He needs to in- 


troduce (or reinforce) business practices of the most rigorous 


economy based on principles of modern scientific manage- 
ment Innumerable retail stores are already so managed, 
being correspondingly successful: and whatever I[ have said 
in the way of criticism should be considered as applying only 
to those enterprises which are obviously deficient 

To proceed efficiently, the independent retailer needs above 


all else dependable facts as to his particular trade problem 
There is certainly no lack of statistical and factual services, 
ind of eager prophets and seers ready to furnish the inquir- 
ing retailer with facts or near facts In this important task, 
he would do well to consult the facilities of the Department 


of Commerce particularly its tabulation of the functions 


of some 600 business researching agencies These are scat- 


throughout the land and cover ever conceivable type 


f trade 


tered 


If he is to survive, the retailer must marshal every possible 


tem of experience and information bearing upon his particu- 
lar situation And this situation is one of profound con- 
cern to the entire nation 

Let us not forget that we are still pioneers we are still 
adventurers People are too apt to think that the days of 


bee! 


knowledge is 


world has and 


that 


over, because the explored 


expansion are 


its geography is known; whereas only just 


beginning 


The discoveries of science in every field enable us to go 
over the old ground with a new angle of vision, and explore 
it afresh for new values, which may be far more fruitful than 
those already known We have only to look around us to 
See how in every direction man is working afresh over 
grround thought to be worked out and discovering there un- 
considered and undreamt-of possibilities Therefore let no one 


think that, because the claims are pegged out, the work of the 
world is done There is no end to the possibilities of nature 
and the inventive genius of mankind 

Ours are tremendous, industrial Nations ind ours is a busi 
ness which serves every industry throughout these Nations 
and the world outside As our countries grow so will tbe 
stationery trad 


CHARLES M 
>. 


Manager's Report 


MARSHALL 


General 


Gentleme! 


Mr. President and 


n submitting this yvour General Manager, I 


rep t is 
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HO! HO! FOURTEEN MEN—BUT NOT THE MEN REFERRED TO IN THE OLD SONG.—Top picture: F. P. 
Seymour and Harry Horder of Horder’s, Chicago, and C. H. Everly of Office Appliances, New York. E. J. 
Chapma! Portland, Ore., and Harrie Copeland, Boorum & Pease Co., New York; F. O. Mittag, Jr., Mittag & 
Volger, Park Ridge, N. J., and George B. Graff, George B. Graff Co., Cambridge, Mass. WLower pictures: E. . 
Kastne L. E. Waterman Co., New York, Gus Lambert and Eddie Gash, George B. Hurd Co., New York; Clar 
ence Trussell and E. A. Trussell of the Trussell Mfg. Co., Poughkeepsie, N. Y.; Roy Clarke, F. S. Webster Co., 
Minneapolis, new president of the Northwest Travelers, and Fred Schaefer, Sanford Manufacturing Co., St. 
Paul, Minn., a former president 


I 
= 


mad t as brief and illuminating as possibl The past for the fine cooperation of a large group of fraternal, helpful 
speaks for itself and no remarks of mine can add to the stationers 
istre that surrounds the names and accomplishments of those Quickly following one another, these events took place: 
great stationers starting with our well beloved Fletcher B December Ist, the actual taking over of the office Follow- 
Gibbs, and continuing in an illustrious line down to and in ng that, with the assistance of Governor Alvin R. Skibbe, 
cluding Mr Charles M Marshall, who had added anothe! we sub-—leased the Chicago offic« I left Chicago on December 
bright page to the annals of a great business 27th, going to Boston and picking up a few personal belong- 
The past speaks for itself The present you are all familiar ings and landed in Washington January Ist. Miss R. Cush- 
with and the future is the objective of this Convention and of man, my secretary, arrived in Chicago January Ist, and 
this Association I shall deal with the present and the fu- under her direction and with the cooperation of Mr. Skibbe, 
ture the office effects were moved by truck over the road, leaving 
Acting under the nstructions of the Executive Committee, Chicago January 5th and arriving in Washington the follow- 
[ reported ready for work at Chicago Office the last week of ing Wednesday. Due to the fact that the Chicago personnel 
November, 1928 Mr. Gibbs received me and at once started were not in a position to come to Washington with us, it re- 
to initiate me into the workings of the Association. I can quired that a new organization be secured in Washington. 
not speak too highly of the fine start Mr. Gibbs gave me and When I first arrived in Washington, the Charles G. Stott 
the splendid cooperation he has accorded me during this first Company took me in, gave me a desk and the use of all their 
nine months of my administration His advice has been most facilities and Association affairs were handled from their 
helpful and constructive I also want to pay tribute to the store for about a week. The Association owes a debt of 
personnel of the Chicago Office, who cooperated in every gratitude for the splendid cooperation of the Charles G. 
way right up to moving day. Stott Company, and everyone connected with it and also to 
I will try to take care of the events of the last nine months the Stockett-Fiske Company, who immediately offered to do 
in chronological order and will say that there are a host of anything that they could to help us straighten out and did 
men, both dealers and manufacturers, to whom I would like help us in every way that they could. 
to pay personal tribute, but there have been so very many For a few days I had to hang on by my teeth, but we soon 
that to single out any, I might overlook others I am glad began to get settled and were preparing for the Governors’ 
to say that everyone to whom I applied for help and coopera- meeting, which was shortly to come While we had to take 
tion, gave me their best in lavish measure and I am sure that a loss on our lease in Chicago, which will run until next 
we would have had a great deal more difficulty in accom- April, we were able to rent quarters in Washington at about 
plishing all the things which had to be done, if it were not one-third less rent and considering that we have no light 








heat to pa for in Washington, we are actually operating 

1 a little less rent at the present time and after April, will 
have the full benefit of the lower rent, provided we are not 
forced to secure larger spac¢ As a result of the move 
we have appreciably reduced the overhead of operating ths 
office and this will be even more apparent during the year t 
I immediately set to work analyze the membership lists 


which included a sideral number of delinquents fro 

27, and during the year, w have cleaned up our member 
ship list ver tl izhly and fig s that we show you now are 

ering TY mit rs T good Ss and ng The mem be rship books 
we hanged ov to the visi re system and this systen 
is prove! vorth t is | t operation of the office 
and in keeping receipts from dues in quickly attainabl: 
forn and rd f me wher the officers car 
get ar nf t that the wis n the shortest amour 

ime 

TI na NATIONAL ASSOCIATION NEWS was 

inged ol r of tl Executive Committee to the NA 

TIONAL STATIONER It wa found that the name NA 
TIONAL STATIONER was owned by the Office Applia 
Compar f cl iZ whe mr liately authorized us to us 

I r ‘a ra Manager w authorized by the Ex 
it ( tee accept i mited amount of advertis 
gz wil not |! n allowed terfere with the miss 
w magazir is publis d, namely) the official « 
\ n and onal sales medium for 
he s ! S ts men ~ The Executive Committ 
] I General Manager to take from the dues 

" sufficient sul ptions to cover five f 

ich reta mbe ind, at t resent time we ire cor 

" t : t eilg en hund " salesmet! The lette 
vi ne \ l at t : juarters off n com] 

‘ tar t st ‘ act ne ‘ rT itt I br & 

g& in \ Ass i sales t ts reta 

be 

It w : j that y« G ral Manage should 

i gional Meetings i while this took a great 
dea t ntacts made w invaluable and we be 
eve have eel f material assistance to this office in ur 
derstanding t wishes of tl major of th members and 
he yp t Associatior ge the year has been cor 
lucted stration f wing the wishes and ideas 
ma S ysely as nu4n y poss ble 
We sg ! fflice straightened sufficiently so that I 
i ' 6 and 17, we we " have the meeting 
the B I Governors, whe plans for the year we 
ned ~ I f meetings a nged and a most i1 
" ve meeting was conducted 
{ Jar iry I attended tl innuai ¢ nd I 
y ¥ S Associ it New York Cit 
0 February la t the meeting of D 
N r going f I e to e meeting of 
\ Stationer Ass tion n ng at Spring 
f M I iryvy 6t} 

Fror 7th, w " nded tl innual n ting 
f Di N Albar N. ¥ or lith, tl in! 
banquet St rs Ass ution of Montreal, and ther 
ud a ! sur t Mou Roya Hotel a 
“ sta T s reteren¢ t the Montreal 
Conventior the th and ith, we wel n Toronto, att l 
ng t Reg ul Me ng f District No. 1 
| went t Washingt ! r tl t we l 

the N ister? Pennsylv Station \ssociat ’ 
Will Ba eturning t Washingtor 

The Ge i Manager did 1 nd h following hr 
meet gs wl we condu l de the direction of Ed 
ward Il. Litt nor f Distr No February 25th, Ds 

t. Micl I ruary 6tl Indianapolis, Ind February 27tl 
( lumbu OO} February 28tl Ci nnat Ohio These meet 
ngs é lously succe f ind accompanying Go 
ernor Lit ver Mr Claud { ger First Vice-President 
Mr. C S I Govert f District No Mr. Wil 
am Gre f Carter's I Companys ind at the Ci 
nnat I lent Mars! Was pres 
On M meeting lL) rict No vas hek 
Washingtor D> n the 1l2t and 13tl there was a meeé 
ns f ti kx \ Committee at the headquarters office 
Or Apr it! t! W ittended the meeting of D 

trict N ja I t Wortl Texas April 6th, had an Execu 
t ( n gz at Dallas Texas; on the Stl you 


n San Antonio 





Genera Ma es I etings 1 
t . n the 10th, called on the trade 
Hou ! 12th attended the meeting of 
LD ye New Orleans and then returned to Wash 
gto! 
Or Apr ttended the annual meeting and enter 
1inn Sta ners Square Club of New York; on che 
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22nd and 23rd, the meeting District Ne 5 Columbus 





Ohio; on May Tth and Sth, I attended the meeting of the 
Illinois Booksellers and Stationers Association at Moline Iil., 
on the $th and 10th the Regional Meeting of District No. 6 
at Chicago, Ill I then returned to Washingtor 

On May 20th, we held a meeting at which the Generai Man- 
iger and Past President Woodson P. Waddy ddressed some 
170 stationers in New York City at the Drug and Chemical 
Club, under the auspices of the New York Stationers Asso- 
ciatior At this meeting, resolutions were passed that a new 
district, to be known as District No. 14, |! created in the 
New York Metropolitan District 

On May 23rd and 24th, I attended tl I £ District 
Ne 8 at St. Louis, Mo., going from ther t Minneapolis 
where on May 27th and 28tl we utter d ‘ ting of 
District No. 7 

On June 3, 4 and 5, we attended the meeting of District 
No. 11, and the Pacific Northwest Stationers Association at 
Spokane, Wash On the 10th of June, attended t meeting 
f the Salt Lake Stationers Association at Salt Lake Cit) 
ind on the 13th of June, attended the meeting of District No 
0 at Denver, Colo 


IN-BETWEEN-TIMES 


We inaugurated a system of bulletining tl various branches 
f the Association—Dealers, Manufacturers and Field Division 
separate and a total of over 20,000 bulletins were dis- 

ibuted from this office In addition to this, a number of 
bulletins were sent out to the various committees and also 
the membership was bulletined in reference to the Harvard 


Ress 


esident 


arch under the chairn 


Ww 


being conducted 
Neill Stewart 
COMMODITY REPORTS 


anship of 


was decided to get a cross section of tl selling prob- 

ns f ti various commodities Bulletins nd question- 
es were sent to over two hundred prominent retailers 
ind manufacturers asking their advice, opinior nd informa- 
on in reference to the various commodities The response 
vas most gratifying and these reports have been welded at the 


susiness office into one general whic \ 1 W 


day 


ll 
of 


find 
the 


report 


sublished 1 Geyer's distributed the first 


Stationer 


onvention here We believe this work should be amplified 
during the coming year and we are already beginning to use 
nformation from these reports in circularization to the retail 
salesmen through the NATIONAL STATIONER 


HARVARD RESEARCH 


It was decided at the last convention that the Harvard 
Bureau be authorized to conduct another research into the 
ost of doing business Inasmuch as this report will be dealt 


with in full detail in the report of W. Neill Stewart, Past 


President and a member of the Executive Committee, Chair- 

the National Research Committee, I shall not dupli- 

ite the information at this time Suffice to say that Mr 

Stewart worked day and night to get the proper response for 

is work and is entitled to a great deal of credit for a splen- 
did job well performed 


WHO'S WHO IN THE STATIONERY AND OFFICE EQUIP- 
MENT WORLD 


accumulated 





the necessary information in ref- 
rence to the publication of another ““‘Who’s Who" but have 
leferred publication due to the fact that we believe that 
“Who's Who should be combined with the Year Book and 


hat, at the end of the year, a Year Book should be published 

giving a history of the year’s accomplishments for future ref- 
ren with accounts of the annual meeting nd containing 
is well, a list of membership of the Associatior I might say, 
n passing, that in justice to the members who pay their dues 
nd help to operate this Association, we have refused to issue 
copies of ‘‘Who'’s Who" to other than members during the past 
ear and we believe a price on the Year Book to people out- 
side of the stationery business should be $5.0 


THE NATIONAL STATIONER 


I have described somewhat the work of the NATIONAL 





STATIONER in the early part of the report and am thoroughly 
onvinced that the policy being pursued in reference to the 
STATIONER at the present time is a productive one for the 
Association I do not believe that the STATIONER should 
be built to more than sixteen pages at the outsids It should 
be kept in brief form so that the salesmen can read it easily 
ind it is the most important link that we have in sales 
educational work and in keeping the retail salesmen, par- 
ticularly, in touch with the scope of the business and oppor- 
tunities for progress through a greater knowledge of the sta- 
ry business and its opportunity 
THE NATIONAL INDEX 
We have distributed fourteen renewals and three new sheets 


during this year and it is quite significant that new manufac- 
turing members joining the Association see the value of this 
medium in placing before our members in convenient form 
information in reference to their lines At the present time, 


NOVEMBER, 1929 


we are studying the possibilities of the Index, for further 
segregation of the lines into departments and will recom- 
mend to the next administration that special attention be 
given to the possibilities of making this service of greater 


getting in all of the various lines 
handled in the stationery store. The National Index is a 
splendid buyers’ guide and in answer to those who doubt its 
value, I would state that when we are moving and in a state 
of transition, we got many inquiries from 
what had happened to the Index and the expressed opinion 
that it should be continued 
INFORMATION BUREAU 

Bureau has been continued without the 
employment of any special help to take care of it We have 
answered than twelve hundred inquiries and, at the 
present time, are engaged in revamping the department and 
bringing it up to date 

GENERAL BOOKS 

At the time we are engaged in 
general visible record 
that the headquarters office should be operated on the 
manufactured by members of our 


value to the members by 


members as to 


The Information 


more 


transferring our 
believe 
most 


present 
books on to a system, as we 


modern methods Associa- 
tion 
U. S. CHAMBER OF COMMERCE 

Your General Manager attended the annual meeting of the 
Chamber of Commerce, acting in the capacity of Na- 
tional Councillor. I was profoundly impressed with the fact 
that the great business men of the country find in the U. S. 

upon which they may meet, 
means for the improvement of 
part of the nation. I was par- 
ticularly importance that was placed by 
the officers and in the meetings, upon trade association work. 
It is quite apparent that a good part of the great strength of 
the U. S. Chamber comes from its cooperation with trade as- 
sociations, whereby it is able to spread its influence into all 
of the various businesses in the country through responsible 
agencies. Suffice to say that we have cooperated with the 
Chamber this year and they have cooperated with us. I 
was particularly interested, at the annual meeting, to see a 
splendid delegation from Canada, another indication of the 
growing unity of thought between business men of the great 
Dominion to the North and the United States. 

MEMBERSHIP 

In preparing a statement of membership, I decided that we 
should treat it the same as we would any other business mat- 
ter. After a careful survey of the membership books, I am 
submitting what I believe is a good statement of the condi- 
tion of the membership at the present time and according to 
our figures, we have about held our own during the year on 
membership and this, in view of the fact that it was im- 
possible to do any organized work on building up membership 
during the year. (Statement of membership attached). 

1079 members actually paid their dues this year; 43 mem- 
bers are not yet delinquent making 1122. In last year’s re- 
port we showed 1271 members, with 172 delinquencies, making 
a net membership of 1099, as against our 1122 this year. 
We could give you a membership list that totals up to about 
1275 members, but I want you to remember that we have 
about 1100°members who are paying their dues, who are in 
good standing, and we had about 1100 members last year 
who paid their dues, and that we have cleaned up the mem- 
extent. At the present time 


U. § 


Chamber a common ground 
there to devise ways and 
business conditions in every 
impressed by the 


bership to a very considerable 


on the membership list we have 1275 members. 
BUDGET 
The Budget Committee at the West Baden Convention set 
the budget at $42,650 I am very glad to report that we 


been able to keep well under the budget and the busi- 
ness office will submit recommendations for a budget consid- 
erably 


have 


lower during the coming year. 

The budget allowed last year was $42,650.00, of which we 
spent $40,551.00 Out of that we moved headquarters from 
Chicago to Washington and still have got $5,000.00 more in the 
treasury than we had twelve months ago. I am giving you 


very simple pictures of the membership and of financial con- 
ditions because I think the members ought to know exactly 
how those things are I have reports here from the Auditor, 


a profit and loss statement and all kinds of statements for my 
own use, but they would only confuse here, and I am giving 
you the straight out facts and figures and laying the cards on 
the table We are in good shape financially, and I think we 
will operate about $38,000.00 and will do 


next year on more 


work than we did this year 
THE CAPPER-KELLY BILL 
During the year, the office has vigorously circu- 
larized the members in reference to the importance of the 
Capper-Kelly bill We had the fr listening to Mr. 
Kelly at the Washington District while we 


business 


pleasure of 
meeting and 
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had had a moderate response from the membership, your 
General Manager feels that the retailers of this country do not 
properly appreciate the importance of this legislation to 
their well being. To go into all of the various arguments 
that should prove the importance of this legislation would 
take more time than you would care to allot me in my report, 
but I bespeak for this legislation the renewed and more lively 
and united interest, not only on the part of the stationers 
of the country, but I believe they should bend their efforts 
to draw into cooperation with them all the independent mer- 
chants who need legislation of this kind in order to insure 
them at least an even chance in the field of merchandising. 

GOVERNMENT PRINTING OFFICE 
matter that I would like to call to the attention 
of the membership is the growing tendency of the Govern- 
ment Printing Office to engage in the stationery business. A 
report will be submitted to this convention at the manufac- 
turers’ conference outlining the various lines of endeavor that 
the government printing office is branching out into. It is my 
understanding that they have been making ink for the last two 
or three years, that they are making certain filing supplies 
and that they have practically a monopoly of the govern- 
ment business as far as blank books are concerned, and as 
they keep reaching outward, the question is bound to con- 
front us as to whether a government department has the right 
to use the tax payers’ money to set up a competitive business 
in Washington. 

THE ANNUAL CONVENTION 

It was deemed expedient by the administration this year 
that the convention should be operated through the business 
office. We decided to register the convention on a _ visible 
record system and it has proven very satisfactory. Prior to 
the convention, the office received 207 registrations and the 
operation of this system, we believe, has proved a convenience 
to the delegates and has expedited operation. We believe 
there are many advantages to conventions operated by the 
business office, not the least of which is that it relieves the 
burden carried by so many of our progressive members 
through the years who have had to take time from their work 
in large quantities to act as Convention Chairman. The officers 
recommend that this system be continued. 

GOVERNORS 

I want to commend the work of the Regional Governors 
this year. Their cooperation has been whole hearted and the 
results have been splendid. At the various regional meetings 
there were present over 900 retailers and almost as many man- 
ufacturers and manufacturers’ representatives. The meetings 
were splendidly conducted, the programs were instructive and 
helpful and I believe that this Board of Governors is entitled 
to the thanks of everyone in the trade for a fine job well 
done. 


Another 


FUTURE REGIONAL MEETINGS 
I do not think it will be possible for the General Manager 
to attend all the regional meetings every year and recommend 
also that the schedule for regional meetings be so outlined 
that the elective officers can attend these meetings with the 
smallest inconvenience and with the least expenditure of time. 


RECOMMENDATIONS 

At this time, I want to recommend the creation of the fol- 
lowing committees to the incoming administration: 

I believe we should have a Trade Relations Committee which 
would replace the old Grievance Committee, to be much wider 
in its scope and in the creation of this committee, we will fol- 
low very closely similar work being done in nearly all pro- 
gressive trade associations. 

I recommend the creation of a Retailers’ Research Commit- 
tee, a strong group, National in scope, to study and treat with 
the problems of the retailer specifically, in cooperation with 
the business office. 

I am strongly in favor of the proposed organization of the 
Sales Managers Division, one of whose activities would be 
devoted to the development of a Sales Manual for the use of 
retail salesmen throughout the industry. 

I am in favor of at least an experiment in the direction of 
cooperative advertising by the members of the Association, 
particularly in the Purchasing Agents Journal, drawing their 
attention to the Stationer as the logical source of supply for 
a good number of the articles which they buy for large 
organizations and which they can buy to the best advantage 
through the local stationer, bringing to their attention the 
superior service that they will get in dealing with local firms 
and endeavoring to place before the buying world the growing 
importance of the stationery business in business equipment 
of all kinds. 

I recommend the creation of a new district to be known 
as District No. 14, which would be made up of the Metro- 
politan District of New York and a section of New Jersey to be 
determined by the Board of Governors. 
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THE GOLF TOURNAMENT AT THE CONVENTION Top: The two Jims—Armington and Sutherland, who 
managed the affair In the background is the Marlborough Golf and Country Club, and at the right 
Columbus, O., and H. W. and W. F. Dawson, Montreal, who were everywhere about the con- 
Second Panel: left—W. M. L. McAdams, W. R. McAdams, J. A 


successfully 


are J. M. Sell of 


vention helping to make it the big event it was i 
Riddell and W. P. Crites Right: H. B. Elmer, G. B. Bingham, C. C. Carpenter, Albert Burkhardt and William 
Scholle Third Panel—Left: C. C. Shee, Jim Sutherland, Harrie Copeland and J. A. Boers Right: Abner Pratt 
; Hooke, Bob Kennedy and 


Wallace Lovett and Guy Hills Bottom picture Bart Hulse, Norman 
H. Y. Kent 


Samuel Groon 








CONVENTION 


Cook and Frank Koch. Everly, Harry 
left: Art Shearman, Bob Cranston, Jim Neary and Mac Moore. 
Eberhard Faber, O. H Third panel—left: 
: . = Fred Christensen, 


and George Hau- 
Bottom: Harry Horder, Fred Seymour, Harry Honeywell and Herman Price. j 
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Membership 
with 


I recommend the appointment of a _ strong 
Committee whose duty it 
office the 


Association in an 


to study, in connection 
building the 


way 


will be 
possibilities of member- 


organized 


the business 
ship of the 


I recommend to the Board of Governors that study be given 


to the sections of the 


necessity for re-—districting some 
feel that the 
ertained before 


mend the m« 


wishes of the members 
definite 
mbers 
Arrangement 
and 
work of this Bureau 


country but 
districts be as« changes are made 

cooperation with 
Bureau which 
will be ir 


I stronely recor omplete 


the new Open Display and Store 


this administration which 


was organized during 
full operation during the coming yea! The 
will be of extreme importance to every retail member, particu 


and I 
that the Asst ation 

I believe that it is 
the Association's work that 


believe it will be one of the most productive works 


has ever engaged ir 


entirely feasible and should be part of 


wherever anything is developed of 


particular advantage to the entire trade, provision be made so 
that the Association in afford the results of its investigations 
t about tw thousand stationers in the United States, who 


affording to thes« 
undoubtedly 


ire not now members of the Association. By 


stationers visible evidence of Association results, 


a good many would feel it encumbent upon themselves to join 


from the experience of the florist business 


i he candy business, where the have built up a tremendous 
volun on flowers and candy which are wired from one city 
t ther, | am wondering somewhat what is to prevent us 
through the \ ciation and in cooperation with the makers 
f social stationery, from inaugurating a similar service whers 
I Ww an build up some very large sales on fine stationery 


There is no gift more lasting, no gift more acceptable, no gift 


wl quality is higher or that is more appreciated by people 
wl like nice things It is something to think over, gentlemen 

I recommend that a study be made by a committee or by 
the officers to the creation of a new type of membership for 
the small dealer There are hundreds of small dealers around 
t! country who are not primarily in the stationery business 


number of 
that a 
National Index and overhead 
dealer who does $50,000 


Within the last few weeks we have had a inquiries 
from people of this and I 
cover the cost of the 


created for the 


tyr believe membership 


ation sh ld be 


in stationery business during the year 


or less 


A FEW FACTS ABOUT THE NATIONAL ASSOCIATION 


It is my very definite opinion that the mission of the Na 
tional Stationers is sadly misunderstood and should be clarified 
I believe that under aims and purposes of the Association, this 
should be the policy; that while the National Association in its 


constructive work for a better stationery business, of necessity 
stationery trads 
that the 


enjoyed 


upbuilding force in the 
whole trade, 

should be 
pay the cost 


is a progressive nd 
ind devoted to the best int 
fic benefits of As 
those who be 


rests of the 

sociation members 
Association and 
Association to withhold 


irst by ong to the 
peration; that it is the right of the 
products of its operation that it wishes to confine 


that it is primarily a 


for itself any 


exclusively to its own members; business 


ition whose 


orgal chief task is to improve the individual 
bu of those who are members of the Association; that 
n t working out of its policies, the Association wishes to 


broadcast for the benefit of the whole trade the results of any 


specif work, that its action be not construed as a duty but 
as a gift to the wellbeing of the trade as a whole; that the 
I \ ff ! operating heads of the Association and 
that a thing aving to do with the operation of the Associa 
n a defined under the by-laws be handled through the 
ele ve fficer d under their instruction, through the busi 
! ffi I gr success of the Service Clubs, such as 
iry Kiwar Lions and other good clubs, has been dus 
t the fact that rst, a member must be self—participating 
n } i member carries his part of the freight; and 
thirdly that within the province of the club, the specifi 
result f its work are either broadcast to the four winds of 
the ‘ nfined for t particular interest of the 
livid 
lt ! ] n, my cture of this great Association, as I se¢ 
i ~ gt of men whose vision is wide; who ars 
‘ ! hosen raft; who believe that by combin 
ing their efforts, their ability, their foresightedness and intelli 
gent yusit principles ir i fraternal organization, always 
ke x it é mitatior f the laws of our country, that 
t n I d raft that w stand as a monument, in 
‘ t the j tl r work 
Now ger n there ire bably ua thousand and « 
tl t I hav gotten in t making up of this report 
but } | t long enoug! ilready In brief, I want to 
at . . . nt? ' ir General Manager, I feel 
! ver tha } l work tha n be u 


OFFICE APPLIANCES 


funda- 
and 


ther 
training 
that the 


sales the ri 
that the 


industry; 


lines of distribution; that without 


mentais of 


education of 


business do not count; 


salesmen is paramount in our 


industry will succeed and progress in the same degree that 
we build among ourselves a superior knowledge of the mer- 
chandise which we sell and the application of that mer- 


chandise to the widest market possible As I have contacted 
with the Officers of the present administration, it has become 
more apparent to me than ever that the stationers of this 
ountry owe a great debt to the man who takes an elective 
office and devotes his time, ability and money to the devel- 
opment of better business and it is particularly significant 
that as one looks over the long list of officers of this Asso- 
ciation, one finds men who have been successful in the busi- 
ness and, in their successes, have been willing to share their 
knowledge in the most fraternal way with their fellow sta- 
tioners. The National Association is the same as any other 


will create and build good will and will accomplish 
for its members the things that its members allow it to accom- 


and active 


business It 


plish and help it to accomplish by their cooperation 
participation in the work. 
Thank very much 


(Applause) CHARLES P 


you 


GARVIN 


oe 


Financial Statement from 
General Manager 


FINANCIAL STATEMENT FOR TWELVE MONTHS 
OCTOBER 1, 1928, TO OCTOBER 1, 1929 

Treasurer October 1, 1928 $ 3.531.198 

Office 1928 181.49 


Balance in hands of 


Balance in Chicago October 1, 


$ 3,712.68 


RECEIPTS 





Dues (including $1,572.00 subscriptions to National Stationer) 
Sustaining , $ 3,800.00 
Manufacturers ; 11.905.00 
Dealers 5 3.65 
Associates 1,020.00 
Affiliated 100.00 


1,212.50 


Field 


Subscriptions to National Sta- 
tioner . 2 ei om x 96.00 
Office Furniture and Fixtures 25.00 
Who's Who—Copies Sold 24.00 
Interest ....... . TTT 175.02 
Convention Receipts 154.28 
Rent and Light..... 893.32 
PN akctecnenenseeseéneves 173.60 
Telephone and Telegraph 4.00 
Insurance pocnheedens 15.53 
Dividend on Bond—H. ¢ Horder 7.70 
Office Supplies ........ 19.32 
Office Stationery — 69.00 
National Association News 799.62 
Regional Divisions .. 50.01 
The National Index 2.00 
Convention Expense Account 1,624.60 
Total Receipts $45,569.97 
Total 49, 282.6! 
Disbursements $4,301.23 
$ 4,981.42 
BALANCE SEPTEMBER 30, 1929 
Cash in hands of Treasure: $ 4,491.91 
Cash in Washington Office on $89.51 
$ 4,981.42 
Note Balance of $3,712.68 October 1, 1928, should have $3 
750 deducted from it covering three month salary to Mr 
Gibbs, due as of Octoer 1, 1928 
Balance of $4,981.42 as of September 30, 1929 s 


bills paid, to which should be 


Receivabl 


with all 
Accounts 


balance 
added 160.83 
actual cash a 


DISBI 


Giving the 





Salaries and Payroll 


Chicago Office and Washington Office $23,016.08 
New York Office 000.00 
$26,016.08 
Light and Rent 3,500.42 


NOVEMBI 


2. 1929 








Office Expenses: 
Office Furniture and Fixtures suai 293.08 
\ddressograph Account 105.55 
Postage ‘ 790.70 
Telephone and Telegraph 215.79 
Exchange on Checks ” 9.28 
Express and Carfars eer ‘ $17.77 
ERAMUFEMCE 2 cc ccc cccccccccccescccseseseseues 28.94 
a SS: Ee eee eee 175.00 
Office Supplies 518.12 
Electros of Trade Mark 104.84 
New York Office Expenss 98.25 
Treasurer's Office Expense - 38.50 
— 2,425.82 
Traveling Expense ait 1,522.32 
Stationery and Printing 
Office Stationery 4 : 408.75 
Printing and Multigraphing 42.08 
National Association News . 3,550.86 
—_—<—__—_—_——_ 4,001.69 
Dues and Subscriptions 
Chamber of Commerce Annual Dues $ 200.00 
Subscription and Service 2.00 
= 202.00 
Regional Divisions 4,883.48 
The National Index 54.00 
$42,605.81 
(‘ontingencles: 
Convention Expense Account $ 
President's Office Expense 
Souvenir Expense 
Moving Expense 
1,695.42 
$44,301.23 
3,750.20 
$40,551.03 
SCHEDULE OF ACCOUNTS RECEIVABLE AS OF 
OCTOBER 1, 1929 
Light and Rent—Albaugh-Dover Mfg. Co $ 141.30 
Advertising 
Cardinell-Inkout Mfg. Co 26.66 
Carter's Ink Company 
Columbia Ribbon & Carbon Co 
Edgewater Paper Co , : 
Wh Jenkins Adv. Co P 85.00 
$ 300.53 
The National Index 
H. C. Shaaber awe 15.00 15.00 
Subscribtions to Nat'l Stationer 
FE. S. Timmins 1.00 
Maverick-Clarke Litho. Co 1.50 
Tuttle Corporation . : 1.50 
= — 4 00 
I ) $ $60.83 


Treasurer’s Report 


MR. STOTT 


Balance in 


follows) 
October 1, 1928 


(Reads report as 


$ 3,531.19 


hands of Treasurer 


Balance in Chicago office October 1 1928 =i 181.49 
Total $ 3,712.68 
Total receipts for year 45,569.97 
Making a total of $49,282.65 


Disbursements for yeat 


14,301.23 
hand ; $ 4,981.42 
> 


Auditor’s Report 


Balance on 


We have audited the records of the Treasurer and General 
Manager of the National Stationers’ Association for the year 
ended September 30, 1929, and submit herewith the following 


Exhibits and Schedules, which we certify to correctly show 
the financial position of the Association as at September 30, 
1929, and its operations for the year ended on the same date, 
subject to the comments given herewith. 

(Here the exhibits and schedules were presented.) 


COMMENTS 
collections of members’ dues was tested by 
official roll of the 


of the 


comparison 


The record 


detailed with membership Asso- 


49 


as listed in the 
and Office 
occurring 

No at- 
this 


Illinois and Indiana 
Who in the Stationery 
after giving effect to changes 
and found to be properly recorded. 
made to set up unpaid or delinquent dues in 


the states of 
edition of ‘‘Who’'s 
Equipment World” 
publication 
was 


ciation for 


1928 


since 
tempt 
accounting. 

From the limited information available, it was found imprac- 
ticable to test receipts from the West Baden, Ind., Convention, 
the Manufacturers’ Fund, and the National Research Commit- 


tee Fund shown in Schedules 1, 2 and 3, respectively. All re- 


corded receipts, however, were properly accounted for. The 
reports of the chairman of the West Baden, Ind., Convention 
were examined together with the supporting vouchers. 

\ll disbursements from the General Fund were supported 
by vouchers properly signed by the General Manager and the 
Treasurer. The disbursements from the National Research 
Committge Fund were also supported by receipted bills or 
cancelled checks. 

All bank accounts were reconciled with statements furnished 
by the banks. 

WAYNE KENDRICK, 
By (signed) Wayne Kendrick. 
omnes aman 
Report of Secretary and 
Counsel 

The report submitted by the undersigned at the Twenty- 
third Annual Meeting of this Association, held on October 8, 
1928, made reference to two matters of litigation between 


Sidney-Morris & Co., 
firms 


of Chicago, 
corporations and this 
October 7, 1927, just 
of the Association 
said report, it was 


and a number of individuals, 
Association, which were in- 
a few days prior to the An- 
held that year. 
explained that one 
instituted for the alleged purpose of procuring an 
against all of the defendants, and a receiver of 
Association, and the other action is at law to 
damages for injury alleged to have been suffered by 
plaintiffs at the hands of the defendants named in 

During the first year of the pendency of that litigation, 
about sixty of the defendants were dismissed from the case 
by appropriate action taken in their behalf, on the ground 
of non-residence in the Federal District in which the two 
lawsuits are pending; legal efforts were made, as to the 
remaining defendants, to have both cases dismissed on the 
ground that no cause of action was stated in the pleadings. 

Argument for that purpose was had on May 28th of the 
current year, and the position of counsel appearing for the 
defendants was sustained by the Court; that is to say, the 
cases the ground that no sufficient cause 


and 
stituted on 
nual Meeting 

In the 
tions 


of these ac- 
was 
injunction 
this recover 
the 
the action. 


were dismissed on 
of action was pleaded. 
During the following 


from this decision and 


month, the plaintiff took an appeal 
filed a $500.00 bond in conjunction 
therewith, and the cases, therefore, are now pending on ap- 
peal in the United States Circuit Court of Appeals, where 
it is expected that argument will be had at some time in the 


future but not before January, 1930. 

The argument was made by Mr. Isaac B. Lipson, although 
several of the other attorneys representing various defendants 
were present in Court at the time. Mr. Lipson is the attor- 


ney for two of the corporate defendants who are parties to the 
suit and, of the benefit of his labors inures to all of 
the defendants. 


course, 


This Association is, therefore, still a party and, of course, 
is directly interested in the outcome of the litigation, but, as 
the legal sufficiency of the allegations made by the plaintiff 


company has thus far been successfully challenged, a further 
or more extended reference to the litigation would not be justi- 
fied in this report. 

The matter is naturally in the hands of your Executive 
Committee without formal action, and such future attention 
to the subject as may be necessary can be expected at the 
hands of that Committee without formal action. 

Mr. John W. Ogren, of Chicago, who appears for one or 
more of the defendants in the litigation, has kindly supplied 
the information as to the dates and details which are above 
set forth. : 


Your Secretary attended a meeting of the Executive Com- 
mittee held in Washington during the month of January, 
and has been in regular correspondence with your President 


and General Manager concerning various matters affecting the 
Association during the past twelve months, but there is no 
subject of Association interest requiring mention at this time. 

In bringing this report to a close, it is proper to state 
that the assumption of other duties in the near future has ren- 
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dered nece " the submission of the resignation of tl i! 
dersigned as S« etary and Counsel of this Association, during 
the mont) f September 1929. thus bringing to an end a pe 
riod ( = e which would have covered a full score of yea! 
n the 10th da of December next 

The growt ind development of the Association during that 
period f tine ind ti meeting of various obstacles intended 
to imped t progress has beer iT ever pleasant and inte 


sting t ' inder and with the Presidents of this As 
sociation ror } int W Baile elected in 1909, to Charles M 
Marsha i 28, has |! i rare privileg: and the 
IRs atior ‘ Mir Fletcher } Gq bs during the vears 
‘ his activ onnection with the old Catalogue Commis 
on and iter General Manage ha been the source of rea 
nanirat 


om COMMITTEE REPORTS 


Reportof NecrologyCommittee 


At t ir proceedings t is not unfitting that we 
pa respectfu t ite to the memor of these former iss< 
clate “ nee our ist convention, obeyed the inev 
tab in “\ no man can fully understand and none 
ref t ' er 

Sine ! ting, the name f the following member 
f the Na s ioners’ Association have been added to the 
ro f ! s gor before It is your committee's sug 
re ! rise in recognition of the friendship yo 
xper , . icquaintances were active n the wor 
f ti ‘ t ! ind as a token f respect to these friends 


‘ RB dent ff ‘ ‘ orge I) Bar ‘ i Sta ‘ 

‘ ) pat ~ | iis clle« Chctote 192s 
Bley ' ' d t ind tr eT f the American Bus 
‘ ~ ' ( npa Bostor Mas died October 22 1928 
Edwat | ( G ~ secretal f J c Blair Compar 


WW m Pr pr dent, Preston-Noeltings Ltd Stratford 
dint ( cember 1 128 

\ HH | rt ce-president ind general manager f 
Mitta & \ re I Par hidge N J died January 1, 192% 

‘ . \ = eT hairman of the board of directors and 

I & Skinner Pr ng and Stationery Com 

pans >) ! I d Januar 14 12o 

S VI f Hu bs & Warrer Boston Mass 


PP | ‘ indet ind president of F. W Roberts 
‘ ! ( Ohio 1 Mar 1, 1929 

( I | ‘ ! lent f e Russia Cement Compar 
(j ‘ \I 1 Maré l 


lesale departmer 


\\ , M \ s, Bost Mass., died March 25, 1929 


1 S eta . ' . t f Ye ind Luker 
r) sale ‘ d Aur 29 

m= % \ . wer f es for The Berger M 
‘ tur y ‘ ‘ nteor ) lied Apri ] ] ’ 

Ane f the Eberhard Faber Pen (‘compar 
} | April ‘ ’ 

ot} he Den rat Printing and Lithographing 
Ar} a i Ma 1929 
o \ he Ma N tigal Company Detr 


OFFIC! PPLIANCES 


Mr. Charles P. Garvir your new General Manager, has long 
I n the friend and confident of the Secretary and, in tak- 
ne leave of this friendly and kindly body of men, it is im- 


possible Oo suppress a feeling of deep and genuine regret 


ind it is equally impossible to entertain other than assurances 


that the future holds in store for this splendid organization, its 
General Manager. and all who constitute its embership, ever 
increasing opportunities for service and ‘ t tly widening 


I es of achievement 


In thus bespeakinge for you all of the best gifts of a gen- 
is future, permit me to subscribe myself 
With all respect 
Mortimer W ivers 
Secretal ind Counsel 
Dated. October Ist 1929 


ad 


sunder and owner of the Zac Smith Stationery 


Birminghan Ala died August 4, 192% 


x 
y 


mpany, 
Lounsberry, founder of F. H. Lounsberry & 
Minn died August ¢ 1929 
Robert T 


died September, 1929 


Deacon of Lambert-Deacon-Hull, St. Louis. Mo 


Bardenhauer, New York representative of the American 


Paper Company, died September 15, 1929 


Ll. L. Curtis, president of The American Crayon Company 
Sandusky One died September 19% 1929 

Charies H Raber Pioneer Ine Tacoma Was! 

The curtair forever rising and the curtain is forever falling 
m the play of uman experience, a thousand dramas in one 


Men play at monotony, at romanc« and at adventure their 


ctivities colorful at one moment drab and con monplace at 
other All have a common bond, and al i common end 
Behind the scenes stands the drama’s master! clothed in 
vstery, whose ways we vaguely glimpse 
\ friends depart and the ties whicl e made the 
ama real and have made the play worth giving are broken 
there is cause for solemn wonderment We walk a slower step, 
ve think deeper, and aim higher that we may find, if possible 
ome key to the play we are ourselves presenting, a play that 


no reviewer and no critic has yet interpreted 


Who says irewell t friends but passes through the mood of 
m who wrote 
rt world, whi eems 
) e before is like " nd of drt ams 
| Vat ous so) be ai it ful =f new 


Hath really neither joy, nor love nor 
Nor certitude, nor peace nor help for pair 


\nd we are here as on a darkling plair 


Swept with confused alarm of struggle and flight 
W here gnorant armies clash by night 
Yet who stops there who has measured right iny singlk 


cene ! he drama? Who stays his thought n melancholy 
resignation who has ever felt that life is good Who fails to 
ok beyond the things that seer to things that are Who 
iils t build the circle of a rger faith on the basis of the 
r segment of good whic e has seen and believed as true 
Respect and honor to these friends we knew and who seem 
is t be no more Respect and honor and abiding faith 
t new scenes, broade! vistas, settings more suited to the 
‘ ire irs as the endless play goes o1 Respect and honor, 
itl ind human understanding that recog! es, through the 
seare ng f a reason for things beyond our knowledge, the 
mmor nd that makes the whole world kir May hatred 
Sse! love xpand, appreciation of human values and kindly 
erance of Iman faults be the outgrowt! f the tribute we 
re glad to pay to those who have borne the nan ‘friend.’ 
No one of s is vet fu grow! vet eacl s groping for the 
ght that brings maturity ind fruitior \ solemn moment, 
yuched with the spell of sorrow, has its place if it leads to 


ur inderstanding of how little and how mucl 


Long may the memory of our friends be gree and may 


nspire the living to carry on the task laid down 
\ hose no longer here 
Respectfully submitted 
NECROLOGY COMMITTEE 
WILLIAM H. GREENLEAF, Chairman, 
CHARLES F. DAWSON 
E. J. CHAPMAN 
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Report of Executive Committee 


Executive Committee was held 
headquarters office Those 
Marshall; W Neill 

Committee; 
Mortimer W 

Third Vice-Presi- 
the meeting of the 


The first meeting of the 
January 14 and 15, 1929, at the 
were President Charles M 
Woodson P Waddy 
Manager Charles P. Garvin, 
First Vice-President Claude Conger 
Arthur J. Walker The 
held October 6 to 8, 


present 
Stewart members of the 
General Secretary 
Byers 
dent 
Committee 
Mr. Garvin reported 
arranging with a sub-tenancy, and that there 
The contract 


minutes of 
1928, were read and appraved 
that the lease of the Chicago office had 
been handled by 
actually would be a saving of rent for the year 
with the 
1, 1928, had 
and calling for a 
examined and 


general manager for five years, dating from December 


been prepared by the counsel of the association, 


of $15,000 a year, payable 


seconded and 


compensation 


monthly, was motion duly made, 


carried, whereupon the contract was signed by the president, 


members of 
was 


the new general manager, and approved by the 


the Executive Committee By 
decided to defer attention t 
linquencies until the new 
Plans of the general 
manufacturers c« with the 
publicity in the “National Stationer”’ 


vote of the committee, it 
matters of resignations and de- 
manager had had an opportunity to 
manager for 


Situation pro- 


and 


study the 


moting operation salesmen 


dealer members through 
unanimous vote, he authorized to 


publication to the ‘‘National Stationer.” 


were approved By was 


change the title of the 
Counsel reported that the certificate of change of the name of 


the association had been duly filed in the office of the Secretary 


of the State of Illinois, and that by reason of the apparent 
eonflict with the name of a corporation known as The National 
Stationery Stores, Inc., Fred P. Seymour, the secretary of the 
latter organization, had kindly procured a consent, to be duly 


that 
filing of 


executed by the president and secretary of corporation, 


under its corporate seal, and upon the that consent, 
covering the change in name of this association was 
State of Illinois 

Attention having been called to the fact 


certincate 
accepted by the Secretary of the 


Change in by-laws 


that Canadian members of this association are, at present 
prohibited from voting by the terms of the by-laws as they 
now exist, it was moved by Mr. Waddy seconded by Mr 


Section 3 of 
striking 
manager and 


Article 4, 
Montreal meeting by 
general 
that appropriate 


Stewart, and unanimously voted that 


the by 
out the 


laws be amended at the 


words “non-resident, and the 


secretary were requested to se¢ notice is given 
this proposed change 

place of holding the annual 
presented, and after discussion, it 
that the invitation of the 


Viontreal stationers for holding the 1929 convention be 


to the members of 


Invitations for the meeting for 


1929 were was moved, sec- 


onded and unanimously resolved 
accepted 
January 15, the 


Edward Little 


Tuesday meeting resumed, and accepted the 


chairman of the convention com- 
report of Edwin H. Sell, on the exhibits of the 

Both of gentlemen 
splendid service rendered, and the 


report of 
mittee, and the 
1928 annual highly 


meeting these 


commended for the 


were 
Execu- 


tive Committee went on record in appreciation of their effort. 


Several matters were covered, such as governors’ expenses, 


commercial arbitration, et« and Mr. Stewart made a report 
on the proposed Harvard Research work. The Executive Com- 
mittee authorized the general manager to proceed with the 


Harvard Research and enter into a contract with the Harvard 


Bureau at a cost not to exceed $7,000 
The Committee met again informally twice 
which have 
These meetings were 
Dallas with President Marshall, General Manager 
Garvin and Past President W Neill Stewart 


during the year 


to take care of various matters engaged the at- 


tention of the association informal, one 
being held in 


Another meeting 


was held at Washington with President Marshall, Past Presi- 
dent Woodson P. Waddy and the general manage 

On Sunday, October 6, a meeting was called by President 
Charles Marshall. Those present were Messrs. Waddy, Stewart, 
Conger and the general manager The resignation of Mortimer 


W. Byers, for nearly National 
was received, and the general manager was elected 


secretary for the time by the 


twenty years secretary of the 
Association 
committee The committee, by 
recommended the election of Mr 
National Stationers’ 


reading of the 


unanimous vote Byers as an 


honorary member of the Association to 
minutes of the 
committee elected 77 new 
accepted the 


the convention The previous 
meeting was dispensed with, and the 
members to membership, and of 52 
members, also instructing the general manager to proceed with 
liquidation on delinquents 


resignation 


The Executive Committe 
fourteenth regional district 
District of New 
Ing as far as 
vested in the 


creation of a 
to be composed of the Metropolitan 
York, the northern part of New Jersey, extend- 
Asbury Park Inasmuch as the authority is 
Board of Governors to fix the boundaries of 


recommends the 


51 


regional districts, the committee will bring this matter to the 
attention of the incoming Board of Governors at once. 


Report of Credentials 
Committee 


This committee reported as follows: 


Registration 
Manufacturers .... name bee ...190 
Dealers ee ; sorte > 90s tae 
Special . Dawe : enone — 
Trade Papers q ye Peo 7 
RAO n.4scde%i oho atebenaekeeneneel 

OG 6462 oa : ‘ . 628 


On motion of Mr. Lent, seconded by Mr. Carter, the report 
was received and made a part of the minutes. 
<p———se 


Report of Chairman of National 
Research Committee 


You are reminded of the action of the West Baden Con- 
vention in approving the recommendations of the Research 
Committee calling for a two-fold study during 1929: first, a 


statistical study similar to that conducted in 1926-1927; second 
a non-statistical study of the reasons why stores showing good 
rates of profit were able to earn those profits; the first phase 
at a cost of about $7,000.00 and the second at a cost of about 
$4,000.00 

Immediately following the West Baden 
began the task of raising the funds to carry on 
this program. The unit subscription plan used in 1926 was 
adopted except that the value of the units were set at $10.00 
each instead of $7.00. The responses to your committee's ap- 
were not as free as was anticipated and it was soon 
that sufficient funds were not forthcoming to carry 
out the entire program. Therefore, at the January meeting 
of the Executive Committee, your Research Committee recom- 
mended that the Association enter into contract with the 
Harvard Bureau covering the first phase of the proposed pro- 
gram, which was subsequently done. 

While your General Manager will submit a detailed financial 
statement covering the receipts and disbursements of the Re- 
search Fund, your Committee submits as a part of this report 
the following digest: 

Receipts: 

611 subscriptions at 
on hand Sept. 30, 

Disbursements: 
Harvard School of 


Convention, your 
committee 


peals 


obvious 


$10.00 
1928 


each plus balance 


$6,495.87 


Business Research .$5,000.00 


Miscellaneous Expense .......-....s.08:. 191.79 
Total $65,191.79 
Balance on hand Sept. 30, 1929. .. . $1,304.08 


we fell short $890.00 of the $7,000.00 
estimated cost of the year’s program. While we have not re- 
ceived a final bill from the Harvard Bureau, it is safe to as- 
sume that the cost of their services will run between $6,500.00 
and $7,000.00 Therefore, it is the opinion of your Committee 
that an additional $1,000 should be raised at this convention. 

The finished report, which will be presented to you at this 
meeting embodies the reports of 284 retail stationers. While 
showing only a small increase over 1927 in the number of co- 


it will be noted that 


operators, your Committee is informed that it compares most 
favorably as to the percentage of participating members in 
other lines of business that have been studied by the Bureau. 
We are very fortunate in having with us today Dr. Malcolm 
P. MeNair, of the Harvard School of Business Research, who 
will address this convention following this report. Dr. McNair 
will, | am sure, point out many interesting facts developed 
for the study this year. 

Your Committee recommends that your incoming President 
strong Research Committee charged 
of making a thorough digest of the 1929 report, 
to be disseminated to the membership through the col- 
National Stationer, to consider what Research 
activities, if any, the Association should engage in during the 
coming year and make its recommendation to the new Execu- 
tive Committee by the time that Committee meets at its usual 
January meeting. 

Your retiring Research Committee 
any positive recommendation since we 
portunity to study the 1929 report 


appoint immediately a 
with the duty 
same 
umns of the 


does not care to make 
have not had an op- 


and compare it with the 





Al 
N 


1927 report \ omparison of bot reports may make cer 
their nature that a definite basis for 
indicated entirely nullify 
However, the 
subject 


tain facts so positive in 


future activities would be clearly and 
ideas on the subject 
data or the 


Committee 


Committee has 
which will be 


ir present 


iccumulated considerable 


gladly turned over to the new 


} 


While confessing some disappointment at the apparent lack 


ADDRESS LY DR. MALCOLM B. MCSAIR OF 
FRE HARVARD BUREAU OF RESEARCH 


f interest in the Research act ties on the part of a large 

t f our membership your Committee is extremely graté 
oe 

| dent Marsha ind gentlemen of the National Stationer 
Ass atior First of all, a word of explanation We had 
planned t ive available for distribution to you at this time 
copies of t report on operating expenses and profits in 1928 
I Lus tain difficulties with the express company and 
the Canadian Customs, those reports are apparently in the 
expre office and have not yet been released. We may b« 
able to get them some time today, or may not be able to get 
them out until some time tomorrow, but in any event I w 
assure you that we shall get them into your hands before the 
close of tl nvention Therefore, the presentation which 


going to be made a 


your 


necessarily 
have in 


morning is 


because you will not hands the 


shall refer and direct 


succinct as possible, 


figures to which I your attention I sha 


figures as and as I go 
clear to 
free to asl 


discussion on tl 


along, if you will make notes on what is not you, at 
feel perfectly 


fitable 


remarks you may 


questions sO hat we can have a pr 


Now. ma I take this time to acknowledge the co-operatio1 


which you ive given in the preparation of this report Wwe 


a } 


have had ex ent co-operation from the membership of t 
As latior : Mr. Stewart said The percentage of firn 
which contr ted their figures to this study compares ver 
favora wit those in other lings where we have done simila 
work ind I should like to thank you, both individually ar 
thr & t officers of your Association, Mr. Garvin particu 
arly nd M Stewart, of our Research Committee, for your 
exe el ‘ peration on jot of this kind that we feel ws 
ought t have Once in a while we run across a fellow wl 
kir f du is ft wl Harvard University should en 
gage in t ne You may be interested in a letter which we 
had f gentleman in the retail business who seemed to b« 
» little : mn this kind of undertaking and who wr 
t In mn opinion, if colleges and universities would ir 
t t in Vv tional work and get away from such absurd and 
f waste t é ind energy s you undertake univer 
‘ vould | ! e respected If vour research work w 1 
get ome f the foreigners bolshevists and pacifists out of 
t ind nvert them t Protestant Christianity, you 
W doing something really worth while (Laughter) 
So ! ee that the attitude of merchants toward research 
indert neg of this kind is perhaps not always on quite as 
hig! : c plane as w would like to have it 
here i tw mporta fferences in the figures fo thi 
stu from t se which we ide in our 1926 study. In 1926 ws 
threw together into one group all of the firms reporting. T! 
ear aft ef study of the statements which were sub 
mitt t we ecided that it would be advisable to separ- 
ate the nt “x ps according to the general type of busi 
ness W therefor made up three groups The first of thosé 


group I ted f 146 firms doing what we call a general 
stationer busi s That is, they carry on business in con 

mer | stationery and also in various lines of goods calculated 
for sa to t iltimate consumer—books and greeting cards 
and social stationery what may be termed a general statior 

ery busing« That made up the largest group from the r« 

port we |! had Then there was a second group of about 
40 firn eighty per cent or more of whose business was strictly 
comme! tationery And finally, there was a third group 
of 67 fir which combined some printing and binding work 
with the " ‘ commercial stationery So our figures aré 
presented for those three groups We have separated then 
according t lines of merchandise handled because we thought 


difference in the 
groups according 


uld find, as we did significant 
considered them by 


some 


and profits if we 


to the type of merchandise handled, and that permits the 
ndividual f to make a comparison with that group that 
! t close ort ponds t itself in the type of merchandis« 
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OFFIC] 


buted to the 


il t the substantial number who have contr 
Research Fund and appreciative of the co-operation of the co- 
operators upon whose figures are based the ndings of the 1929 


Manager Garvin for his 


office 


thank General 
and that of his 


report We 
splendid co-operation 


especia ly 


Respectfully submitte 
W. NEILL STEWART 


( ilirman 


ad 


differs from the 1926 study is 
n addition to an 


profit 


4 second point in which this 


that 


e ratio of the 


analysis of 


this year 


operating statement, the and loss statement, we hav: 


that is, the balance sheets 


For exampt we 


financial statements 
ratios there tried 
return on capita what is the 


also studied the 


to determine certain have 


to determine also the rate of 


total rate of invested in the stationery busi- 
groups Also 
amount of capital 


For example, with a 


return on capital 
different 


indicating the 


ness for these we have worked out 


i figure required to do a 


business 


business of certain sales volume 


of $100,000, how much capital is required normall Also, we 


worked out a typical ratio of the current assets to current 
liabilities for these groups Now, those financial comparisons 
enable a firm to see how it stands financially; to see what its 
balance sheet ought to look like as compared with the av- 


make with the operating 


erage as well as to comparisons 
data Those two differences constitute the tw principal 
points in which this study varies from the 1926 study 

Now, taking up first of all the outstanding figures for 1928 


These figures, unless otherwise indicated, are all percentages 
ff net sales; where they are percentages o1 mething else, I 
will remember to indicate that in the presentatior 

For the group of general stationers, that s, the 146 firms 
handling a general line, the gross margin was 1.5° in 1928 
The typical gross margin figure was 34.5 of the net sales 
That figure, I will remind you, includes the cash discounts re- 
ceived on purchases Therefore that gross margin figurs 
represents the entire amount which thesé stationery firms 


available out of which to pay their expenses and get 


had 


their profits For the group primarily carrying on a commer- 
cial stationery business, the gross margin was slightly higher 
It was 36% for that group Then for the third group, which 
combined a good deal of printing and binding and other oper- 


sale of 
both 


business n the commercial 


ations more of a manufacturing nature 


stationery, the gross margin was 34.9 So 


commercial 


f these groups that did morse 

stationery line had a slightly higher gros margin than the 
general stationers The term “gross margir is, of course, 
what the accountant commonly means | gross profit.’’ For 


several years we have steered away from that, because it is 
misleading; there is so little of that which is a real profit, that 
you pay your operating expenses Consequently we have 


which represents the differ 
and the net 


coined this term “gross margin 
‘ 


ence between the net cost of the merchandisé 


sales volume Also, I may point out incidentally that in tt 
ase of these firms carrying on printing, binding and other 
manufacturing operations, the gross margin is over and above 
their printing and binding costs In other words, those ars 
considered as part of the cost of the merchandise itself, and 
are included there, rather than being included as expense 
Taking up the items of expensé First of all, the total sal- 
aries and wages, that is, the total pay roll expense, including 


and the sal- 


of the sales 


partners, if 
well as the 


the salaries for proprietor or any, 


aries of executive officers as salaries 


force and of the office force the salaries of any porters, jan- 
itors, et the total pay roll expense For the general sta 
tioners that amounted to 18.3% of their sales; for the 
group of commercial stationers it amounted to 18.9%; and 
for those who carried on a substantial volume of business in 


binding, et« it amounted to 19.5 You will note that 
and for those en- 
higher than for the group 
be expected, the item 
somewhat higher. On 
rental expense 


printing 
commercial stationers 
binding was 
and, as also 
expenses 
come to the 
The rental 


was 4.5% of 


that expense for the 
printing 
of general stationers 

other 
when 
reversed 


gaged in and 
might 
of traveling and was 
the other hand 
the situation is 


gro ip 


you iter of 


expense for the generai 


sales; for the commercial sta 


stationers 


(Continued on 


page Lia? 
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wn 
wow 


eo? ADDRESS BY T. OWEN JACOBSEN we 


MR. JACOBSEN I take it your asking me to address you is 
just the somewhat embarrassing compliment you are apt to 
pay to visitors from overseas, and you will be very sorry, as 
1 shall be, if I inflict myself upon you very long. I am well 
aware—and I would not have it otherwise—that your welcome 
to me is a recognition of my position here as the represen- 
tative of the Stationers’ Association of Great Britain and Ire- 
land As such I am charged to convey to you the most ex- 
treme expression of their affection and good will and their 
real anxiety that there should be a representative here on this 
historic occasion. 

Now may I say for myself that I always knew the Canadian 
people were warm hearted, but I could hardly have believed 
that in so short a space of time as I have been in this coun- 
try on this trip—since Saturday—I would have met with such 
kindness and hospitality from you people here. It has touched 
me more than I can tell you. I can only say that I think it a 
piece of great good fortune and a very great pleasure to my- 
self that I am able to act as a delegate to this convention. 

I think that nothing but good can come from these joint 
meetings, because, after all, in the main our problems are the 
same What have we got to do? We have got to raise the 
status of our industry, and that will go a long ways to 
defeat the tremendous amount of business done in these 
days by people who are perfectly ignorant and know nothing 
whatever about stationery and sell it just as they would 
drugs. Then we have to insure fair profits for all concerned. 

The American nation and the Canadian nation and our- 
selves speak the same language—almost. (Laughter). I have 
only been here two or three days but I have heard a lot 
of words that were never known to Shakespeare. Of course, 
you know our Association in England is founded on a principle 
that it is quite impossible for you to adopt—we founded it 
to meet the horrible practice of price-cutting that was going 
on in England at that time. Of course, you are not able to 
do that. I would only say this about that. I gave evidence 
two years ago before a Royal Commissioner, or whatever it is 
called, in Canada, that inquired into a proposal or practice, 
I do not know which, which involved the protection of prices 
on proprietory goods in Canada. You all know, probably, that 
it went through. I do not know whether it was my fault. 
They listened to me very courteously for two and a half 
hours, I think, and then they turned it down. (Laughter). I 
only wish that at that time I had had—but which I have re- 
ceived since—the judgment of the highest courts in England 

and all of you, whatever nation you belong to, will admit 
that a judgment handed down by the highest court in England 
is worth something—in which the judges confirmed and ap- 
proved not only the absolute legality of price protection but 
also its value to the community at large. I have got ex- 
tracts from it here, and if anybody here is interested I would 
be extremely glad to let you see it. You are probably not 
interested We have practically destroyed that kind of price- 
cutting in our country There are 8,000 different proprietory 
articles on the protected list, and that means, of course, that 
the smallest retail dealer is in just as good position to supply 
the public as the largest chain store or the largest 


buyers in the land I heard something this afternoon about 
chain stores I do not know whether they affect you over 
here, but they are very big organizations in England and 
they affect the retail business considerably. But what have 


we done With one exception we have gotten all of the big 
chain stores in our organization. (Applause). 

But even if at any time price protection in England were 
declared illegal, of course, if we were like you people in the 


United States, we would rigorously obey every law the gov- 
ernment has sanctioned. But I want to say this, that we are 
now so strongly organized, and, we have the manufacturers, 
wholesalers and retailers all working together, so that we 
are able to defeat any attempts that may be made to exploit 
or degrade our industry. I do not know whether I am going to 
hurt anybody’s feelings here, but all I can say is that in 
England we have found it absolutely possible and practicable 
for the manufacturers and the wholesalers and the retailers 
to work together in perfect harmony, to the immense ad- 
vantage of all concerned. You may be interested to know we 
have no less than eleven big American manufacturers in our 
Association. 

I have often thought, when we have had our meetings 
in London, how those same walls must have looked down and 
heard wails and complaints through generations and genera- 
tions. Every period has its own particular difficulties. We 
are to-day in the stationery trade up against a new kind of 
competition. I won't tell you what it is. You know. In my 
opinion, the only way to meet it is by educating our young 
people, and educating ourselves and the consumer, to use 
something better and give better service. I believe that the 
only way in which you can successfully meet competition of 
that kind is by encouraging the public to use something worth 
while and to be governed by technical knowledge and ex- 
perience which has been acquired. 

I have been looking at your “Standards of Fair Practice.’ 
Like the American constitution, of course, it is written and it 
also has got the number 18, which seems to fascinate the 
American public. (Laughter). We have no written constitu- 
tion either in our government or in our association. It is not 
our way. But I am very much struck by some of the items 
you have got here, and I am not sure but that we ought to 
adopt them and publish something of the kind. If we publish 
them as rules, they would not be observed. Of course, that 
includes everybody. (Laughter). 

We have much to learn from you—lI say that in all serious- 
ness—and I am not sure sometimes—although it is rather 
bold to say—but that you could learn something from us. 
Anyway, my Council is extremely anxious that I should 
give you any assistance or information that would be of any 
use in your business or assist your deliberations at this con- 
vention. That is all I have to say in that respect. 


Now, Mr. Chairman, I have here something which I thought 
you might like to have. This is a new edition of “The His- 
tory of the Worshipful Company of Stationers,’’ with some 
very beautiful pictures. And this is a record of a wonderful 
historical event at Stationers Hall, when Lord Balfour, James 
Barrie and Rudyard Kipling were made “stationers’’ and are 
now qualified to attend this convention. This is the full of- 
ficial record, of which only a very few were issued. We also 
thought you would like to have—and it will probably interest 
Mr. Garvin more—a full report of the Craft Lectures of the 
Stationers Company. I have also had reproduced in colors a 
rather nice picture of Stationers Hali and I am going to ask 
each of you to accept a copy from myself as a souvenir. 
They will be here by this evening, as they were held up at 
the customs. 

There is only one thing more. I want you, Mr. President, 
to accept this as a personal gift from one president to an- 
other. This is a replica of our emblem. It has been made 
by the Goldsmith Company of London. I thought you might 
like to accept that as a memento of this occasion. I thank 
you. (Applause.) 





THOMAS OWEN JACOBSEN, J. P., President of the Stationers Association of Great 
Britain and Ireland, was born in Liverpool, April 23, 1864—the anniversary of the birth of 
Shakespeare. He is a son of R. B. Jacobsen, who was a merchant in Liverpool for fifty-one 


years. He was educated at Liverpool Institute. 


After finishing school he was employed by 


Edward Lloyd, Ltd., London, and Sittingbourne, and commenced business on his own account 
in 1893 with Stanley Welch, J. P., as Jacobsen, Welch & Co., London, Hyde, etc., which be- 
came a limited company in 1898, with Mr. Jacobsen as chairman and joint managing director. 
He is one of the founders of the Employers’ Federation of Envelope Makers and Manufac- 
turing Stationers (1918); member of the Joint Interim Industrial Council for this industry; 
member of Executive Industrial League and Council. He is the author of articles and pam- 
phlets on various industrial and political matters. He was a Member of Parliament from 
Hyde Division, 1916-18; J. P. County of London; L. C. C., North Lambeth, 1919. His hobbies 
are traveling, politics and business. Address: Care Jacobsen, Welch & Co., Ltd., Paternoster 
Square, London, E. C. 4. 
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Some Convention Brevities 
Mr. and Mrs. Millington Lockwood of Buffalo, celebrated 
their hity-fifth wedding anniversary during the conventiot 
[wo ot the busiest men at the convention were Arthur 
Lawless of S. E. & M. Vernon, Inc. of New York City, and 
C. H. Ramsey of the Typo Trading Company, New York 


i 
1 


City They did everything they could to make the co 
vention a success and to cooperate with those in charge of 


entertainment and social activities 


es 2 

Some of the other men who were noticeably active in 
ce ention work included R. Stewart Howlett, eastern 
sales manager of The Sesamee Company of Hartford 
Conn W. L. Clark, sales manager of The Parker Pen 
Compat Janesville, Wis., and his associates, who included 
\ \. Smith, resident manager at Toronto; J. C. Grier, 


Montreal representative, and R. Franz, district manager 


New York City 


While ( H 
sation one evening with Mr. and Mrs. Nelson Bushnell and 
others in the lobby of the Mount Royal hotel, comfortably, 


Everly of Office Appliances was in conver- 


seated in the big arm chairs provided for guests, a disturb 


T 


Fred Grant and Mr. and Mrs. H. H. Wittstein, Cincin 

Creek, Mich H. V. Bittman Lower panel, left: James 

H A. Sweatt and A. C. Shearman Right: The same 

Mr. Sweatt 

ince commenced at one end ot the lobby Not noticing 


what was going on Mr. Everly continued what he was say- 
ing, but in a moment he heard distinctly the words, “You 
take it back,” and looking up he saw one man backed 
against the wall and another man flourishing a pistol 
Looking around he discovered that he was alone, but glanc- 
ing at one of the pillars he saw a face peeping forth in 
interested observation of the contenders. There appeared 
to be more pillars vacant, so Mr. Everly took up his post 
behind the one nearest and, glancing down the line he saw 
each pillar occupied by some conventionite peeping out at 
the persons who were having the argument. It appeared 
that Mr. and Mrs. Bushnell had immediately melted away 
into the entrance of the dining room. Some one called a 
police officer and while the uniformed officer was walking 
toward the man with the gun, attracting his attention, the 
house detective slipped up behind and disarmed him. The 
quarrelsome persons were not connected with the conven- 
tion and what became of them afterward, no one seems to 
know. We are assured emphatically that the incident, remi- 
niscent of early days in Arizona, is not characteristic of 
Canada. 


x x * 


At the station before the return trip to New York, 


NOVEMBER, 1929 


Lent obtained his half rate ticket on the order 


received the convention Unfortunately, 
the ticket Mr. Lent ticket. This 
discovered before the train pulled out and after some fran 


Charles A 


from committee 


given was a child's was 


tic telephoning, a man arrived at the train in time to give 


him the ticket he should have had when a grown-up finds 
himself entitled to a half rate. 
Several delegates took the road along the south shore 


and went up the river for drive which is nothing less than 


memorable, because here one sees the rapids, Indian res- 


ervations and other points of interest. The distance is 
approximately ten miles. 

[he ladies attending the Canadian night entertainment 
received as a souvenir of the evening two packs of playing 
cards. On the back of each of the cards was a colored 


picture of different points of interest in the Dominion 


* * 
Che Parker Pen Company, Ltd., of Canada favored the 
delegates with copies of the Montreal Gazette sent to the 
rooms of the delegates before they arose in the morning. 


This attention was much appreciated. 
* 2 4 


The gratitude of everyone who attended the convention 


should be extended to the people at the registration desk. 
William Pennvcook, Fred McConnell, R. L. Warner and 
|. T. McLaughlin were in charge assisted by Miss Mollie 


O'Neill from Charles F. Dawson & Sons, Ltd.; Rose Cush- 


man, secretary to C. P. Garvin; Miss Murdoch, secretary 
to President Marshall and Miss Bertha Cormers of the 
Canadian Printing and Lithographing Company Che pres- 
ence of these ladies made registering a pleasure. Mr. Penny- 


was chairman of the convention commit 


cook, 


tee and did remarkable work through- 


by the way, 


out the convention His committee 
also came in for due praise 
American delegates coming to Mon 


treal by motor on Sunday and Monday 


beheld a sign on the St. Lambert side 


of the stating that they 


Victoria bridge 
Mount Royal 


would be escorted to the 


hotel by guides These gentlemen 
belonged to the staff of Charles F. 
Dawson & Sons, Ltd., and Thomas 


V. Bell, Ltd. Waiting for several cars 
to gather, they escorted them into the 
city and then returned for more. The 
sign was put up near the Waterman 
plant, who cooperated in its erection. 
r. A. Ravson of Charles F. Dawson 
& Sons, Ltd was in charge of the 
greeting cars 
x * x 

One of the busiest places at the 
convention hotel was the information 
booth on the main floor near the ele- 
vators. This desk was in charge of 
Eugene Abraham, Herbert Dawson 
and Gerald Abraham. “CALLING 
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5 


un 


Friends of Louis Tavernier of the Fulton Specialty Com- 
pany and president of the Stationers’ Square Club were 
greatly the that he was obliged to 
return from Montreal Sunday, owing to the fact that his 


concerned over fact 
aged father had been injured by an automobile while in 
front of his home and had not regained consciousness. 


* * * 


Immediately before the opening of the first day’s session, 
President Charles M. Marshall was presented by the Mon- 
treal convention committee with a handsome ebony gavel 
and block. A silver plate on the head of the gavel showed 
the Montreal the “Montreal” 


beneath in colored letters. 


coat of arms of with word 


& + 


rrips to the summit of the mountain, whence a wonder- 
ful view of the city of Montreal and vicinity and of part of 
the valley’ of the St. 
among the popular pastimes -of the conventionites. 


Lawrence river was to be had, were 
It was 
stated that automobiles were not permitted on the mountain, 
hence the best way to get there was in horse-drawn, two- 
seated landaus of the mid-Victorian period. These occa- 
sioned no little merriment. 


a Re.® 


Stanley H. Marsh, son of Herbert R. Marsh, secretary of 
Britain and Ireland, 
and this the repre- 
sentative of the British organization at a previous conven- 


the Stationers’ Association of Great 


well known to stationers on side as 
tion, was present and spoke for his father on several occa- 
sions. Stanley Marsh, we learn, is to be married to a young 


Canadian lady on Christmas Eve. 


~ * 


It was not recorded that anyone came to the convention 
by air, but many came in by automobile, even from distant 
points. 


One of the past presidents of the 
Stationers’ Square Club of New York 
City, Harry G. 
panied by his wife, who is a past dis- 
trict deputy of the Order of the East- 


ern Star, and Mrs. Hecla Hirsch, past 


Meyer, was accom- 


matron of Adelphi, the largest group 


in New York City. 
* + * 
Following the convention, Roger 
Underwood, president of the Fulton 


Specialty Company, Elizabeth, N. J., 
spent a week as his summer home, at 
North West Harbour, off the coast of 


Maine. 

* - + 
The bride of the convention was 
Mrs. Roy Preston, daughter of Mr. 


and Mrs. John R. Davies of the Moore 
Push Pin Company, Philadelphia. 
Mrs. Preston, a bride of three weeks, 
attended the convention with her 
parents before joining her husband and 
leaving for their home in Bermuda. 


WALKER!” 


NEWS, REPORTS AND | 


REGISTRATION WILL BE FOUND INA SECTION 
BEGINNING ON PAGE 117 
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Wr. Tussing 


S PROBABLY most of my readers know, my firm 
A distributes the Rand Visible filing systems. 
Knowing as I have for years the enormous growth 
yf visible index sales mostly through “direct” sales or 
ganizations, | have pondered deeply as to why the 
major bulk of this expanding business does not flow 
through the channel of the dealer, which is the logical 
for dealers in every community have business 
user and prospect for Visible 


yutlet 
relations with every 
records 

Consider the facts as to the growth of the visible 
index industry. From nothing in 1910 to an estimated 
$22,000,000 in 1929. That is a sales plum which can 
not but appeal to the office equipment trade most em- 
phatically 
~ One night not so long ago I was “fanning” with an 
a man who was in the stationery and office 
business for fifteen years before | became 


ld friend 
equipment fore 
wcquainted with him in a specialty organization. 

Talk drifted to visible indexing. I had told him 
I was just about to ask him 


some of our experiences. 
‘“orabbed onto” and kept this 


whv the dealers had not 


+7 


neicd 


fine new 

Before | got 
for years before you knew me. 
, thousands of 


to it he let fly with, “Tussing, I was 
I sold lots of 
dol- 


ird index outfits 


looseleaf, etc. 
lars worth a year. 

‘But when this visible filing came out with fine look- 
ing illustrations and all those little red and green and 
pink rectangles spotted here and there, | just looked at 
‘gosh, that’s beautiful—but it looks too 


it and thought 


WHAT A® OLD DEALER 
TAUGHT ME 


By R. M. Tussing, President Victor Safe & 


Equipment Company 


Ind in five minutes, after twenty years of 
inertia, | had an interest in visible indexing. On my 
inquiry he ‘showed me.’ And it was like duck soup— 
so simple that I'm ashamed to admit it. 

“Those pink and green signals all told him the story 
he wanted to know and told him at a glance. He 
didn’t have to have a high priced bookkeeper to tell 
him figures—or trends—or indications at all. A little 
colored piece of celluloid told him, and those signals 
were put on and kept up by the most ordinary of office 
clerks. 

“He showed me how they used it in other depart- 
ments—for practically every record—and, Tuss, right 
now I’m going to put it in every department of my 
own business—ledger, stock inventory, cost records, 
purchasing department, and the whole works. 

“Send a man around if you have one here—and if 
you want my order.” 

I led him on, for here was a quandary. Why should 
this man have resisted for twenty years when there 
was profit—lots of it—for him in selling these goods— 
and then in ten minutes become such a booster, when 
he was on the buying end. 

“What brought about such a quick realization that 
the system was really so simple?” I asked. 

“Simple, why I saw it used in an actual case on an 
actual problem,” he replied. “There wasn’t anything 
theoretical or hypothetical about it. I'd get sold on 


ness. 


anything which gave me two hours’ work in two 
minutes.” 
There were some playing cards on the table (yes, 


they had been pushed aside in our enthusiasm over his 
story). He picked up a 





‘omplicated for me.’ 

‘And in all those years | 
didn’t liste and later on [| | 
when I came to have tre 


mendous use for just what 


visible systems will do for 
managing a business, | stili 
wouldn't listen. 

Then one day I was in 
the office of a man who 


used them I wanted some 


detailed information which 
| rather expected would 
take several hours to com 
pile. He ran his finger (and 
his eve) down the slides, 
ind in a few seconds was 


‘dope’ faster than 
| could write it down. In 





hand and pushed all the 
cards together—one direct- 
ly back of the other. “How 
would you play that hand ?” 

“I don’t know what is in 
it except the top card. 
Feather them out,” I re- 
plied. 

“Well, that is exactly the 
way I’ve been playing my 
hand in business for years. 
That is just like a book or 
a card file—you have to dig 
out the card you want. 
And this visible thing of 
yours is applying the same 
principle to business rec- 








ten minutes | had the story 
und listen, boy—I had more than that, for 


} 


I had an admiration tor it man’s control of his busi- 


ords that we've applied to 
lives. Wonder somebody 


cards all 
didn't show me that comparison twenty years ago.” 


playing our 
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“Well,” I asked, “if you were a dealer today, would 
vou stock and sell visible indexes, and if so, how would 
you sell them ?” 
~ “You can bet your last dollar I would. Think I'd 
let all those thousands of dollars of such sweet business 
set away from me? And what is more, you know that 
these specialty men only call on the big fellows. I can 
name place after place, just about every business and 
professional man in this town, who can use visible 
index in some size or style or for some purpose. I'd 
get that business too, and, believe me, there is more of 
that. taken all together, than there is in big deals. 

“Why they can use one slide for ledger accounts, 
another for costs, etc., etc., and add on one at a time 
just as they need them. Believe me, I'd /tke to sell 
that stuff now. 

“And how would I do it? Well, the first thing I 
would do would be to put some of it into use in my own 
office. That’s the way to know what it does, and how 
it does it. And I’d show my own clerks just how it 
worked for us in our own business. Then they would 
tell other people just as I’m doing with you right now. 
And the other people I’m talking about as a big and 
largely untouched market will have about the same sort 
of records I keep, so they will ‘get it’ quick when we 
show them our own system. 

“Then I don’t know but I think I’d carry and have 
my salesmen carry, a hand of playing cards, and I'd 
show the prospect just what I showed you a minute ago. 
If any of them didn’t get that, I'd show them the traffic 
signals on the street corner, or the danger and curve 
and railroad crossing signs on all the roads and ask them 
if they didn’t think signals and visibility could so as 
much for their business as they do for about everything 
else in human activity today. 

“Things are different now than when visible first 
came out and when I was a dealer. The whole world 
has speeded up. We have to ‘get’ things faster—and 
get more of them. 

“As a dealer, I’d sure grab onto the chance with your 
stuff and work it for all it is worth—and I don’t mean 


mavbe.” 


7 


own 


This is as near a verbatim report of that conversa- 
tion as my recollection permits. But it so impressed 
me that I have since used its lessons. And subsequent 
check-ups have more than substantiated my friend’s po- 
sition. 

Since then I’ve tried out the principles involved in 
some other ways—more than I can relate in this article. 
Perhaps—if the editor says so—at a future time—! 

But out of all this I form some very definite conclu- 
sions. 

First, there can be no possible doubt as to the new 
profits to come to dealers from handling visible index 
systems. 

Second, dealers can handle and sell satisfactorily to 
themselves and to the user. 

Third, they can get much of the business now going 
to specialty salesmen, and also can get a vast business 
which the outside salesman does not go after. 

Fourth, the dealer has probably built up his own bug- 
aboo, and this can be quickly dissipated by actual con- 
tact with and use of visible indexing. (As a rule deal- 
ers have not used it because they did not sell it, and 
salesmen will obviously not call on what they regard as 
“competitive trade.”) 

And lastly, the business public is “conscious” today 
of signals—whether they be to direct automobile traffic 
or to direct business. The business man today wants 
means of speed in business as much as he does in travel. 
He does not have to be “sold” from A to Izzard as was 
the case some years ago. He knows that visible index- 
ing is no longer a theory and that it has more to it than 
a fantastic array of colors and cards—which someone 
wants to sell. 

The dealer today is in the best position he has ever 
been to cash in on this market. The public is educated ; 
the need daily grows greater ; the goods are available to 
dealers; the necessary investment is very small as re- 
lated to turnover and the volume of “repeat” orders ; 
and, the customers you are now serving would rather 
buy it from you. 

The rest of it is certainly up to you, Mr. Dealer. 


COMPETITION OR CO-OPERATION 


Some say that competition is the life of trade; some say that co-operation is 


the life of trade. 


Horace Porter once said, “It is time to abandon the path of ambition when 


two cannot walk abreast in tt.” 


That would seem to suggest that co-operation is 


the right thing, even to the extent of co-operation between competitors. 
IVhen two men are going in the same direction along the same road, even 


though one is anxious to journey farther than the other, is there any reason why 
the two should not help one another over the rough places, pull one another out 
of the bad holes, point out to one another the proper detours? 

Our jealousy of competitors is based mainly on selfishness. We are afraid 
the other fellow is going to get some business that might be ours. We fail to 
realize that, working together, the two of us may increase the aggregate business 
available to the extent that both of us may profit. 

Co-operative advertising campaigns, such as are being carried on by National 
Jewelers’ Publicity Association, National Confectioners’ Association, Photo- 
graphers’ Association of America, Plumbing and Heating Industries Bureau, 
Florists’ Telegraph Delivery Association and others, are evidence of the trend of 
the times toward closer co-operation in all trades and industries. 

rhe day has passed when a business man naturally thought of his competitor 
as a crook and treated him like one, being in turn similarly regarded by that com- 
petitor. We have come to the era of good feeling and the man who cannot' 
develop toward competitors a good feeling and a willingness to co-operate is out 
of step with the times and he is a detriment to the welfare of his community and 
his industry or trade. 

(Frank Farrington’s Business Talks) 
(All rights reserved) 
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Diebold Holdup Protection Equipment 


[he Diebold Safe & Lock Company, Canton, Ohio, 1s 





troducing a complete new line of protective equipment 
wr such cas merchandising establishments as chains inde 
MET [ONEY CHEST NO ‘ | isn IN A 
CONCRETE BLOCK 
ent retail stores { tions, etc lL he llust O 
\ ‘ . i Diebold money chest idapted to helduy 
te It i < ( lock encased in steel 
Prot ig st hold s provided by an inner door 
LD ( trol” ke To open this door, tw 
I e used simultans sly One kev remains 1n the 
ssess ushier and the ther key in the possess 
irmed cas ollecti gent. known only to the man 
eme calls it te vals t make collections < 
sh de d the inner partment through the slot 
the partition and who deposits it in the bank No é 
the ses can ope this ner compartment Chus 
vlight ! s prevented 
Lhe nl ' ney rema‘ning outside ot the mner con 
rtment is that necessat for the change drawer \t 
eht burs protection is afforded by closing and locking 
‘ ite ‘ r ot the chest For those concerns who do 
' ' » cash llect orporation, the nner door 
this ches iv be provide vith a combination lock and 
P P eq lipped wit i Diebold Delaved Control 
melock e timing mechanism may be set to run tor 
redete ed period tt exceeding thirty minutes Chet 
‘ ‘ r is closed and locked. When the combination 
dia the operator must wait until this predetermined 
S iss d etore he can open the door This 
t t 1 system gives the operator access to his 
sh wl necessarv while effectively defeating the holdup 
ul : erations cannot be postponed until the inner 
ne mpartment may be opened 
Eq 1 t f this character tor preventing daylight 
Idi ler the irious conditions that it occurs, may be 
ad variet et the demand ind 


requirements of any concer! The chest may be installed 
in safes, in vaults, in the wall or in concrete encased in 
steel as illustrated 
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New Voucher Model Safe-Guard Check Writer 
Check Writer 
market 


The Safe-Guard Lansdale, 


Pa., 


vouche r 


Corporation, 


, 
a new special 


. t 


“Instant” 
the 


recently placed on the 


model, designed tor writing vouchers with 


check appearing at the 
The 


It is 


top 
model is well built, sturdy and easy 


the 


new to operate 
Sate-Guard 


It 


the same size regular “Instant” 


as 


check writer but with the check shelf opening in front. 


possesses all the exclusive operating features of the stand- 

ard model. such as filling the amount line with large 

indelible figures and macerating both the amount and the 

pavee s name tor positive protection against alteration or 

rvery The voucher model 1s also equipped with either 

ndividual registered number plate, or firm name, or 
rade mark as prefix haracters to the imount line 

oe — 


A New Line of Manila File Folders 
1511 West 


+] 


placed on the n 


Rockwell-Barnes Company, Chirtv-eighth 
' 


arket a new line 


folders in both the square and tab 


cut stvles Four distinct erades are stocked in weights 
ranging from light to extra heavy In addition to regular 
etter size tolders € company can prepare on special 
det ilmost unvthing 1 the way of spe ial folders. as 
well as guide-height and Cap-size Iders 
Rockwell-Barnes Company will be pleased to furnish 
samples and price st request 
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> 
“President” Suite Announced by Dietz 


Dietz Company, Cincinnati Ohio, recently 


nounced the President” suite itched oftice fur 
ture consisting Of a desk table stumer, waste bas 
ket, telephone stand and a book case All the items in 
the suite are made ot ne selected walnut 

The desk, illustrated, measures sixty-six by thirty- 
eight inches Its artist appearance is enhanced by a 
sturdy construction that ts the result of fine, accurate 
craftsmanship [The round hardware, fluted and turned 
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PRESIDENT” SUITE 
DIETZ COMPANY 
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NO 


ISK 


carried 


desk 


suite 


in the 
the 


other features of design are 


ews, and 


ut in all the other pieces in achieving a 


Catalogues 


pleasing and unihed harmony in appearance 
llustrating and describing the entire “President” suite are 
ivailable to dealers on request 
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New Features in “Coinometer” Change Machines 

The Universal Stamping & Manufacturing Company, 
2839 North Western avenue, Chicago, IIl., recently in- 
creased the capacity of its new “Coinometer” change ma- 
chine to pay numerous combinations of split change with 


ennies in addition to their regular paying combinations 





IMPROVED “COINOMETER” CHANGE 
MACHINE 


With the “Coinometer” it is now possible for the bank 

teller to pay a dollar in change with or without pennies by 
> ‘ 

the operation of a single key. Likewise, fifty cents, twenty- 


five cents and other similar combinations can be paid 


either with or without pennies 


Another exclusive “Coinometer” feature is that any key 


or paving combination can be changed to meet any special 


requirement by making a si 


iple adjustment at the rear of 


the machine This flexible feature eliminates the necessity 


of building special models to meet special requirements. 

In addition to the regular cup and spout delivery, 
“Coinometer” is now supplied with a new type hand deliv 
ery attachment which is conveniently placed at either side 
of the machine and which enables the teller to pay out 
the change by hand By sliding back the release all coims 
he teller’s hand, for paying to 


ire instantly deposited 


Che “Coinometer”™ is a recent development in the change 


machine field It is of exclusive design throughout and 
all patents are owned and controlled by the manufacturers 
ee 


“Chromflex”"—A New Display Material. 


Apollo Metlarts, La Salle, Ill, recently introduced a 


modern display material called “Chromflex.” This new 
material is in the form of sheets of highly polished chro 
mium. The brilliant surface of “Chromflex” gives it strong 
attention compelling powers [The material is easily han 
dled and can be cut into any shape or figure with an ordi 
nary pair of shears. Some of its many uses are as back- 


grounds, valances, floor mats, mannequins and other orna 
mental and decorative effects “Chromflex” harmonizes 
with any type of finish of wood, with silks, velvets, tapes 


tries, with plaster and with colored lights or with other 


itanndstiitiaciacenni 

A New Executive Posture Chair 
[he Do/More Chair Company, Elkhart, Ind., recently 
placed on the market the No. 510 chair. This has all the 
adjustable features of the regular Do/ More, but in addition 


the back rest is so constructed that the occupant may 


recline é pportunity offers [his model is said to 
enable one to sit correctly when at work and to “loaf” 
comfortably at leisure. The No. 510 is a swivel chair, with 


metal parts of aluminun nd steel and screw spindle height 


adjustment 
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Ihe removable seat cushions, seven inches thick, are 
equipped with double-deck resilient springs and padded 
extra heavy curled hair mounted in hardwood frame. There 
are forty-one springs in the top deck and fifteen in the 
lower. When a man of ordinary weight uses the chair, 
the top deck only gives the proper resiliency, but when 
one of greater weight sits in it, the lower set of springs is 
also brought into play, insuring comfort. 

Che arm rests are padded with extra heavy curled hair, 
incased in hardwood frame, four and a half inches thick. 

he back rest is form fitting, easily swiveled, three and a 
half inches thick. 

This chair may be had in any one of several finishes— 
standard, olive green, flat and grained mahogany, flat and 
grained walnut and grained oak. The seat, back and arm 
rests are upholstered in the very finest quality of leather in 
the standard color, blue. The colors brown, maroon or 
blue are optional. 

The casters are of hard rubber, dual-wheeled, enclosed 
ball-bearing type. 

The Do/More Chair Company has also brought out three 
other models. The No. 5-N, new style chair has same base 
and seat as their No. 555. It has a tubing arm support. 
Chis chair is regularly uphoistered in genuine brown leather, 
but can be furnished in green or blue genuine leather. It 
is finished in black, green, maroon or plain walnut. The 
casters are of two-inch hard rubber. This chair replaces 
the old No. 5 

No. 576 chair’s base is made of inch and a quarter tubing. 
It is equipped with two-inch hard rubber casters. The 
seat, heavily padded, is twelve inches deep. The arm sup- 
ports are made of aluminum and heavily padded, as is 
also the back rest. This chair is regularly furnished up- 
holstered in brown genuine leather. It can also be had in 
blue or green genu‘ne leather. It is finished in green, black, 


x plain walnut 


maroon 

















DO/MORE NO. 510 EXECUTIVE CHAIR 


Tne No. 1055, new style No. 10 is equipped with No. 555 
It has steel casters. It is finished in green or black 


seat. t 
s unholstered in genuine leather, brown, blue 


{ 1 
enamei, and 1 


or green 
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New Underwood Noiseless Typewriter 


Formal! presentation of the Underwood Noiseless type- 
writer to the office equipment industry was made by the 
Underwood Typewriter Company at the National Business 
Show in New York where it was the piece de resistance of 
an unusually interesting Underwood exhibit Simul 


taneous! t was introduced to the public in the Metropolli 





rH! NDERWOOD NOISELESS TYPEWRITER 


; 


area through the sales staff under George Crouch, met- 


tal 
ropolitan manager 


That a noiseless typewriter bearing the Underwood name 


vas to be brought out has been known to the industry for 
some time The Underwood Noiseless will undoubtedly 
uch to promote the general popularity of the noise- 


less typewriter. Its thus broadened market will indubitably 
reate a substantial increase in the earnings of the Under 
vood Elliott Fisher Company Although present produc 
tion of the Underwood Noiseless restricts its introductory 
sales to the New York territory, the sales area will be ex 
tended as rapidly as production permits. 

Speed demonstrations on the Underwood Noiseless by 
International champion typists were a feature of the Under 
vood exhibit at the National Business Show. Under their 
fingers the Underwood Noiseless was found to be as swift 
us the Underwood standard machine on which they have 
Hossfield, the world’s 
hampion typist, attained as high as 128 words a minute on 


won their world titles. George L. 


he Noiseless typewriter. 

Pressure-typing, as distinguished from usual typing, is 
the essense of the machine’s noiselessness. If you place a 
ubber stamp on a piece of paper it will not print. It prints 
nly when you press on it. That, in principle, is pressure 
typing In the Noiseless, instead of the usual type-bar 
travelling in an arc five or more inches with each stroke to 
ake an impression, the type bars, horizontally arranged, 


ve forward and back but an inch and a half in making an 
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Depression of a key on the Underwood Noiseless slides 
the type-face to within a fraction of an inch of the surface 
of the paper. At the same time, it imparts momentum to 
a toggle or weight attached to the bar which does the actual 
printing by moving the type-face the remaining fraction of 
an inch to the surface of the paper after the operator's 
finger leaves the key. 

That each key is actuated in printing by identical weights 
assures uniformity of impression regardless of the paper 
used. No matter how hard the keys may be struck, the im- 
pressions are of uniform density. 

Speed operators have demonstrated that the silence of the 
Noiseless in no way impairs its efficiency. In every particu- 
lar of its performance the Noiseless typewriter equals the 
standard machine. Its typing is in general better because 
of its uniformity of impression and because of the undeviat- 
ingly perfect alignment which the horizontal arrangement 
gives the type surfaces. For the same reason, it is excel- 
lent for manifolding. 

[he shift of the carriage is so perfected that it eliminates 
nearly all of the vertical vibration which handicaps the or- 
dinary machine, and gives the Noiseless typewriter greater 
stability, contributing to its speed as well as to its per- 
formance. 

Underwood salesmen anticipate a wide demand for a 
noiseless machine backed by the superior Underwood ser- 
vice and the established prestige of the Underwood Type- 
writer Company. As the output increases and the sales 
area widens, orders are expected to exceed production for 


months to come 


— --——~G 


A New French Rotary Card File 

A French inventor has developed for rapid reference 
purposes a turntable card file which holds from 7,000 to 
15,000 cards, in eight drawers arranged radially on the 
turntable. The triangular spaces between the drawers 
may be used as writing surfaces and at the center is an 
inkwell. 

Handles around the perimeter of the polygonal turn- 
table base facilitate the turning of the table, which may be 
equipped with either ball-bearings or roller bearings. The 
diameter of the table is forty inches and it weighs about 
forty pounds without the cards. 

The inventor, whose personal business prevents his 
looking after the manufacturing and marketing of his de- 
vice, is desirous of selling his patent or granting manufac- 
turing licenses. Communications may be addressed to him 
Gerard Boury, 62 Rue Jules-Boucly, Flers- 
Breucq (par Croix), Northern France. 


as follows: 


_ ~~ > 


Sheaffer Combination Fountain Pen and Pencil 


The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
offers the dealer trade the new “Pen-pencil”—a combination 
fountain pen and mechanical pencil. This is not a part 
of the “Lifetime” line, but bears the usual guarantee 
against defects in workmanship, and will withstand the 
usual usage to which the average individual puts his pen 
or pencil. Three colors are available—black and pearl, jade 
green or black 

The “Pen-pencil” is equipped with the “balance” con- 
struction cap, which makes it especially comfortable in use 


by writers wishing a combined pen and pencil. 

















SHEAFFER COMBINATION WRITING 


INSTRUMENT—THE “PEN-PENCIL” 
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Mutschler Introduces Some Turned Leg Tables 
The Mutschler Ind., is 


showing a number of new turned leg tables in its latest 


Brothers Company, Nappanee, 


catalogue No. 28. The new tables include models in quar- 
tered oak, walnut and mahogany 

One of them, No 
eral sizes ranging from thirty-four by sixty inches to forty- 


321, is shown here. It is made in sev- 





21, MADE BY 
COMPANY 


SAMSON TURNED LEG TABLE NO. 321, 
MUTSCHLER BROTHERS 

The larger 

back 


eight by one hundred and forty-four inches. 
models have five The drawers are dovetailed 
and front, and have 3-ply wood framed-in bottoms finished 


legs. 


The undertop is finished and is re-enforced with 
The standard finish is dull rubbed, but 


inside. 
cleat construction. 
special colors and finishes are supplied, at extra cost. 


—__<—__— 

Photographic System for Composing Newspapers 
G. F. Bagge, an electrical engineer at 2064 East 105th 
street, Cleveland, Ohio, has worked out a photographic 


process for composing matter for the printing press, elimi- 
nating the customary composing room in which metal type 
or slugs are prepared. His system provides for the auto- 


matic “justification” of individual lines, using a form of 


typewriter which produces uniform margins at both left and 
Operation of the keyboard projects photographic 
After development, 


right. 
images of the letters on a narrow film. 
printing and drying, which are accomplished automatically, 
the tape is mounted in vertical columns and is then ready 
to be assembled into a newspaper page. This is reproduced 
by the zinc etching process, and becomes the pattern from 
which the stereotype plates are made for printing on the 
perfecting press. Cartoons and illustrations are prepared 
as at present, and are inserted in the assembled page before 
photo engraving. 

The “Photo-Composer” 
plate” bearing the type characters used in printing, and the 
device which feeds a photographic film behind the camera 
Instead of 


comprises a keyboard, a “master 


lens and receives the photographic impressions. 
typebars, the printing characters appear on a segment in a 
double row of letters, figures and punctuation marks near 
the outer edge of the segment. The latter operates about 
its apex about thirty-five degrees to the left or right of a 
Here we have an adaptation of the princi- 
Depressing a 


neutral position. 
ple on which the “Varityper” was designed. 
key on the board brings the corresponding character before 
the camera lens, and it is photographed. Repetition of this 
operation continues as the line is composed, step by step. 
Che analogy with the “Varityper” continues in the advance- 
Impact of type with anvil is 
shutter to 


ment of the film one space. 
replaced by suitable 
control the exposure of the character on the 
The film is developed and a contact print made. 


operation of the camera 
segment to 
light. 

Estimates made by Mr. Bagge of the speed of operation 
are based on comparisons with the typebar machine. In 
practical operation the “Photo-Composer” is expected to 
attain 500 operations (keystrokes) per minute against 360 
impressions credited to the typebar telegraph machine with 
its heavier inertia load. The segment with its characters is 


very light. Type faces can be varied by changing the 
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segment. The size of characters from any individual seg- 
ment can be varied by adjustment of the lens system. It 
is possible to obtain optical changes in the appearance of 
the characters by causing distortion in the lens system, 
producing “freak” type—comparable to the “fat and thin” 
mirrors found in amusement parks. Our information indi- 
cates that corrections are made in the matter composed 
just as the typist does as she goes along. 

Readers in larger centers where telegrams are received 
on “printers” will recognize the similarity of the “Photo- 
Composer” to the work of the telegraph machines. Messages 
are printed on paper tape which is cut to length and 
mounted on a standard telegraph blank in a subsequent 
operation. 

Mr. Bagge has adapted his principle of printing by light 
to other devices, adapted to the transmission of messages 
by wire conductor, and later by wireless. His years of 
experimentation have advanced his apparatus to a point 
where he is ready to incorporate a company and place his 
inventions on the market. 


—_———@—_—_- 
Automatic Night Depository for Banks 

\de-Arnheim, Berlin, Germany, large manufacturers of 
safes and other bank equipment, have obtained patents on 
an improved automatic night depository system for banks. 
The system includes a special safe located inside the bank 
connected by means of a chute with a lockable aperture 
in the front wall of the bank building. Every customer of 
the bank can at any hour of the day or night unlock the 
door that covers the aperture with a special key provided 
by the bank, and deposit his money or other valuables, in 
a locked, individual cash box provided for the purpose. 





wl 
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NIGHT DEPOSITORY SYSTEM FOR BANKS INVENTED BY 

Cc. ADE TRESORBAU, BERLIN, GERMANY.—At the top is 

shown the receptacle provided customers who can’t visit the 

bank during banking hours. The middle picture shows the depos- 

itory in use. At the bottom is an illustration of the timing and 

receipt printing device. and a sample of the ticket that is issued 
automaticaliy to the depositor 


The system is particularly advantageous to store keepers, 
restaurant owners, etc., who are thus relieved of the neces- 
sity of keeping their daily receipts of money in their busi- 
ness establishments over night. 
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An additional feature that appeals strongly to bank cus 
tomers is that an automatic receipt printing mechanism 
operates in conjunction with the door of depository. This 
mechanism automatically prints and ejects a receipt ticket 


bearing the name of the bank, a number, and the date and 


the hour that a deposit is made The following day the 
deposited cash boxes are ope ned, their contents checked and 
the proper entries made in the records of the customers’ 
ict ints 


he lo« k I the door ot the depository Is so made tl at 
the key cannot be withdrawn unless the door is properly 
locked Che customer is assured that his deposit is safe 


from external molestation, if the key can be withdrawn 


easily from the lock In addition, the system employs 
yrecautionary measures that prevent unauthorized or crim 
nal interference with the chute and the safe inside the bank 
building 

Further information concerning this night depository 
system may be secured from ( Ade Tresorbau, Berli 
Reinickendort-Ost ~“ommerstrasse, 15 25, Cermany 
FF. H. G 

an 

Conklin Announces Pen and Pencil Ensemble 

Che Conklin Pen Company, Toledo, O., recently intro 
duced the “Endura Ensemble,” a combination fountain pet 


and mechanical pencil which answers the demand for com 
plete writing equipment in one compact, efficient unit of 
modern desig Like all the other items in the Conkli 








CONKLIN ENDURA ENSEMBLE 


Endura line the new product is covered by an uncondi 
tional and perpetual service guarantes 

Che barrel of the Endura Pen is made of Pyroxylin, a 
practically unbreakable material The cap is rounded, 
which gives a new and pleas ng grace ol line The cap 
covers the pen potnt when the ensemble is carried in the 
pocket and when the pen is in use the cap fits on the 
pencil end The pencil end easily unscrews from the 
body of the instrument and reveals an eraser assembly 
under which is a magazine for extra leads. The pencil 


propels, repels and expels in the usual manner. 


The new ensemble is available in Conklin black and 
gold, retailing at $7.00 and the Conklin Supernal pearl and 
black retailing at $8.00. It is made in one size only, con- 
venient for pocket or lady’s hand bag, vet large enough 
to provide generous ink capacity and plenty of extra leads 

<> — 
Evansville Desk Company Presents Interesting 
Products 

The Evansville Desk Company, Incorporated 1903, man 
ufacturers of fine desks, Evansville, Ind, is offering a 
convenient and sightly walnut desk known as number 2060 


Che desk is made in three lengths, sixty inches, fifty 


five inches, and fifty inches and has a depth of thirty 
two ches Outside panels are made of walnut and 
the side panels, posts, and drawer fronts are of red 
gum stained [The desk has a one and one-quarter 
nch five-ply built up top Drawer fronts are of red 
gum with raised panel fronts Four drawers are to 
« tound in each pedestal Drawer sides and_ back 
being of hardwood dovetailed front and back with three 
ply ottoms framed in All drawers are finished on the 
inside Desks are equipped with the new metal locking 
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device controlled and automatically locked by the center 
drawer under the bed of the desk This drawer contains 
pen and pencil tray There are three by five and four 
by six card files in the third drawer of both pedestals and 
the desk is finished entirely in lacquer Posts are one 


and three-fourths inches square turned at the bottom. 





EVANSVILLE DESK 206 


1 


Another desk which the company is emphasizing is the 
number 1860 made of full quartered oak with one and one 
fourth built up quartered oak top, quartered oak panels, the 
grain running vertically and framed in on four sides. The 


drawer fronts are quartered oak with hard wood drawer 


sides dovetailed front and back Chere is a metal locking 
device and the front inside legs are shaped to eliminate 
sharp corners. The center drawer contains a pen and pencil 
tray. The top drawer in both pedestals has three by four and 
five by six files. The drawers are finished on the inside 
and have glazed finished fronts. The legs are one and 
three-fourths inches tapering to one and one-half inches 
and fitted with brass ferrules All the desks are made in 
three sizes all thirty-two inches deep and sixty, fifty-five 
and fifty inches long respectively. This desk can be fur- 
nished in oak, mahogany or walnut 


The company likewise is making a new table known as 


the 1712. This table is made with the plain oak base 
equipped with five ply one and one-fourth inch quartered 
oak top. It contains two drawers Che legs are tapered 
and protected by brass ferrules. This table may be had 


in either oak, walnut or mahogany. 


> -— 
Calculating Machine Desk Offered by Metal Office 
Furniture Company 


A new “Steelcase” desk designed specifically for use by 





CALCULATING MACHINE DESK OF 
STEEL MADE BY THE METAL OF- 
FICE FURNITURE COMPANY 
calculating machine operators has been announced by the 


Metal Office Furniture Company, Grand Rapids, Mich. It 











is 


it 
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is a small and compact desk attractive in appearance and 
practical in design. 

The new desk is forty-five inches wide, thirty inches deep 
and thirtv and a half inches high. It contains a single 


drawer that is nineteen and an eighth inches wide, twenty 
nal 


three and a half inches deep and two and nine-sixteenths 
inches high Che depressed platform for holding the cal 
culating machine is so des‘gned that the machine is held 


at the proper angle with the keytops generally on the same 


level as the desk top \ sheet steel guard extending along 


the outside edge of the platform prevents the machine from 


be g know ked off onto the floor 
\ shelf under the desk provides space for storage ol 
supplies, covers, rubbers, etc. The top is of green linoleum 
The desk is offered in a variety of finishes—olive green 
, 


enamel or walnut, mahogany or oak, baked to the steel. 


>. = 
Ault & Wiborg Announce a New Mucilage Bottle 
and Spreader 


“Stikit” is the name given to a new mucilage bottle and 
spreader recently put on the market by tie Ault & Wiborg 
l 


Company, Cine:nnati, O. It is made in combination with 
1 base that is Cesigned to be used as an ash tray Ot 
— : " ee 











AULT & WIBORG NEW “STIiKIT” MUCILAGE 
BOTTLE AND SPREADER 


course, if the owner is not a smoker, the tray can be used 
for holding such small articles as pins and clips. 

The bottle container is of polished nickel and the base 
is of oxidized copper with a mottled brown finish. No 
brush is required in using the “Stik't.”. The bottle itself 
is used like a brush, a special gauze fabric over the mouth 
permitting just the right amount of mucilage to come out in 
The fabric is always moist because the 


bottle is kept open end down in the container and the 


a uniform film 


mucilage can’t harden [he container prevents dust or 
dirt from clogging the open end of the bottle 
=_ —_ —— 
New German Cash Register 

Hannovera-Kassengesellschaft m. b. H., Peine-Hannover, 
successors to Hannovera Rechenmaschinenfabrik, Han- 
nover, Germany, recently placed a new type of cash register 
on the market. The new register appears to be of sturdy 
constructio1 It may be equipped with three different total 
keys. A roll of paper is provided for making notes in con 
nection with the sales registered Each sale is registered 
\ sales receipt is also provided Special models are made 
for the use of hotels and restaurants. 

This company also manufactures the Hannovera calcula- 
tor E. R. B. 


i. = 
New Portable Electric Check Writer 


The Hedman Manufacturing Company of Chicago, IIL, 
has put on the market what they claim to be the first port 


63 


able electrically operated check writer, its weight being but 
a few ounces over that of the hand operated machine. It 
is equipped with an universal motor. Brushing the con- 





HEDMAN PORTABLE ELECTRIC CHECK WRITER 


tact bar with the finger tips instantly sets the motor in 
motion making operation effortless. 

The new Series 700 Electric as the new line is called, 
was shown for the first time at the New York business 
show 
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Balston Automatic Spelling and Writing Machine 
Now a Fact Accomplished 

This new machine, it is claimed, writes from five to 
twenty-five times faster than the typewriter. It utilizes the 
standard keyboard arrangement, but has far fewer parts, 
and is practically noiseless. It is said to practically elimi- 
nate the human element in spelling. The inventor states 
that several styles of high speed writing machines are based 
on this invention. 

The inventor, Clyde C. Balston, claims the following 
features for his machine: 

“Whole words and phrases (or a complete line of billing 


wa. Cara Oo P 
AIAISIS!S] olor /ieT, 




















: Cic Bis N porta 
~ MIM! ewntses 
EC "C&T Rs ~ 
= 
—— - 
F FP matte aS - y 


THE RALSTON AUTOMATIC WORD AND PHRASE SPELL- 

ING AND WRITING MACHINE, SHOWING POSITION AND 

LAYOUT OF THE WORD AND PHRASE CHART.—This ma 

chine is about twice the size of a standard typewriter, but 
contains several hundred less parts. 


entry), etc., can be instantaneously spelled and written by 
the depression of only two keys. 
“The longer the word or phrase to be written, the faster 
is the writing speed. 
(Continued on page 242) 
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TWEASTY=FOURTR INTERNATIONAL 
TYPEWRITING CONTEST 


By J. N. Kimball, Contest Manager 





GEORGE L. HOSSFIELD, 
Winner of 1929 World's 
Championship 
J. N. KIMBALL 
City, Manager <« 


You asked me for the story of the International Type- 
writing Contest held at Massey Hall, Toronto, Canada, 
September 28, 1929. It tickles me immensely to write it, 
for without question it was the finest International Contest 
ever held Che results were as follows 

George L. Hossfheld made a new world’s record by writ 
ing 135 net words a minute and was declared World’s Cham 
pion Albert Tangora with a record of 131 net words a 
minute took second honors and Barney Stapert writing 125 
net words a minute came in third 

In the amateur contest Chester Soucek, Coraopolis, 
Penna., wrote 118 net words a minute to take first plac 
Richard Myers, Bonners Ferry, Idaho, came in second with 
a record of 115 net words a minute, and Lucy Harding, 
loronto, Canada, came in third with a record of 112 net 
words a minute. 

Che World’s School Novice Championship was won by 
Florence Bell, Orangeville, Ontario, Canada, who wrote 
ninety-one words a minute. Belva Kibler, Tucson, Ariz., 
came in second with a record of eighty-eight net words a 
minute, and Almira Hughes, Etna, Penna, followed closely) 
with a record of eighty-seven words a minute. The “Al 
Smith” trophy cup for which American entrants in the 
School Novice Championship contest was won by Belva 
Kibler. [This was my twenty-fourth attempt, and there 
was not a jarring note from start to finish.] 

[he report shows what was done in the way of figures 


but not the fact that in each of the three classes the 
record of last year was beaten both in number of words 
written and in the percentage of accuracy. George Hoss 
field made but one misstroke every three minutes while 
writing at the rate of eleven and two-thirds strokes per 


second—just half as many errors as last year. Again, a 
larger 1 er of novices made eighty or over, and, in fact, 
the improvement was noticeable all along the line. 


Che stage setting was perfect, and the “Sold Out” sign 
was needed, as every one of the thirty-six hundred seats 
was occupied and none was vacated until all stood up at 


’ 


e playing of “God Save the King. 


= 


here was ever a happier throng than the 
contestants at Toronto. They arrived on Wednesday be- 
fore the contest and were taken in a parade a half mile in 
length and led by the “Kilties” to the Parliament building 


Premier Ferguson. They then 











CHESTER SOUCEK, Cora- 


polis, Penna., Winner of 
. ; 1929 World’s Amateur Type 
New York writing Championship 


f Contest 


went to the city hall where Mayor McBride gave them a 
city welcome. After that it was daily work at the Hall 
until the contest. On Sunday a sight-seeing trip was made 
about Toronto, and late in the afternoon special cars with 
a diner took the contestants to Niagara Falls, where they 
found quarters waiting for them at the Clifton Hotel. 

Monday was devoted to sight-seeing at the Falls—the 
regulation ride down the river on one side and back by the 
rapids on the other. The day included a trip down behind 
the Horseshoe Falls—I doubt if any will forget it. Mon- 
day evening all boarded the cars on the American side, 
ifter undergoing the inspection of the customs officers. 
Chey were taken from Canada in three trolley cars and had 
something like a hundred pieces of baggage, but were not 
delayed at the boundary line, the officials taking the word 
of each as to what he had bought in Canada. 

And now the trouble begins. I went to Toronto with 
fear and trembling because I believed it impossible to equal 
the contest held at Sacramento last year, but my doubts 
were unnecessary. I believe we surpassed the 1928 affair, 
and now to make the 1930 contest something still better is 
what troubles me. It is going to be done, of course, but 
how? That is the rub. As a rule I can see faults to be 
remedied, but at Toronto there were none. It was the best 
yet and to beat the best is some job. 

¥ wtitien , 
Dealers Approve Sales Meetings 

The first fall meeting of the Northwest Travelers’ Club 
was held September 28, 1929, at the Andrews hotel, Min- 
neapolis, Minn. 

An outline of the club’s ““Monday Morning Store Sales 


Meeting Program” was read and discussed. A large num- 
ber of cards had been returned from dealers asking that 


[Travelers speak at their sales meetings, giving sales meet- 


ing dates, etc. 
the club’s offers of 


Judging from dealers’ responses t 
assistance in holding sales meetings it is apparent that 
many more dealers are holding or are anxious to hold reg- 
ular sales meetings this year than ever betor« 

[The Northwest Travelers’ Club is doing some fine work 
and its prediction that the sales meetings will be of great 


benefit to the dealer, salesman, the manufacturer and his 


representative is well on its way to realization. 
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The Guest Book 


IRVING FELLNER of “System,” New York City, 
spent an hour or so in this office on September 27. 

H. J. HOFFMAN, who is associated with his father 
P. A. Hoffman, in the Smead Manufacturing Company, 


Hastings, Minn., paid a visit to this office on September 30. 

JACK GREY of the McMillan Book Company, Syracuse, 
N. Y.. one of the 
States, called on September 30 


W. D. M 


wood Typewriter Company, 


best known loose leaf men in the United 
SIMMONS, advertising manager of the Under 
looked in on Office Appliances 
on September 30 and approved the new arrangement of 
ornices 


THOMAS W. MOOR! 


last month. Mr. 


of Berkeley, Calif., called early 


Moore is a manufacturers’ agent who 


handles several non-competing lines on the Coast. He is a 


veteran and widely known traveler. 


E. J. CHAPMAN of the Chapman-Helwig Company, 
Portland, Ore., Governor of Regional District No. 11 in 
1928-29, paid a call on Office Appliances the first part of 


last month while on his way to attend the twenty-fourth 
annual convention of the National Stationers Association at 
Montreal. He 
the Pacific Coast. 


R. H. (“RUBE”) BAXTER, 


lines for manufacturers catering to the stationery trade, paid 


reported increasingly good conditions on 


who handles a number of 


a visit to this journal last month just before returning to his 
York City 
and physiognomy are 
United 


home in New Mr. Baxter is a pioneer traveler 


whose name known in practically 


every city in the States where stationery stores 
flourish. 

J. D. STANTON of Berkeley, Calif., and 
LA SENAY of 
stands formerly 
Lodi, Calif., 


quarters of this journal. 


PTREFFLE R. 
Fresno, Calif., owners of the typewriter 
made by the Krieger Novelty Company, 


were among the October visitors at the head- 


W. W. ERSKINE, formerly California representative of 
the Dalton Adding Machine Company and the Ediphone of 


Thomas A. Edison, Inc., and now representative of a 


European manufacturer of duplicating machine supplies, 
called October 25. 


New York 


SCHMUCKI, 
Calculating 


GEORGE J. director of European sales 


of the Machine Company, 


York office of this journal 


Monroe spent a 
pleasant half hour in the New 
on October 2. He reports a healthy increase in business 
Mr. Schmucki is on his annua! visit to Monroe 
His office is at King William Street House, 
Arthur street, London, E. C. 4. 

CLARK A. THARP, 


equipment industry in 


in Europe. 


headquarters. 


is connected with the office 


Kan., 


who 
Leavenworth, paid a visit to 
this office a few weeks ago. 
W. R. 
Philadelphia, called some time ago. 
R. STEWART ROWLETT 


Hartford, Conn., paid a visit to this office several weeks 


TALBOT of the Polar Manufacturing Company, 


of the Sesamee Company, 


ago. 

J. T. McLAUGHLIN of the Filing Equipment Bureau, 
Boston, was a recent caller 

SAM JASON of Montreal, Canada, representing the 
Kwikstik Company, dropped in on September 28. 

JOHN H. BARR of the Barr-Morse Corporation, Ithaca, 
N. Y., visited the eastern office of this journal on Octo- 
ber 10 

\. V. BREARD of the Monroe Store & Office Equip- 
ment Company, Monroe, La., visited this office on Octo- 
ber 7 
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A. F. McARTHUR of the Sanymetal Products Company, 
Cleveland, Ohio, called on October 10. 

FRANK E. RINES of Memphis, Tenn., well known in 
the southern field of office equipment, called on October 14. 


= > —_ 
Dorsey Co. Remodels and Installs Furniture Salon 


The Dorsey Company, Dallas, Tex., recently remodeled 
its store at a cost of approximately twenty thousand dol- 


lars. The remodeling included an installation of thirteen 
office furniture display rooms on the first and mezzanine 
floors. Space is also provided for displays of standard 
models of office furniture in both steel and wood. The 


complete display is said to be the largest and most modern 
in the Southwest. 

On the first floor are nine display rooms as well as a 
roomy lobby where fine directors’ tables, lounges and other 
office furnishings are displayed. The first floor rooms carry 
out the thought of harmony in furniture, walls, lighting, 
drapes and pictures. Each room is arranged as a model 
office, all the furniture being of a specific period design. 
All the furniture shown in the display rooms on the first 
floor is made by the Macey Company of Grand Rapids, 
Mich 

On the mezzanine floor are four display rooms and lobby 
where and wood furniture is The wooden 
office furniture shown here is made by the Dietz Company, 
The chairs are products of the Colonial 


steel shown. 
Cincinnati, Ohio. 
Chair Company, Chicago. 

The Dorsey Company, founded in 1884 by James A. Dor- 
sey, is the oldest office equipment and stationery supply 








DISPLAY OF 
DIRECTORS’ ROOM FURNITURE IN THE REMODELED 


LUXURIOUS RECEPTION HALL AND 


STORE OF THE DORSEY COMPANY, DALLAS, TEXAS 

house in Dallas. James A. Dorsey was president and gen- 
eral manager until 1914, when Henry Dorsey, Sr., became 
the head of the business. Upon his death in 1928 Henry 
Dorsey, Jr., became president and general manager, in which 


capacity he has functioned ever since. 
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ELDOM is it that a 


com- 


MAYVER 


munity turns out en mass¢ 


OFFICE 


ICK=“CLARKE SEW 


\PPLIANCES 


to pay homage to a new busi 
. = 
ness establishment, and sel 
dom i is that city officials 
and men high in the ranks of FIONN TO THE BUSINESS 
business find time to pay 
SDE Soarec wo 5 teen ees FQUIDMENT DROFESSION 
ing a new home Yet this is 
what occurred when the 
Maverick-Clarke Litho Con Y 
By B.C. Reber 
pany of San Antonio, Tex., - 
held the formal opening of 
their new home on Thurs 
qdav evening October 10 | xample oT! decoration ot books Dv artistic wood 
. engr os + : ation, which beg: 
Maune ¢ Ms Chambers of -the City of San Antonic ny instead of hand illumination, which began 
:; in 14,7 
_ +} | nies i on . , P . 
pened the dedication ceremonies by paying tribute to the \ verv famous book, A Book of Hours. designing, 
hr vhich, tor fiftty-hve years had played an important printing, and engraving all done by Geotroy Tory 
‘ . _ S272 
ron the progress ot San Antonio, and on behalf of the in Paris in 1528 
: Examples of use of wood engraving on a title 
Maverick-Clarke Litho Company, he formally dedicated Pp fe ‘ 
8 ae page, Paris, 1544. 
try nu t , i) » cer i) ° J >) } . - ] 
he uilding to the service f the people t San Antonio Most magnificent modern book, printed by William 
il Southwest Texas Morris, the Kelmscott Press, Hammersmith, Eng- 
. ; Creat — 
Never before in the history of modern business through and, 1896. The Works of Geoftrey ( haucer, with 
e the Sout! tal ; ; , illustrations by the celebrated painter, D. G. Rosetti. 
u re ‘ nav mor li orat ‘par: ms ‘en le 
; ni Se a a \ Volume of the Golden Legend by William 
A t tormal opening than were prepared tor that of the Morris in 1891, type and decorations designed by 
ew home Not only did the company provide a complete Morris 
{ \ af the story of Printing in Fr 
and educational display of new and modern business equip \ volume of the History of Pri ig pen France, 
; td recently printed in five volumes in the Government 
mie t stat an rihice applian s 1 : tion ~ : " 
, on oo e m additiot printing offices in Paris 
} he , " - - 
DrOURI San Antonio tor the first time a Graphic Arts Examples of printing by leading ne printers ol 
Exhibition of printing, both ancient and modern he \merica 
- 17 
! » ) x 1 s sn t DINnNaINE 
cx if ine luded the following items \ chained be ol " tortor . hel ' dit 
‘ 7 ’ , ; \ chained book ot 1480. 
\ en-made DOOK, the earliest form of printing Book printed on cork, the lightest book ever made 
) ’ } } ? } = 
page Rae a pen made book, on vellum, illumi Bible printed in the Cherokee language using the 
ter ; ) —_ 
E i, and dating back 600 years ; Cherokee alphabet invented by the great Sequoyah 
Ive Oger eon _ pages of books made with in advance of all tribes in education 
vens and brushes, all antedating the invention of Laws of the Cherokee Nation printed in 1892. 
TVvnoog . ‘ 
ypORral hy : Book of Mormon printed in now disused Mormon 
| ages trom a book printed from wood blocks in alphabet in 1869. 
et ) . . ) wy . a} ‘ 
ihet, one volume of the Holy Scriptures of Buddha Mormon second reader printed in Mormon alphabet 
in the Tibetan language Pages wrapped in cloth in 1868 
nd bundled between two boards, the early substitute 
for binding While thousands visited this exhibit during the opening 
Engraved wood blocks containing four pages of a night. thousands of school children and teachers from every 
anes slo 0 } . y se - t } 
Jay anese block book. In printing, these blocks wer: educational institution in the city, were brought as special 
nked with brushes and a clinging paper laid on the , ; , , 
, , ~ guests on afternoons during the week oft the opening, and 
engraving and rubbed with a stiff pad. 
. rr ] " n - u ) or s 
Much-worn engraved blocks engraved in Tibet special explanations and descriptions given of the work 
First Japanese newspaper, printed from wood The new home of the Maverick-Clarke Litho Company 
cks in 1865, on one side of the paper only. , ' | | | 
\ , is housed in a fine, concrete and face brick building which 
Chinese book printed from engraved wood 
locks on paper made from the leaves of the mul dominates the immediate vicinity It is of simple, dignified 
er tree Paper was invented in China 1,100 years design, and is more beautiful for its lack of needless adorn 
b o S . Dp : } } 
efore it was made in Europe. ments Che structure is three stories with basement and 
\ Japanese picture book printed from engraved 
11 mezzanine 
vood ocks 
Book showing method of stitchine Chinese block The first floor of the building is devoted to a display of 
_ , f 
—— : business equipment, stationery, office supplies, and social 
\ three volume Japanese block book im a Case as t] f tl fi ‘ t] fA f th 
F It; ors l rcar ot WSs wor atl aiso 1 O ces ) e 
t was sold Case closed with bone fasteners ve =~ ;, sai winties : 
Facsimile of one volume of the first typographi firn Che mezzanine has additional displays of business 
ook, the Gutenberg Bibl equipment, a considerable amount of space being used in 
onal leaf feam th . — °° ™ ; 
\n a ual ileal tre ms e Gutenberg Bible order that proper settings may be attained 
Book printed in 1472 in the printshop founded by 1 the 1 k 
c , ) _ “on mor } t S lent . 1se¢ ae *K- 
Gutenberg in 1450 Phe econd floor and the ymasement are use ror toc 
, sal } } . . . IT? ‘ ”) Th 
First book printed in Roman characters in Rome rooms, while the top floor has the immense printing plant 
1470 with blank spaces provided ror words to be F t he firm. Window s on all side s nd a monitor skylight 
written in Greek inasmuch as Greek type had no the roof provide an abundance of ventilation and light 
vet beet made 1] } } 1 
- - all parts of the building 
Pliny’s Natural History, printed in Venice in 1472 ne or tm > 
by icolas lens ° . 
N P draabintatan , : A Bit of History 
Map of the world as known before Columbus dis 
covered America In order to better appreciate the position that the Maver- 
IHuminated first page of book printed in Venice i ick-Clarke Litho Company maintains amot the business 
1 \> 
aSe , interests of San Antonio and the Southwest, it 1s necessary 
I iminated pages tron a Book o Hours , . . , . oh 
te m Venice in 1501 to know something about the historv and growth of this 
An illuminated Book of Hours printed in Paris i organization 
e*> ‘ r¥ 
1520 Fiftv-three years ago, Sam Maverick, a pioneer in Texas, 
¢ 1 ’ P ' aginted ts : 
irs kK ) ‘ ' t mis printed 1 . . ’ 
Pin OK wit ~ ete title f ‘SK tee organized what was then known as the Maverick Printing 
Venice 1476, the tit ige being the torm ¢ é . 
, Company. in a four-story building back of where the Post 
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Office now stands. In 1895, the name of the firm was 
changed to the Maverick Litho-Printing Company, and the 
business moved to a larger location on West Commerce. 
Sam Maverick had relinquished some control in the busi- 
ness by then and B. F. McNulty was president, R. E. 
Wheeler, vice president, and Ned Mcllhenny, treasurer. 

In 1898 the consolidation of this frm with the printing 
business established sometime previously in Galveston by 
Robert Clarke, was effected and Clarke became the head of 
the new company, the name becoming Maverick-Clarke 
Litho Company. Business grew under the capable manage- 
ment of Mr. Clarke, and soon its activities were not con- 
fined to San Antonio, but included all of South and South- 
west Texas. 

In 1900 the sale of Clarke’s interests to C. V. 
gave the latter management of the firm, and again the busi- 


Milligan 
ness prospered. It continued to grow, without any impor- 
tant changes in its management until 1908 when W. E. 
Milligan became president upon the death of his brother, 
C. V. Milligan 

In 1926, Mr. Milligan expressed a desire of retiring from 
business and in order that this old and responsible firm 
might continue in the control of San Antonians, a group of 
local business men headed by Harry H. Rogers and Russell 
C. Hill, purchased the entire capital stock. Under the re- 
organization, Harry H. Rogers became president; Russell 
C. Hill, vice president; A. M. Scholtz, second vice president 
and general manager; and Paul H. Scholtz, secretary- 
treasurer. 

This personnel maintained until January of the present 
year, when Norman Huffaker of Norfolk, Va., became 
interested in the firm and was elected president, Mr. Rogers 
becoming chairman of the board. Other officers at present 
are: E. F. Scott, vice president; Russell C. Hill, vice presi- 
dent; A. M. Scholtz, vice president and general manager; 
Homer Rogers, secretary; D. G. Francis, treasurer; and 
William C. Church, director. 

Under the capable management of Mr. Huffaker, plans 
were made for further expansion, and for the construction 
of a new building, owned and occupied solely by this firm. 
These plans reached their completion with the opening of 
the new home 


[he Maverick-Clarke Litho Company covers one of the 
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largest trade territories of any jobber or manufacturer in 
the Southwest. Traveling salesmen represent the company 
in Texas, Louisiana, Arkansas, Oklahoma and New Mex- 
ico, as well as the Republic of Mexico. 

A remarkable fact about this firm, and one which has 
played no small part in its continued successful operation, 
is the fact that practically every man of any importance in 
the organization has been in its employ for fifteen years or 
One has been with the firm for more than forty 
years. Many of the men served their apprenticeship in 
the shops, and are still with the firm, valued employees. 

The completion of this home is a worthy achievement by 
a worthy firm. It is the culmination of fifty-three years of 
successful business achievement. It is an investment of 
nearly a half a million dollars, well spent. -The Maverick- 
Clarke Litho Company has a wide circle of friends and 
customers who have placed explicit faith in this organiza- 
tion. And their continued success indicates that this faith 


more. 


has not been misplaced. 
—_——@——— 
Aigner Company Opens Branch at Atlanta 

The G. J. Aigner Company of 503 South Jefferson street, 
Chicago, recently opened an office and storeroom at 311-313 
Peachtree Arcade, Atlanta, Ga., under the supervision of 
G. W. (“Loose Leaf”) Brownlee, a loose leaf specialist well 
known to the southern trade. 

To improve its service to the southeastern section, 
the company will provide a complete stock of merchandise 
of its manufacture for distribution east of the Mississippi 
and south of the Ohio. 

The Aigner Company who have specialized for years in 
indexes, particularly in “Patent Cut” tabs now produces a 
full line of loose leaf ledgers, binders, sheets, indexes and 
specialties. They are pushing strongly their new visible 
binders and their forms and supplies. 

The company has just mailed to the trade a new 64-page 
catalogue covering the service end of the business and di- 
rected to stationers, printers, loose leaf and blank book 
binders. Many suggestions in the way of embossed and 
air brush decorated business getters are shown. Another 
catalogue, devoted to loose leaf items exclusively is now 
ready for mailing. Copies are sent only on request, but 
may be secured by writing either the home office at 503 
South Jefferson street, or the Atlanta office. 














FINE ESTABLISHMENT OF THE MAVERICK-CLARKE LITHO COMPANY IN SAN ANTONIO, TEX.—At the upper left is a 


view of the office furniture department showing some of the store’s display windows. The upper right picture is also of the 
office furniture department. At the bottom is an exterior view of the splendid new building which was recently dedicated by the 
mayor of San Antonio. 
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THE LAST TWENTY-FIVE 
YEARS IN RUSSIA 


By John P. Mendeleef, Leningrad, United States of 


Soviet Russia 


INETEEN hundred four! Not many years ago accord- 
fey ing to the calendar. But how long a time when meas- 
ured by the developments of the period! How much has 
transpired in this quarter of a century, which, when com 
pared with the lifetime of man on the earth, is but a 
moment! What portentous events have occurred during 
this period throughout the entire world—especially in 
Russia—the Russian-Japanese war, the Russian revolution 
of 1905, the World war, starvation in Russia. All these 
events have had the effect of retarding, yes greatly retard- 
ing, office equipment progress; yet the progress of office 
equipment in Russian has been a tremendous achievement. 

[he causes underlying the achievement of this progress 
follow 

] [he colossal development of American industry in 
this relatively small part of industry as a whole—there have 
been so many new inventions in the way of office equip- 
ment 

2. Many of the government departments, including the 
commissariat, are run by men who for many years had been 
in exile abroad and there they learned the lesson of the 
important part which efficient office equipment plays in the 
proper organization of offices 

3. In 1914 the larger Russian business houses were sup- 
plied with the newer types of office machinery and equip- 
ment. Some of this equipment came from countries other 
than America, but most of it was American. Much credit 
for the position held by American office equipment in 
Russia must be given to a firm which was established in 
Moscow in 1863, the J. Block Company, an English firm. 
Julius Block is the son of the founder of this firm. William 
Hirshfeld is the nephew of the founder. Both of these 
gentlemen had spent some time in America on visits. In 
America they studied the various new developments in the 
office equipment industry and selected those lines best 
suited to conditions in Russia 

Thanks to them the Remington No. 2 was introduced into 
Russia in 1885. At that time the Remington machine was 
just in its infancy. Nevertheless its rise to popularity was 
rapid, especially in Russia where the office of every big 
hrm used the machine. 

According to the article by Charles Mamet on page 86 of 
your anniversary issue, French typewritermen in 1904 were 
faced by the problem of convincing business men of the 
superiority of machine writing over hand writing. So you 
can readily see that if the French, who in 1904 were in many 
respects so much more advanced than the Russia of former 
years, had to spend so much time and energy in getting 
people to use typewriters, how much greater efforts must 
have been necessary for us pioneers in this line in Russia 
fifteen or sixteen years before that time. I referred to 
myself as a pioneer—I began working in the office equip- 
ment field in 1889 At that time I was a government 
There I received for my personal 


employee at Tomboff 
use a Remington No. 5, serial No. 318. Very soon I realized 
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Mr. Mendeleef 





the superiority of machine writing over writing by hand 
and very soon after that I formed a connection with the 
J. Block Company, taking on the responsibility of being an 
agent for the whole state of Tomboff. In 1900 I resigned 
my position with the Tomboff government to devote my 
time exclusively to the J. Block Company, where I became 
head of their office equipment department 

The space at my disposal of course prevents my giving 
a detailed history of the achievements of the office equip- 
ment industry in Russia. However, I think that a fairly 
clear picture of the point Russia had reached in office equip- 
ment twenty-five years ago will be presented if I tell you 
the names of the firms which the J. Block Company repre- 
sented in 1904: 

Remington, Globe-Wernicke Company, A. B. Dick Com- 
pany, Burroughs Company, Derby Desk Company, Phoenix 
Chair Company, Davis inkstand, Cutler Desk Company, 
Chicago Perforator Company, Felt & Tarrant Company, 
Bates Numbering Machine Company, Bump’s Paper Fas- 
tener Company, Amberg Registrator (?) Company, Wabash 
Company, International Time Recording (?) Company, 
Mosler Safe Company, Cushman & Denison Dating Ma- 
chine (?) Company, Rockwell Company, and others. 

In addition to the foregoing lines which the J. Block 
Company introduced into Russia, it is only just to mention 
the following firms which also worked in Russia: 

Gerlach, Underwood; Sandberg & Sternberg, Smith 
Premier; Hagen, Hammond and Fay-Sholes; Swedish- 
American Furniture Company; and others 

In the period from 1904 to 1914, when the beginning of 
the world war halted all progress in office equipment, there 
were added to the foregoing these lines: 

Zhmilchak, L. C. Smith & Bro.; Ziff, Oliver and Monarch; 
Lirr & Rossbaum, Continental; Popoff, Ideal; and others. 

When office machines first began to be used in Russia, 
we did not have factories for the manufacture of replace- 
ment parts for used machines. Although a few plants were 
built for the manufacture of typewriter ribbons and carbon 
paper, the results gotten from these products in use were 
not very satisfactory. Then the world war, the revolution 
in Russia, and the following events cut Russia off from 
other countries which supplied the necessary parts for the 
various kinds of office machines. At that time Russian 
industry was in a critical condition. It was very necessary 
to repair machines but at that time we did not have the 
parts, not even types and levers for typewriters. During 
one period when we had no more typewriter ribbons we 
were writing through carbon paper. 

In 1922-1923 our industry began to recover and started 
well on the road to reconstruction. At that time we began 
to take action to avoid a repetition of our previous difficul- 
ties by establishing modest plants for the manufacture of 
the most necessary parts and supplies. For the last five 
years the supply has constantly been increasing and at the 
present time very good typewriter ribbons and also carbon 
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paper are made here. In spite of their high quality they are 
nevertheless cheaper than they were before. For instance, 
we now pay two roubles for 100 sheets of carbon paper. 
Before the war we paid for 100 similar sheets of carbon 
paper imported from some other country, from five to 
seven roubles. Typewriter ribbons now cost 75 kopeks. 
Before the war a similar ribbon cost one rouble 50 kopeks. 
And so I might go down the line. There are now also 
factories for the manufacture of the most necessary arti- 
cles of office equipment, such as, tables, chairs, binders, 
card index cabinets and supplies, etc., made after the 
American style. 

The main achievement from the standpoint of office 
equipment during the past five years is that we are paying 
greater attention to the rationalization of office procedure 
than ever before in our history and there has been estab- 
lished the Institute of Technical Management which takes 
in charge questions of a mechanical nature throughout the 
Russian Union. 

In addition, the industrialization of our country is pro- 
ceeding at such a rapid pace that in the near future it wil! 
become necessary to establish in this country a plant for 
the manufacture of typewriters, which has not been success- 
fully done in Russia up to the present time, although an 
attempt was made to manufacture a typewriter of Russian 
invention. According to newspaper reports typewriters will 
soon be assembled in this country from parts supplied by 
typewriter manufacturers, with whom will be made con- 
tracts for furnishing technical assistance, as was done with 
the Ford company in the line of automobiles. Afterwards 
the parts themselves will be produced in these same fac- 
tories which previously only assembled. With which firms 
contracts of this kind will be made we do not yet know; 
however, reports are that preliminary pourparlers have 
been held along this line with the Remington people in 
America and the manufacturers of the Mercedes and Tor- 
pedo in Germany. 

As to other lines of office equipment it may be stated that 
the Arithmometer (a machine of the Odhner type) is now 
being made in Moscow in the factory of the Precision 
Mechanics Trust. As to other types of office equipment 
which are not manufactured here, I may say there is a good 
field, because efficient office equipment is in great demand. 
At the present time there is special demand for the follow- 
ing office equipment lines: 

Addressing machines, autographic registers, adding ma- 
chines, billing machines, bookkeeping machines, cash regis- 
ters, duplicating machines, time recording devices, visible 
index systems, and particularly metal furniture. 

Firms who wish to be successful here must take steps 
right now to acquaint Russia with their preducts. To this 
end manufacturers should have special representatives who 
are familiar with the requirements of this market. These 
representatives should be supplied with the proper kind of 
sales literature in the Russian language, properly and 
attractively printed. For this purpose it is best to have the 
printing done in America because printing is further ad- 
vanced in America and cuts can more easily be supplied to 
the printer. Through the Amtorg (American-Russian 
Trading Organization) a permit should be secured to ship 
this literature to Russia. 

The duties of the representative should be to distribute 
this reading matter to the addresses of all prominent offices, 
answer inquiries arising from the distribution of the sales 
literature, furnish details about the line, etc. Of the possi- 
bilities for steel furniture I am particularly hopeful. We 
have practically none here and I know that interested 
Prospects will be glad to apply to the government for the 
necessary permit to import such equipment from America. 
Without special government permission nothing can be 
imported into Russia. 
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While American industries have in the Amtorg a very 
good commercial representative in Russia, it seems to me 
to be impossible for the Amtorg to devote special efforts 
to office equipment. Thus, while the Amtorg furnishes an 
excellent point of contact between American industry in 
general and Russia, it is manifestly not possible for the 
Amtorg to devote its time and efforts to furthering the 
interests of individual manufacturers and the individual 


lines of office equipment. 
a 


Russian Typewriter Inventor Is Versatile 

Office Appliances has several times referred to a type- 
writer invented by Professor Tsiolkovski, of Kaluga. We 
have also mentioned Professor Tsiolkovski’s work in con- 
nection with inter-planetary rockets. Now through the 
courtesy of our friend, John P. Mendeleeff, we have recently 
received another proof of Professor Tsiolkovski’s versatility 
in a booklet describing and illustrating by detailed sketches 
an all-metal dirigible invented by Tsiolkovski. The booklet 
is particularly interesting in view of the fact that a similar 
American airship has just recently completed the first suc- 
cessful flight made by a craft of its type. 


ee 
German Typewriter Maker Offers Aid to Soviet Plan 

The United States Department of Commerce has fur- 
nished the following abstract from Trade and Industry 
Gazette concerning the project to establish a plant for the 
manufacture of typewriters in Russia: 

“It may be interesting to note that according to the 
latest newspaper report, a German firm, ‘Mercedes,’ has 
offered its technical aid for this proposition. This firm 
agrees to send to Russia fifteen German engineers for the 
organization of typewriter production, and it also agrees to 
admit thirty-five soviet engineers, technicians and foremen 
to work in their German factories. During the first few 
years typewriters will be assembled in Russia from the 
parts manufactured in Germany. Only four years later 
will typewriters be assembled from the parts manufactured 
in Russia itself. The Chief Machine-building Trust has 
expressed its approval of this offer, and has approached 
the Supreme Economic Council with a request that this 


offer be accepted.” 
—— 


Modern Office Equipment and the K6ln Fall Fair 

Special exhibits have resulted from competition between 
German cities. This fall, during the K6ln fair, special 
arrangements were made to put on an attractive exhibition 
called The Modern Office. The K6lIn town officials con- 
tributed some special exhibits referring to the equipment of 
town offices. The big German capitals have their own gas 
works, electricity plants, water works, etc., and of course 
nearly all modern office machines and equipment are in 
demand by municipalities. The K6ln municipality showed 
how the bulk of invoices required every. month for the 
users of gas, electricity, water, etc., are produced by address- 
ing machines in connection with adding and calculating 
machines. Duties invoiced are also managed by addressing 
machines and bookkeeping cash registers control the daily 
work of the cashier. Every capital has its own savings 
bank, while ordinary banking transactions are done. Here 
also modern bookkeeping cash registers are used in printing 
the amounts in the books of the clients and at the same 
time preserve copies for the daily journal. In connection 
with payroll work, tabulating machines are used. 

German municipalities are active buyers of modern office 
machines and equipment.—E. R. B., 


——— 
Astrawerke A. G. Chemnitz Germany Pays Fifteen 
Per Cent Dividends 
For the year ending March 31, A. G. Astrawerke, Chem- 
nitz, Germany showed a profit enabling them to pay fifteen 
per cent dividends in capital stock. Sales are reported to 
have increased.—E, R. B. 








‘a 
| 25% A =p7 C \ 


# - 


IN 


wi) OLFER LANDS gy, | 








: 2 
ni PRS atl 








Viet 















Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and ‘ths staff 


at the branch in charge of C. H. Everly at 1601 Pershing Sauare Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 


upon Office Appliances’ London Correspondent, Mr. 


W. Teignmouth Shore, 


18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore's knowledge of the office equipment business 


and its possibilities in 
counsel 


Great Britain 
valuable to 
cultivate the British 


makes his 
desiring to 
Market. 


those 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE 


APPLIANCES in the British Isles. 


New subscriptions should be sent to Mr. Shore. 


Renewal orders should be 


sent to OFFICE APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


London, Oct. 4, 1929 


E ARE now looking back on September with mixed 
feelings and forward to the weeks before Christ- 
mas with high hopes. With many office appliance 
firms September was not good. A curious and I believe 
accurate reason for the past month’s poor results, or a 


partial reason, was by a prominent typewriter 
man As you may know, we had during September 
unusually hot weather; so fine that many a chief executive 
prolonged his holiday, with the result that many orders 
were held up for a time, but they are coming in now and 


The foundation 


given me 


here. 


October should give a very good showing. 
upon which the hope of ever increasing business is built 
is the big and small 


business men here in the organization of their offices and 


ever increasing interest shown by 
their keen desire to bring themselves up-to-date, securing 
A sign of the times 


hands in 


the greatest efficiency and economy. 
is the greatly increased interest shown on all 
commercial education as a whole and particularly training 
in marketing and salesmanship. It is realized that mar- 
keting begins in the factory and ends when the purchase 
price of the goods produced has been paid in by custom- 
ers. Marketing is seen to be not a thing apart but an 
integral part of the whole business of commerce and man- 
ufacture. Further, it is realized that not the factory only, 
but the office also, must be equipped with the latest ma- 
chinery and run on the finest methods; or in other words, 
not only the products of the factory but of the office also 
must be of the very best. 

A direct proof of this movement has 
During the last few weeks I have been delivering lectures 
on marketing and salesmanship, including of course office 
organization, to a bunch of some twenty students who are 
paying a big—but not too big—fee for training in business. 
Eton, 


come my way. 


All of them came from our great public schools, 


Yarrow, Westminster, Charterhouse, and so on. Some were 


university undergraduates, and all were going into business 


with every promise of obtaining prominence. A few years 


would not have been possible to have gathered 


together such a class or to have persuaded business fathers 


ago it 


to put up the money for their sons to secure such a train- 
ing as this, for the simple reason that it was not under- 
stood that it is vitally necessary for young men to learn 
much before they are qualified to go to work. The interest, 
keenness and desire to “know” shown by these students 
struck me greatly; it was a treat to talk to and with them. 
These are the men who will soon be buyers of office appli- 
ances! They will be much more easily approached than 
their fathers and will not need to “be sold” to anything like 


the same extent. 


On the other hand, bad selling produces opposition and 
misunderstanding in many quarters. The firm with which 
I was talking the other day in Manchester is not unique 
in its attitude toward up-to-date office machinery and meth- 
ods. When I inquired of the head of it he had been at 
the recent Efficiency Exhibition in his city, he said that he 
had not. I asked The “We have 
no use for these systems. We know our business and how 
to run it and don’t want outsiders butting in and telling 
us we are fools and that they can make us wise.” I 
answered that this was not the method of selling adopted 
by the modern salesman, but was told rather sharply that 
it was and that salesmen tried to shove systems wholesale 
down the throats of those they approached. This man 
was an old personal friend, so I could and did speak to 
him straight, saying that a business man was a fool who 
shut his ears to news of new and may-be good things; that 
I could quite understand his rejecting much that was offered 
him, but that I could not understand his refusing to allow 
I think 


why? answer was: 


himself the opportunity of judging for himself. 
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he will go to the next efficiency exhibition and will give 
salesmen a wiser hearing in future! But for one that is 
converted thus by chance, how many are there who are 
not so approached? As I have often said before, I do 
feel sure that there is still room for improvement in the 
sales methods adopted by many of our and your office 
appliance firms and also that there is still room for much 
missionary work. 
Business Efficiency Exhibition 

The latest Business Efficiency Exhibition, organized by 
the Office Appliance Trades Association of Great Britain 
and Ireland, was held in the Free Trade Hall, Manchester, 
September 18-28, and was a great success. The inaugural 
dinner was attended by a large number of the leading busi- 
ness men of the city, the chief guest being Mr. H. W. Lee, 
president of the Manchester Chamber of Commerce. 

The chairman of the exhibition, Mr. A. W. Thomas, a 
right “Royal” typewriter man, in submitting the toast of 
the “Business Efficiency Exhibition,” said they made no 
apology for again coming to Manchester. They had always 
been treated well there, and he could assure them that 
they were hopeful of manitaining the same spirit of amity 
for many years to come. The exhibition was now in their 
midst, and they were hopeful that it would do something 
to make up the leeway and redeem some of the losses that 
the recent dislocations of trade might have caused. He 
was certain that Manchester would appreciate the facts that 
the exhibition was with them, and that it provided an oppor- 
tunity for its business men to take advantage of the latest 
business methods such as the city demanded. He was 
proud of the enthusiastic exhibitors they had gathered to- 
gether and he was sure that if they were only given the 
chance they would prove that their presence would only 
have as a result, benefit the business community In Mr. 
H. W. Lee, the president of the Chamber of Commerce, 
they had a gentleman whose worth was known to every- 
body in the business world. 

Mr. Lee, in replying, said that after having paid a visit 
to the magnificent exhibition that the association had 
brought to the city he could not help but feel flattered at 
their request that he should say a few words. He desired 
to congratulate them upon the success they had achieved. 
It was an exhibition that had appealed to him, and he was 
sure that it would possess the same appeal to every mem- 
ber of the chamber he represented, and to every business 
man in the whole of the city. He was very glad that the 
exhibition had come to Manchester, and he did not think 
that the association could by any possibility have found a 
center which was so well deserving of the help that he 
was quite certain the exhibition would give. When he 
looked round at the band of enthusiastic young men that 
were in that room, he wondered if they realized what 
they, who were old fellows, had to put up with in their 
early days. He could remember his father coming into 
the office from 'Change—wearing his silk hat—and every 
Exchange man in those days wore silk hats, and, standing 
up at his desk, proceeding with a steel pen to write the 
necessary business letters of the day. The buyers and 
salesmen had to do the same. When as time passed, they 
desired some quicker method of conducting correspondence, 
they were told that no firm of standing used a typewriter. 
At a later time, a new adding machine came on the market 
and, to prove its worth, there was a test between one of 
the staff, who was very quick at commercial figures, and 
a representative used to the machine. It was a neck to 
neck race regarding the time taken but, to the joy of those 
who advocated the use of the machine, the result showed 
the human calculator to be wrong in his results. He 
himself had always had a great liking for new methods, but 
he came to the exhibition that day with the feeling that 
there would be nothing very much that was new to be 
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seen. He soon saw that he was wrong, and that in the 
few years that had elapsed since the last exhibition they 
had made rapid headway. He could only emphasize the 
fact that they had an exhibition that taken full advantage 
of could not fail to be of the greatest advantage to a 
community like Manchester, the greatest trading commu- 
nity, with the exception of London, in the world. “I urge 
the traders in the city, and in the surrounding districts 
to come to the exhibition, and talk to the young men who 
are in charge in order to learn the value of modern ways 
of conducting a business. They will discover methods that 
will lessen their labors very materially.” He hoped the 
exhibition would be a very great success. 

This good wish was fulfilled; the exhibition was a very 
great success, and has undoubtedly done much good in 
Manchester to the cause of office efficiency. As always, 
the success was mainly due to the energy, skill and tact 
of A. C. McLellan, the exhibition organizer. To describe 
the exhibits would be tiresome and superfluous, but it will 
interest to mention that among the exhibitors were Art 
Metal Construction Company, Burroughs Adding Machine, 
Dictaphone, Thomas A. Edison, International Multigraph, 
Kalamazoo, Moore’s Modern Methods, National Cash 
Register, Remington Typewriter, Roneo, L. C. Smith and 
Corona Typewriters, and Smith Premier Typewriter. Alto- 
gether one of the most impressive shows yet given by 
Ou whe Fe 

—— 
Australian Stationery Firm Founded Nearly a Cen- 
tury Ago 

John Sands Ltd., Sydney, New South Wales, Australia, 
one of the largest and most progressive printing, stationery 
and office equipment houses in the land of the “Southern 




















TWO VIEWS OF THE JOHN SANDS, LIMITED, ESTAB- 

LISHMENT, SYDNEY, AUSTRALIA, SAID TO BE THE 

OLDEST FIRM OF PRINTERS AND STATIONERS 

TRADING UNDER ITS ORIGINAL NAME, IN AUS- 

TRALIA.—Top: Picture of factory within the boundaries 

of the city of Sydney, on an island block. Bottom: Interior 
of the George street retail stationery store 


Cross,” proudly states that it is the oldest firm continuing 
in business under its original name in Australia. 
In 1817 John Sands, the founder, was born. Being of an 
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adventurous spirit, when he had reached the age of nineteen 
years he sold all that he possessed, bought a considerable 
amount of stationery stock and printers requirements, and 
set sail for Australia on the sailing ship, “Lady Raffles.” 
Within four days after arriving in Sydney, N. S. W., he 
had opened a stationery business in a small shop on George 


street. In 1854 he moved his establishment to larger 
quarters at 374 George street next to the General Post 
Office. 

In 1851, Mr. Sands established a business branch in Mel- 


bourne, Victoria. On the death of John Sands in 1873, 
his son Robert took command, sold out his Victorian inter- 
many changes the well known 
Sands & McDougall, Ltd., and 


put his whole energy into the new South Wales business. 


became after 
Messrs. 


ests, which 


stationery firm of 
It was due chiefly to his energy and foresight that the firm 
has become so large and successful in the field of printing 
and the merchandising of commercial stationery. 

Robert died in 1925 and the 
of the business is now in the hands of Colonel Robert S. 


Sands active management 


Board of Directors, and Grahame 


directors. Mr. 


Sands, chairman of the 
Herbert Price, 
also general manager, has been associated with the firm for 


Sands and Price, who is 
the past forty years. 

Most of the 750 employees who are at present connected 
with the company have been associated with the organiza- 
The factory, which covers a square 
boundaries of the City of 


tion for many years 
block, is within the 
Sydney, faces on four main streets, and is only a three- 
The production activities 


situated 


minute walk from the City Hall. 
of the company are divided into departments as follows: 
process blocks, compositors, artists, letterpress and litho- 
graphic tin printing, tin canister making, box 
making, engraving and binding. All the loose leaf ledger 
and card systems sold by this firm are produced in this 


printing, 


factory. 

The retail stationery store located on George street is 
one of the largest and most up-to-date in Australia. The 
illustration shows a corner of the store used for display 
purposes 

John Sands Ltd. is represented in New York City by 
A. M. Capen’s Sons Inc., 116 Broad Street. 

——— 

Swiss Stationers Celebrate Tenth Anniversary 

One of the most attractive pieces of trade association 
literature which it has been our pleasure to receive from 
abroad is a booklet of more than one hundred pages issued 


by the Swiss Stationers’ Association as a memento of the 











EXECUTIVE COMMITTEE OF SWISS STATIONER’'S AS- 

SOCIATION, 1926-—-1929.—Left to right, top row: W. Jauch, 

vice-president; F. Courvoisier, treasurer, and A. Schmid, com-— 

mitteeman. Bottom row: W. Senft, committeeman; E. Meuhl- 
berg, president, and R. von Graffenried, secretary. 


tenth anniversary of the establishment of the association. 
The book is bound in an attractive cardboard cover with 
Particularly interesting to readers not ac- 


gilt lettering. 
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quainted with Swiss practice as to languages is the bi- 
lingual character of the book, in which all important facts 
and figures are given in both German and French. A num- 
ber of pages are devoted to a detailed program of the con- 
vention which was held on the anniversary date, to the 
leaders of the organization, and to its history. Through- 
out the book left-hand pages are devoted to advertising and 
right-hand pages contain reading matter of particular inter- 
est to the Swiss stationery and office equipment trade. 
The latter two-fifths of the the booklet 
consists of articles in either French or German. To indi- 


reader text of 
cate the character of these articles we give a translation of 


some of the titles: Ten Years with the Association, The 


Benefits of the Organization, Manufacturer and Dealer, 
The Display Window, The Stationer—Some Philosophic 
Reflections, Price Protection for Trade-Marked Articles, 


The Introduction of the Pencil Industry in Switzerland, 


Good Taste in Stationery, The Future of the Swiss Sta- 
tioners’ Association. 
iacnieilliiaigies 
Friends Join Gaston Ravisse in Celebrating “Mon 
Bureau” Anniversary 

That excellent French office equipment periodical, “Mon 
Bureau,” will pass its twentieth anniversary in November, 
1929, and the friends of Gaston Ravisse, head of the “Mon 
3ureau” organization, will join in a celebration of this 
happy event and will bring to Mr. Ravisse a manifestation 
of affection and esteem for the great work he has done for 
the industry in France. 

At the time of the next Office Equipment Exposition, 
November, 1929, a souvenir will be offered to Mr. Ravisse 
in the presence of the subscribers thereto, and also a gold 
book containing the signatures of subscribers. 

Among the men who, foremost in France, directed their 
attention to scientific organization, Gaston Ravisse, born 
at Calais in 1877, occupies a place by himself. 

At the conclusion of his studies which made him a doctor 
of law, Mr. Ravisse became greatly interested in the work 
of the office and everything pertaining to it. This interest 
was perhaps due in part to the fact that one of his ancestors 
in Italy had invented a typewriter. When, about his thirtieth 
year, he came to settle in Paris, there was but little thought 
given in France to the problems of office organization. The 
works of Taylor had not yet been published. However, Mr. 
Ravisse engaged in research work and to what he read he 
added the fruit of his own thoughts. 

To carry out his ideas he established in 1909 the monthly 
magazine, “Mon Bureau,” which he has regularly pub- 
lished ever since. This publication marked the point of 
departure of the movement of opinion which today is seen 
to be blossoming in favor of the organization of work, 
especially in the office. 

In 1910, at his own expense, Mr. Ravisse put over the first 
office equipment exposition accompanied by educational 
conferences. The event met with great success and resulted 
in the founding of the Syndicate Chamber of Commercial 
Organization, of which society Mr. Ravisse has been for 
fifteen years secretary-general. He managed the expositions 
held each year since 1913 except during the war, when he 
was at the front. 

These expositions soon took to themselves, in coopera- 
tion with public officers, the Weeks of Office Organization, 
which have left enduring marks by the publication through 
their efforts of a number of collective volumes. These 
works today are found in all technical libraries, as well as 
those written personally by Mr. Ravisse, whose writings 
present sound facts and reasoning as well as beauty of 
style. 

In 1920 came the French Conference upon Organization, 


which later became the National Committee. Here Mr. 
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Ravisse formed a part of the group. This institution had 
charge of preparing the fourth International Congress 
which gathered in Paris in June, 1929. The documentary 
section was under the presidency of Gaston Ravisse who 
presented an exposition of plans, graphs, photographs, etc., 
concerning organization. This work was highly appre- 
ciated by delegates. 
All who have followed Mr. Ravisse during his career are 
convinced that he merits the regard of everyone. 
ee 
German Stationers’ Association Completes Decade 
“Forward to deeds ever new let us go 
With courage inspired and hearts all aglow.” 
This clarion call to new accomplishments constitutes the 
closing lines of the prologue to the tenth anniversary pub- 
lication of the National Association of German Paper and 





ARTHUR 


GUTHKE, Presi- 
lent of the National Associa- 


tion of German Paper and 
Stationery Dealers 
Stationery Dealers. This special issue of Der Papier- 


haendler, the organ of the association, is from every stand- 
point a most creditable publication. It consists of 128 
pages and cover, printed in black and colors, the cover in 
blue, black and gold. The prologue referred to above is 
by Arthur Guthke, whose greetings to Office Appliances on 
the twenty-fifth anniversary of the magazine were published 
in our June number. Mr. Guthke in his statement at the 
beginning of the anniversary issue of Der Papierhaendler 
has given the trade of Germany and German-speaking peo- 
ple a real piece of literature, and the translated lines at the 
head of this article can but inadequately express the spirit 
and content of the prologue as it impresses the reader of 
the original German. 

The four paragraphs of the prologue while dealing pri- 
marily with the association express the spirit of the new 
Germany as a whole, arising phoenix-like from the finan- 
cial and industrial ruins of the post-war period. Grateful 
acknowledgments are paid to the founders of the associa- 
tion, its leaders during the past ten years, other trade bodies 
which have helped, and to the manufacturers who by their 
cooperation with dealers, all of whom have made possible 
the progress which the association has made and the greater 
things which it hopes to accomplish in the future. 

The anniversary issue as a whole constitutes a veritable 
textbook dealing with the association, its history and 
make-up, its relationships with other associations, and the 
problems most commonly confronting paper and stationery 
dealers in Germany. 

Particularly commendable was the thought of including 
in this anniversary issue, which dealers will no doubt long 
preserve for reference, articles dealing concisely and yet 
authoritatively with problems which confront the dealer 
daily. 
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Office Appliances sends greetings and felicitations to the 
Reichsbund Deutscher Papier- und Schreibwarenhaendler 
upon the celebration of its tenth anniversary and, too, con- 
gratulations on the excellent publication which marked the 
event. 

Ee 
German Merger in Steel Office Equipment 

From Dusseldorf, the center of German steel production 
comes the report of an intention to create a merger among 
steel office furniture manufacturers, who, it is said, are 
inclined to give the question full consideration. The inten- 
tion appears to be first to create a loose merger to study 
the different points of view between the steel office furni- 
ture manufacturers. The sale of steel office furniture has 
increased in recent years.—E. R. B. 

———— 


Amplifying Correction of August Item 

In the August issue of Office Appliances was printed an 
item regarding the fountain pen situation in Germany, 
which prompted the correction printed on page 31 of the 
October issue. 

Mr. A. R. Zoccola, managing director, The Parker Pen 
Company, Ltd., London, has called our attention to addi- 
tional inaccuracies in the August item, the statement, “It is 
said that the ‘Kaweco’ and ‘Mont Blanc’ were the best 
known pens in Germany.” Mr. Zoccola concedes the pos- 
sibility of this being a fact in 1927. However, since the 
beginning of 1928 The Parker Pen Co., Ltd., has con- 
ducted a very intensive advertising campaign in Germany— 
“a much greater campaign than that of any other concern.” 
Mr. Zoccola holds that “today the Parker pen is as well 
known in Germany as any other brand of fountain pen, if 


not better.” 
——— 


Size of “AmX” Travelers’ Checks Reduced 
The American Express Company has reduced the size 
of its travelers’ checks, bringing them to approximately 
the size of the new currency of the United States. 














MISS VAUGHAN BRUNCKHORST OF 
QUEENSLAND, AUSTRALIA, DEMOUNT- 
ABLE TYPEWRITER OPERATOR, WHO 
WON FIRST PLACE IN THE LAST STATE 


TYPISTS’ EXAMINATION AT BRISBANE 
IN COMPETITION WITH 223 OTHER CAN- 
DIDATES—A letter from the Rebuilt Ty 

writer Company, Ltd., Sydney, Australia, 
states that Miss Brunckhorst is only seven- 
teen years old and made the exceptionally 
high mark of 94.8 per cent. Only forty-six out 
of the 223 candidates passed the examination. 
The machine used by Miss Brunckhorst was 
the only Demountable which appeared in the 

competition. 
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GENERAL VIEW OF ONE OF 

THE THREE BIG ROOMS IN 

WHICH THE ROTTERDAM EF- 

FICIENCY EXHIBITION WAS 
HELD. 











The Rotterdam Efficiency Exhibition 

From September 19 to 26 inclusive a great efficiency exhi- 
bition was held in Rotterdam, Holland. As in former years, 
this event was organized by the Association of Importers 
and Manufacturers of Office Machines. This was the fourth 
event of the kind held under the auspices of the association 
and included the most modern aids and appliances for offices 
and works management. The exhibition was held in the 
Doelen 
tifully 


less than twenty-three participants, all important and well 


building on the Coolsingel The halls were beau- 


decked with plants and flowers and there were no 


known importers and manufacturers of office machines 


utive committee consisted of Jan de Flines, 
president; D. | retary-treasurer; Dr. L. W. 


Kramers, H. J Van Erk 


The exhibition was opened and inaugurated on Thursday, 


The exe 
( ardozo. Sse( 
Vermeulen and Cord. H 


September 19, in the morning of that day. Mr. De Flines 


of the executive committee and also president of the Asso 


ciation of Importers and Manufacturers of Office Machines, 


made a speech welcoming the members of the committee 


of honor and other ladies and gentlemen who were present 


PRINCE CONSORT ATTENDS 

THE EXHIBITION Prince 

Consort Hendrik of Holland is 

in the center of the picture. To 

the left of him is D. I. Cardozo 

and to the right is Jan de 
Flines 


He emphasized that this was the fourth exhibition of this 


nature that the organization has held. The preceding one 


took place in Amsterdam three years ago. “Here we could 


make,” he said, “acquaintance of many of the most im- 


portant novelties, bringing the machines into the eyes of 
the public. The exhibition is not a selling scheme but an 
educative and instructive event for business managers and 
others who are interested in office work. Those in doubt 


were invited to come forward with their administrative 


and other troubles and be shown how their work can be 


done more quickly, accurately and economically. Mr 
De Flines welcomed American, English and French repre- 
sentatives, all members of the boards of similar associations, 
and thanked the members of the committee of honor for 
their willingness to accept the invitation. He invited J. C. 
Veder, president of the Rotterdam Chamber of Commerce, 
to inaugurate the exhibition. 

Mr. Veder, in his remarks responding to the invitation 
of the previous speaker, emphasized the great importance 
of efficiency in business life and the advantages to be found 
which will broaden and increase the 


at the exhibition 
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knowledge of applying new inventions in office machines 


Efficiency is divided into two parts, one that one can see 


and another that is invisible. The latter part means man- 


agement of the business and the way in which those who 


are charged with management accomplish their work 


through common sense and organization makes for suc- 
g 


cess or failure. We cannot exhibit that which goes on in 


the mind, but we can show a part of the results of what 
Veder that 


people would visit the exhibition and examine the machines. 


thought has accomplished Mr. hoped many 


He thereupon declared the exposition formally opened 

Che exhibition had many visitors. In number these were 
about 120 per cent more than on the occasion of the pre- 
vious exhibition three years ago. Among prominent visit- 
ors was the Prince Consort, Prince Henry, who was shown 
over the exhibition by the president, Mr. De Flines, and 
took great interest in the machines and apparatus explained 
to him 

The toll 

at 
agon Industrie-en Handelmaatschappy, N. V. (Papier-sans- 
Veenman’s K. I. B. (Marchant 
Multimator, Sichtothek, Duplica- 
Gestetner (the Universal Duplicator); 5. M. C. 
(Hollerith etc.); 6. Allgenieine Elektrici- 
tats Gesellschaft, Oscar Markx (A. E.G 


wing concerns showed their lines 


> 


H. Vermeulen & Co. (Burroughs machines); 2. Par- 


fin, etc.); 3. Calculating 
Machines, Astra, 
tors, etc.: 4 


Ormig 


Boas machines, 


[ypewriters, etc.); 


7. N. V. Handel Maatschappy Dyckerhoff & Co. (Brandt 
Automatic Cashier); & Blikman & Sartorius (Royal Type- 
writers, Royal Billing Machine, Royal Interfold Form 


Writer, Victoria Copy Machine, Rotaprint Duplicator, Elli 
ott Addressing Machine, Machine, Art Metal 
Office Furniture, etc.); 9 
Charles Herincx (Roneo Duplicators, 
Roneodex, Steel Office Furniture, etc.); 10. A. J 


Calculating 
Proudfit 
Addressing Machines, 


Steel Loose Leaf, 
Roneot\ pe, 
Von Frytag Drabbe (Todd Chequewriters); 11. The Imperial 
Import Company (Imperial Typewriters, Barret Desk Elec- 
tric, Vireco, Viscard, etc.); 12. Algemeené Kan- 


Ad- 


Kramers & 


D. Treure, 
toormachinehandel (Mercedes Typewriters, Mercedes 
delektra, Mercedes Euklid, etc.); 13 H \ 
Zoon’s Handelmaatschappy N. V. (Adrema-Machines, 
Sundstrand); 15. N. V. Odhner 
Maatschappy (Original Odhner Calculating Machines); 16. 
(Multigraph, Multi- 
H. O.,” Alge- 


Original Rekenmachine 


Multigraph Onderneming 


graph Senior, Junior, etc.); 17. N. V. “A. 


J. Bartels 


meene Handelsonderneming (Forges de Strassbourg-Stra- 
for Steel Office Furniture, Strafodex, Agendex, Excelsior 
Addressing Machines); 18. N. V. Handel Maatschappy 


Koller & Van Os Rheinmetall calcu- 


latingmachines, 


( Nova 
Continental 


Brunsviga, 
S0ookkeeping Machines, Velo- 
Rotafix, Adrex and Vitadresse Addressing Machines, 
\kolloss Index Systems, etc.); 19. Joh. E. Post (Automatic 
Worktime 20. W. Meyers (Rapid 
Horo-Memo, Complex Dustproof Records); 21. H. Citroen 
Roto Duplicators); 22. The New Dictaphone,-Haussmann 
& v. d. Acker (Dictaphone); 23. N. V. Nationaal Kasregis- 


post, 


Apparatus); systems, 
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OFFICIALS OF THE ROTTERDAM 
EFFICIENCY EXHIBITION—Left to 
right, standing, Cord H. Van Erk: 
F. Begemann, Industrial Consultant 
for Western Holland; H. J. Ver- 
meulten, member of the Executive 
Committee; Dr. Van Lier, secretary 
of Rotterdam Chamber of Com- 
merce; Dr. C. H. Guepin, president 
of the Dutch Association for Industry 
and Commerce, and Dr. Moll, Rot- 
terdam branch manager of the Bank 
of the Netherlands. Sitting: J. C. 
Peereboom, president of the Union 
of ‘“‘The Dutch Daily Press’’; D. 1. 
Cardozo, secretary-treasurer of the 
Executive Committee; Mr. Veder, 
president of the Rotterdam Chamber 
of Commerce; Jan de Filines, presi- 
dent of the Executive Committee; F. 
K. J. Heringa, department chief of 
the Dutch Ministry of Commerce and 
Industry, and Dr. Kramers, member 
of the Executive Committee 


ters (National Bookkeeping and Statistics Machines); 24. 
N. V. Ruys’ Handelsvereeniging (Addressograph, Allsteel, 
Corona, Dalton, Elliott-Fisher, Kardex, L. C. Smith, etc.). 


—— 
Bastow Circumnavigating for Smith-Corona 
Robert Bastow, manager for the L. C. 
Smith.& Corona Typewriters, Inc., sailed for England in 
October on a trip around the world which will make him 
eligible to the Circumnavigators’ club. He will have per- 
sonal contact with the company’s representatives in Far 
Eastern countries. On this trip Mr. Bastow is scheduled to 
travel in Egypt, India, Ceylon, Burma, Siam, Straits Set- 
tlements, Dutch East Indies, Australia, New 
Zealand, Philippine Islands, Hong Kong, China, Japan, 
Hawaii and back home through San Francisco. 


foreign sales 


Indo-China, 


il 
Brussels Office of Smith Premier Moved 

The office of the Smith Premier Typewriter Company, 

Ltd., at October 1 from 8-10 rue 

d’Arenberg to 10 rue d’Ligne. The new location provides 


Brussels was moved 


more commodious and larger quarters. 




















INTERESTING PICTURES TAKEN AT THE ROTTERDAM 
EFFICIENCY EXHIBITION.—Top: The Prince Conscrt pauses 
for a moment during his tour of inspection at the entrance 


of the Blikman & Sartorius booth. Bottom: Part of the 
Blikman & Sartorius display showing many American products, 
including Royal typewriters and Art Metal steel furniture. 
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August Events Important for Germany’s Position 
Those who are interested in the economic and commer- 
cial situation of Germany, as well as in the political and 
economic relationships of the foremost allied powers toward 
Germany, may be puzzled somewhat by the events of the 
month of August of this year which favorably affect future 
developments beneficial ties likely to result. The 
most striking event in this respect is the cruise of the 
German airship “Graf Zeppelin” around the world. 

It must be mentioned that a number of typewriters used 
by various reporters also made the first trip around the 
world with the airship “Graf Zeppelin.” The Dictaphone 
which accompanied Mr. Nicolson on this airship trip has 
already been mentioned by Office Appliances in its July 


and 


number. 

Another important event was the Hague conference with 
the aim to settle all accounts of the great world war, i. e., 
to make arrangements to come to a final settlement if this 
This event means a new era in 
over the 


could be accomplished. 
future commercial and economic conditions all 
world. This new arrangement may possibly open the way 
for new business and enlarge export and import sales. The 
fact is that buying and selling, imports and exports, are 
on the highest level between nations like the United States, 
England, France and Germany. This does not refer to 
only general merchandise. The United States is also the 
largest exporter of office machinery and equipment to each 
of these countries. This fact indicates a promising future 
prosperity for the United States in its exports in the office 
equipment field. As to the general situation regarding 
exports and imports, it seems practically possible to come 
abolish obstacles to articles of 
foreign trade makes 


to mutual agreements to 
foreign manufacture, but eventually 
compensation in one way or another. 

In August the International Advertising Association held 
its meeting in Berlin, Germany, and in connection with the 
great advertising exhibition was opened. 
Something like 1,500 to 2,000 Americans came to Berlin 
because of the convention. This is the first time that the 
International Advertising Association held its convention 
in Berlin. Three large international bodies of advertising 
associations were represented: The American International 
Advertising Association, the English Advertising Associa- 
tion and the European Continental Advertising Association. 
To make the meeting possible, some new arrangement had 
to be made in order to give an international character to 
the assembly. All the European advertising men except 
the English association are organized in the European Con- 
tinental Advertising Association. Upon the day of the 
opening of the convention Mr. Younggreen, president of 
the International Advertising Association, was enthusias- 
tically cheered. The congratulations of the German Gov- 
ernment were expressed by German officials. The presidents 
of the English, French and German advertising associations 
addressed the delegates to the convention. Several Amer- 
ican and other speakers from abroad also addressed the 
delegates and the concensus is that this convention was 
an event of great importance. At the advertising exhibition 
Mr. Younggreen told the delegates that they were visiting 
a place in which advertising had long been an art and that 
it required some study to understand that in European 
countries advertising means something different than what 
Thus the advertising for Ameri- 


convention a 


American methods imply. 
can manufactured goods to be sold in European countries, 
as explained at the Berlin International Advertising Con- 
vention and Advertising Exhibition, is a matter of special 
advertising men. This convention 


interest to American 


with its great advertising exhibition made it possible for 
the American delegates to see and learn about advertising 
in Europe in that in the exhibition were shown the develop- 
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ments of advertising ideas from ancient times up to the 
present. The methods shown were, of course, quite differ- 
ent from American methods which are based on new prin- 
ciples born of the demands of modern times. However, 
American advertising to European continental buyers re- 
quires a certain sympathetic treatment. 

with from various standpoints: 
Newspaper advertising, advertising by countries, towns, 
railways, steamship lines, etc. The Hapag exhibit included 
a model of the whole city of New York in miniature and 
showed several vessels on a small body of water. The 
vessels were driven by electrical current between “Ham- 
burg and New York.” In a second hall various advertising 
devices were shown. Most of them used electrical power 
for getting attention by various means. Among the most 
interesting exhibits were the Hooven electric typewriter, 
the Rotaprint for printing letters, etc. A remarkable new 
process shown was the rotogravure, the printing of imita- 
tion wood finish on steel sheets for shelving and other office 


furniture manufacturing purposes.—E. R. B. 
i 


Dalton Gets Widespread Publicity Abroad 

The world-wide travels of William Moss, director of 
foreign sales for the Dalton Adding Machine Sales Com- 
pany, have been of great publicity value to the Dalton 
organization, if the foreign press notices which have come 
to us may be taken as a guide. Publications telling about 
Mr. Moss, his travels, and the Dalton reached us 
from several European countries and the space devoted to 
the story indicates the appeal which it has made to pub- 
lishers abroad. 


Advertising was dealt 


have 


Stockholms Dagblad, a leading daily newspaper pub- 
lished in Stockholm, Sweden, devotes a considerable part 
of its first and second reader pages to a map of Mr. Moss’ 
travels and a story about him and the Dalton. The front 
page of the issue before us is shared by Dr. Eckner and 
Mr. Moss. Mr. Moss has slightly the edge of the publicity 
over Dr. Eckner in that the headline proclaims Mr. Moss 
to be the most widely traveled man in the world. 

L’Ufficio Moderno, a prominent Italian magazine in the 
office equipment, devotes three and a half pages of text 
and illustration to Mr. Moss and the Dalton, with a due 
amount of space given to remarks complimentary to the 
beauty of Italy and to the spirit of its people, as given in 
an interview with Mr. Moss. 

ee 
Change in Location of Powers G. M. B. H. 

Deutsche Remington-Powers Lochkarten-Maschinen G. 
M. B. H., C. J. Warren, manager, announces its removal 
to Wilhelmstrasse 28, Berlin SW 48, Germany, on Septem- 
ber 16. It is also announced that the company will here- 
after be known as Powers G. M. B. H. There has been 
no change in the financial responsibility or management. 

— 

Multistamp Organizes Own Export Department 

A special notice from the Multistamp Company, Norfolk, 
Va., states that due to a change in the policies of the com- 
pany, Maxim Hershey, 2 Stone street, New York, N. Y., 
is no longer acting as general export agent for the company. 
All future export business is to be handled by a newly 
organized export department functioning in the home office 


of the company at Norfolk, Va. 
a 


Sioux City Stationer in Merger 
Office Service Company, Sioux City, Ia. has 
merged its business with the Verstegen Printing Com- 
pany of Sioux City. The store formerly used by the 
Office Service Company at 617 Nebraska street has been 
closed and a new one, operated under the direction of the 
merged interests, opened at 607 Pierce street, Sioux City 


The 
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American Traveler Finds Friendship in Antipodean 
Lands 

The proverbial little bird has whispered a vague report 

of prejudice in Australia and New Zealand against Amer- 


icans and American products. This report is hardly borne 

















GEORGE WOLCOTT ENJOYS THE 
TROPICS.—At the top, Mr. Wolcott of 
the Wilson—Jones Company is depicted 
on board a steamer from Sydney, Aus— 
tralia, bound for Papeete, Tahiti. At 
the bottom, Mr. Wolcott is shown with 
a representative of the Wahl Company, 
at Suva, Fiji Islands. 


out by the experience of a widely known loose leaf man 
who recently returned with 
naught but praise of the hospitality and uniform kindness 
with 


visited these countries and 


which he was received. It may be, of course, that 


somebody has conducted himself in a manner not creditable 


to this country, thus starting the report mentioned. But 
if there be any basis of fact for such report, this condition 
is genuinely regretted here, where Australians and New 


Zealanders are held in high esteem and where visiting citi- 
zens from both countries are received in all friendliness and 
Unfortunately, we cannot restrict all our visitors 
abroad to such personalities as Mr. Wolcott, whose experi- 


good will. 


ence is recorded below, and to other gentlemen of like social 
and business qualities. 

George Wolcott is one of the most widely known loose 
leaf men in the country and for many years has repre- 
sented the Manufacturing Company on the 
representative of the Wilson- 


Irving-Pitt 
Coast. He is 
Jones Company, with which was recently merged the Irv- 
ing-Pitt Manufacturing Company, and three years ago, The 
Sam’l Mr. Wolcott recently got back 
a trip to Australia and New Zealand and in a letter 
written a few weeks ago to the editor of Office Appliances, 
that not only did he not in any 
ill-feeling against America or Americans; but on the con- 
He said that their 
only criticism was that we do not come often enough. 


Pacific now 


Tatum Company 


from 


he said any way sense 


trary, he found every one most cordial. 


“The head of every house upon which I called,” said Mr. 


69 


Wolcott, “personally came to see the line and also had 
from ten to thirty of their key men visit my sample room.” 

“At Auckland, New Zealand,” continued Mr. Wolcott, “I 
could be for only a day so I could not take my samples out 
of bond nor had I time to arrange a sample room. The 
night before arriving in port, I fitted my small cabin up 
as a sample room. The boat docked at 7:30 a. m. An 
hour later I called on The Clark & Matheson Company, the 
largest commercial stationers in New Zealand. At 9:30 
the senior Clark and his son Stanley favored me with a 
visit to my cabin on ship board. At 10:30 they brought 
ten salesmen and at 11:30 two Burroughs men came upon 
their request. At 12:30 they completed their order and at 
2:00 p. m. the boat left the docks. To show you the spirit 
of the country, Stanley Clark and his brother journeyed 
five hundred miles down to Wellington three weeks later on 
my return trip to the United States to meet me, adding 
to the order and entertaining me most royally with ten 
New Zealand young men, escorting me on the steamer 
thirty minutes before sailing time. 

“At Sands-McDougall, Ltd., Melbourne, after schooling 
twenty salesmen, the boys presented me with a wonderful 
gold pencil in token of esteem on the day I sailed. 

“Everywhere everybody gave me every courtesy, and 
realizing that my time was short, did everything possible to 
facilitate our transactions. 

“My trip was in every way a success and I cannot con- 
ceive of more friendly receptions than were given me every 
place I called. I left with the feeling that I had been 
among ‘home folks.’ 

“Also, I brought away with me a great impression of the 
initiative and enterprise of the firms I visited. Of the fine 
plants with modern equipment and the splendid systems 
under which their business is conducted. And another 
strong impression was of the progressive spirit so apparent 
in even my brief stay.” 


——<—— 
New Head for The F. W. Roberts Company 


Announcement is made under date of October 22, of the 
election of officers of The F. W. Roberts Company of Cleve- 
land, following a stockholders meeting held October 14. 

R. B. Sanders, who has been connected with the company 
since 1893, was chosen president and manager. With him 
the following officers were named, John A. Wirtz, vice- 
president; J. D. Steigerwald, secretary, and William Brug- 
gers, treasurer. 

The F. W. Roberts Company is one of the oldest station- 
ery and printing concerns in Cleveland. Its establishment 
is located at Prospect avenue at East Fourth street. 

Mr. Sanders is well known to the stationery trade of the 
country, having done good work for the National Associa- 
tion at various times. 











A SECTION OF THE SHOW-ROOM OF THE OFFICE MA- 

CHINE DEPARTMENT OF THE FORT PITT TYPEWRITER 

COMPANY, INC., 642-644 LIBERTY AVENUE, PITTSBURGH, 
PENNA. 
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RAND VISIBLE RECORD EQUIPMENT INSTALLED BY 
HORDER’'S, INC., CHICAGO, IN THE OFFICE OF THE PURE 
MILK ASSOCIATION OF CHICAGO 


Rand Equipment as Shown by Horder 
Here is an interesting installation of Rand Visible Rex 
ord equipment recently made for the Pure Milk Association 
of Chicago by Horder’s, Inc 


The 


house the 


Rand sections shown 


A feature of this record 


three hundred eighty-four 


members’ record cards 


is that each card is arranged to cover a period of six 


years—an unusually economical arrangement. Colored sig 


nals are used to increase the efficiency of the record by 


indicating special information, such as “New Member,” etc. 


The Association is well pleased with its Rand Visible 
set-up and also with the service rendered by Horder’s 
in designing the efficient record card and in making the 
installation 

- ae — 
A Clever Invitation 

The Underwood Typewriter Company has sent out a 
clever invitation to its friends to meet them at the Grand 
Central Palace, New York City, week of October 21. There 
is a notation to the effect that the new Underwood Noise 


will be presented to the public for the first time, be- 


| 
iess 


side an unusually interesting display of other Underwood 


The world’s champion, George L. Hossfield, was 


as one of the attractions at the booth, where he 


products 
announced 
gave daily demonstrations of speed and accuracy. Execu 
tickets were enclosed with this invitation. 
atin 
Montgomery Transferred to Atlanta 
Montgomery, service manager for the Monroe 


Washington, D. C., has 


tive Days’ 


W. ! 


Calculating Machine Company at 


been transferred to Atlanta, Ga., to take charge of service 
at that point 
iu 7. 
Marshall-Jackson Store Remodeled 
Che Marshall-Jackson. Company has been operating a 


retail commercial stationery store at 26 South Clark street, 


Chicago, for about twenty years. During that time many 


changes have occurred, both in personnel and in the physi 
October 14, 1929, as a 


fitting expression of its long and successful tenure of busi 


cal appearance of the store. On 


ness in one location, the company invited its customers 


and other friends to visit its completely remodeled and 


refurnished store. 


The accompanying illustration indicates to some extent 


the changes that were made. The walls and ceilings are 
done in cream colored “Craftex.” All the old wooden 
shelving, show cases and counters have been replaced by 
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new steel equipment, installed by the Lyon Metal Products 
Incorporated, Aurora, Ill. Each of the steel-framed glass 
fitted The 
floors of the first floor and the balcony are now covered 


show cases is with individual electric lights. 


with brown linoleum and the furniture display floor with 


regular carpeting. A new lighting system as well as an 


efficient sprinkler have been in- 
stalled 

In the remodeled store there is considerably 
floor 


center aisle, there are now two four and one-half foot aisles. 


hire emergency system 


more oper 
space. Where there was formerly only one five-foot 
Together with the general color scheme of brown, tan and 
cream, this opening up of floor space makes a favorable 
impression on customers and prospects 

Concurrent with the changes made in the retail store, the 
Marshall-Jackson 213 Institute place, 
Chicago, was remodeled and re-equipped. Obsolete 
chinery was discarded, several new presses installed, some 


printing plant at 


ma- 


of the equipment rebuilt and the entire plant modernized. 
The Marshall-Jackson the 
commercial stationery organizations in Chicago. It 


Company is one of oldest 
was 
organized some fifty-four years ago as Thayer & Jackson. 
The midweek section of the Chicago Daily News for Octo- 
ber 16, 1929, printed an illustration of South Clark street 
appeared twenty-six years ago. Prominent in the 
old Thayer & Jackson 


as it 
store front of the 
About thirty years after the original com- 
Marshall 
interest and the name was changed to the 
The stock 
fourteen years ago, the majority 


picture was the 
establishment. 

purchased an 
Marshall-Jack- 


re-distributed 


pany was organized, George E. 


Company. ownership was 


son 


about remaining in the 





A STUDY IN CONTRASTS.—Pictures taken from the same 
point in the store of Marshall—Jackson Company, Chicago, before 
and after remodeling and installing new fixtures and equipment. 


Geuther and O. F. 
since 


1925 O. R. 


interest 


hands of five individuals. In 


Modene purchased a controlling and have 


actively directed the affairs of the business 
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NEW PREMISES OF THE RELIABLE 


center picture is of the o 
lower left 


ment The 
Froehlich. The 





TYPEWRITER & ADDING 
STREET, CHICAGO, ILL.—At the upper left is a view of the general offices. 
ce of General Manager A. B. 





303 WEST MONROE 





CORPORATION, 

At the upper right is the city sales depart- 

The gentleman facing to the left is Mr. 

hand picture shows the typewriter assembly department and the lower right hand picture is of the 
sample and display room, 


MACHINE 
Froehlich. 








U. S. Navy Men Use “Ink-Out Eradopens” 


Radio men and others who are constantly at work com- 
piling the records of the United States 
discovered recently as advocates of “Ink-out Eradopens.” 
Because they are human these men err occasionally and 
have taken to using Eradopens to help them in correcting 
In addition to their popularity in the larger 
Atlantic and 
Eradopens have in the possession of 
men in such distant places as Samoa, Guam and Midway, 
The Virgin Islands 


navy have been 


their records. 


naval stations along the Pacific coasts, 


been found navy 


Philippine Islands, Hawaii, Panama, 


and Alaska. 
_ > —_— —— 
Boston Stationers’ Bowling League 
Bowling League started its fall 
and winter games on October 1. The teams are composed 
Ward Manufacturing Company; 
The Carter’s Ink Company; Blake & Rebahn Company; L. 
W, Beckwith Company; Bankers’ Lithographing Com- 
pany; Thorp & Martin Company; Standard Diary Com- 
pany, and William M. L. McAdams. 
2 alieninmeals 
Chicago Stationer Tunes in on World Series 
The Wallace Stationery 201-203 East Ohio 
street, Chicago, IIL, installed a radio receiving set in its 
store during the few days that the Chicago Cubs were play- 
ing the Philadelphia Athletics to decide the world’s base- 
Many took 
advantage of the opportunity to “listen in.” 


The Boston Stationers’ 


of employees of Samuel 


Company, 


ball championship. customers and friends 


Mayor Bauer Gets a Cutaway Suit 

Early in October Mayor Ralph Bauer of Lynn, Mass., 
was invited, along with other chief executives of the Bay 
State cities, to attend the Brockton Fair. On learning 
that the visitors were expected to wear formal clothing, 
silk hat and all, Mayor Bauer wrote a little note declining 
the invitation for the reason that he had no silk hat or 
cutaway suit—“never did have one, and did not intend 
to hire one.” 

On the afternoon of October 3, however, according to 
the Boston Globe, a bundle arrived at the city hall ad- 
dressed to Mayor Bauer. It contained a silk hat, as well 
as several other types of hats, two suits of clothes and a 
cutaway suit. There was no clew as to the sender, but 
Mayor Bauer was heard to remark that his only excuse 
for not attending the Brockton Fair had been ruined. 
No further report has come to Office Appliances, but if 
the silk hat and the cutaway fitted “His Honor,” it is to 
be presumed that he visited the Brockton Fair. 


en 
M. S. Thomas with Western Wholesale Station- 
ers, Ltd. 

Word has just come from the Western Wholesale Sta- 
tioners, Ltd., successors to Schubert Office Specialty Com- 
pany, Los Angeles and San Francisco, Calif., of the 
appointment of M. S. Thomas as a traveling outside sales- 
man covering the coast territory. 

Mr. Thomas was for many years 
Neuner Corporation of Los Angeles. 


connected with the 











BUSINESS UIPMENT SECTION AT THE VIENNESE 

FAIR HELD SEPTEMBER 1 TO 7, 1929.—At the left is the 

Elliott-Fisher-—Sundstrand exhibit. At the right are displays 

of L. C. Smith and Corona typewriters and Kardex visible 
record equipment 
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DISPLAY BEING DISTRIBUTED BY THE COOKE 


& COBB COMP ANY, BROOKLY 
from materials used in producing Cooke & Cobb goods. A part NEW FACTORY OF ERROR-NO, INC., AT LITTLE FALLS, 
of the fan on the right hand side is of cloth binding; that on the N. Y¥.—Reference to the recent removal 
left is paper binding. The center background shows the futuris-— factory from Rochester to Little Falls was made in the 

tic designed paper used on some files. 








N, N. Y¥.—The display is made 














FOUR OF A KIND—VICE-PRESIDENTS ALL!—The above 
photo was taken on the Boardwalk at Atlantic City, N. J. The 
sea breezes must have suggested a good story—and they all 
seem to enjoy it. Reading from left to right: W. C. Gookin, 
vice-president, The Toledo Scale Company, Toledo, Ohio; M. 
S. Eylar, vice-president, General! Office Equipment Corporation 
and Underwood Typewriter Company, New York, ee A 

Dunlap, vice- -president in charge of sales, The , RRS Multi. 
graph Sales Company, Cleveland, Ohio, and Clement Ehret, vice-— 
president, International Business Machines Corporation, New 
York, N. Y. The occasion was the meeting of the Office Equip- 
ment Manufacturers Institute, Ambassador hotel, Atlantic City, 

N. J., September 19--: 





of the Error-No 


October issue orf page thirty-six. 
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SOME SELLING PRINCIPLES PITHILY PUT 


Traveling Salesmen’s Organization Starts Drive to Put Force and Enthusiasm into 
Retail Selling—Unique Method Already Bringing Results 


HE Northwest Travelers Club, the activities of which 

bid fair to become a factor of foremost importance in 
stimulating dealers and retail salespeople to more thought- 
ful and energetic efforts to increase retail distribution of 
office furniture and other lines now handled by commercial 
stationers, is issuing a series of cards 9% by 4 inches for 
use at Monday morning store sales meetings. These cards 
embody certain basic selling principles stated in a pointed 
and interesting style. The travelers are producing some- 
thing that sparkles. Each card is good reading. Each 
presents several points capable of discussion. 

Part of the fourth card of the series directly refers to 
office furniture. 

“There is another angle to this question of learning more 
about the merchandise you sell,” says Card No. 4. “It 
makes the work so much more interesting.” 

“*There’s a chair. Twenty dollars.’ 

“Nobody would become interested in—or talk interest- 
ingly about—or could really sell—an article with informa- 
tion like that. But when you know some real facts about 
woods and can appreciate the fine points of style and work- 
manship, that chair becomes highly interesting. You can 
talk about it with enthusiasm, and sell it in such a way that 
the customer will be prepared to find it a special purchase. 

“There are many sources of information about office 
furniture and other lines. The first and easiest is simply 
a close, careful examination of the articles themselves. 
Search out points that would be overlooked in a careless 
inspection. Note the difference in material and workman- 
ship between articles of like use selling at different prices. 

“Manufacturers’ booklets, advertisements in newspapers 


and magazines, talks with employer or buyer—all are easily 
available.” 

Here and there when perusing these cards one comes 
across pithy observations. For instance: 

“The wrinkles caused from smiling never need any beauty 
treatment.” 

“*The bump of good nature’ is a swelling that never 
hurts you.” 

“The smile beautifies and youthifies. 
like a sunrise. The frown is midnight.” 

“It is the customer who pays all salaries, directs all pro- 
motions and determines all profits.” 

And on this last subject the following paragraphs are 
peculiarly pertinent to the people who sell office furniture 
and office machines. We quote: 

“Now why did the customer pay your salary this week? 
It was for several ways in which you were of service to 


The first was Courtesy, which is the universal 


Cultivate it. ‘Tis 


him. 
language, spoken by few, but understood by all. * * 
He also paid several dollars for buying help. He looked 
to you for help because he expects you to be a specialist. 
After you had learned his needs by careful questioning, 
you showed him the item best suited to his requirements, 
explaining its quality and sent him away satisfied. 

“He also paid for Promptness, which saved him valuable 
time. He paid for Suggestions, which reminded him of 
items he had forgotten, and for Accuracy that spared him 
annoyance. And he paid for Sincerity, which gave him 
confidence in your store and its merchandise, and for the 
Satisfaction that he got out of doing business with you.” 


LUXURIOUS TREND IN OFFICE FURNITURE 


Pacific Coast Offices Accept Modern Ideas of Beauty in 
Office Furnishings and Arrangement 


The trend of the times in equipping the modern office 
in Seattle and other Coast cities has been towards more 
and more luxurious furniture, towards more magnificent 
waiting rooms to offices, as well as in the furnishing of 
executive suites, and even the rooms of junior executives 
and sub-heads of business houses, anxious to keep step with 
modern business. 


This trend has been noted in recent sales, and in the new 
demands placed upon several of the leading office equip- 
ment firms in Seattle. The Seattle Office Equipment Com- 
pany, for instance, has outfitted a new store this month 
with the most luxurious and ornamental store furniture of 
its kind; even such intimate and attractive equipment as 
“love seats” were used in the resplendent setting of the 
business house. 


Such new notes in offices and in business as the introduc- 
tion of such settees for friendly twosomes while waiting, 
as the “love seat,” have been demanded in other new offices 
being equipped in Seattle. Trick & Murray, for instance, 
have equipped numerous doctors’ and dentists’ offices with 
such furniture, and made handsome appointments in the 
waiting rooms of such professional people, where of course 
the office furniture must inspire the confidence of the 
patients. 


Numerous new brokerage houses have opened offices in 
Seattle, recently, and these also have demanded the best in 
office furniture to impress the public with the prosperity 
and standing of the firms. 

People seem to take less stock in the ill-equipped office, 
and with the definite trend in architectural beauty well 
established, business houses are vying with each other to 
bring out the hidden charm of their interiors with the finer 
furniture. 

Beauty of design in both steel and wood furniture is in 
demand, and Trick & Murray with their new office furni- 
ture department recently created since moving into its 
new headquarters on Second avenue, Seattle, have decided 
this branch of their office equipment business in a wood 
furniture section and one exclusively for steel office equip- 
ment. 

Prestige and character are implied in the success tacitly 
announced by handsome office equipment, and where public 
relations are concerned, the western office is turning more 
and more to the employment of the best furniture obtain- 
able wherever the public comes in contact with any part 
of the house, and is carrying out this trend in even the 
“private” departments of the business where even only 
the staff is maintained and visitors are not usually ad- 
mitted.—C. M. L. 
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FRANK E. TUPPER, C. H. 


President 


HUNTER, 
Chicago Manager 


EDWIN 0. 


TUPPER, 
Secretary 


TWERSTY=SIXTH ANNUAL NEW YORK 
BUSINESS SHOW 


Red Letter Event in Office Equipment Field Draws Crowds of Intelligently Interested 
People to New York’s Grand Central Palace 


CTUATED by the same impulses, thousands of business ex- 
A ecutives from all corners of the globe harkened to 
the call of the press and earnest solicitation of exhibitors 
heralding the Twenty-sixth Annual Business Show. Not 
with the thought of hilarity or entertainment but with a 
conscientious earnest purpose to peruse painstakingly the 
greatest array of business equipment, machines, devices and 
systems ever concentrated in one place, did business men 
make their annual pilgrimage to America’s Efficiency Ex- 
hibition 

Once within the imposing portals of the Grand Central 
Palace, scintillating in color and modernity, the visitor was 
instantly conscious of an atmosphere of sincerity of purpose 
engendering a warmth of friendliness and reflecting a desire 
to serve 

Notwithstanding the fact that Jupiter Pluvius put on his 
well known act on the first of the two “Executive” days, 
the Twenty-sixth Annual Business Show set new records 
for both numbers and character of visitors. Beginning with 
the visit of commercial students whose “why’s and what 
for’s” had many an old timer backed up a tree, on Monday, 
until the closing bell pealed out “finis” on Saturday night, 
exhibitors alike bore 


Frank E. 


the hearty acclaim of visitors and 


ready testimony to the able management of 
Tupper and his associates. 

The diversification of products displayed in the exhibits 
of over one hundred manufacturers was representative of 
the country’s genius and enterprise. Each one, striving for 
originality of presentation and display, portrayed the drama 
of modern business efficiency. Uncanny machines that even 
go so far as to decide who gets the fraction of a cent in 


bills; 


turniture; new 


amazing development of systems; mag- 
devices and methods, made a firm 


making out 
nihcent 
and lasting impression. 

Among the more unique exhibits, striking in conception 
and brilliant in creation, scintillating with color, was the 
New York Royal Portable Dealers Store. The show win- 
dows displayed in glorious autumn shades the variously col- 
Autumn leaves with rich silver cur- 
colors were shown 
The interior of the store pre- 


ored Royal Portables. 


tains upon which rainbow created a 


autumn setting. 


gorgeous 


sented a cozy and familiar atmosphere in agreement with 
the exterior setting. 

The spirit of the modern trend in display and art was 
admirably carried out by the exhibit of The Underwood 
Typewriter Company in the announcement of the new 
Underwood Noiseless. 

Other unique displays were those of Aluminum Company 
of America, Barr-Morse Company, Thomas A. Edison, Inc., 
William A. Force & Company, Holmes Electric Protective 
Company, Mun-Kee Products Corporation, New York Tele- 
phone Company, R. C. A. Communications, Incorporated, 
Shaw-Walker Company and Snyder Multiform Corporation. 
All in all such was the finesse and artistry predominating 
throughout that no one could scan the aisles without realiz- 
ing that the job had been well done. 


That the National Business Show is an impressive factor 
in the progress and development of the office equipment 
industry cannot be gainsaid. Viewing one of these brilliant 
expositions one cannot avoid being impressed by the magni- 
tude and vitality of the industry and its essential position in 
the conduct of the That the future 
even greater rewards and achievements for those who en- 


world’s work. holds 
gage themselves in the task of increasing efficiency in the 
conduct of business becomes apparent to anyone who will 
reflect upon the exhibits at the recent business show. 


New products were announced this year by the following 
companies: Addometer Sales Addressograph 
Company, Aluminum Company of America, American Mul- 
tigraph Sales Company, American Perforator Company, Art 
Steel Company, The Autocall Company, Automatic File & 
Index Company, Barr-Morse Corporation, Biltwell Pencil 
Company, The Bircher Company, Ralph C. Coxhead Cor- 
poration, Dictaphone Sales Corporation, Do/More Chair 
Company, Elliott Addressing Machine Company, Error-No, 
Incorporated, Felt & Tarrant Manufacturing Company, 
Gardner Company, General Office Equipment Corporation, 
Hush-A-Phone Corporation, Instograph, Ltd., International 
Business Machines Corporation, L. Link & Company, Mon- 
roe Calculating Machine Company, The Multistamp Com- 
pany, Ohmer Fare Register Company, Perfection Dry Tab 
Package Sealing Machine Company, Polar Manufacturing 


Company, 
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Company, Postage Meter Company, The Rectigraph Com- 
pany, Incorporated, Sampson Perma- 
graph Company, Shaw- Walker 
Company, Standard Mailing Machines Company, Standard 


Reiner’s Rotaprint, 


Selectograph Company, 
Register Company, Underwood Typewriter Company, Vic- 
tor Adding Machine Company, Vivid, Incorporated. 

Office Appliances wishes to express its appreciation to 
Remington-Rand, Inc., for the excellent furniture put at our 
disposal during the week and to the Royal 
Company for the use of the Royal Portable. To Herbert 
480 Lexington avenue, New York, N. Y., we 


Typewriter 


Photos, Inc., 
extend our thanks for generous cooperation in the photo- 
graphic work during the exhibition. 

THE EXHIBITS 
New York, N. Y., showed 
multigraph- 


ACE MAIL ADVERTISING, INC., 
samples of their work, including mimeographing, 
ing, etc., special emphasis being placed on the direct mail ad- 
vertising service. Miss L. E 

ADDOMETER SALES COMPANY, Lynbrook, N. Y 
ed the Addometer portable adding machines in three models; 
bridge adders, something brand new for adding bridge scores, 
from Ve-Po-Ad; Ve-Po-Ads, vest 
Manager Clarence D. Bills was in 


Hauser was in charge 


present- 


the general makeup taken 
pocket adding 
charge of this exhibit 

ADDRESSOGRAPH COMPANY, Chicago, lll, and New York, 
N. Y., showed hand operated, electrical and automatic Speed- 
aumats; hand operated, electrical and automatic Dupligraphs; 
hand operated, electrical and keyboard Graphotypes. Featured 
especially is the Model A4 automatic check writing and signing 
Addressograph with check register attachment, which fills in 
amount, the name, dividend number, date and number of a 
check on the check as well as on the stub, through a two- 
colored ribbon At the same operation it signs the check with 
an ink signature. Another machine is the Model F5 order and 
production scheduling machine, a single plate machine used in 
making out scheduling forms All Ad- 
dressograph products are now finished in a new morocco green 


machines 


production and order 


E. J. Ferris, Eastern sales manager and New York branch 
manager, was in charge 
ALLSTEEL SCALE COMPANY, INC., New York, N. Y.— 


This exhibit consisted of Triner scales as follows Four-pound 
allmail with air mail rates; three-pound candy; seventy-pound 
automatic parcel 101-pound beam parcel post and ex- 


press; nine-ounce beam letter, and automatic hardware scale. 


post; 
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President H. C. Mitchell was in charge, assisted by J. W. 
Wilkes, C. P. Monroe, E. J. Vanderhoof and G. V. Johnson. 


ALUMINUM COMPANY OF AMERICA, Pittsburgh, Penna., 
and New York, N. Y., showed their line of strong aluminum 
alloy office chairs, costumers and executive desk. F. C. Shoupe 
of the home office was in charge. 

AMBERG FILE & INDEX COMPANY, Chicago, IL, and 
New York, N. ¥Y.—Amberg indexing, demonstrating alphabetical, 
geographical and subject filing with special indexing set-ups; 
filing supplies of blank guides, metal window guides, card index 
guides, folders in manila and colors, gummed town labels, 
gummed labels, cross reference sheets, out cards and record 
ecards in colors; steel office furniture displaying filing cabinets 
of various grades, office safes, roll top, flat top and typewriter 


desks in green, walnut and mahogany, were shown. Paul G. 
Amberg, Eastern division manager, was in charge. 
AMERICAN MULTIGRAPH SALES COMPANY, THE, 


Cleveland, Ohio, and New York, N. Y., exhibited all models 
which comprise the Multigraph line, including several models 
of the Addressing Multigraph, which prints a letter, signs it 
with pen ink, dates it, fills in the name, address and salutation 
and addresses the envelope, all in one operation; the keyboard 
and lever Compotypes for composing letters and address plates; 
new items including the Set-O-Type which sets type from a 
typewriter keyboard as fast as the average typist can operate 
a typewriter; folding machine which employs new principle 
in handling paper; new inking attachment for the No. 66 Mul- 
tigraph, which makes it possible to print almost any form 
regardless of the amount of ink required. Featured especially 
is the bigger and better Multigraph which handles paper up 
to 17 inches in width and is capable of printing letters, letter- 
heads or forms, two up on a 17 by 11 sheet. W. T. Hagelin, 
manager of the mechanical and supply division, assisted by 
Walter Strain, New York division manager, and New York sales 
force, was in charge. Also in attendance were W. C. Dunlap, 
vice-president in charge of sales; R. M. Winger, assistant sales 
director in charge of advertising, and several other home office 
department heads. 

AMERICAN PERFORATOR COMPANY, THE, New York, 
N. Y., displayed perforating devices of all kinds and the Ameri- 
can endorsing machine and the American check signing ma- 
chines. The exhibit was in charge of J. F. Dillon, manager of 
New York office. 

AMERICAN SALES BOOK COMPANY, LIMITED, Elmira, 
N. Y., and New York, N. Y., featured Rediform products, in- 
cluding sales books, manifold books, carbon and miscellaneous, 
registers, register supplies and accessories; interleaved forms; 
interfolded forms and zig-zag single forms, not interleaved, 


ae a ee eee ee 


GENERAL VIEW OF THE NEW YORK BUSINESS SHOW.—Between the pillars at the top of the picture car 


be seen glimpses of some of the booths on the balcony. 


Herbert Photos, Inc., 


(This picture and those on the four following pages by 
New York City) 
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WELL ARRANGED DISPLAYS THAT PROVED EFFECTIVE.—Left side, top to bottom: Alvah Bushnell 
Company, A. B. Dick Company, General Office Equipment Corporation and The Todd Company. Right side, 
top to bottom: The National Cash Register Company, Underwood Typewriter Company, Addressograph Com 
pany and The Shaw-Walker Company 
for speeding operations where carbons are not needed This transfer file; steel card drawer cabinets for 3x5, 4x6, 5x8 and 
exhibit was under the direction of Tim Thrift, assistant sales 6x9 cards; in single and double units; waste paper baskets, 
manager, with New York Manager A. H. Phillips in local steel counters and shelving; their regular line of steel cash, 
charge bond, office and card index and security boxes; document cases 
AMERICAN TELEPHONE & TELEGRAPH COMPANY, and letter files, as well as a full line of bank teller equipment. 
New York, N. Y.—(See New York Telephone Company.) Irving M. Levy was in charge. assisted by William I. Lampel 
ART STEEL COMPANY, New York, N. Y showed steel and Gerard D. White, metropolitan representatives. Mr. Bur- 
office equipment including one, two, three and four-drawer gher was also in attendance during the week 
letter files; Deskhi stationery storage cabinet; one drawer steel AUTOCALL COMPANY, THE, Shelby, Ohio, and New York, 
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N. Y.—This was the formal! introduction of the Autocall paging and New York, N. Y., displayed three lines of Automatic steel 


system to the office appliance field The company is showing filing cabinets, including the first grade known as the Autocrat; 
their various types of automatic calling centrals and their commercial grade V-expanding file known as International, 
latest chime signals New York Manager H. R. Kirkland was and their third grade known as the Commonwealth. Also 
in charge, assisted by F. C. Thomas, W. C. Michael and J. G shown are four and eight leg type desks. Henry A. Van Houten 
Earl of the New York office Also in attendance were John manager of the eastern district, was in charge, assisted by the 
Warden, sales manager, and Ciifford Skiles, general manager, staff of sales engineers Also in attendance was D. A. Beeler, 


from home office general sales manager, from the home office. 


AUTOMATIC FILE & INDEX COMPANY, Green Bay, Wis (Continued on pag 277.) 


Company 
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SOME BELATED PICTURES UNAVOIDABLY CROWDED INTO ONE PLATE.—Left side, top to bottom: 
Stationers Loose Leaf Company, Marr Duplicator Company, The Orthwine Furniture Company, L. E. Water- 
Check Writer and The Standard Register Company. Right side, top to bottom: 
The National Cash Register Company, Victor Adding Machine Comnany, Western Furniture Company, Ralph 


Cc. Coxhead Corporation, Elbe File & Binder Company and the Multistamp Company 


man Company, “‘Speedrite’’ 
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F. S. Webster to Build a New Plant 
The F. S. Webster Company, Boston, Mass., has pur- 
chased a tract of land in Cambridge upon which it pro- 


to build a new plant. Plans and specifications have 


DD ~ 
pose 


been submitted and approved. The new factory will be 
five stories in height and contains over 100,000 square feet 
of floor space. It is to be of reinforced concrete and brick 
construction, modern in design and appearance. Work on 
construction will be started early next spring and it is 
expected the plant will be ready for occupation some time 
in the fall or winter of 1930. 
The new building is to be 
windows to provide daylight working space for all F. S 
Improved modern machinery will be 


generously supplied with 
Webster employes. 
installed, greatly increasing the manufacturing facilities of 
the company 

[he steadily increasing business of the F. S. Webster 
Company has taxed the manufacturing equipment of the 
present plant to such an extent that it was found impera- 
tive to secure larger quarters as soon as possible. When 
completed the new plant will provide ample space to care 
for present needs and also allow for still further expansion. 

_ i — — 

New Vice-president of Old Town Ribbon & Carbon 
Company 
john B October 1 entered the Old Town 
Ribbon & Carbon Company, Inc., Brooklyn, N. Y., as vice- 
president and is taking an active part in the manufacturing 
He will take over part of the 


Jenkin on 


is well as the selling end. 


work and relieve President Epstein of many of 


the burdens he has been carrying 
Mr. Jenkin is experienced in the manufacturing end of 


executive 


the business and understands formulae, mechanical opera- 
tion and plant development, having worked through all the 
play in producing 
In carrying on sales 


that into 
carbon paper and typewriter ribbons. 
work he has traveled considerably and he has a good fol- 


lowing throughout the country. 


come 


various departments 


The Old Town organization has recently opened up an 
office in Pittsburgh where S. E. Swartz has been appointed 
district manager. This office was opened up under the 


superintendency of Mr. Jenkin, who immediately returned 


to Brooklyn where he took up his work at the factory. 


Sictaindliibeepneins 

Trade Mark Infringement Alleged in Calendar Pads 
Suit has been filed in the United States District Court of 
Wisconsin by the Defiance Sales Corporation of New York 
Works, Inc., of Milwau 


j 


City against the Columbian Art 


kee. Plaintiffs allege infringement by defendants of cer- 


tain trade marks applied to calendar pads under the names 
“Jumbo 


Gem,” claimed as the 


The bill prays for the 


“Perfection,” “Gem” and 
exclusive property of the plaintiffs. 
usual remedies. 

Che defendant, the Columbia Art Works, Inc., insist that 
the facts upon which the action is based do not create an 
actionable cause, and that the language contained on their 
cartons and advertising literature in no way tends to con- 
fuse the Columbian devices with those of the Defiance Man- 
ufacturing Company. They assert that they feature their 
own trademark which establishes the identity of their own 
products and actually recognize the established trade marks 
of the Defiance Manufacturing Company by stating that 
Columbian will fit “Gem,” “Perfection,” and “Jumbo Gem” 
bases 

-— eS - 

Remington Rand Acquires Guide Business of 
Aluminum Company of America 
Remington Rand Business Service Inc., Buffalo, N. Y., 
recently purchased the aluminum guide business from the 

Aluminum Company of America. 

All the manufacturing equipment for the production of 
aluminum guides has been moved to the Remington Rand 
plant at Tonawanda, N. Y. 

An attractive thirty-page catalog describing 
trating every detail of the newly acquired line of aluminum 


and illus- 
guides is now available. 
SS 
Safe-Guard Buys “Hercules Certifier” 

Recently the Safe-Guard Check Writer Corporation, 
Pa., purchased the “Hercules Certifier” patents 
rights from the 
Mass. 


general use 


Lansdale, 
and sales 


Boston, 


and exclusive manufacturing 
Colonial Engraving Company, 

The Hercules Certifier, 
financial houses, prints and macerates the entire certifica- 


number—all 


which is in among 





amount, the date, and the 
New models of the “Hercules Certifier” 


These 


tion records—the 
in one operation. 
are already in production at the Safe-Guard plant. 
models retain all the basic features of the former ma- 


chines but embody some simplification in design and im- 
provement in appearance 
- ee 
Massachusetts Chair House Reorganized 
The house of P. Derby & Company, Inc., Gardner, Mass., 
manufacturers of office chairs, who have been carrying on 
under a receivership for several months, have completed a 


reorganization with the bringing in of new capital. There 
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has never been any interruption of business and the com- 
pany is declared to be now in a most encouraging situation 
[Those who have been active in the past will continue their 


duties. 
a 


Lee Sweeney Joins Eberhard Faber Staff 


J. Lee 
writer business, has joined the staff of the Eberhard Faber 


Sweeney, who has spent many years in the type- 
Pencil Company of Brooklyn, N. Y., where he is connected 
with the executive office, reporting directly to Mr. Faber. 

For several years in the earlier period of the development 
of the Noiseless typewriter, Mr. Sweeney was manager of 
the New York office thereof assistant 
sales director of the Remington Typewriter Company. His 
last previous assignment before joining the Eberhard Faber 
organization that of manager of the Portable 
Typewriter Division of Remington Rand, Inc., which posi- 


Later he became 


was sales 
tion he resigned to accept the one he now holds. 

Our acquaintance with Mr. Sweeney extends over almost 
the entire period of his long experience in the selling field. 
He has a clear grasp of principles and a wide knowledge of 
the industry derived from contact with dealers and others. 
He is delighted with the opportunities presented in his new 





J. LEE 


SWEENEY 
(From an old photograph) 


field of activity, in which we predict that he will find outlet 
for his initiative and enterprise. 

Mr. Sweeney's experience furnishes a capital background 
for the pencil business, for it is the stenographer who sharp- 
ens three or four pencils several times during the day. 

It is interesting that most of Mr. Sweeney’s experience 
should have been with the writing machines, the operators 
of which have been largest consumers of lead pencils. 

——— 
Prominent Automobile Man in Fountain Pen 
Industry 

The recent Chilton 
New York by a new group brings to the stationery field 
an eminent engineer in the Mr. Frederick E. 
Mokovics, formerly president of the Stutz Automobile Com- 


purchase of the Pen Company of 


person of 


pany of Indianapolis. 

Mr. Mokovics is now president of the Chilton Pen Com- 
pany toward the development of which he will direct his 
engineering skill and his broad experience in production 
and national distribution. His interest in the business was 
attracted, it is said, by the engineering features of the Chil- 
ton Company’s pen and pencil, through which was achieved 
the unusual ink capacity of the former and the propel, 
repel and expel mechanism of the latter. 

The new ownership makes large financial resources avail- 
able and plans for the extension of the business are now 
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being put into effect. Production facilities are to be in- 
creased and a national advertising campaign will be started 
in a few Design and copy for the new advertising 
is now in course of preparation in the work shop of Glen 


weeks. 








FREDERICK E. 
MOKOVICS 


Buck, Chicago, a place of origin which ensures its impres- 
siveness. The campaign will stress the oversize barrel in 
popular colors as predominant number in a line to range 
from three-fifty to twelve dollars. The effect of the new 
ownership of the company will be watched with interest. 
en 

Supplemental Opinion in Stencil Case 
On October 7 the United States Court of Appeals for the 
Second Circuit handed down a supplemental opinion in the 
suit of the A. B. Dick Company against the Simplicator 
Corporation under Hill Patent No. 1,526,982, withdrawing 
its previous finding of invalidity of, and dismissing the bill 
as to, seven claims, on the ground that a decree as to them 
would be moot. The first opinion of the appellate court, 
holding these claims invalid and finding others infringed, 
was published in the United States Daily for September 26. 
It is understood that the supplemental opinion above re- 
ferred to has to do only with claims 1, 5, 10, 15, 17, 19 and 

20. All other claims were held valid and infringed. 





Excuse Us, Please! 


Error in Seattle Typewriter Dealers’ Report 

In the September issue, under an article dealing with 
the activities of the Typewriter Dealers’ Association of 
Seattle it was erroneously stated that a committee was to 
be appointed to work out a fair allowance schedule and 
“suggested minimum price schedule.” This should have 
read: “suggested minimum labor charge schedule for re- 
pairs.” 

Another erroneous statement in the same article was 
No. 7, which stated: “All special sales plans, where chang- 
ing of prices is concerned, must first be submitted to the 
secretary and approved by the association.” The associa- 
tion takes no part, officially or otherwise, in the matter of 
prices, and the statement should have read: “All special 
sales plans must first be submitted to the secretary and 
approved by the association.”—J. C. J. M. 

a 
Mr. Stuart with Underwood 

George L. Stuart of 15 South Main street, Orlando, Fla., 
informs us that the news item published in the October 
issue concerning him is in error. 

Mr. Stuart is connected with the Underwood Typewriter 
Company instead of the Royal and has charge of the local 
sub-branch of the Underwood at Orlando. Before that he 
was in charge of the Albany, Ga., branch of the same com- 


pany. 
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W. R. and H. T. Shilling Organize New Company 
and H. T. Shil- 
Pitt Type 


Two well known typewriter men, W. R 


ling, who have successfully operated the Fort 


writer Company, Pittsburgh, Pa., have incorporated a new 
concern known as the First National Distributing Com 
any The new organization, located at 642-644 Liberty 











W. R. SHILLING H. T. SHILLING 
avenue, Pittsburgh, will confine its activities to developing 
export and import trade between the United States and 
European countries in office equipment and commercial 
stationery items 

H. T. Shilling is president of the new concern. L. W 
Frazee, another experienced office equipment man, is an 
executive officer. C. T. Zimmerman, who operated success- 
fully as an office equipment dealer both in the United 
States and in Germany is also an officer. Recently Mr 
Zimmerman and H. T. Shilling visited the manufacturing 


Europe, securing a number of items tor repre 


the United 


enters ot 
ntation States. They also arranged with a 


firm in Germany to act as European representative and buy 


g agent One of the items that is being imported and is 
w ready r distributik s the “Printvpe.” a flat bed 
' , ator 
> 
Parker Pen Earnings Rise 
( car | Due sday. (ictober Y) gave tii 
| ing statement rewar ling earnings tt Parke Pe 
Janesville, Wis 
Pa Pe vas down a fraction hght sales Che 
meced that the nine months ended Sept 
) gs ¢ the Wisconsin company, exclusive of 
reigz sidiaries, increase twenty-two per cent ¢ er the 
il st ve 
a 
Remington Rand Stock Hits High Mark 
\ ew high mark was recently reached in the market 
tat s of Remington Rand stock, according to a re 
ent issue f a New York evening newspaper The high 
irk was almost double that of a period during the first 
irt of e yea [The news item also refers to the poss! 
lit Remingt Rand merging with the Burroughs 
Adding Machine Company to form one of the largest and 
gest units in the business machine and office equip 
ams 
+e — 


Nuttall to Manage Postage Meter in Chicago 


Frank representative of the Postage 
Meter Company, has 
[he Philadelphia Office Appliance Managers’ 


and extend their 


\. Nuttall, the 
I yeen transferred from Philadelphia to 


Chicago 


Association wish him the best of success 


hands in welcome to his successor 
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Recent Additions to International Visible 
Systems Corp. 


Among recent additions to the growing organization of 
International Visible Systems Corporation of Cincinnati, 
ire E. C. Norrington, formerly New York district manager 
for Acme Card System Company; C. R. French, formerly 
Acme Card Sys- 


the 


sales tor the 


distribution and 


Block, 


manager of 


tem Company; W. F who has been associated with 


the visible equipment industry for many years on the 
Pacific Coast: and R. B. Larter, also well known on the 
Western coast as regional director; Richard C. Shoup, 
ormerly a Kardex pioneer in the southeastern territory, 
joins International as regional director, located at Atlanta, 
ind Thomas J. O’Kane, formerly with the Acme Card 


System Company for a number of years, is now advertising 


manager of the International. 
Mr 


manager of field sales 


Norrington is also regional director, and Mr. French 
> — 


O. A. Hokanson Joins Capehart Corporation 


QO. A. Hokanson, known in the typewriter field through 
his extended service with the Woodstock Typewriter Com- 
pany, has joined The Capehart Corporation, Fort Wayne, 
Ind 
ducing the “Orchestrope,” 


He is factory manager of an extensive industry pro- 
an automatic phonograph witb 





a wide field of use, including restaurants, retail stores, 
Oo. A. HOKANSON 
lancing academies, amusement places, ete In his present 
work Mr. Hokanson has abundant opportunity to exercise 
is inventive faculties and his capacity of organizing prof 
table production. 
- 
Safe-Guard Acquires “Portaprint” 

[he Safe-Guard Check Writer Corporation, Lansdale, 
Pa., has acquired the manufacturing and sales rights in 
the United States and possessions for the “Portaprint” 
duplicating machine formerly made by the Repeating 
Stamp and Duplicating Corporation 

a. 
An Attractive Advertisement 
The William F. Wholey Company, Inc., New York City, 


equipment specialists, published a sizable advertisement in 


Journal of October 13 topped by a partial 


the Wall Street 
pencil sketch of an office showing two individuals, a desk, 
lamp, etc., with artistic drapes about the window. 


Che advertisement carried a cordial invitation to readers 


ef the Wall Street Journal to visit the Wholey exhibition 
of business offices which are spacious and beautifully 
arranged with different types of suites. It is pointed out 


a newly furnished well equipped office with a distinc- 


suite is a spur to higher achievement 


that 
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Change in Hedman Home Office Personnel 

At the last meeting of the board of directors of the Hed- 
man Manufacturing Company, Chicago, B. G. Henn was 
elected vice-president and general sales manager. T. M 
Walsh was made secretary and general superintendent; 
A. F. White was elected assistant secretary and assistant 
sales manager, and E. J. Pauley was appointed office 
manager. 

The resignation was announced of Terrence O’ Donnell, 
whose success as an author has induced him to give up 
advertising for authorship. He is succeeded by J. B. F. 
Amos, who has become advertising manager and editor of 


publications 


ainsi 
Superior Tape & Sealer in Larger Quarters 

The increased manufacturing facilities required to pro- 
duce a new line of automatic tape sealing machines and 
moistening devices made it essential that the Superior Tape 
& Sealer Company, Dayton, Ohio, move into larger quar- 
ters. As additional space was not available at the former 
location new quarters were secured at 429-433 East Third 
street, Dayton, Ohio. 

Complete equipment has been installed for the manufac- 
ture of the entire Superior Tape & Sealer line, which con- 
sists of sealing machines, envelope moisteners, finger 
moisteners and printed gummed sealing tape. 

> 
Thomas Returns from Trip Abroad 

Fred N. Thomas, formerly connected with the Elliott 
Addressing Machine Company, New York City, recently 
returned from a trip to England. Mr. Thomas is inaug- 
urating a new business as dealer in used addressing ma- 
chines and equipment. His address is 53 West avenue, 


Buffalo, N. Y. 


= > 
W. N. Brand Appointed Head of Barr-Morse 
Works 


The Barr-Morse Corporation, together with its allied 


organization, Morse Products, Inc., manufacturers of the 
Barr typewriter, Allen-Wales adding machine and Poole 
clock has added to its executive forces Walter N. Brand 
as works manager. Literally born in the shadow of the 


present Remington Typewriter Works at Ilion, N. Y., Mr. 





W. N. BRAND 


Brand is fitted by training and experience for the position 
he now holds. 

After terms of study at Cornell University and Clark- 
son School of Technology, Mr. Brand joined the drafting 
and tool designing staff of the Monarch Typewriter Com- 
pany. In 1903 he joined the Smith Premier works and 
in 1911 was made assistant superintendent under E. E. 
Barney 


Later he became factory manager, which position 
he held until 1920. During that year Mr. Brand went to 
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eastern Pennsylvania, where he was assistant general 
superintendent for the Ingersoll-Rand plants, both at 
Easton, Pa., and Phillipsburg, N. J. In 1923 Mr. Brand 
found that he had sufficient spare time to take over the 
managership of the A. S. Cameron Pump Works in addi- 
tion to discharging the duties of his position with the 
Ingersoll-Rand. In May 1929 he became associated with 
the Morse organization, a connection which culminated 
in a few months in his appointment as works manager. 
aaveeentperaey 

Simmons a Director of N. Y. Advertising Club 

W. D. M. Simmons, advertising manager and manager 
of the school department of the Underwood Typewriter 
Company, has become a director of the Advertising Club of 





Ww. D. M. SIMMONS 


New York. Prior to his recent election as director Mr. 
Simmons was chairman of the National Advertising Group 
and was active in organizing the various meetings of the 
group. He has always been known for his capable organiz- 
ing ability and as a man with a marked capacity for getting 
things done. For years he has represented the Underwood 
Typewriter Company in the National Office Appliance As- 
sociation, now the Office Equipment Institute. During the 
war he served as one of the “Victory Minute Men” and was 
also on the War Council of the Y. M. C. A. in which or- 
ganization he was one of the directors of the Central 
Branch. 

Mr. Simmons started his career as a school teacher, com- 
mencing before his graduation from college and continuing 
this work for several years after his graduation in June, 
1896. He had the distinction of teaching the full blooded 
Choctaw Indians who lived in Oklahoma, then known as 
Indian territory, and can relate many interesting stories 
about his experiences in that region. 

In 1898 Mr. Simmons entered Draughon’s Business Col- 
lege in Texarkana, Texas. A year later he took a position 
with the Central Coal and Coke Company and after several 
years joined the staff of Draughon’s Business College as 
manager of the Texarkana branch. Soon afterward he 
went to Galveston to rehabilitate the branch in the city 
after the flood of 1900. From there he went to Nashville 
as vice-president and general manager of the entire chain of 
business colleges. During his years in this position the col- 
lege grew to be one of the largest institutions of the kind 
in the South, with branches in thirty cities. 

In 1908 Mr. Simmons left the college field and joined the 
Smith Premier Typewriter Company as manager of the 
Middle Tennessee district at Nashville. As a reward for 
good work, in the following year he was moved to Syra- 
cuse as school sales manager for the entire country. On the 
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merger of the Remington Typewriter Company, Smith 
Premier Company and Monarch Company in 1912, Mr. Sim- 
mons moved to New York City to join the school depart- 
ment of the new organization where part of his work was 
to train took part in the annual 


world’s championship contests. In 1914 Mr. Simmons be- 


speed operators who 
came school sales manager of the Underwood Typewriter 
Company, a position to which his early training and ex- 
perience had admirably fitted him. Soon he had the satis- 
faction of seeing Underwood school sales develop amazing- 
ly. In 1921 the duties of advertising manager were added 
to Mr. 


developed a plan of school sales promotion which is said to 


Simmons’ already heavy responsibilities. He has 
be unique in advertising history. 

A sketch embodying the facts above related appeared in 
the Advertising Club News of September 23, the weekly 
publication of the Advertising Club of New York, under the 
general caption, “Who's Who Among Our New Officers.” 


te 
Rochester Stationers Fly to Direct Mail Meet 
Four of Rochester’s stationers and printers traveled to 
the Direct Mail 
Cleveland by airplane. 
plane the morning of October 7 and arrived at Cleveland 
The plane was flown by Paul D. 


Advertising Association Convention at 


They left in a Cunningham-Hall 


in about three hours 
Wilson, the aircraft manufacturer's chief test pilot. 

K. Medcalf, vice-president; W 
department, and 


Che passengers were D 


W. Walker, manager of the engraving 

















ROCHESTER STATIONERS TAKE AIR LINE TO 
CLEVELAND They attended the convention of the Di 
rect Mail Association, In« flying in a Cunningham-—Hall 


six—passenger cabin plane Left to right: W. W. Walker, 

manager Scrantom’'s engraving department; D. K. Med- 

calf, vice-president, Scrantom’s; Paul D. Wilson, chief 

Cunningham-—Hall; W. H. Leight, advertising man 
ager, Scrantom's 


pilot 


W. H 


Accompanying them was Clifford Hewins, of the Progress 


Leight, advertising manager, all of Scrantom’s, Inc 


Print They carried a letter from the president of 


the Rochester Ad club to the president of the Cleveland 


Shop 


Advertising club, congratulating the latter on the enterprise 
and skill 


meeting The evening of arrival at 


which had gone into the preparations for the 
Cleveland the adver- 
tising pilgrims dispatched about 2,000 letters from Cleve- 
land by air mail to tell about the trip to customers and 
Rochester. 


returned to Rochester October 9, 


friends in 

Che party making the 
leveland in two hours and twenty-five minutes 
Green Carbon Supply Company Business Expands 


Che Green Carbon Supply Company, 1821 Widener build- 


trip trom ( 


ing, Philadelphia, Penna., recently opened a branch office 
and sales room at No. 4 Walsam Way Arcade, Philadelphia 
Morris Green, proprietor of the company, has been in the 
typewriter ribbon and carbon paper business in Philadelphia 
for the past thirteen years. Under his management the 
company has grown steadily, and during the last six years 
branched out into the rebuilt addressing and type dupli- 
cating machine business. Office furniture is also handled. 
A well equipped service and repair shop for office ma- 
chines is maintained [The company operates throughout 
all of metropolitan Philadelphia and in considerable of the 


surrounding territory 
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The New Arlac Rotary Duplicator 


(Note—The following description of a new rotary dupli- 
cating machine arrived too late for inclusion in the New 


Machines and Devices department, hence its appearance 
here.) 
The Arlac Dry Stencil Corporation, Pittsburgh, Pa., 


makes another contribution to the duplicating industry here. 





THE ARLAC ROTARY DUPLICATOR 


The Arlac Rotary Duplicator had its initial showing at 
the Direct Mail Advertising convention in Cleveland, Octo- 
ber 9, where it was well received. 

This device, which is available in both hand and motor- 
driven models, is the first to introduce the European prin- 
The principle is unique 
The 


which 


ciple of duplicating to this country. 
and is said to offer certain well-defined advantages. 
machine employs small-diameter twin cylinders, 
principle is said to minimize the bearing surface on the 
impression roller, resulting in extremely clear reproduction, 
with the minimum of wear on the stencil sheet. Each copy 
is produced by one turn of the handle. 

The inking arrangement—new to duplicator users in this 
country—is said to give uniform results, a maximum num- 
ber of copies and a minimum consumption of ink. 

It is stated that the ease and simplicity with which the 
machine can be cleaned and re-inked for varicolored repro- 
ductions offers distinct advantages. 

Persons interested are invited to communicate with the 
Arlac Dry Stencil Corporation, 424 Fourth Avenue, Pitts- 
burgh, Pa 

— -— ~ 


“Elsie” Division Office Opened at Philadelphia 


A. M. Simpson, division manager in the southeastern ter- 
Smith & Corona Typewriters, Inc., has 
established his offices at Room 1009, 1608 Walnut street, 
Philadelphia, Penna. The company’s Philadelphia branch 
at 1205 Walnut street will continue at that location. Mr 
Division No. 2, 
Maryland, 


ritory for the L. C. 


Simmons which includes 
New Jersey, 


North Carolina, South Carolina, Florida, Georgia and Ala- 


has charge of 
Eastern Pennsylvania, Virginia, 
In this division are located branch offices at New- 
Richmond, Jack- 


bama. 
ark, 
sonville and Atlanta. 

Mr. Simpson had been manager of the company’s San 


Philadelphia, Scranton, Baltimore, 


Francisco branch before being transferred to the manage- 


ment of Division No. 2 
oe 
Lyon Opens Office at Albany 
Lyon Metal Products, Incorporated, has established a 


new Class A engineering sales office in the Standard build- 
ing at Albany, N. Y. B. Throckmor- 
ton, who has been with the organization over sixteen years. 
He started with the New York office as a salesman. The 
past six years he has been at the Boston district office, 
where he has made an enviable record. The new office 
will serve Eastern New York, Western Massachusetts and 
the state of Vermont. 


It is in charge of J. 
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Dinner of San Francisco Typewriter Dealers 

The San Francisco Typewriter Dealers’ Association held 
the October meeting the 16th, a dinner at the Elks’ culb. 
The Underwood Typewriter Company became a member, 
thus bringing the association’s membership up to prac 
tically one hundred per cent representation of the type- 
writer fraternity. The organization has been operating 
for some three years. 

Resolutions were passed at the October meeting that 
letters be sent to all the typewriter dealers’ associations of 
the Pacific coast, and also a letter to the National Asso- 
ciation, offering any assistance that the association here 
may be able to render, as a local organization. Other 
action taken, though not adopted in the form of a resolu- 
tion, was a decision to list with each individual member 
any stock of machines that are obsolete or not moving. 
Both these moves were proposed by the president of the 
association, H. C. Hastings, of the San Francisco Type- 
writer Exchange. 

Speaking for Office Appliances regarding the plan to list 
discontinued lines of machines, etc., Mr. Hastings said that 
undoubtedly many of the dealers have on hand some ma- 
chines which have become more or less obsolete but for 
which there is still a limited but definite demand. With 
a complete list of such machines in the possession of each 
dealer, a prospect who might apply to a firm not in pos- 
session of such a machine, by reference to the proposed list 
would be enabled to send the prospect to the dealer who 
has one in stock. Mr. Hastings also said that the asso- 
ciation stands ready to do anything in its power to co 
operate as far as it can with other associations. 


At the October meeting the association instructed its 
attorney to send a letter to all the pawnbrokers, advising 
them that the organization will vigorously prosecute any 
case where the typewriters of members are pawned, and 
no compromise will be made in cases where stolen type- 
writers have been paid for by pawnbrokers. 


The first action by the attorney of the San Francisco 
Typewriter Dealers’ Association looking to the recovery 
of stolen typewriters that had been pawned, brought the 
return of the machines from the pawnbroker who had 
them, and without any cost to the association, according 
to H. J. Hastings. He said that heretofore it has been the 
custom to buy back stolen machines that have been 
pledged with pawnbrokers. <A test case, however, was 
made of the one in which the association members obtained 
back his machines and the pawnbroker gave them up, and 
lost what he had loaned on them. 

Action was taken against the rest of the pawnbrokers 
who had loaned money on stolen machines. At first a 
hfty-fifty compromise was oftered by the pawnbrokers, who 
had apparently loaned money on the machines in good 
faith. Having won their test case, however, the dealers 
refused to accept a compromise. Mr. Hastings stated that 
this action will result in much greater care on the part of 
pawnbrokers in loaning money on typewriters. 


OO  —— 


Kruse Heads Cleveland Office of Varityper 


A. J. Kruse has been appointed Cleveland branch man- 
ager of the Varityper Company and has leased additional 
space on the eighth floor of the Finance building on Pros- 
pect avenue, where a complete stock of these machines will 
be carried. Mr. Kruse is well known in the trade, having 
been with the Elliott-Fisher organization for fifteen years. 
In 1920 he started in business for himself under the name 
of the Kruse Service Company, selling used Elliott-Fisher 
equipment. Three years ago he was appointed a Hammond 
dealer which the Varityper has succeeded.—A. E. D. 
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C. B. Mathes Visits New England Centers 

C. B. Mathes, vice-president and general sales manager 
of The Conklin Pen Company, visited various New England 
centers after attending the Montreal convention of The 
National Stationers’ Association in October. He then re- 
turned to the home office at Toledo, accompanied by Mrs. 
Mathes. 

The application of new sales and distribution policies 
to the eastern market several months ago has increased 
Conklin business largely in that territory. 

The 1930 plans of The Conklin Pen Company will in- 
tensify the characteristics of product and service, which 
within the past two years have made Conklin an outstand- 
ing source for writing equipment designed in the modern 
modes. The company’s sales volume has been far ahead of 
any previous record, due to the early appreciation of the 
fact that pens and pencils are bought today as much 
because of smartness and beauty, as because of utility. 

—— 
Tone of Lyon Finish Enamel Changed 

Lyon Metal Products, Incorporated, has made a change 
in the formula of its enamel finish. It is a rich and 
attractive color, somewhat darker than the former olive 
green. This enamel has a tougher texture, with greater 
resistance to cracking, flaking or chipping than the former 
medium. The new finish is light enough to be cheerful, 
dark enough to be conservative, and with sufficient gloss to 
reflect light and to avoid finger marks. 




















c. L. DAY CATCHES A BIG ONE.— 
Mr. Day proved his prowess as a fish- 
erman by landing a thirty-five pound 
“musky” at Little St. Germain Lake, 
Wisc., recently. When not angling, 
Mr. Day is a representative of the 
Jasper Office Furniture Company, Jas— 
per, Ind. He is widely known as ““The 
Jackson Desk Man.” 








Modern Typewriting 

The Globe Book Company, New York, N. Y., has pub- 
lished “Modern Typewriting,” a manual of the habit- 
forming method, by Henry J. Foley, of the Jamaica High 
School and Fordham University, New York, N. Y. This 
is a book of 125 pages, outlining the principles of the 
method advocated, and giving suitable exercises, the latter 
in typewriter type. The book is bound in boards, end 
opening, and thus is readily arranged for convenience in 
copying the exercises. The student has before him a va- 
riety of typewritten forms for exercises, and examples of 
good typing. 

“Modern Typewriting” aims to give students thorough 
preparation leading to speed and accurate work. 
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Los Angeles Stationer Displays Pencils Effectively 
The Schwabacher-Frey Company's Los Angeles branch 


recently installed a window display which attracted con- 


siderable attention. This display featured the many prod- 


ucts of the American Lead Pencil Company of Hoboken, 
me de Band Velvet 
and Unique thin lead colored pencils. The appeal of the 


including Venus pencils, Blue pencils 





PENCIL COMPANY 
COMPANY 


PRODUCTS OF THE AMERICAN LEAD 
AS DISPLAYED BY THE SCHWABACHER-FREY 
LOS ANGELES, CALIF 


was largely the result of utilizing every inch of the 


display 

space but avoiding the effect of overcrowding Many 
people were attracted by this display which resulted in 
increased sales for the Schwabacher-Frey Company. Credit 
for the trim belongs to Mr. Thomas, in charge of decora- 
tions, and to Mr. Carey, retail manager of the company’s 
store Los Angeles The American Lead Pencil Com 
pany says that similar advertising material may be had 
without charge by communicating with the company’s head 
othce at Hoboken, N J 


i. ~ 
Blade Publishes New Loose Leaf Catalogue 
The Blade Printing & Ohio, 
recently put into circulation a new loose leaf catalogue with 
a DuPont “Fabrikoid” The book 
) 


by twelve inches and contains 272 pages of illustrations and 


Paper Company, Toledo, 


cover. measures nine 


descriptive matter. It is conveniently indexed into twelve 


general divisions, covering every phase of the commercial 


stationery business 


The cover is embossed in two tones of green and con- 


tains two horizontal panels done in gold gilt. In the upper 


panel appear, in raised letters, the words, “The Blade 
Guide to Office Supplies and Equipment.” The lower 
panel contains the name and address of the company. 
—_— > — — 
Interesting Advertising by Smith-Corona 
Organization 


«8 oe 


Syracuse, 
N. Y., has brought out during this year a number of Corona 


Smith and Corona Typewriters, Inc., 


a highly interesting character and also several 
Smith 


folders of 
pieces of publicity covering the features of the L. C 
New 


been distributed and a new design has been accepted for a 


machine dealer letter-heads for Corona dealers have 
single page dealer letter-head, also for a four-page letter- 
Che latter is $5.00 thousand 


imprinted 


head charge for the per 
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Northern California Carbon Men See “Interfold” 

The regular monthly meeting of the Carbon and Rib- 
bon Dealers’ Association of Northern California was held 
at the States Restaurant, San Francisco, Thursday, October 
10, 1929. This Vice-President J. 
Francis O’Connor, proved very interesting to all in attend- 


meeting, conducted by 


ance Organizing an association of this kind is a long, 
ted’ous task and to see it progress and increase in attend- 
ance as this one has done, must be very gratifying to those 
interested 


Che 


writer, 


new Royal “Interfold” form 
Russ and Mr. Cald- 
Mr. Russ, touching 


im- 


demonstration of the 


which was given by C. E. I 


well, was preceded by a short talk by 


on “selling—instructing salesmen,” and the value of 


pressing on your customer the quality of your merchan- 


dise and not the price. The demonstration of the new 
Roval machine, which uses the carbon paper ribbons for 
manifolding, instead of the carbon sheets, was interesting 


ndeed and those not in attendance missed something really 
while. Mr 


Royal Typewriter Company, Inc 


worth Russ is San Francisco manager for the 


The next meeting of the association will be held at the 
Hotel Bellevue, Thursday, November 14, 1929. 
> 
Ed Chapman Represents Pacific Northwest at 
Montreal 
Ed Chapman, former governor of District No. 11, was 
the official representative of the Pacific Northwest Station- 
ers’ Association at the annual convention of the National 
Stationers’ Association at Montreal, Canada. Mr. Chap- 
an will give a report of the happenings at Montreal at 
the next meeting of the Pacific Northwest group 
anjunaeiiis 


“Joe” Dunn Knows Function and Operation 
Dunn, in charge of the western division of the 
fanfold 
[ypewriter Company at Chicago, knows his product both 
middle. He 
bookkeeping machines fourteen years ago, 
of Fred A. Robinson, manager of that department. 
course he became a salesman, his familiarity with the oper- 
functions of the machine 
He began 


Joseph 


bookkeeping and machines for the Underwood 


started as a demonstrator of 
under the direction 
In due 


ways from the 


ation as well as the specialized 
giving him excellent preparation for sales work. 
his Underwood career at New York City, and has sold there 
suffalo, Albany, Washington and 


and at the branches in 





DUNN 


“JOE” 
Cleveland. His work in the Chicago territory has already 
shown gratifying results. 

Mr. Dunn is unmarried, and enjoys athletics of the per- 
sonal variety, in which he himself does the athleting. He 
is a member of the B. P. O. E. lodge at Utica, N. Y. With 
his various to different cities in his sales work 
“Joe” had remained true to his “mother lodge,” and keeps 
visiting in other 


transfers 


Utica on the map when he goes lodge 


cities 
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Direct Mail Advertising Convention 

The twelfth annual convention of the International Direct 
Mail Advertising Association was held in Cleveland Octo- 
ber 9, 10 and 11, and brought delegates from 132 cities 
in twenty-nine states and Canada, several from Australia, 
Germany and elsewhere across the water. Business ses- 
sions were held in the ballroom of the Hotel Statler, and 
two hundred exhibitors had booths at the Public Audi- 
torium. These exhibits consisted of printed matter, lithog- 
raphy, envelopes, paper and office appliances, such as the 
Multigraph and various types of addressing machines, prin- 
cipally. 

Six trophies were presented at the annual banquet. These 
included the: Multigraph Trophy, which was awarded by 
the American Multigraph Sales Company of Cleveland, in 
the form of a handsome silver cup valued at $100.00 for 
the best series of form letters produced and used during 
the year ending September 30, 1929, and the Cleveland 
Folding Machine Trophy, consisting of a heavy bronze 
plaque, size 10x11 inches, mounted on wood ready for 
hanging, for the best designed and developed specimen of 
printed sales literature produced during 1929. 

Nationally known speakers discussed every phase of direct 
mail advertising during the three days of the convention 
Commencing October 7 and lasting the entire week, Air 
Mail Week was celebrated and a vigorous campaign put on 
to increase the amount of matter sent in this manner. 

Tim Thrift, widely known in the advertising and office 
appliance field resigned as president of the International 
Board of Governors of the Direct Mail Advertising Asso- 


ciation, due to the pressure of business. The board and all 
members of, the association regretted the resignation of Mr. 
Thrift, but are happy in the knowledge that they can at 
all times rely upon his co-operation and help in carrying on 
the work of the association. 

The largest exhibit in the office appliance field was that 
of the American Multigraph Sales Company of Cleveland. 
It was in charge of W. C. Dunlap, vice-president in charge 
of sales. He was assisted by R. M. Winger, assistant sales 
director in charge of advertising; William T. Hagelin, head 
of mechanical service; R. J. Jarrette; H. C. Bowen, division 
manager, Cleveland; Robert J. Delehanty, M. J. Gibbons, 
C. C. Cook and W. W. Davidson. The complete line of 
equipment manufactured by the company was on display 
and attracted a great deal of attention. The Multigraph 
Trophy occupied the center of the display and was much 
admired. There was also a large photo of airplines loading 
350,000 multigraphed letters sent out by the Reo Motor 
Car Company. It took eighteen Stinson planes to transport 
the letters which were multigraphed in less than four 
days. Five hundred mail sacks were used and the total 
weight of the mailing was ten tons. 

The Elliott Addressing Machine Company had an attrac- 
tive display which was in charge of A. D. Luke. Auto- 
matic and hand machines were shown. The hand written 
feature for checks and envelopes attracted much attention, 
as did the special model for public utility companies. 

The Addressograph Company had a very large display 
which was crowded with visitors most of the time. S. W. 
Wike was in charge. The Dupligraph and Speedaumat 
were featured and the entire line was also displayed. 

The Mid-West Rotaprint Corporation of Chicago had a 
very interesting exhibit in charge of H. K. Baumgardner. 
There were three models of machines on display. 

The Noiseless Folder Company of Minneapolis were rep- 
resented by the Cleveland distributors, A. L. Heart and 
Maurice Pollack. I. C. Klepper from the factory was also 
present. They showed their complete line of equipment, 
including the Rotofold and Double Barrell machine. 

The Selectograph Company, Chicago, Ill, showed the 
wide field of its line of stencil addressing machines. The 
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exhibition was in charge of Paul Gollnik, inventor of the 
machine. 

The Arlac Dry Stencil Corporation displayed their new 
Arlac Rotary Duplicator, which attracted considerable at- 
tention. B. H. Werner was in charge. 

The Cleveland Folding Machine Company, Cleveland, 
had a very large exhibit of their various models. Several 
executives of the company were present as well as mem- 
bers of the selling force.—A. E. D. 

iiinietaiaasis 

Smith Typewriter Sales Exclusively Wholesale 

The Smith Typewriter Sales Corporation, 469 East Ohio 
street, Chicago, IIL, has discontinued its retail department 
in the handling of L. C. Smith typewriters. “Smithtype” 
machines are now sold at wholesale exclusively, to the 
typewriter trade. 

Ge, 
New Office Equipment Building at C. N. E. 

This year for the first time, the Canadian National Exhi- 
bition, at which manufacturers from all classes of industry 
are invited to display their products, designated a building 








DICTAPHONE DISPLAY IN THE OFFICE EQUIPMENT 
BUILDING AT THE CANADIAN NATIONAL EXHIBI- 
TION, TORONTO 


for the exclusive use of office equipment manufacturers. 
Among the exhibitors were Underwood Typewriter Com- 
pany, Addressograph Sales Company, Multigraph Sales Com- 
pany, Roneo Company, Elliott Addressing Machine Company, 
Grand & Toy, Brown Brothers, A. R. McDougall & Com- 
pany, Canada Carbon & Ribbon Company, G. Gestetner 
(Canada Ltd.), Dictaphone Sales Company Ltd. and the 
Ediphone Company. 

Although all the exhibitors agreed that the Office Equip- 
ment Building was a success this year, they all further 
agreed that it is too small. They are now importuning the 
executives of the Canadian National Exhibition to desig- 
nate a larger building for office equipment display at the 
1930 exhibition. If their request is granted space will be 
available for the display of many other manufacturers of 


office equipment and supplies. 
8 EE 


irthdays 


Miss Frances Lewellen 

Carl Marine of the Chicago office of L. C. Smith & 
Corona Typewriters Inc., announces that he has become a 
grandfather. Frances is the name of the young lady, who 
came into the world October 8, 1929, at the Ravenswood 
Hospital, Chicago. She is the daughter of Mr. and Mrs 
Frank Lewellen. Mrs. Lewellen is the daughter of Mr 
Marine. 

> 
Master Leland Ray Roseman 

Mr. and Mrs. L. E. Roseman of Boston announce the 
birth of a son, Leland Ray Roseman, weighing eight 
pounds, on September 19. 

Mr. Roseman is Boston manager for L. C. Smith and 
Corona Typewriters, Inc. 
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Illness Keeps W. D. Fox Off the Road New Stationery Store in Tacoma 


W. D. Fox, of Geo. E. Fox & Company, Chicago, has In connection with a well established commercial print- 
been obliged to relinquish his road work for a time, due to ing business, Phineas Reisinger has opened a commer- 
the after effects of an illness contracted last September cial stationery store at 5821 South Puget Sound avenue, 
His doctor does not wish Mr. Fox to expose himself to Tacoma, Wash. Mr. Reisinger’s knowledge of commer- 
the possibility of catching cold during the coming winter ial printing will be of definite assistance to him in guid- 
so Mr. Fox will remain in Chicago until about April 15, ng the destinies of his new enterprise 
1930, when he plans to begin the usual rounds in his <—_—__- 


territor W. A. Shields Honored at Dinner 
While at Indianapolis in September Mr. Fox was taken 


ill, and had to remain at h 


1 § rl ; The employes of the W. G. Johnston Company, station- 
is hotel tour days he phys! : 7 ‘ 
; ; ; ers and printers, Pittsburgh, Penna., recently gave a testi- 
cian attending him urged Mr. Fox to abandon his present J : 

monial dinner in honor of their president, William A. 
trip, and to return to his home in Chicago [hat trip ; , ; : : 
a M F , _ Shields, at the Keystone Athletic club, Pittsburgh. Seventy- 

was eins maadt Vy auto so MYT. ‘OX shipper the Car . . 
, PI ve employes, some of whom have service records of more 
back to Chicago and went home by train. He made grad : 
than fifty years, attended to express their high regard 
ual improvement at home, and late in October made briet eres ; : 
H +] for Mr. Shields, who joined the Johnston organization 
visits to the ofnce e expects to spend some time at the ~ 
twenty-six years ago as an errand boy. 


plant during the coming months ASL eee 


[he trip interrupted by illness at Indianapolis was un 
| 


] 


by A. L. Payne, sales manager for Geo. E. Fox Evansville Desk Company Issues New Catalogue 


& Company This new catalogue contains forty-four pages and em 
- —_— bodies descriptive material and illustrations covering the 
Mauthe Heads Game Commission Again features of the various office and typewriter desks, tables, 
William Mauthe, of the Demountable Typewriter Com- etc., produced by the company Some new and exceed- 
pany, has been re-elected chairman of the Wisconsin Con-_ ingly attractive designs are shown. Of interest to dealers 
servation Commission. This appointive body has jurisdic and users alike is the diagrammatic drawing of the man 
tion over state parks, regulation of fishing and hunting by ner in which drawers are hung in the pedestal. Several 
license, the preservation of state forests against fire, and accessories are also shown, likewise several styles of office 
other functions chairs, etc. 
ee All dealers in office furniture should avail themselves of 
Good Will Dinner by Underwood Salesmen the opportunity to obtain a copy of this valuable catalogue. 
Salesmen of the Chicago branch, Underwood Typewriter = —— 
Company, held a good will dinner at the Hotel La Salle Chicago Stamp Men Open Season 
October 11 Chey took this means of assuring hearty co [The Chicago Stamp Manufacturers’ Club, Inc., held the 
operation to George W. McClellan, manager, in winning first of its series of fall and winter meetings at the Bis- 
a three-month “Managers’ Contest” now in progress. The marck hotel October 18. James O. Corbett, former execu- 
Chicago staff is prepared to back up Mr. McClellan to the’ tive secretary of the International Stamp Manufacturers’ 
last ditch Association, was present, as was his successor, James A. 
eee Greig. 
Hackney Takes Richmond Territory for G. O. E. C. ——— 
N. L. Hackney, formerly in charge of the Norfoik tel Wedekemper Hears Louisville Club 
ritory of the Elliott-Fisher Division of the General Office Howard C. Wedekemper, treasurer of the George G. 
Equipment Corporation, has been transferred, effective Fetter Company, has been elected president of the Ben 
October 1, to the Richmond territory Franklin club of Louisville. Mr. Wedekemper is also active 
I \. Barker takes over the territory vacated by Mr. in national affairs, being president of the Employing 
Hackney Printers of America 

















QUOTA AND SALES BOARD MADE BY DAVENPORT-TAYLOR FOR THE CHICAGO OFFICE OF A LARGE 

OFFICE MACHINE MAKER.—This is over thirty-five feet long, and eight feet high. It shows quota and produc- 

tion of individuals, current, last month and last year. About 25,000 individual characters were used in making 

the board. Daily changes are made in a few minutes A photograph is made every month for local and home 
office records 
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More About the Bonnar-Vawter Fanform Company 


On page 36 of the October number, there was a brief 


mention of the merger of the Vawter Manifold Company, 


Benton Harbor, Mich., and the American Fanform Com- 
pany of Cleveland, Ohio. 

William A. Vawter, who was president of the Baker- 
Vawter Company of Benton Harbor, until that business 


was sold to Remington Rand Business Service in 1927, and 
subsequently president of the Vawter Manifold Company, 
becomes president of the new organization. 

H. O. Bonnar of New York City, one of the pioneers in 
the fanfold industry, was president of the American Fan- 
form Company, which he organized in 1926. Mr. Bonnar 
is vice-president and general manager of the Bonnar-Vaw- 
ter Fanform Company. 

The new company will have a capitalization of $750,000 
in preferred stock and 10,000 shares of no par common 
and a production capacity of more than one million dollars 
in printed forms, per annum. 

As a result of the merger, the manufacturing facilities 
of the combined organization will be greatly increased; 
each company will contribute its own specialized processes 
so that the new corporation will have the benefit of valuable 
manufacturing methods and patent rights developed by 
either organization, heretofore unavailable to each other. 

The direct sales and dealer organization of the new com- 
com- 


Fanform 


cities in the 
American 


pany will cover all principal country, 


bining the stronger eastern trade of 
with the stronger middle western trade of Vawter Manifold. 
In territory now covered by both companies, a saving in 
sales cost will be brought about through co-ordination of 
effort. 

The 
plants at Benton 


new company will continue the operation of its 
Harbor and Cleveland after the consoli- 
dation is completed. 


>. 
Pittsburgh Office Appliance Managers 
The Office Appliance Pitts- 
burgh lunched as usual at the Chamber of Commerce Club 
Friday, October 4. 
Immediately after luncheon, the entire group was taken 


Managers’ Association of 


rooms on 


in a special fleet of brand new taxi cabs to the plant of the 
Allies, 
arrangements had been made for an inspection of the plant. 
“Bill” Haddock greeted the members of the Office Appli- 
ance Manager Association of Pittsburgh. 

The tour of inspection proved of much interest to all. 


Pittsburgh Press on Boulevard of where special 


Before leaving, all present had an opportunity of meeting 
Millholland in his palatial, modern office. 
opportunity of meeting “Bill” 
Chidester, editor, 


President 
The visitors 
White, city editor; his big boss, John Y. 


Harry 
also had an 


whose business it is to devise ways and means of securing 


display advertising, and many other prominent members 
of the staff of the 
Che invitation to this meeting of the association was got- 


Shoup 


Pittsburgh Press. 


ten up in an interesting manner, signed by C. V. 


as chairman of the committee; examined and 


H. B 


Philip Beese, secretary 


program 
approved by Cunningham, president, and attested by 
- > — 
Three Chicago Men Win in Sales Flight 

Three members of the Chicago sales organization, Under- 
wood Typewriter Company, won substantial prizes in the 
“distance sales flight” contest conducted by the domestic 
They were H. E. Baker, P. L. Parma- 
Sieben, a!l of whom made substantial increases 
Messrs. Baker and Parmalee are bookkeeping 
and Mr 


sales organization. 
lee and A, J. 
Over quota 

Sieben sells correspondence 


machine salesmen 


typewr'ters 
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Tate Joins Investment Securities House 
James F. Tate, formerly with the National Business Show 
Company and later head of the Tate Exposition Company, 


has joined Price & Company, investment securities, 165 





JAMES F. TATE 


Broadway, New York City. Mr. Tate was a visitor at the 
New York Show last month, accompanied by 
Mr. Price 


Business 


saisinnipellaiaaleiss 
“Stickist” Package Changed 

The Carter’s Ink Company, Cambridge, Mass., has 
adopted a new package for its “Stickist” desk mucilage. A 
rubber nipple slitted on two faces seals the contents against 
evaporation, yet*permits the user to feed adhesive to his 
work in any desired. The nipple is flattened to 
form a spreading surface. An attractive color scheme is 
effected through the use of a blue rubber nipple, and the 
label, which is done in azure, gold and red, the whole form- 
ing a pleasing effect in conjunction with the natural color 


volume 


of the mucilage. 


— + 
Climax Stationery Company Outing 
The Climax Stationery Company, Inc., 137-41 Varick 
street, New York, N. Y., commemorated its twenty-fifth 


anniversary with an outing at Blasberg’s Grove, north 

Hawthorne, N. J. Prizes were given winners in various 

a dinner was a feature of the entertainment. 
ee 

Hooper Succeeds Short at New York for Woodstock 

C. F. Short, manager at New York for the Woodstock 
Typewriter Company, has been transferred to the home 
office at Chicago on special work. The direction of the 
New York branch has been put in the hands of S. L. 
Hooper. 

The transfer was signalized by a farewell dinner to Mr. 
Short, which was attended by J. M. Hackney, general sales 
manager, and C. G. Haggerty, assistant sales manager, and 
Arnold Morf, special representative, all from the home office 
at Chicago. During the dinner the New York branch sales- 
men presented Mr. Short with an appropriate gift betoken- 
ing their confidence and high regard. 

————— 

Fourteenth District Activities Already Starting 

Stationers of the new Fourteenth Regional District, 
which includes New York City and some of the contiguous 
territory, according to action taken by the New York 
Stationers’ Association, will receive for the ensuing year 
free of cost copies of The National Stationer. The New 
York Association has made an appropriation to cover the 
cost of the necessary copies. 

This action was taken at the suggestion of William E. 
Ward, governor of the Fourteenth District, and others 
active in the work of the district organization. 


games, and 
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Meetings--Conventions--Dinners 


<a ae 





PART OF THE 1929 MONROE HIGH POINT CLUB ASSEMBLE 


JUST BEFORE THE CLOSE OF THE CONVENTION Presi 


Annual Convention of Monroe High Point Club 


The annual conventior t the High Point club of the 
Monroe Calculating Machine Company, Inc., Orange, N. ] 
was held in September 1929 at Chatham Bars Inn, Chathan 
Mass 

Membership in this club is limited to salesmen and d's 
trict managers who have sold over one hundred per cent 
of their quota for twelve months. About one hundred and 
twenty-five earned memberships this year. They came 
from all over the country—the Western coast, the Southern 
states tl Middlewest New Er gland and the East ar d 
gather Cape Cod for a week of sales discussions and 
sports. Pacific Division Manager A. H. Ridgley, San Frar 
csi wit 1 large party of men from the Pacific coast 
divisiot traveled across the continent to attend the cor 

ntior lt iddition there were present the ofhcers of the 

il ind the sales executives trom the general office 
at Orange, N. J., and from the foreign field G. J. Schmuck: 

Lor d I oO! t net tal sales director 

\W Ay Zaenglein, domestic sales manager led the dis 
( ss ~ sel] re iims ind ethods which were held 
lur gt first three days the onvent ! The keynote 
f his talks was Monroe Figure Service Several members 
§ the club spoke briefly on their own work, telling « 
M stallat s va s ndustries 

At the banquet which was held on the evening of the 
~ nd day, J. R. Monroe, president of the company, ad 
dressed the assembly. Speeches were also made by W. R. 
Cummings, vice-president in charge of sales; E. F. Britten 


t 
Ir., vice-president in charge of manufacturing; F. A. Wag 
secretary, and R. M. Farmer, assistant treasurer. On 
is occasion District Manager H. W. Ryan, of the down- 
town New York office of the Monroe company, as presi- 
dent of the High Point club, presented Mr. Monroe with 
a beautiful combination ship’s clock and barometer of 
bronze, a gift from the members as a token of their esteem. 
4 presentation was also made by the sales force to E. F 
Britten, Jr.. of a watch and chain of green gold 

Alan G. Downey, personnel manager of the Orange plant, 
was in charge of the sports event which took place the 
last three days of the week In the golf tournament, R 
the Newark district, won first place, 


and J. T. Gerstenberg of Wilmington, Del., was runner-up 


D ON THE LAWN IN FRONT OF CHATHAM BARS INN 
of 


nt J. R. Monroe (in golf suit) is in the center the front row 


North Central Division Manager A. J. Zonneyville of Min- 
neapolis, H. G. Bartlett of the uptown New York office, 


R. Templeton, of Stockton, Calif., came in third, fourth 


Che trophy, which was offered to the sales office 


whose representative won first place in the tournament 


went to the Newark, N. J., district, which has the honor 
of holding it for the coming year. 
P. B. Newell, representative of the downtown New York 


district, took first prize in the tennis tournament, second 
lace going to Central Division Manager W. F. Barklage 
of St. Louis. Several fishing parties under the leadership 
of L. R. Brown, assistant research engineer of Orange, 
reported large catches 

The enthusiasm with which 


the business discussions and the sports activities marked 


the met entered into both 


the convention as one of the most successful the High 
Point club has ever held. The membership of the club is 
larger this vear than ever before. and at the rate at 


which Monroe salesmen are qualifying for this honorary 


organization, it is anticipated that the 1930 club member- 
ship will far exceed that of the 1929 


Che officers of the 1929 High Point club are as follows 
H. W. Ryan, district manager, downtown New York, pres 
ident; R. F. White, district manager, Detroit, first vice- 
president; L. L. Broome, representative, Newark, second 
vice-president, and R. H. Halmage, district manager, U} 
town New York, secretary-treasurer 

cnmediiaaiatee 

Office Equipment Manufacturers Meet in Chicago 

The office Equipment Manufacturers Institute will hold 
its next quarterly meeting in Chicago on November 14 and 
15 coincidentally with the holding of the National Business 
Show. An instructive program full of interest and value, 
has been prepared under the direction of L. C. Stowell 
chairman of the program committee. A large attendance is 
expected. 

—————e 

Connecticut Valley Stationers’ Association 

The regular monthly meeting of the Connecticut Valley 
Stationers’ Association was held in Springfield, Mass., at 
the Hotel Highland, October 16, 1929. The speaker of 
the evening was John Stevens of the Aluminum Company 
of America who spoke on the subject “Aluminum Office 


Chairs.” 


we pt 


‘>. 
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en Meet urer, P. E. Kinnisten, La Salle Extension University; direc- 
tors, J. P. Ward, Sr., Shipman Ward Manufacturing Com- 

pany, and A. O'Neil of the Oliver Typewriter Service. 
Following the reading of the report Mr. Froehlich stated 


Chicago Typewriter M 
[The fitth annual meeting of the Chicag l ypewriter 


Dealers’ Association was held in the Old Tow: Room. 


Sherman hotel, on Tuesday evening, October & Dinner 

was served at 6:30 p. m., and an hour and five minutes later that he was obliged to decline the nomination and he in 

President Young called the meeting to order. turn nominated J. P. Ward, Jr., for president. At this point 
Reading of committee reports and minutes was dispensed it was moved, seconded and voted that the nominations be 

with. Secretary Kinniste: riefly reported some of the closed and the secretary was instructed to cast one ballot 


for Messrs. Ward, Jr., Labres, Kinnisten, J. P. Ward, Sr., 
and A. O'Neil for the offices mentioned in connection with 
their names. 

President Ward then took the chair amid applause and 
the meeting continued with a general discussion on rental 
rates, service charges and license during which some good 
ideas and suggestions were offered. 

\ definite program for discussion and action at future 
meetings is being prepared by Mr. Froehlich who was 
appointed a committee of one to arrange this important 
feature. 

The November meeting will be devoted entirely to the 
discussion of rentals, and every dealer in Chicago and vicin- 
ity is invited to participate. Each member present pledged 
himself to bring from one to three other dealers to the 


next meeting. 





_ > - -—- 
JAMES P. WARD, JR. = % Laneen Boston Stationers’ Association 
President. Vice-president The Boston Stationers’ Association met on October 21, 
activities of the past year and submitted the financial state when the report of the delegate to the convention of the 
ment National Stationers’ Association at Montreal was given. 
The report of the nominating committee was read by The speaker of the evening was Arthur E. Haen, presi- 
Mr. Kline and the following ticket was offered for election dent of the N. E. Paper Merchants’ Association. 


- ae 


New York Stationers’ Golf Association 

Che New York Stationers’ Golf Association meeting, final 
ournament play of the season and annual meeting was held 
at the Richmond County Country Club, Staten Island, on 
October 22. 

[he season cups were presented. The Class A cup went 
to Henry Berolzheimer of the Eagle Pencil Company; the 
Class B cup went to J. S. Epstein of the Old Town Ribbon 
& Carbon Co., and the Class C cup to Morris Popper, 
attorney for the Stationers and Publishers Board of Trade. 

The officers of the preceding year were re-elected: A. C. 





Bainbridge, president; L. H. Tavernier, vice-president; 
Fred G. Huber, secretary and treasurer; Eberhard Faber, 
P. E. KINNISTEN, | E. Neary, F. C. Scott, A. G. M. Staveley, H. B. Barnett, 
areca W. S. Stafford and G. W. Fairchild, directors. J. S. Ep- 
President, A. B. Froehlich, Reliable Typewriter and Adding stein was made a member of the board of directors, of 
Machine Corporation, Chicago; vice-president, R. L. Labres, which Eberhard Faber is chairman. 
Specialty Typewriter Company, Chicago; secretary-treas- Between forty and fifty members were present. 





MEMBERS OF THE NEW YORK 
STATIONERS’ GOLF ASSOCIA 
TION PAUSE TO BE PICTURED 
DURING THE FINAL TOURNA 
MENT OF THE SEASON, HE 

AT THE RICH} 

CLUB, STATEN 


a 














RECENT OUTING OF 
MANAGERS 


SNAPSHOTS TAKEN AT A 
THE CHICAGO OFFICE APPLIANCE 


ASSOCIATION I row left to right J r 
Stewart W s Gilkey Printing Company A kK 
Blackstone Dictaph Sales Corporation: C lL, 
Haves International Business Machines Company, 
ind | \. Kalkhurst Middle row: W. Eismann, Nel 
son—Eismann Company H. D. Beaumont, A. B. Dick 
Company nd G. W MeClellan, Underwood Type 

writer Company Botton row H R Waitz Steel 


Sundstrand Add 
Marchant Calcu 
Amberg File 


Equipment Corporatior Pr. I Sea 

neg Machine Company D>. R. Cooke 

iting Machine Company, and W. P. Hoy 
& Index Company. 


Chicago Office Appliance Managers Hold Fall 


Outing 
Club, 


the scene of the final outing of the season of the Chicago 


The Park Ridge Country Park Ridge, Illinois, was 


Office Appliance Managers’ Association. George W. 
McClellan of Underwood Typewriter Company was the 
host. An afternoon of golf was followed by a chicken 


dinner in the clubhouse and entertainment which lasted well 


contributed a 


into the evening. As every person present 

prize every golfer won one The lowest net score was 
made by Mr. McClellan with William Eismann of Nelson- 
Eismann Company; H. D. Beaumont, A. B. Dick Com- 


Adding 
The lowest 


and Phil. N. Sea of Sundstrand Machine 


closely on his heels. 


pany, 


Company following very 
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gross score was made by E. A. Kalkhurst with Phil. Sea 
only a stroke or two behind him 
affair, the only dis- 


no more like it until 


[The outing was a very enjoyabl 
appointment being that there could be 
the next season opened 
a 
Prominent Speakers Address Seattle Typewriter 
Men 
Among several speakers of prominence who have ap- 
[ypewriter Dealers’ Association of 


peared before the 


Seattle at the regular weekly meetings was Mr. Weise of 
Leland Stanford University, internationally known authority 
and expert on typing technic and co-author of the Weise- 
Coover System of Typing. 
Mr. Weise 


viewing in a general way the great amount of study that 


discussed the operation of typewriters, re- 
has been given to the improvement of the touch system 
of operation. talk, the 
a number of questions asked by members attending. 

“The Human Side of topic of 
another talk at one of the September meetings by Mr. 
Hollister of the firm of Hollister and Milne, business engi 


His topic dealt chiefly upon personality in sales 


Following the speaker answered 


Typewriters” was the 


neers. 
manship and the necessity of men knowing themselves 
even more so than the article they sell. 


At another September meeting, three portables of differ 


ent makes were demonstrated. 


The Bing No. 2, built in Austria, was shown by M1 
Johnson of the Washington Typewriter Company. The 
minute sizes of both the machine and the ribbon were 


pointed out. 
Mr Goss of the Bookstore, 
Seattle for the Royal portable, displayed the new Vogue 


University distributors in 
type Royal portable and gave a demonstration on the action 
of the machine. 

Mr. Martin of the University Typewriter Company, Pa 
cific Coast distributor for the Stoewer portable, explained 
the mechanism of the machine to the dealers, pointing out 
the feature of the removable keys and carriage 

H. O. 


from 


Harvey, past president of the association, read an 
article “The Machine” with price 


cutters and their place in the business world. 


Business dealing 


The chairman, Mr. Johnson, read an amusing little skit, 
written by an unknown persen, which in a clever way in- 
troduced incognito some of those prominent in the type- 
writer trade of Seattle relative to a mythical Loyal type- 
writer with brass corners. 

At the October &th meeting, Mr. Harvey read an article 
Office work of the San 


Typewriter their co- 


Appliances regarding the 
Dealers’ 


operation with the police department. 


from 
Francisco Association and 
A motion was made, approved and a committee appointed 
to confer with the Seattle police department regarding the 
possibility of obtaining the names, addresses and serial 
numbers of typewriters of persons pawning machines. 
Among guests attending recent meetings were Mr. 
Williams, introduced by Mr. Goss of the University Book- 
Underwood Company, Seattle; 
Smith Company, Seattle; Mr. 
Hanford; Mr. Ellington of the 
Company, Seattle; Mr. Bottemly, 
district manager in Seattle for the Remington-Rand 


Company, who was also elected to membership with Mr. 


store: Mr. Brown of the 
Mr. Cline of the L. C 
Bussing of Lowman and 


Remington-Rand new 


Hoyt of the Underwood Company, Seattle; Mr. Brown of 
the H. and M. Carbon and Ribbon Company; Mr. Holman 
of the Kee Lox Carbon and Ribbon Company; Mr. 
land, secretary and treasurer of the E. W. Hall Typewriter 
Company; Mr. Donaldson, manager of the stationery de- 
Bookstore; Mr. Forgey, man- 
Lowman and Hanford.—J. C. 


Jerg- 


partment of the University 
ager stationery department 


J. M 
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; Your Attention Is Directed || 


& to the most perfectly equipped and up-to-date Factory 
of in the world, maintained exclusively for the production of 


‘ INKED RIBBONS AND CARBON PAPER 


{1 


he 





Te 


in) 


MITTAG & VOLGER, Inc. 


be Principal Office and Factory, PARK RIDGE, N. J., U. S. A. 


- 
are justly proud of their recently enlarged plant, illustrated 
“ above, as it is the outcome of forty years’ tireless effort in 
supplying the trade with highest quality materials and unsur- 
in- passed service. The M & V line of typewriter ribbons and 
= carbon paper is recognized as STANDARD and the Factory 
: as HEADQUARTERS of the Industry. 


icle 


a Why not take advantage of the QUALITY of our well-known 
brands? Each represents the highest value that can be fur- 
ed ; . : . , 
oe nished at the price. Write today for our illustrated catalog and 
rial we will explain the superiority of our grades. 
a YOU WILL FIND IT TO YOUR ADVANTAGE TO GET 
tle: BETTER ACQUAINTED WITH OUR ORGANIZATION 
Mr. 
the 
ae BRANCHES FOR YOUR CONVENIENCE 
oe NEW YORK BOSTON CHICAGO . ST. LOUIS 
of 261 Broadway 115 Federal Street 205 W. Monroe Street 804 Pine Street 
| ; CLEVELAND LOS ANGELES SAN FRANCISCO MINNEAPOLIS 
—_ 326 Erie Building 406 So. Main St. 591 Mission Street 1040 McKnight Building 
rg- 
iter 


AGENCIES ALL OVER THE WORLD 


de- 


jan- 
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Men Discuss 
Costs 


The Cleveland Typewriter and 


Cleveland Typewriter Overhauling 
Adding Machine Dealers’ 
he Hotel Oh 


Was a Looe 


; + +} 


their October meeting a é 


preceded the and there 


Adler 


dinner 


Dinnet meeting 


President presided. The portion of the 


after was spent in a round-table 


discussion on the cost of overhauling machines 


V hile » action was taken in the matter, the subject 
proved t e of considerable interest and has been dis 
cussed at previous meetings and will be again brought w 


Philadelphia Office Appliance Managers Bowl 


Philadelphia Office Appliance Managers’ Associat* 

, g bowling league composed of teams repr 
senti the agencies of the leading concerns in the indus 
tr : 1 as Inte ational Business Machines Corporatio 
Yaw i w Erbe Manutactur ey CLompal Litt 11 
| ( he) t d Core i | ewri.ters, | c | € N i 
( : Neg > a | ( npa Di iphone Ssaies (| I ”) it \ t 
Metal ( struction Company and Remington Rand Bus 
S Others have expressed their desire to ent 

t \ handsome trop! will be presented to the wi 


> 


Atlanta Office Appliances Association 


At a recent meeting of the Atlanta Office Appliances 
Associatior Charles M Marshall of the Ivan Allen-Mar 
shall Company, Altanta, Ga., and past president of the 
National Stationers’ Association addressed the assembly 
He spoke for a half hour giving an interesting and edu 
cational talk concerning é usiness outlook for 1930 
the Sout! 


= 
New Orleuns Stationers’ Association 
\ meeting ot 
417 


Was on 


this organization was held October 8 at 3:30 
New The 


buying advantages it 


p. m., at Camp street Orleans principal 


discussion and the 


group 


offers members. Future meetings will be dinner meetings 


held at 6:00 o'clock on the second Tuesday of each month 


Roosevelt hotel Visiting stationers are always 
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Officers 


ri 


Pace Makers’ Club Elects 
| ict Make rs | 


eetings ol! Saturday September 28, electing 


Club Peoria started its fall 
otmcers tor 
President, Herman H. Smith 


Paul Darling, 


the ensuing vear as tollows 
of the Hesse Envelope Company; secretary, 
Haggerty Bros. Company. 

Walter J. Cashman, Business 
and E. V. Siebenthal of 


secretary 


The retiring ofhcers are 


Company, president; 


mquipment | 


the Comptometer Company, 


Che club will continue to meet every Saturday noon dur 


winter months 


- 


Columbia Steel Gives Anniversary Dinner to 
Employees 


On the evening of October 5, Columbia Steel Equipment 


1 


Corporation of Philadelphia celebrated the passing of its 


nth birthday by tendering to its officers and directors a 


co-workers many of whom have been asso 


iated with the company for years and have advanced from 


ill beginnings to positions of trust and influence along 


th the enlarged and increasing prestige of the company 
self 

Che company passed its tenth anniversary on September 
19 Che celebration dinner of October 5 was held in the 


Adams Hall in meal several 


selections 


Philadelphia. After the 


vere rendered by talented employees 


_ ] 
Sical 


hose performances were received with hearty applause. 


delivered b otheers and toremen 


Martin 


Among the addresses 


remarks on co-operation by Vice-President 


Burlap; on service by Treasurer F. G. Zuber, and on pride 


workmanship by Secretary Philip Bergmann. 


The concluding address of the evening was given by Pres- 


Ruck 


Che outstanding event ot 


ident 


(,eorge 


the evening in point of interest 


ind instructiveness was a lecture illustrated by motion pic- 


t manufacture of steel [his lecture was given 


1 
ures on the 
Vv Greorge \ 


ment of the Bethlehem Steel Company 


Richardson, Manager of the Publicity Depart- 


This was followed 


by another motion picture which brought the evening to 


’ 
a Ciose 


[The event was generally regarded as a great success. It 


was especially effective in bringing men and managers to- 


gether and cementing those ideals of fine workmanship and 


prompt service which have distinguished the activities of 


the Columbia organization 





TENTH 


ANNIVERSARY BANQUET OF 


THE COLUMBIA STEEL EQUIPMENT CORPORATION, 
OCTOBER 6 


PHILADELPHIA, PA., 


5, 1929 


NOVEMBER, 1929 


























































































































































































































































































































CARBON PAPE N PAPERS: 
TYPEWRITER RIBBONS 


**The Line that can’t be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN, cstationt2) N. Y., U. S. A. 
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This is how 
we develop 
your 











Remington 
Portable Sales 





“I’ve seen tons of so-called dealer helps in my 
day,” writes a New England typewriter dealer. 
“Much of it read like an introduction to Cicero 

some of it like an Indian love song . . . Yours 
is mostly horse-sense, and it certainly brings them 


in to buy.” 





Dealers everywhere report a steady increase in 
the sale of the new model Remington Portable — 
the strongest, smallest and lightest machine 
made. Most of them add that the support we give 
them in the way of merchandising aids is largely 
responsible for their brisk turnover. 











National advertising, folders, booklets, broad- 
sides, window displays and streamers, counter dis- 
play cards, direct mail matter to the dealer’s mail- 
ing list, are included in Remington Rand’s sales- 
building program for their dealers. 


Shall we send you the details of our dealer prop- 


osition ? 


Remington Typewriter Division 


~ Remington Rand 


BUSINESS SERVICE 


BUFFALO, NEW YORK 











| 
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Philadelphia Stationers’ Annual Frolic 
The annual meeting and banquet of the Philadelphia 
Stationers’ Association took place Thursday evening, Octo- 
ber 17, in the Clover room of the Bellevue-Stratford hotel. 
One hundred thirty-two members and guests were present. 
Much regret was felt over the absence of the National pres- 
ident, who was detained by other engagements. President 
F. B. Irwin was present, but was unable to take charge on 
account of a recent carbuncle on his neck, hence First 
Vice-President William Mann Prizer took the chair. 
“Jack” Sheehan of the entertainment committee was 
announcer and acquitted himself with great credit. The 
entertainers, selected from the best professional talent, in- 
cluded “Jimmie” Jones and his five-piece orchestra; and 
H. Bart. McHugh an 


chorean and acrobatic acts. 


1 his crew, who gave musical, terpsi- 


After the collection of the dinner cards, Chairman Prizer 
ordered the suspension of the roll call and called for the 
report of the nominating committee. That report made the 
following suggestions 

For president, Charles A. Connell, Automatic Printing 
and Stationery Company; first vice-president, Walter F. 
Crap, C. F. Decker, Inc.; 
Bushnell, Jr.. Alvah Bushnell Company; 
C. Lukens, Yeo and Lukens Company; secretary, George 


Wustner, William F 


On motion, nominations were closed and the secretary 


second vice-president, Alvah 
treasurer, James 


Murphy's Sons Company. 


was instructed to cast one ballot for the nominees as the 
unanimous choice of the association as its officers for the 
ensuing year. 

The chairman next introduced William Henry Brooks as 
toastmaster. Mr. Brooks acknowledged the distinction in 
a graceful speech and paid high tribute to the devotedness 
and intelligence shown by President Irwin in handling the 
affairs of the association for the past two years. Turning 
to Mr. Irwin, the toastmaster, on behalf of the association, 
presented him with a white gold, nineteen jeweled Caldwell 
watch, with chain of white gold. The watch bore on the 
outside the initials “F. B. I.” and within the case was the 
inscription: “Presented to Francis B. Irwin by members of 
the Philadelphia Stationers’ Association.” 

In acknowledgment of the gift, Mr. Irwin said 

“My Dear Friends: What can a man say at a time like 
this? I thank you from the bottom of my heart. Through- 
out the fourteen years I have served this association, | 
have always experienced the self-sacrificing, hearty co- 
operation of everyone If there has been any success, it 
has been your success.” 

The newly elected officers were requested to stand and 
were greeted with enthusiastic applause, that accorded Pres- 
ident Connell being particularly emphatic. 

Mr. Brooks then introduced Charles P. Garvin, general 
manager of The National Stationers’ Association. Mr. Gar- 
vin said he bore President Walker’s warmest greetings, his 
regret that he was obliged so soon to return to Minneapolis 
and his hope of being able to meet and greet the station 
ers of Philadelphia in the near future. Mr. Garvin then 
spoke of the convention in Montreal and touched upon sev- 
eral of its inspiring and interesting features. He said in 
part: 

“It was a wonderful convention, handled in a new way 
in order that each of the divisions could tackle efficiently 
their own peculiar problems. For instance, the dealers 
met on the mezzanine floor; while the manufacturers met 
on the ninth—eight floors apart and at the dealers’ session 
there were present 371 dealers, a record.. Now the primary 
job of the National Association is to build a business that 
will furnish a living to each one in it and one that young 


progressive men will stay in. The speaker started as an 
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Modern Business Suffers 
from Key Confusion— 













offers 
the only 
standard 
system 
of key 
control 


presents a 
new field of 
profitable sales 


Tel Kee Mar Ker—a basic 
unil of the TelKee Sys- 
tem—permanenily locks 
lo the key—defies de- . . . 
struction=-fibre or brass Join the ever-increasing TelKee 
tag—fine writing surface, 
or may be die-stamped. 


dealer organization—and reap the 
virgin sales profits in your territory 
on this new steel filing equipment 
that brings order out of key con- 
fusion! Needed by banks, factories, 
office buildings, schools, public and 
private institutions—needed wher- 
ever keys are used and misplaced— 
produces quick sales, from a few 
dollars to hundreds of dollars. Write 
now for TelKee dealer data. 


CThayer TEL K EE Corporation 


656 South Los Angeles Street 
LOS ANGELES - CALIFORNIA 
PIN THIS TO YOUR LETTERHEAD 


FOR COMPLETE DEALER INFORMATION 
SE  _ EE A A TRE! KI 
































The roller spreads 
the moisture where 
you want it. 


Exact amount of 
moisture quickly reg- 
ulated, insuring 
clean and neat work. 
Remains sanitary — 
all parts non-cor- 
rosive. 





As Handy 
as Your 
Fountain 
Pen. 





$6.00 per doz. list. Liberal 
discount to the trade. 


Automatic Closing 


PRESTO “3 
DREST©O Moisteners 


You'll want to have ample stock of 
Presto specialties, both the inkstand and 
moistener, for the holiday trade. 


Office specialties of this type are grow’ 
ing more popular each year for gift 
purposes. 


These specialties have both demon- 
strated their real value as practical, 
everyday articles. Make sure of your 
stock now. 


BACHRACH SPECIALTY CoO. 


2275 Third Avenue 
New York N. Y. 






$3.00 list. Single stands with pen 
rack $1.25—without pen rack $1.10 








OFFICE APPLIANCES 


elevator boy twenty-six years ago and learned that anyone 
who wants to get ahead will get ahead. 

“We have started a definite course and we will get there. 
We will so departmentalize the association that we will 
study all the problems of the trade, furnishing you with 
the results from time to time to build a great trade by 
keeping within the business all the young men just starting 
out and the old men of ripe experience [wo interesting 
things have developed—a careful revision of the member- 
ship with the dropping of delinquents has resulted in a 
net gain of eleven, and the fact that the stationery busi- 
ness 1s growing. 

“On the twelve millions invested, stationery showed an 
eight per cent profit, while other trades showed only six 
and a half per cent. Stationery progressed while jewelry, 
department and chain stores went backward last year. We 


You have back 


of you a great organization of the biggest and best men. 


have a good business. We can glorify it 
It needs only your co-operation.” 

Following Mr. Garvin’s remarks, Toastmaster Brooks 
introduced Tom Stagg, who on the date of the meeting was 
celebrating the anniversary of his birth. He was referred 
to as one who had done more than anyone else to enlist 
stat‘oners in the association. Mr. Stagg was received with 
applause 

Che last speaker was Ed. L. Little of the Wabash Cabinet 
Company. He referred to his first meeting with Mr. Irwin 
fifteen years ago and expressed pleasure at being present on 
this occasion. 

After a few more numbers of vaudeville, President Con- 
nell took charge. The souvenir committee presented many 
tokens to those assembled, while the entertainment com- 
mittee supplied paper caps, balloons, corncob pipes and 
tobacco Everybody was merry as one should be at a 
feast 

The company adjourned at a reasonably late hour.—C. H 


— >  —— 


Southern California Carbon and Ribbon Dealers 

W. Elliott Sibertson, in recognition of his fine services as 
president of the Southern California Carbon and Ribbon 
Dealers’ Association, has been re-elected for the ensuing 
year 

All the large carbon and ribbon dealers of Southern Cal- 
fornia have given their support to the association and much 
good work was done during the past year. Through the 
co-operation of some of the typewriter companies the asso- 
ciation has been able to solve many problems that had 
existed in their business. At three meetings, the study of 
platens as they pertain to the carbon and ribbon business, 
was taken up and gone into very thoroughly. At several 
of the meetings, representatives of the various typewriter 
companies explained the qualities of their products and 
what they knew about their particular typewriters in the 
matter of making better carbon copies under all condi- 
tions [The members not only derived much _ technical 
knowledge from these meetings, but it also brought them 
much closer to the typewriter salesman than formerly. 
The carbon salesman and typewriter salesman have much 
in common. It is often the case that the carbon salesman, 
due to his friendship with the buyer, is consulted when 
the matter of a change in typewriters is to be decided upon. 
If he does not know enough about a typewriter to intelli- 
gently sell carbons and ribbons for it, it is possible that he 
will recommend another make, one with which he has not 
had any trouble in selling carbons for its work. Because 
of this fact, it is worth the time and effort of typewriter 
companies to acquaint the carbon and ribbon dealers with 
the good qualities of their machines from the carbon man’s 
angle. 

The carbon and ribbon business is in a healthy condi- 
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GETS 


THINGS 
DONE 


lO TO 50 
TIMES 
FASTER Jat : , 
AND AT @ tt al 

LESS COST 
























addresses or other data 
thru a ribbon — 1,200 to 
1,800 impressions an 
hour — other hand-op- 
erated machines from 
$20 to “yy “S 
rices f. o. 
O business today can afford hand *Caicoes. 


methods when a machine will do 


the work quicker, without mistakes and Model F2 — Electric — [ 
at less cost. "hencapand Mile an See ' 


In thousands of concerns, many of them “hosts end cieated tee ae 
in your line of business, Addressographs yp Med pe Bn he 
have replaced hand methods and are doing ee eee . 
the work 10 to 50 times faster! Even the Ts 










smallest Addressographs speed the day's 
business, get things done on time, elimi- 
nate errors, increase sales, reduce expense, 
add to profits. Names and data are writ- 
ten on a countless variety of forms — 


4 Ty 
al 





statements, ledger sheets, shop and store Model Act — High speed 
. ~ ~ ~ = tomatic 
forms, stock records, shipping tags, pay  *3iomatic 5° $2,025. 


and dividend checks, collection forms, other deta thru 2 ribbon on 


orms of various kinds and 
sales letters, circulars, envelopes, post _ sizes, Speed, 7,500 an. hour. 
cards, etc., etc., etc. vader’ Gee 
There are small machines for small businesses— 
electrically operated and automatic models for 


larger businesses. The range of prices meets any 





Model D3— Yequirement. Let us show you what an Addresso- 
(hg ES aE "~ graph will do in your business. Mail the cou- 
y rate rints 00 > - . . ; 
oot ho, LETE pon for helpful advice and information. 4 
with address, salu- 








— a Sales and service agencies in the principal cities of the world 
en 


are. Other dupli- ADDRESSOGRAPH Co., 903 W. Van Buren St., Chicago 

hines from $57.90 Canadian Head Office and Factory: Addressograph Co., Ltd., 
5 f b. Chicag 30 Front Street W, Toronto, 2, Ont. 4 

, European Head Office and Factory: London, England. 4 
ardograph $57.50 f. o. b. Manufacturers of Graphotype Addressograph Dupligraph 

vicago. Prints 1,500 mes- Cardograph Speedaumat 7 Mail 

es thru a ribbon on post 
cards in an hour! 4 with your 
WY Y / 








/ _ letterhead to 


ADDRESSOGRAPH Co., 
903 West Van Buren 
Ad Street, Chicago, Illinois. 
—_ Ja ‘nial cs — —_ the 

ddressograp st suited to 

y our needs will help us save time, 
eliminate mistakes and reduce ex- 

pense. 11-29 





Copyright 1929, Addressograph C 
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GENUINE o 

GIFT BOX LINE b 

he Holid d all ‘round % 

A : 

for the Holidays... and all year ’round 3 

x 

iT 

x 

U 

. : : ' . ' 

G: FTS that any man will be proud to own and use. Greater variety, some new bindings, new boxes. ul 
Each year our specialties are sold in greater quantity and in more stores. These articles are most 4 
= ; e ° 99 . ° ° ° x 
fitting for man-to-man gifts, and many “quantity orders” can be secured for distribution to clients, 
customers, employees—guests at conventions and other gatherings. fi 
0) 

0) 

0) 

0 

0 

0 

i) 

0 

0) 

0 

0) 

0) 

0 

0) 

0) 

0) 

0 

FEATHERWEIGHT Ring Memo Gift Package—thin- English tan Pigskin, Blue box grain Cowhide and Tan J 
nest and lightest of all ring memo books. Ostrich,Hudson calf finish Cowhide—all of these are used for covers. , 
grain Seal, Glazed Red Russia Calf, Lizard grain Goat, Gold corners and gold stamped decoration add to the i 
variety of detail. One complete book and two extra re- 0) 

fills, all with gold plated metals and gold edged sheets, 

in novelty paper boxes. Sheet sizes 2'/4 x 4" and 4'/2 x 2? 4". 4 

List prices from $1.60 to $5.50 0 

u 

; 

Nearly everyone has use for a loose leaf Diary and Address Book. I, 

They are perpetual, for new sheets can be inserted as needed. It 

Covers of Handboarded Cowhide in black or mahogany and Nut 0 

brown Pigskin; one piece, all leather. Metals are gold plated and Lt 

sheets gold edged. Sheets sizes 42 x 2'2", 5 x 3", 6 x 32", J 

Each book in neat fancy paper box. List $2.75 to $4.25 4 

Gold edge fillers can be supplied separately 0 

for Diary or Address also Faint Ruled. u 

0 

0 

0) 

0 

The ideal gift for the man “‘who has everything” is $ My Finances $. 0 
Regular edition in Handboarded mahogany Cowhide or black Fabri- u 
koid binding; sheets red edged; each in plain gray box. 4 
De luxe edition in brown Ecrase Goat with gold stamped decoration 0 
or finest quality English tan Pigskin covers; lock and key on each. ut) 
Extra supply of sheets and all sheets gold edged. Complete in fine The 4 
hinged top box. The handsomest books and package we have ever Original fi 
offered to the trade. Lowe Leaf i 
Send for a descriptive circular of the Gift Box Porssnal , 

Line; or better still, order a sample assortment. ut 

Finance I 

System u 

TRUSSELL MFG. CO 0 

. 0 

23 to 29 Cottage St. Poughkeepsie, N. Y. REGULAR EDITION i 
I 

} 
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tion in Southern California, and practically all trade prob- 
lems have been eliminated by the association. All dealers 
report that business has been very good during the sum- 
mer and that, as a whole, the year 1929 will be a good 
one, for all concerned. 
dibasic 
Stationers’ Association of New York 

The first meeting of the season of the Stationers’ Asso- 
ciation of New York, held at the Drug and Chemical club, 
85 John street, New York City, Monday October 21, was 
in the form of a testimonial dinner to Mortimer W. Byers, 
who, after serving the association for twenty years as coun- 
sel, has been appointed Federal Judge by President Hoover 
and has been obliged to relinquish his other activities. 

After a delightful dinner the meeting was called to order 
by Louis C. Getls, the president. The motion was made 
from the floor that in view of the nature of the meeting 
business be set aside. The motion prevailed unanimously. 

Charles A. Lent then introduced T. Owen Jacobsen, the 
president of the Stationers’ Association of Great Britain 
and Ireland, who in terse sentences overflowing with dry 
humor voiced his thanks to and appreciation of the office 
equipment industry in this country and the individuals 
identified with it. 

At the conclusion of the address Mr. Jacobsen was voted 
an honorary member of the organization. 

One of the guests of the evening, Ed. L. Little, first vice- 
president of the National Stationers’ Association, urged 
briefly a better understanding among the manufacturers 
and dealers in this industry to the point that greater unity 
and co-operation might be had. 

Charles P. Garvin explained his presence at the dinner by 
presenting to Mr. Byers a resolution commending his long, 
faithful services, kindly counsel and valuable friendship in 
his twenty years of service to the National Stationers’ Asso- 
ciation. The resolution further wished Mr. Byers a full 
measure of success in his new undertaking, hoping that in 
his new appointment he will find the realization of his fond- 
est anticipation. 

These few remarks made by Mr. Garvin and the presenta- 
tion of the resolutions were received with three cheers and a 
tiger. 

The chairman in introducing William E. Ward, first gov- 
ernor of the new Fourteenth Regional District, commended 
his loyal service to the association and urged the fullest co- 
operation, and so pledged the meeting. 

Mr. Ward made a few pointed remarks that in effect 
amplified those of the chairman 

Mr. Geils, in a very clever introduction to the next 
speaker on the program, Mr. Byers, presented him on 
behalf of the organization with a beautiful gavel and a 
matched set of golf clubs 

Mr. Byers, in his usual self-possessed and interesting 
manner, expressed his appreciation for the tokens of the 
esteem of his fellow-members. He urged their continued 
support of the program of the organization. 

At the conclusion of Mr. Byers’ remarks he was greeted 
with warm applause 

The meeting adjourned with the feeling that it had been 
a privilege to be among those present. 

ee eS 


Active Demand for Numbering Machines 

The American Numbering Machine Company of Brook- 
lyn, New York, reports active demand for this type of 
machine, particularly for their new five-in-one intended to 
fulfill the requirements of the business world as a whole. 
This machine has five movements and works with great 
ease and precision as well as simplicity. It is versatile in 
its performance and always prints clean, clear numbers. 
Other features will gladly be described by the manufacturer. 











~SPEERLESS> 


RUBBER TYPEWRITER KEYS . 


Oe 


Sure | ing : re : ‘ cee 








There’s every reason 
why you should sell the 


PEERLESS LINE 


—and no reason why 
you shouldn’t 


Peerless offers—every desirable dealer help 
known to the trade —and every dealer 
help is brand new—dealer helps that bring 
in sales and keep on working to make 
added business for you every day. 

New Peerless Erasure Shields wanted and 
used by all typists. Now printed in new 
colors, making them pleasing to the eye 
and easy to find. They will bring more 
typists in to your store. New counter 
cards and window displays in color show- 
ing the Peerless Line with an eye appeal- 
ing come-in sales message. New booklets 
that show the advantages of using the 
Peerless Line. 

Small wonder that Peerless dealers watch 
their profits mount. With the finest set 
of dealer helps ever made—the greatest 
advertising Peerless has ever done—it's 
bound to be the biggest year ever for 
Peerless dealers. 

Write now for details and samples of the 
best serviced line you ve ever sold. 


EERLESS 


KEY CO.. Inc. 


176 Fulton Street New York City 


Sc ee eee el 








PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your 
profit-building plan for dealers, together with a sample 
Peerless Key and sample dealer helps. 
ee: ee ee a 


Firm __. 
Address 
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STURGIS 


POSTURE CHAIRS 


(Patents Pending) 





Will help you get a BIGGER share of the 
Posture Chair business in your community. 





You will like its ready sale—and your cus- 
tomers its simplicity. 


Choice of Mahogany, Walnut, Olive Green or Black 
DUCO; Spanish Brown or Blue genuine leather. 


Write Today For Our Dealer Proposition 


STURGIS POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 




















{= — He SSD 
PASSED AWAY 
Charles M. Higgins 


Charles M. Higgins of Brooklyn, N. Y., one of the pioneer 
ink manufacturers of the United States and founder of the 
Charles M. Higgins Company, passed away on Monday 
night, October 21, after a long illness at his home, 101 
Prospect Park West, Brooklyn 

Mr. Higgins was seventy-five years old. Funeral serv- 
ices were held at eleven o’clock on Thursday, October 24, 
in the chapel of Greenwood cemetery 

Charles M. Higgins was one of the founders of th 
Kings County Historical Society He came to this coun- 
try from Ireland as a youth. Through his own efforts he 
became one of the wealthiest men of Brooklyn. He was 
head of the Charles M. Higgins Company, manufacturers of 
the drawing ink which he invented Associated with him 

the ink business from the start and in other enterprises 
was John E. Gavin, also of Brooklyn 

Several years ago Mr. Higgins initiated a movement to 
dedicate a strip of ground at Third Street and Fifth Avenue, 
Brooklyn, as a park or playground to commemorate the 


Battl 


le of I ong Island He also made a collection of relics 


of the battle for the public benefit At his own expense he 
had a painting made of the hero of the encounter, Major 
Gen. Stirling His efforts ‘in behaif of a park, however, 
were deteated when the site was so! by the citv to Poly- 


technic Institute 


vor 
ous opponents of vaccinatio1 For several years he was 
treasurer of the Anti-Vaccination Leagu f America 
He was a leader in 1908 in the effort to rehabilitate the 
old Brooklyn Bank on Court Stree vhen that institution 
closed its doors. A receiver had be¢ ippointed from up- 
State, a move which Mr. Higgins opposed, and he succeed- 
ed in having himself appointed a joint receiver. After his 
work was done Mr. Higgins declined to accept his fee and 
turned the money back to the bank for the benefit of 
depositors and creditors 
Until ten years ago Mr. Higgins had been prominent in 


" 


social and club life in Brooklyn. He was a member of the 
Montauk, Riding and Driving, Crescent Athletic, Brooklyn, 
St. George’s Golf and Huntington Bay Clubs. He is sur- 
vived by his widow, Mrs. Alexandra Fransioli Higgins; a 
son, Tracy, and two daughters, Lisbeth Higgins and Mrs. 
Rachel Everson. 

Office Appliances joins in sympathy with the bereaved 


' 


family and associates of Mr. Higgins 


+ + + 
W. N. Lancaster 


Warren Nelson Lancaster of Bloomfield, N. J., passed 
away at the Homeopathic hospital, East Orange, on Sep- 
tember 30, after a brief illness. He was seventy-nine years 
old 

In the early "90s Mr. Lancaster had plants in New York 
and Boston, where he manufactured a cone-cap pen, the 
ink supply of which was regulated by a turnscrew. For 
several years Mr. Lancaster fought a losing battle to prove 
he was the first to patent the fountain pen. Competition 
becoming too keen in New York, Mr. Lancaster went to 
Baltimore, Md., where he remained until fire destroyed his 
plant sixteen years ago. In 1922 he opened up a small 
office at 342 Madison avenue, where he repaired pens. In 
the past few years he has manufactured pens of unique 
design for a small clientele. One of his patrons was J. P. 
Morgan & Company 

Mr. Lancaster is survived by his wife and a daughter, 
Mrs. Edgar H. Farrell 
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A “CLEMCO” Trojan Suite Installation in the office of the Pepperell Manufacturing Company, 
New York City. “CLEMCO” Representatives: Flint & Horner Company, Inc., New York City. 


“The Highest Re-Sale Value” 
A Short Story with a Long Meaning 


/ 
¢ ‘ : . , ss ~ ” . . 
“I will offer you a higher price for the used desks if they are “CLEMCO Desks.” This sig- 
= nificant statement was made by a dealer in used office furniture tc a “CLEMCO” Representa- 
tive who recently called him in to buy the old office furniture that was being replaced by new 
iS “CLEMCO” Desks 
j —Ample proof that even dealers in used office furniture know that outstanding value is incor- 


porated into “CLEMCO” Desks. 


y, , 
4: “CLEMCO” Desks and Fine Office Suites offer you more in profitable sales. They mean more 
Ks to your customers—not only in ontstanding and exclusive structural features, but also in 


pleasing designs, beautifully figured woods, convenient features and “Clemcote” finish. 


“CLEMCO” Advertising-Selling Co-operating Sent to Office Furniture Dealers Ks 
oe Seriously Interested in Building Profitable Business. Of 
ag THE CLEMETSEN COMPANY 

ye 3403 West Division St. Chicago, III. 


Nation-wide Service Through the Better Office Furniture Representatives 


Ze \ SOs US DESK 
._ NASY)A/) b 
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FACTS ABOUT 
LIBERTY FILES 


1 They are highest in quality 





ire more economical 


2 They < 
Under test they prove supe- 
3 rio;r 
They are preferred by large 
4 firms 
They far outsell all com- 
petition 


6 They are a profitable line 


7 They bring steady repeat 
business 


\ J 


.* 7 
«<2 








Our new direct advertising folder will be coming off the press in a few days. 


have every LIBERTY Distributor to cover his list with this folder. 





DISTRIBUTORS--- 


LIBERTY 

leaders in 

dustrial Firms, ( 
ic Offices 


ublic 


Collapsible Storage Files have long been 
their held Banks, Trust Companies, In- 
mmercial Firms, Public Utilities, 

) b rganiza- 
of the 
selected 
work after 
of these 


I » more than 30, Is1Nness 
tions use and prefer LIBERTY Files Many 
largest banks and firms in the United States 
LIBERTY Files for their fling 


This is proof superiority 


storage 
of the 


careful test 
files 





Order Early for Your Transfer 
Season Needs 


HE most important storage filing time is the transfer period at 
the end of the year. At this time the demand for LIBERTY 
Files bounds upward, so much so in fact that it is necessary to 
run the factory day and night throughout the entire winter 
This tip to you, therefore, is simply to enable you to 
Get your stock orders in early so 


months. 
protect your own customers. 
shipments can be made on the date you specify. 


Another suggestion is that the transfer time is the very best sea- 
son to go out after new accounts. We have some valuable ad- 
vertising helps you can use. Firms that used our helps last year 
found them decidedly helpful. If you have not already done so, 
write for our cooperative plan. During the next twelve months 


it will, we believe, at least double your LIBERTY sales. 


We would like to 


Samples sent on request. 


BANKERS BOX COMPANY. INC. 


RAND 


MSNALLY BUILDING —™ CHICAGO, ILL. 
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The 


NEW StiKit! 


Mucilage Bottle and Spreader 









With ASH TRAY Base 
at NO INCREASE 
IN PRICE 

















° 
wom Hor the Holiday Trade 
cover. 
Feature this new, interesting, useful specialty in your window 
and counter displays, especially during the holiday season. 
Bright nickel and oxidized copper finish combine in an attractive 
article, adding to the appearance of any office desk. It makes 
Lift out a beautiful gift for use either in office or home. 
bottle 
- ry Always clean, always convenient, STIKIT has no brushes, no 
brush. sticking tops, no squeezing, no hardened mucilage. Simply lift 
bottle out of container and use it like a brush; a special gauze 
fabric over the mouth regulates the flow of mucilage. Fabric 
is always moist and mucilage cannot harden. When thru using, 
drop bottle back into container and set cap on, keeping out dust 
0 a and dirt. The tray base is convenient for ashes, or for pins, 
in case clips, rubber bands, etc. 
and cover 
it. 
Write, wire or phone for full details 
with prices and discounts to the trade 





The Ault & Wiborg Company 


CINCINNATI, OHIO 
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ANO=RING 


NOTE BOOKS 





LOOSELEAF 


... but they have no rings 





Can Be Used Everywhere ....That’s Why 
They Sell to Everyone 

POCKETS, coat p «kets, brief cases, desks 

ire just four of the many places where lack of room 
would use a loose-leaf book 
the rings of the ordinary 


| 
rol 


prevents people who 

m doing so because 

loose-leaf book make it inconveniently bulky To such 

people you can now offer NO-RING, a loose-leaf notebook 

perfectly adapted to their purpose as if made to order 
for them 


N ng OSE if Notebook is as slim, trim anc 
\ Ring | [ b lim, trim and 


xible as a fine bound bool [he standard-sized filler is 
held in place by a spring brass tube that slides on and off 
rack. Soft Keratol covers. Hammermill Bond 
f ( mers buy quickly when they realize that her 
wose-leaf notebox without rings:—rings that 
idd bulk. tear sheets, cause lost notes. Specimen b 
t Use c Or bel “w 


Neva-Clog Products, Inc., 636 Water St., 
Bridgeport, Conn., Dept. OA-11-29 
Ger ' W it liga nd a No-Ring I 


K tog A pr if < 
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Funeral services were held in Baltimore, with burial ser- 
vices at Woodlawn cemetery 

+t - + 
James Robert Shepard 

James R. Shepard, sales manager of the typewriter divi- 
Service Inc., died at 

October 15, at the 


sion of Remington Rand Business 
seven o'clock on 
General hospital, Buffalo, N. Y. 


following an 


Tuesday morning, 


The end came suddenly emergency opera- 
tion at midnight and was a distinct shock to Mr. Shepard’s 
business associates and friends everywhere 


Mr. Shepard devoted more than twenty years of his life 





SHEPARD 


THE LATE J. R 


to the typewriter business, in which he achieved marked 


Early in his career he was a salesman at Boston 
for the old Monarch 
made manager at Springfield, Mass., and then transferred 
Louis. It Louis that the 
Monarch joined March 1, 1912. 


Shepard has been connected 


success. 


[Typewriter Company. He was 


to St. was while he was in St. 
with the Remington on 
Since that consolidation Mr 
with Remington, his posts. including St. Louis, Springfield, 
Mass., 


After serving as assistant sales manager for a time, Mr. 


Pittsburgh and Philadelphia 


Shepard was made sales manager in July 1928. 


Mass.., 


by his wife, formerly 


February 18, 
Miss Margaret 
Miss Anne 


Mr. Shepard was born at Lowell, 


1881. He is survived 


Lawrence of Pittsburgh, and a daughter, 
Shepard. 

The body lay in state at Westminster Presbyterian church 
in Buffalo from noon until four o’clock on October 16, when 
funeral services were conducted at the church by Doctors 
D> Ve We Frank L. 
were held at Homewood cemetery, 
handling his own job efficiently, Mr. 


Holmes and Janeway. Burial services 
Pittsburgh. 
Besides Shepard 
had the knack of injecting his enthusiasm and energy into 
the men in the field. As one of his salesmen said, “He was 
the only man who has made me earn money.” 

In the passing of Mr. Shepard the industry has lost a 
Cc ipable 
cherished through the years by all who knew him 

- &- + 
J. T. Hornibrook 

October 6, J. T. Hornibrook, 
Brothers, Ltd., Toronto, Ont., passed 


attack ol 


) 


and courageous leader—one whose memory will be 


On Sunday, secretary-treas- 


’ - »» a 
rer of The Brown 


way as a result complications following an 

double pneumonia. 
Mr. Hornibrook had been associated 

over sixty years 

Office Appliances joins in sympathy to the family and 
} 


rends 








Put in a Fibre Board W indow 
Display at [rvansfer Time 


pas) 


Low Priced 
FILING 
EQUIPMENT 

















Let us send you these cards to use 
right after the Holiday Season 


See Inside Pages- 


Here is a special selling stunt to use right 
after the Holiday rush—around the first 
of the year at transfer time. This is the 
height of the season for Fibre Board special- 
ties and the timeliness of this display will 





The Weis Manufacturing Company 





increase sales for you. We are making 
it easy for you to display and sell Fibre 
Board—the cards are free—see two inside 
pages for suggestions on window and table 
displays. 


Sits 


162 Union Street Monroe, Michigan 




















Let This Window Sell More 
Fibre Board Supplies for You! 


al 








With this window display at trans- 
fer time you catch your customers 
at the time when they are in the 
market for fibre board products. 
The window is easy to install and 
shows a wide variety of fibre board 


specialties. It features “‘Economy’”’ 


fj 


ets 





ION. 





Cases which are always popular 
sellers at transfer time. It also 
shows a variety of letter and card 
files and transfers, document size, 


check size. ete. 


Every one of these items is a sure- 
fire money maker for you. There 
is real profit for you in Fibre Board 
and this display will increase sales 
and profits in January. Write for 
these display cards. 




















This 


Your 


Use 


Inside 


At the same time you use the win- 
dow display shown on opposite page, 
arrange a table display like this one. 
This ties in with your window dis- 
play and serves as a reminder after 


the customer comes into your store. 
The same display card is used here 
as is shown in the center of the win- 
dow display—two of these cards are 
furnished with the display outfit, one 
for the window and one for the table. 


There is an ever-growing demand for 
Weis Fibre Board Products because 


Table 


Display 
Store! 





they represent quality with a wonder- 
ful price appeal. Use this display 
and increase sales and profits. 


Weis products are sold only through 
legitimate, established retail dealers. 
No branches, no direct selling. Weis 
selling helps are designed, planned 
and furnished to the trade free to 
help Weis dealers make more money. 


Wis 




















Sf os Economy Fibre 
Storage Cases 





Come to You Flat 


Like This 


No Strings, No Flaps 
No Clamps, No Bands 
No Fuss 


: Strong 


Enough 
for 
Every 


Storage 
Need 





Used by Banks, Stores, Railroads 
Gas, Electric, Telephone Companies 
Insurance Companies Trust Companies 
City, County and State Offices 








Set Up in 10 Seconds Ready 
for Use Like This 


Just Fill “Em, Put the 
Covers On and File “Em 


The S#%£& Manufacturing Company 


162 Union Street 


Monroe, Michigan 








— 











NOVEMBER, 1929 












COLONIAL 





It is said that a successful merchant is 
one who has the right kind of merchandise 
on hand at the time his customers want to 
buy. That is why dealers are, and properly 
should be, interested in regularity of the 
service supplied by manufacturers. 


Service must be voluntary—sincerely 
habitual. It should color every transaction 
and should be at its best only when a most 
alert attentiveness is accorded the dealers’ 
wishes. 


When quality and price are comparable, 
the dealer who is backed up by a factory 
making prompt shipments regularly can- 
not help but succeed. 


The dealer’s viewpoint in this instance 
becomes the unquestioned policy of our 
organization. Large stocks of raw mate- 
rials, a flexible plan of production control, 
and a determination to excel in this im- 
portant phase of business guarantees our 
performance in this respect. 


Colonial’s new and enlarged organization 
dedicates itself anew to this job of giving 
service by providing regularity of ship- 
ment. It feels an unusually keen sense of 
responsibility to its dealers in this respect. 
Its reputation along these lines, already 
established with a large number of dealers, 
is its best testimonial. This is another 
reason why one of them has created this 
slogan for us “Once a Colonial dealer, 
always one.” 








Patent 
Applied For 


COLONIAL CHAIR COMPANY 
CHICAGO 


rt 
This is Colonial’s “Fitwell’’ Posture iuieisie 
Chair. Number 163W, available in solid oak or 
walnut, and in imitation finishes. [ 
Additional profits are being realized by a constantly 
increasing number of dealers through the sale of 
this fine chair. 
Ask for descriptive folder, showing points of 
superiority. 










Oo 





COLONIAL CHAIR COMPANY, 
1740 N. Maplewood Ave., 
Chicago, III. 
Gentlemen: 

Without any obligation, please send 
special descriptive literature of your 
“Fitwell” Chair. 
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TABLES BY MUITISCHLER 
TO MATCH PERIOD SUITES 


The demand for complete harmony in ofhee furniture is answered 


by Samson tables in designs to harmonize with period office suites. 


Like other Samson tables, these new numbers adhere to the 
same standards of quality throughout. The drawers are dove- 
tailed, back and front, with 3-ply-wood framed-in bottoms, fin- 
ished inside. The under-top is finished, and is reenforced with 
cleat construction. The finish is dull rubbed in oak, walnut 
or mahogany, with special colors at a slight extra charge. 


For more than a quarter of a century Samson tables have 

symbolized the highest ideals of construction. Strength, 
tempered by richness, dignity and character makes these 
tables suitable for the most elaborately furnished office, 
bank and directors’ room. 


Various models with more complete details of con- 
struction are shown in our new catalog. Copy will 


be sent on request. 


MUTSCHLER BROTHERS COMPARY 


504 Madison Street 
NAPPANEE, INDIANA 
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J. M. Goldstein 


In the passing of J. M. Goldstein of Cleveland, death has 
taken one who has been connected with the stationery and 
office equipment and supply business for more than fifty 
years. He was in his seventy-fourth year. 

Fifty-two years ago in October “Goldy” entered the 
employ of The Burrows Bros. Company of Cleveland, 
remaining in their employ until 1913, when he resigned to 
accept the position of eastern traveling representative for 
the Weis Manufacturing Company of Monroe, Michigan, 
with which company he was connected until his death. 

On Friday, October the fourth, he left his home in East 
Cleveland for down town; attended to some _ business, 





THB LATE J. M. GOLDSTEIN 


lunched at the Advertisers’ Club, later going to the Mall 
theater. It was while sitting in the theater that he suffered 
a cerebral hemorrhage, death overtaking him in a few 
moments 

The funeral was held from his home at 3272 East One 
Hundred and Third street, Cleveland, on Monday, Octo- 
ber seventh 

He leaves a son and two daughters to mourn his passing. 

' FF + 
John Mitchell 


Announcement is made of the very sudden and unex- 
pected death of Mr. John Mitchell, general manager of the 
Accounting and Adding Machine Department of the Rem- 
ington Typewriter Company, Limited, 100 Gracechurch 
street, London, E. C., 3. Mr. Mitchell expired suddenly on 
the twelfth green of the Sidcup golf course on October 5, 
1929, while playing a round with a friend and member of 
that club. The autopsy developed the cause as heart failure. 

Mr. Mitchell was a Scotch-Canadian who had been long 
engaged in the office equipment industry, beginning with 
the National Cash Register Company, whom he served for 
many years; later with the Toledo Scale Company, then 
with the Dalton Adding Machine Sales Company for four 
years, and in 1927 he came to England to take charge of the 
Dalton business of the Remington-Rand Incorporated. After 
the Remington took over the Dalton Line, his work devel- 
oped into the position which he held at the time of his 
death. 

Mr. Mitchell had made steady progress with the Reming- 
ton accounting and adding machine business in London and 
showed great promise for the future. Of late he had de- 
voted himself largely to the development of mechanical 
bookkeeping in banks, and the results of these efforts have 
been very marked. 

' - + 
Mrs. Mae Purdie Pitts 

Mrs. Mae Purdie Pitts died at St. Joseph’s Hospital, 
San Francisco, October 21, following an illness of fifteen 
months. She was the widow of Frederick W. Pitts, founder 
of “That Man Pitts’” stationery stores. From a small 
beginning, Mr. Pitts had built up his store on Market 
street, near Fourth, to be one of the best known stationery 
stores in San Francisco. At his death, his widow, who had 
helped to build up the business, took charge. She moved 
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NO-DENTS 









every 
office 
pla 


NDER every piece of office furniture and 
office machine there is a place for 
NO-DENTS 


NO-DENT is the resilient furniture shoe, 
made of live rubber, designed to protect the 
floor from mars, dents and gouges made by fute 
niture. Not only do NO-DENTS protect the 
floor but keep the furniture in place and 
deaden noise and building vibrations. 


NO-DENTS are recommended by floor cov- 
ering manufacturers, and we can assure you 
they offer the very best protection to floor cov- 
erings of all kinds, neat in design they har- 
monize with all types of furniture. 

Dealers everywhere are finding this item a 
profitable one to themselves and to their 
customers. 


Further information and 
samples on request. 





Made in fe sizes. 
Round and square. 


Manufactured by 


RICE PRODUCTS CoO. 


1158 E. 146th St. 
CLEVELAND, OHIO 
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MONEY MAKERS 





Aas 


STEEL CARD CABINETS 


Single or Double 





3x5 4x6 5x8 6x9 


With or without locks—Simplified Build-up feature,— 
Rubber Feet. In Attractive Green, Grain Mahogany or 
Walnut Finishes. 


“DESK-HI” STATIONERY CABINET 











Provides additional working space along side of your 
desk. 100% Dust Proof, Equipped with two adjustable 
shelves, Lever handle, and Lock. All Finishes. 


STEEL TRANSFER CASE 





A regular one-drawer letter file; unique build up feature 
—rubber feet. 


Most popular priced line. Write for catalog today. 


ART STEEL COMPANY, Inc. 


401 East 23rd St., New York, N. Y. 
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to a large and beautifully equipped stationery and art store 
on the north side of Market street. Later Mrs. Pitts gave 
up this establishment and opened a smaller but highly 
artistic store on Post street, near Powell. Business reverses 
caused the closing of this store. 

In the history of the stationery business in San Fran- 
cisco, no woman has shown more artistic taste and ability 
in equipping a stationery store than did Mrs. Pitts. She 
was a native of Scotland and had resided in San Francisco 
over forty years. Her residence was at 3260 Gough street. 
She is survived by her mother, her daughter and by two 
brothers 

+t & + 
C. Wilkinson Sheppard 

The many friends of Mr. and Mrs. C. E. Sheppard of 
New York City extend profound sympathy over the sudden 
death of their son, C. Wilkinson Sheppard, on October 6 
He was twenty-two years old and died from injuries re- 
ceived when his automobile got out of control and crashed 
into a fence near Waterbury, Conn., when he was on his 
way from New York to Boston where he was a student in 
the Massachusetts Institute of Technology He gradu- 
ated from Princeton in the Class of ’29 

He was driving alone when the accident happened so 
that very little of the details other than those given above 


are known 


He was a young man of fine character and great promise 
Office Appliances extends deepest sympat! 
' - + 
C. J. Buntell 

Charles J. Buntell, widely known among the stationers of 
the | ed States, and a vigorous, sincere and upright char- 
( ssed away at his home near Dayton, ©., on Friday 
ifter1 October 25 

Mr. Buntell was one of the founders of The Buntell-Roth 


Company of Dayton, and for many years was its president. 


In the spring of 1925 he sold his interest the concern 


nd organized The C. J. Buntell Company of Dayton. He 
was at one time president of the Southern Ohio stationers. 
Mr. Buntell was a member of the Dayton Exchange Club; 


lwater Lodge, Scottish Rite Masons, and Antioch Shrine 


Stil 
He was born hifty-nine years ago at Martinsville, Ind., 
and is survived by his widow, Mrs. Bertha Buntell, two 
daughters—Edith and Edna—and two sons—Gene and 
Robert. Funeral services were held at the late residence 
Sunday afternoon, October 27. The Rev. Emil Bauman, 
pastor of Forest Avenue Presbyterian church, officiated. 
Interment was at Mr. Buntell’s boyhood home in Indiana. 


Office Appliances joins in sympathy to the bereaved 


family and associates. 
+’ + + 
E. T. Chambers 

On Sunday morning, September 22, E. T. Chambers, a 
well known typewriter man of Jackson, Miss., passed away. 
He represented L. C. Smith & Corona Typewriters, Inc., in 
the Jackson territory. He became a Corona distributor in 
1914 and took the L. C. Smith dealership in 1926. 

Mr. Chambers was a man of high standing and integrity. 
His death is greatly regretted 

' FF & 
Jesse Alexander 

Jesse Alexander, tormerly of Brooklyn, died suddenly 
August 16 last of heart trouble at his home in California. 
Mr. Alexander was well known in the typewriter world on 
account of his many inventions and his years of work on 
typewriters. He is survived by his wife, one son and two 
daughters 

“Peerless” Registered in Cuba 
“Peerless” has been registered as a trade mark in Cuba, to 


cover furniture, chairs, filing cabinets, carts and couches of 
metal; hat racks, toys, etc Applicant Vicente Vallejo G. S. en 
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Insist On 


Insist On 


ENGLEWOOD LEWOOD 


3 


ANNOUNCING 


We wish to announce to the trade the completion of 
our new and larger factory at Chicago. The increased 
quarters will enable us to give better service and serve 





additional dealers. 


The new ENGLEWOOD Line is one of exceptional 
merit—desks that are constructed stronger and finished 
better. ENGLEWOOD Service means prompt shipment 
via package cars, assuring you delivery to your city with- 
out delay. The line is priced to assure you rapid turnover. 


The policy of exclusive dealers will be continued, 
enabling the ENGLEWOOD dealer to sell a line of desks 
on the basis of merit and getting the repeat business. 


\We solicit your consideration of ENGLEWOOD 
DESKS for your moderate priced desk line on the basis 
of quality, service, and value. Write for the ENGLI:- 
WOOD exclusive dealer’s proposition. 





E\NGtEwoonp [jesx 


58th & Lowe Avenue 
CHICAGO 





Insist On 


Insist On 
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Announcing... 


the FOX Improved 
Office Chair Cushion 








This Will Be Your Biggest Seller 


NEW principle in office chair cushions. The 

cushion body consists of finely tempered 

coil steel springs which give it unusual resiliency, 
strength and long life. 


Large crosswire air channels are provided, and 
currents of cooling air are forced through the 
cushion with each movement of the user. The 
cushion will not heat, even in the most uncom: 
fortable weather. 


Guaranteed not to pack, crumble nor sag. 


The tension of the central springs is distributed so 
evenly that the surface resiliency of the cushion 
causes it to yield comfortably and easily to the 
lightest weight. Yet it will support the heaviest 
user without undue yielding. It forms a restful 


SO 


— 


and supremely comfortable seat at all times, and 
will add greatly to the efhiciency of the desk worker 
because it aids in keeping him at his best. 
Furnished in leather or velour, to match any office 
furniture. Colors, brown, blue, green or maroon. 
Reasonably priced. 


Write for complete description, prices and our 
catalog showing hundreds of other office specialties. 








GEO. E. FOX &@ CO. 
325 W. Ohio Street Chicago, IIL. 


A. H. Denny, Inc., 356 Broadway, New York 
Eastern Wholesale Distributor 
Western Wholesale Stationers, Ltd., 228 8S. Los Angeles St., 





Los Angeles, Cal., Pacific Coast Distributor 











a 








NOVEMBER, 1929 


(Address of Dr. McNair of the Harvard Bureau of Business 
Research.—Continued from page 52.) 
tioners group it was 3.8%, for those carrying on a consid- 
erable volume in printing and binding it was 2 The higher 
rental expense of the general stationers tended to offset their 
slightly lower salary expense That rent figure, I may say 
in passing, included all of the real estate charges, that is, the 
taxes, if the man owned his own property or used his own 
property in the operation of the business, the insurance and 
repairs and depreciation of the building, so as to make it com- 
parable with the man who rented his property and paid the 
landlord a sum out of which the landlord met those expenses. 


The total expense for those groups was then taken up. Be- 
fore taking into consideration the cost of capital, that is, the 
total expense before any interest charge is made, it is 31.1% 
for the group of general stationers, 31.4% for commercial sta- 
tioners and 31.3% for those carrying on some printing and 
binding operations. You see those expense figures do not 
differ materially, although in the make-up of individual items 
it did differ quite a bit. That total expense figure, as I just 
indicated, did not include any charge for the capital used in 
the business. The charge for the capital used in the business, 
whether it was borrowed from banks or manufacturers or 
wholesalers, or whether it was a charge for the capital actually 
used in the business and belonging to the business—that total! 
interest charge amounted to 2.4% for the general stationers, 
2.2% for the commercial stationers, and 2.0% for those en- 
gaged in printing and other manufacturing operations. Inter- 
est expense, of course, is partly, you might say, an artificial 
item of expense inasmuch as interest on the owner's invest- 
ment in the business is not commonly reckoned as an item of 
expense But for the purposes of comparison it was necessary 
to use that to get the real economic figure for the entire 
group So taking that charge for interest on owned or in- 
vested capital, it made a total expense figure of 33.5% for the 
general stationers, 33.6% for the commercial stationers, and 
33.3% for the group of commercial stations that also did a 
considerable volume of printing. Now, comparing that figure 
with the gross margin figure which I gave you a moment ago, 
it results in net profit figures This is net profit, what you 
may term in a narrow economic sense, a return over and 
above a fair charge for interest on invested capital. It is 
on the assumption that any man who goes into business for 
himself is entitled to get not only a fair salary for his services 
and a fair return on the capital invested at the going rate 
for capital in a conservative long time investment, but he is 
also entitled to get a premium over and above that for under- 
taking the risks involved in business. Now, it is that premium 
over and above a mere return on capital and remuneration 
for his own managerial services which in the true economic 
sense we call a net profit So it works out at 1% on sales— 
that is, one cent out of the consumer’s dollar that goes over 
your counter—1% for the general stationers, 2.4% for the com- 
mercial stationers, and 1.6% for the commercial stationers who 
carry on a good deal of printing and binding operations. This 
is what we call the true or pure net profit figures in the sense 
of a premium for undertaking risks 


However, from a business standpoint, it is more common, of 
course to reckon the entire money gain as a profit. Conse- 
quently, we went on further to another figure which we call 
the “‘net gain."" Now, that net gain figure is what most of 
you probably are in the habit of thinking of as profit; in 
other words, that includes the return on capital invested in 
the business which we had previously charged here as an 
expense Also any net incidental revenue goes into that as 
well as this pure net profit figure. This is the figure that most 
of you think of as profit That amounts to 3.7% of sales for 
the general stationer, 4.3% of sales for the commercial sta- 
tioners, 4.0% of sales for the other group of commercial sta- 
tioners that do a good deal of printing. 


Now, those figures are also computed on another basis. We 
worked out these “net gain’ figures first as to percentage of 
net sales, and for this group of general stationers it was 3.7 
cents out of each dollar that came over the counter We have 
also switched that figure around and worked that out in rela- 
tion to capital invested in the business, and there on the av- 
erage that figure worked out at 10% of the capital and surplus 
for the general stationer; that is, their net gain in the busi- 
ness, including their return on the investment, worked out 


a figure of 10% on invested capital—10% of the net worth 
of the business For the commercial stationers it is 12.5%, 
and 8.5% for the commercial stationers carrying on a good 
deal of printing Now, the’ reason, of course, for the some- 


what lower figure for those that carry on printing and bind- 
ing operations is that in any type of manufacturing business 
the fixed plant is larger, the investment for equipment in that 
tends to be larger, and it is the general experience, I think, 
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“MUN-KEE TALES" 


No. 2 of a Series as 


INK RESERVOIRS 
REGULATE FLOW OF INK 


Two little felt reservoirs under the 
“Mun-Kee” Filler hold a surplus supply 
of ink and as becomes necessary, feed 
it up to the top of the pad. 


Thus the user is assured of even 
distribution of ink on the surface of 
the pad at all times—just enough ink 
to give a good clean-cut clear impres- 


sion always. 


RESULT 


Convenient—The “Mun-Kee” user does not 
have to re-ink his pad very often—the 
surplus ink in the reservoirs besides the 
ink in the filler is often a two or three 
years’ supply (depending of course on the 
amount of stamping done). 


Efficient—Clear, distinct rubber stamp impres- 
sions 100% of the time are possible only 
with the “Mun-Kee”. The control of flow 
of ink by the reservoirs—and the special 
method of re-inking make this possible. 





Shows Depressions for 
Filler and Reservoirs 


MUN-KEE PRODUCTS CORP. 


Newark, N. J. 





Look for “Mun-Kee 
Tales”—No. 3 which 
will appear here next 
month. 














For further informa- 
tion, write to us today 
at the above address. 














118 


throughout business, that capital invested in a manufacturing 
business, where a good deal of fixed plant is required, or 
dinarily produces a lower rate of return 

The rate of stock turn-over was computed in each instance 
by dividing the cost of merchandise sold by the average in- 
ventory at cost Now, the cost of merchandise sold, divided 
by the average inventory at cost, gives the true rate of mer- 
chandise turn-over In any business in which you buy mer- 
chandise at one price and sell at another price, you have 
these two levels of cost and retail price, but you cannot fairly 
figure your turn-over by dividing your net sales by the in- 
ventory cost, because sales is up here on this level with the 
margin added in and the inventory is down on this cost level. 
So to get real comparable figures for the rate of turn-over, 


you have to divide the cost of goods sold by the average in- 
ventory at cost, and that is the way in which these turn 
over figures were computed Now, the average for the group 


of general stationers amounted to 2% times for the year, 
meaning that the cost of the merchandise sold during the 


ear was 2% times as great as the average inventory carried 


n stock For the commercial stationers, it was 2.8 times 
a year For the group of commercial stationers doing a good 
deal of printing and binding, it was not possible to compute 


i fair rate of turnover, because with the purchase of various 
ipplies and so forth, you have cost figures running in there 


that really would not make it possible to compute a fair rate 
of turnover for a business of that kind 
Now, naturally, the first question that comes to your minds 
yw do these figures compare with the 1926 figures? What 
the trend Is the stationery business going up, going down 
r staying « i level What is the general trend of economic 
nditior in the retail stationery business? 
Now to get as accurate a conclusion on that as possible, we 


onfined that part of the study to the firms that had submitted 


reports for both the 1926 and 1928 studies There were 100 


firms in the eneral stationery group that submitted figures 
or both yea ind there were 46 firms in the group of com 
mercial stationers and printers that submitted figures for both 
year Taking those two groups of firms, we worked out agai: 

mmon figures for each of them, both for 1926 and 1928, to 


find precisely what the results of those same firms were in 
1928 as compared with what they did in 1926. That comparison 
hows that for the general stationery group, the total expens« 
had increased somewhat, from 32.4% to 33.7% At the same 
time the gross margin had increased from 34.2% to 34.7%, a 
somewhat larger increase in expense than had taken place in 
e gros margir and consequently the net profit in the 
ense of the pure terms, over and above 
interest charge, was only 1% for 1928 as compared with the 
figure of 1.8 for 192¢ That figure, you see, is slightly differ 
ent from the one given in the 1926 report, because these figures 


economic 


her wer confined to firms that submitted figures for both 
year which gives a better comparison for the real trend 
over the three-year period A slight decline in net profit, an 
idvance in total expense, and only a slight advance in the 
gross margir The same holds good for the group of commer 

il stationers Again, only a slight increase in the gross 
margin fron 1.3% to 34.6 an increase in the total expens« 
from 32.5 to 33%, and a decrease in the net profit from 1.8% 

1.6 Therefore, it appears from that part of the analysis 


that the trend in the retail stationery trade is toward higher 
cost of doing business; there is a larger portion of the con 
imer’s dollar required to meet the cost of doing business, a 
somewhat higher gross margin, but not enough higher gross 
margin to prevent a slight decline in the net profit 
In the finar il comparisons which we made this year we 
were trying to answer such questions: How much capital is re- 


quired for the retail stationery business? What is the typical 
relation of current assets to current assets for such a business? 
We made that comparison only for certain groups of firms and 
we took particularly those which operated with least real estate 
as to rer ve the element of real estate from the computa- 
tions, because most of the firms reporting leased rather than 
owned real estat« A firm of $100,000 business required $44,000 
total asset That is, the total assets of the business 
imounted on an average to 44 of the sales. 
Now, t worth, that is, tl relationship of the amount 
capita owned by the business to the total capital 
ised in the | ness was in the case of those firms 70%. That 
typically, the capital owned and surplus belonging to the 


business amounted to 70 of the total assets, indicating that 





to the extent of the busine ipparently was operating on 

ipital borrowed from banks, or wholesalers or manufacturers, 
is the case might be Now, t se figures for commercial sta- 
tik rs are sligt different In the commercial stationery 
business, capital on the whole was used somewhat more ef 
fectively rt t assets f example, amounted = thers 
to 39 of the net les volume Furthermore, the proportion 


of the apit u 1 belonging to the business was slightly 
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greater there, being 73% The ratio of current assets to cur- 


rent liabilities was somewhat higher for the strictly commercial 
type of business. The general stationers showed a ratio of 2.9 
times, that is, the current assets were almost 3 times the 
current liabilities on an average for that group For the 
group of commercial stationers, the current assets were typi- 
cally 3% times the current liabilities, indicating a somewhat 
stronger financial position, somewhat more effective use of 
capital in the commercial stationery business as compared 
with the general stationery business. 

Those figures I think are particularly interesting as a guide 
to the financial management of the business, so that you can 
size up a balance sheet and see whether on the whole you are 
using capital as effectively as the average firm in the par- 
ticular group is using it 

To pass on from that to the relationship of expense to profit 
and volume of sales, that is, to try to answer such questions 
as: Does the large firm have an advantage over the small firm 
or vice versa? There we made a comparison of several differ- 
ent groups according to the volume of sales, taking first of all 
the general stationers Out of 146 general stationers, there 
were 77 whose sales in 1928 amounted to less than $100,000 
each There were 46 in the group whose sales were anywhere 
from $100,000 to $300,000 for the year, and there were 23 in that 
group whose sales were $300,000 each or more The com- 
parisons for those three groups indicated that there was a 
very slight difference in the gross margin percentage obtained 
by each one The group with sales of less than $100,000 had 
a gross margin of 34.9%; the group with sales between $100,- 
000 and $300,000 had 33.8%, and the group with sales of $300,- 
000 and over had 34.5° Actually the group with the smaller 
amount of sales had the highest gross margin Then when it 
comes down to the total expense figure, the smaller sales 


group had total expense of 34.3%, the group with sales be- 
tween $100,000 and $300,000 had a total expense of 32.3% and 
the remaining group had a total expense of 33.5%, the net 


profits being highest for the middle group, which also showed 
the best percentage of return on its net worth or invested 
capital 

These stationers selling between $100,000 and $300,000 typi- 
cally earned 11.5% on invested capital, whereas the other 
groups earned slightly less than that So far as the volume 
of sales is concerned for the general stationers, the middle 
group tended to show a little bit better results. On the whole, 
however there are no outstanding differences When we 
take the group of commercial stationers and printers and make 
a similar comparison there, using the same range of volume, 
we find that the gross margin was very much the same. It 
was 34.9% for the smaller ones, 35.6% for the middle group, and 
33.9% for the larger group In the total expense, the lowest 
was for the group with sales around $300,000, that is, the larger 
firms did have an advantage in the commercial stationery line, 
having an expense of 31.3% and consequently the net profit 
which was shown by that group was somewhat more favor- 
able compared to the other groups. The net profit was 2.6% 
as contrasted with 1.3% for the middle group and 1.2% for 
the smaller group. However, in the group of general stationers 
it did not appear that the larger firms had any particular 
advantages In general, those differences were not very great. 
One would not be justified at all in concluding that the larger 
firms had any real advantage over the smaller firms on the 
basis of that comparison. 

Now, it is also, I think, interesting in that connection, to 
make a comparison on the basis of the size of the cities where 
these firms are located. We took this group of general sta- 
tioners and divided them up according to the size of the 
cities where they were located. taking those in cities of less 
than 50,000 population, from 50,000 to 100,000, from 100,000 to 
400,000 and 400,000 and over. 

I will simply state that so far as the general stationers were 
concerned, their expenses were distinctly higher where they 
were located in the larger cities Remember this is a group 
of general stationers handling a greater variety of the whole 
line in the trade. Where we find that type of general station- 
ery firm in a city of 400,000 or over, the total expense was 
36.2 of net sales, and the profit showing of those firms was 

t quite so favorable as the profit showing of the general 
stationer in the smaller cities 
arily in print- 
ing, we find, on the contrary, that those in the largest cities 
ial stationers and print- 


Switching over to the group specializing pr 


; 


made the best showing. The commer 


ers in the ities over 400,000 had a total expense of 32.5 

and a gross margin of 34.6‘ and showed a net profit of 2.1%, 
a somewhat better showing for the firms in the large cities in 
the commercial stationery line Those variations I think justi- 


separating those three groups instead 


fied our procedure in 


of throwing them all together, as we did in the 1926 study. 


Then there is a further basis of classification which is very 


closely connected with that, and that is the classification ac- 
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cording to percentage of outside sales, that is, sales made out- 
side of the store by salesmen We took these groups of the! 
general stationers and the commercial stationers, and again | 
divided them on that basis Among the general stationers | 
there was a small group that made practically no sales out- 
side There was a group of 23 firms with a general stationery | 
line. Those firms had on the whole a comparatively low ex- 
pense They had an expense of only 31% approximately of 
sales, and they showed a higher net profit. They showed 3.3% 
of net profit over and above interest, as compared with a net 
profit of only 0.8% for general stationers that made, roughly, 
35% of their sales outside of their Those firms, 
for this year anyway, seemed to have a higher ratio of ex- 
pense and lower profit, indicating that the commercial stationer 
conducting that kind of business must face a somewhat higher 
Sales by outside salesmen apparently involve 


stores. 


ratio of expense. 
higher expense than inside sales. Of course, on the other 
hand, where outside sales are made, you will find, as you 
might expect, a lower percentage of rental expense. 


Taking the commercial stationers and printers again, there 
we made a division on the basis of those that had 60% of 
their total sales on the outside with those of less than 60%, 
and typically that group made about 45% of its sales outside 
of the store, and we contrasted those two groups, again find- 
ing a somewhat higher percentage of net profit for the firms 
with the smaller proportion of outside sales. The one group 
making approximately 80% of their sales on the outside had a 
higher cost of doing business than those making, roughly, 
45% of sales on the outside, again demonstrating that outside 
sales tend to be more costly in percentage of expense but with 
the compensating point that the rental tends to be lower where 
outside sales are made. Naturally, you do not have to have 
a high grade location or as good facilities for display purposes 
as where you make a larger part of the sales inside of the 
store. To a certain extent those points offset each other. The 
higher pay roll expense tends on the whole to somewhat coun- 
ter-balance the lower rental expense. So we have the final 
conclusion that the stationers who make a substantial pro- 
portion of their sales by the use of outside salesmen tend to 
have a somewhat higher expens¢ percentage, and for 1928 
at least a slightly less favorable profit showing than those who 
made a larger part of their sales inside of the store. That is 
not to be considered at all as an argument against outside 
selling. It is simply to indicate that outside selling tends to 
be more expensive than inside selling 


Now, 
checked up to find out whether conditions differed very much in 
different parts of the country There we made the comparison 
simply for the group of general stationers because there were 
not enough reporting in the other groups. We took the 146 
general stationers and split them according to their geographi- 
cal location We took one group in Federal Reserve Districts 
1, 2 and 3, that is, Boston, New York and Philadelphia. We 
threw that group together Then we took Cleveland, Chicago 
and St. Louis and threw those together as another region. 
Then we took Richmond, Atlanta and Dallas, and finally we 
took San Francisco and the Pacific Coast region as one unit. 
There were not enough reports from Minneapolis and Kansas 
City to justify setting up that district as a separate unit. On 
that basis, the best showing, as to profits and return on invest- 


passing on briefly to another comparison, we also 


ment, was made by the groups in the Cleveland, Chicago and 
St. Louis district. They showed on an average a net profit 
in the economic sense of 2.3% of their sales and a return on 
investment of nearly 14% of the capital invested. On the other 
hand, the least favorable showing was made by the groups 
in the southern district, Richmond, Atlanta and Dallas; the 
expense there tended to be somewhat higher, and there was a 
slight net loss We cannot call it exactly a loss, but it was 
only 0.1% on sales In other words, they just barely earned 
a fair return on their capital, but they had nothing to show 
really over and above their return on capital for the risk of 
being in business Of course, that was on the basis of one 
year only; it may not be permanent, but may be merely 
temporary There is one thing that does appear, and that is, 
that the expense on the Pacific Coast is distinctly higher; we 
noted that this year and we noted it also in the 1926 study. 
And there is also a higher gross margin of profits. So that the 
final profit showing was not unfavorable. On the Pacific Coast 
the total expense was 36.3% on sales of general stationers, 
and that corresponded very closely with the figure in the 1926 
study Evidently, there are some conditions existing on the 
Pacific either distance from the 
some other conditions—that tend to make the operating ex- | 
penses somewhat higher out there than in the rest of the 
country That is the only condition that stands out here that 


Coast source of supply or 


seems to indicate anything at all like a permanent situation in | 
that respect. 


Then there were two more types of ¢lassification which we 
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Here are several new designs 
representing the large line of 
GUTH TABLES -- built in the 
only factory devoted exclusively 
to the making of Conference and 
Director’s Tables. 





The “Duncan Phyfe”---A unique 
creation to fill the demands for 
an artistry not satisfied in ordi- 
nary designs. 














a 
The “Fleetwood” to meet the pref- 
erence for other than straight 
line tables. Already a popular 
number with our dealers. 





The “La Bourse”-- with modern- 
istic effects toned down to lines 
of simple beauty without sacri- 
Cc 


ficing its sturdiness. 


GUTH TABLES constitute a compre- 
hensive line—from the simple re B, 
leg designs to the most elaborate hand 
carved —all designed to harmonize x 
with lines of chairs as by 
leading manufacturers. Stock sizes 
from three to sixteen foot lengths, 
(s larger sizes on special order. 


Henry L. Guth Associates 


Allentown, Pennsylvania 
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used to try to throw light on these figures. We divided these 
firms according to their rate of stock turn-over. Taking the 
general stationer, there were 46 of them that turned their 
stock in 1928 less than two times a year; in other words, the 
cost of merchandise sold by those firms was somewhat less 
than two times their average inventory The average turn- 
over for that group was 1.5. 

Then there were 45 of those firms that turned their stock 
between two and three times a year, and there were 55 of 
this group that turned their stock three times or more, and 
the average turn-over for them was 3.6 

So that we had these three groups, and we set up separate 
figures for each one of these groups with some very interesting 
results In the first place, the gross margin of profit actually 
was highest for the firms that turned their stock most slowly. 
The firms turning their stock less than two times a year had a 
gross margin of 37.1%, the firms that turned their stock be- 
tween 2 and 3 times had a gross margin of 34.2%, and the 
firms turning their stock more than three times had a gross 
margin of 32.7% When we get down to the total expense 
picture, however, the situation is completely reversed. The 
firms with the lowest rate of turnover had the higher percent- 
age of expense Those that turned their stock less than two 
times a year had an expense percentage of 37.4%; those that 
turned their stock between two and three times had an ex- 
pense percentage of 33.2%, and those that turned their stock 
three times or over had an expense percentage of 30.6% 
There was a difference, you see, of nearly 7% of sales in the 
total expense ratio between firms turning over stock on an 
average of less than two times a year and those turning their 
stock more than three times a year, a very startling difference 
in the total expense, but quite the reverse of the situation in 
the gross margin. Consequently a comparison of those figures 
shows that firms that turn their stock less than two times a 
year had a slight loss in the economic sense, and figuring on 
the basis of invested capital they just barely earned 6% on 
their invested capital. They just about broke even. On the 
other hand the group that turned their stock three times or 
more a year, earned somewhat more than 14% on their in- 
vested capital 

We also took the financial figures and computed them separ- 
ately for those firms turning their stock at different ratios, 
and we found, as you might expect, that the ones turning 
their stock three times or more a year were in a substantially 
stronger position financially than those turning it two times 
a year or less. For example, those turning their stock less 
than two times a year had as their total assets 54% of their 
sales; that is, it took $54,000 in total assets to run a business 
of $100,000 when turning their stock only twice a year. On 
the other hand, firms that were turning their stock three 
times or more only required $36,000 in total assets to do a 
business of $100,000. Furthermore, as indicated, the firms 
turning their stock three times or more had a very much more 
favorable return on investment than those turning their stock 
only twice a year. 

Another comparison, which I think is also particularly sig- 
nificant, is this. We tried to find out what was the effect of 
the increase or decrease in sales in the particular year; that is, 
what results did these firms show that achieved an increase 
in sales in 1928 as compared with 1927, and how did that check 
up with the result of firms that had a decrease in sales in 1928 
as compared with 1927? There we had one group of the gen- 
eral stationers that in each instance had a decrease of 2.5% 
or more; then there was another group of 21 firms that had 
either increases or decreases amounting to less than 2.5%, 
and then there was a third group that in each instance in- 
creased their sales over 2.5% in 1928 as compared with 1927. As 
you might expect, the total expense ratio was distinctly 
lower for the firms that had an increase in sales, and was 
distinctly higher for the firms that had a decrease in sales, and 
the firms that had a decrease actually had a net loss of about 
0.7%, whereas the firms that increased their sales showed a 
net profit of 1.7%; and, putting that on the basis of earnings 
on capital invested, those that had a decrease just about broke 
even, whereas those having the increase showed about 12.5% on 
their investment, and the same general situation was found 
to apply to commercial stationers and to commercial stationers 
and printers. This comparison confirms the idea generally that 
in any year that there is an increase in sales there is a better 
chance for profits 

Now, finally, we grouped those firms in another way. Instead 
of grouping them according to volume of sales and rate of 
stock turn-over and geographical location and all of those 
factors, we switched around, grouped these firms according to 
the results they showed We took the firms that had a loss 
and analyzed them. We took those that only had a small profit 
and analyzed them, and then those that had considerably 
better than an average profit and analyzed those 

For example, among the general stationers, of the 146 in 
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The experience of leading retailers of office equipment proves that few business assets 
are of more definite value than their Milwaukee Chair franchise. { For the ideals and 
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that group there were 25 that in 1928 sustained a net loss of 
2.5% or more of sales There was another 25 that had a net 
loss of less than 2.5% There was a group of 43 that had a 
net profit of 2.5%, and finally there was a group of 53, each of 
which had a net profit of more than 2.5% 

Taking those firms and studying the results in each group 
separately, we find first of all in the gross margin of profit 
surprisingly little variations The firms that had less than 
5% net loss had a gross margin of 35.6. Those at the other 


end of the scale, that had a net profit of more than 2.5%, 
had a gross margin of 34.7 And when we come down to the 


total expense figure there is a very distinct variation. The 
average for the firms that had a net loss of 2.5% or over was 
38% of their sales; the total expense of the firms that had a 


net profit of 2.5% or over was only 30% of their sales, a dif- 


ference of 8%. Therefore, the difference between the favor- 
able showing and the unfavorable showing lies primarily in 
the expense ratio and not in the gross margin figure. Those 


that showed a loss on the whole were those that had the 
highest expenses, and those with the highest per cent of 
profit were those with the lowest expenses. That situation, 
we think, is characteristic not only of this trade, but in others. 
A favorable net profit showing goes hand in hand with low 
expense ratios, and an unfavorable net profit showing goes 
hand in hand with a very high expense ratio. 

Now, those cover the salient points of this report. There are 
some general things, I think, which ought to be said as a 
result of this study. To summarize, the situation in the retail 
stationery trade, as we see it, reflects in general the evolu- 
tionary period through which all types of distribution seem to 
be going at the present time Some of the same broad diffi- 
culties are common to this trade which are found in other 
lines of distribution. For example, this tendency towards a 
rising expense ratio and at the same time a narrowing 
margin of profit; that same thing is true in other lines of 
trade. In these three years—1926 to 1928—exactly that same 
thing has appeared in the department store business in spite 
of all the mergers Exactly the same thing has appeared in 
the retail jewelery business, in very much the same proportions. 

Now, as a matter of fact, in terms of earnings on invest- 
ment, the retail stationery trade made a better showing for 
1928 than did the department stores. The department stores 
in 1928—and this is based on the reports from substantially 
20% of the entire department store business, representing 
something over one billion dollars—the smaller department 
stores, those with sales under one million dollars, on an 
average earned only 6.1% on their investment. The larger 
department stores made a slightly better showing The de- 
partment stores with sales over a million earned 9.7%. The 
retail jewelry trade, back in 1927, showed a somewhat less 
favorable return on investment as compared with the sta- 
tionery trade Consequently, we frankly see no reason to 
conclude that the outlook for the stationery trade is in any 
respect any more unfavorable than any other line of distribu- 


tion. The stationery trade has some of the same problems 
and some of the same difficulties that seem to be common 
to other distributing trades We are passing through an 


evolutionary period in the distributing system of this country, 
and as a part of it, we are faced with the condition that there 
is a narrowing margin of profits and a rising cost of doing 
business 

There are, I think, certain problems that are peculiar to the 
stationery trade, and one of these revolves around the distinc- 
tion which I think perhaps a sufficient number of stationers do 
not realize fully enough, and that is the distinction between 
the two different lines of goods they are handling The most 
important market is the market for business operating sup- 
plies, business stationery, office furniture and so forth, com- 
mercial stationery of that type, which we contrast with the 
type of merchandise sold primarily to the individual consumer. 
That distinction, I think, is quite important, because it affects 
the location of the business, the methods of display in the busi- 
ness and the methods of selling The general stationers try- 
ing to cover more or less both of these markets apparently 
have their greater field of usefulness, on the. whole, in small 
cities I think it is not entirely accidental that the general 
stationers doing so much smaller volume of business were lo- 
cated on the whole in smaller cities and did somewhat less 
outside selling. That combination proves, I think, to be more 
effective in the smaller cities than in the larger; where sta- 
tioners were running that type of business in the larger cities 
they did not do so well In the larger cities there is more 
need and opportunity for specializing. In the smaller towns 
or cities the market may not justify that specialization, and I 
think this distinction between the market for consumers’ needs 
and the market for industrial goods is a rather fundamental 
one, and while very many firms are not in position to segregate 
their business in such a way as to specialize effectively in one 
or the other, yet I think the distinction ought to be realized 
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New! The Rosco 


Combination Desk Pad and 
| Desk Organizer 





The essential ingredient in all Rosco products— 
Quality First—is to be quickly recognized in these 
new numbers. The new Rosco Desk Organizer is 
made so as to expand straight up, providing for over- 
load of papers without bulging, fanning out or becom- 
ing unsightly. We make three capacities; six, ten 
and fifteen divisions, each with celluloid label holders. 
They are bound in genuine leather and in DuPont 
Fabrikoid, embossed and plain finishes; choice of 


green, brown, black or mottled designs. 





The new Rosco Desk Pad and Organizer is a com- 
bination of this new Desk Organizer and the fa- 
mous Rosco glass Desk Pad. It easily accommo- 
dates all pending correspondence and papers required 
by even the busiest executive and the organizers are 
easily folded over the writing pad, keeping all mate- 
rial private and confidential. 


These new Rosco specialties are made to grace the 
finest desks—are priced right. They develop a good 
sale volume among particular people—they will please 
your discriminating trade. Put in a good stock for 
the holiday and winter season. Write us for price 
list and dealer information. 


Ravenswood Office Specialties Co. 
1800 Newport Avenue, Chicago, Illinois 


ROSCO 
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Now is the time for 
chair cushion sales 


The fall season is especially productive of 
Esco chair cushion sales. The big vacation 
period is over and offices everywhere are in- 
creasing their activity. Many items need re- 
placing and many new things have to be 
secured Chair cushions are always in 
demand 


Keep Esco Cushions and Pads on display 
both in the stationery and furniture depart- 
ments as well as in the windows. Have your 
salesmen feature them at the same time on 
their calls. Check up your requirements now. 


ECONOMY PRODUCTS CORP. 


2901 INDIANA AVE. = = «=: = CHICAGO 


Formerly Economy Seat Co. 














OFFICE APPLIANCES 


The commercial stationers on the whole are the larger firms, 
located in the larger cities, and they were the firms that did 
more outside selling, and they were the firms, on the whole, 
that had somewhat lower rent than the firms doing a general 
stationery business Therefore, you can see that the difference 
which this report shows between firms doing different sized 
volumes of business and those in different size cities are pretty 
much related to the different types of business that they carry 
on 

While the figures show that the firms making the best show- 
ing are those which had increased sales and a lower percent- 
age of expense, I do not think it is a conclusive corollary that 
you ought always to strive for more volume of business with- 
out taking any other things into consideratior There is very 
definitely such a thing as getting business at too low a mar- 
gin of profit, and there is also such a thing as increasing your 
volume of business at too high a selling expense it seems 
to me your emphasis should be on the margin of profit rather 
than the mere increase in volume without any regard for what 
it costs to get it or what you may have to sacrifice to get it. 

There is another angle to that situation. As these figures 
show, and as is the common experience of everybody, I think, 
the time when your expense ratio tends to go ahead is when 
your volume of sales begins to decline. That is when you start 
to draw your belt a little tighter and cut corners and try to cut 
down your expenses The point I want to leave with you on 
that is that, if you wait until your sales begin to decline to 
cut down your expenses, it is too late. The real time to tackle 
this question of expense control, cutting the operating ex- 
penses down, is when the sales are increasing, because that 
is the time when you usually get a little bit careless about 
expenses A rising scale of volume tends to overlooking this 
point Therefore, I think careful management and budgeting 
of expense control is an important thing at all times in the 
business and particularly so when everything seems to be fine 
and when you are going ahead, because if you get a grip on 
your expense situation then, you can hold them down. 

Then there is the matter of the rate of stock turn-over. As 
we indicated, those differences are very outstanding. The dif- 
ference of the expense ratio and profit showing between firms 
turning their stock three times a year or less and those turn- 
ing their stock three times a year or more is apparent. The 
rate of stock turn-over in itself does not seem to me to be 
especially important I do not think the rate of stock turn- 
over is any magic remedy or any panacea or anything which 
by and of itself tends to work miracles in your business. It 
might seem that the thing to do is to go out and increase the 
rate of stock turn-over at all costs, but when you go at it in 
a cold-blooded fashion and try to analyze the actual effect 
of the faster turnover on the expense to turn-over ratio, you 
will not find any great effect It is my conclusion that the 
rate of stock turn-over is primarily the by-product of good 
merchandising rather than an end in itself, and that, there- 
fore, a firm that starts out primarily to increase the rate of 
stock turn-over is likely to miss the mark The effort should 
be directed at good merchandising by aiming to have the 
proper selection and by having things that move fairly rapidly, 
but cutting down the slow moving articles and meeting the 
demands of the market. That should be the object rather than 
mere reduction of the lines of merchandise carried That has 
been the experience in a good many other lines of business. 

Finally, I just want to leave with you one more thought. It 
is not accidental that the firms in this and in the 1926 study 
which have the best profit showing are primarily those with 
the lowest ratios of expense The gross margin of profit is 
pretty largely outside the control of you gentlemen in the sta- 
tionery business You buy your merchandise in a competitive 
market and you sell your merchandise in a competitive market. 
Those conditions determine what you pay for your merchan- 
dise and they tend to determine what you can get for it. The 
difference between what you pay for it and what you can get 
for it is the gross margin, which is therefore more or less 
controlled by forces outside of your own control. That is borne 
out by the fact that the gross margin does not vary very 
much. The place where you can make your management most 
effective in getting better profits seems to be in the cost of 
doing business; that is the thing that is most fully within your 
own control. That seems to be the reason that invariably the 
firms with the best profits are the firms that have been able 
to hold down their expense ratio 

Now, finally, I simply want to say that in this study we have 
tried to give you the materials with which to analyze your 
own business. We have not tried to give you any ready-made 
answers to your own problems, not tried to give you any reme- 
dies or panaceas that you can put to work in your business 


and achieve miracles with tomorrow What we have tried to 
do in this presentation today is to stimulate your thought and 
imagination in the analysis of your own business I thank 


you (Applause.) 
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2, Sales in One 


This Duofold Set 1 in Special Christmas Gift Box 





at $@75 


Christmas Shoppers Will Pick It Every 
Time Ahead of a Pen Alone—or Combi- 
nation Pen and Pencil 


All the eye-value of two costly gifts—a Parker 
Duofold Jr. Pen and Pencil in the new Streamline 
shapes, packed in a beautiful modernistic Christmas 
box —ALL for the standard price of a pen alone ora 
combination pen and pencil. 

These sets come in smartly designed Christmas 
display cartons—six sets, in assorted colors, to a 
carton. Many customers will buy cartons of six sets 
for gift purposes. 

Pile these cartons on your show cases. Stack them 
in your windows. Parker’s Christmas advertising is 
the biggest ever. You’ll be handing out these sets 
like hot cakes—and there’s a double profit on every 
sale. Order a big stock now. 


THE PARKER PEN COMPANY, Janesvillic, Wisconsin 


S.A 
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$8.00 Chrumimmn Plated Base 
with Inlaid Enamel top in 
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Traveling Case 
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Obtainable in Parker Pens, and in 
Parker only, is this beautiful, sym- 
metrical Streamline shape; and also 
a Pocket Cap and Clip included with- 
out charge with every Parker Desk 
Pen — giving two pens in one. 

These new, outstanding, exclusive 
Parker features will be heavily adver- 
tised in the greatest Christmas cam- 
paign in Parker history. 

There can be only one result — 
the BIG demand this Christmas will 
be for PARKER — more than ever 
before. Get ready to meet it now. 


THE PARKER PEN COMPANY 
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Janesville, Wisconsin, U.S. A 
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SALMAGUNDI 
Fifteen Years Ago 


Stray Bits of News in the November Issue 

of Office Appliances in 1914, when the 

Stationers’ Convention and the Business 
Show Monopolized the Stage 





The frontispiece showed Charles A. Lent, who had been 
elected president of the National Association of Stationers 
and Manufacturers at the Philadelphia convention in 
October. 

The American Fountain Pen Company had been merged 
with Adams, Cushing & Foster, Inc., Boston, Mass. 

At the typewriting contest held in conjunction with the 
New York business show Emil A. Trefzger won the pro- 
fessional class, Miss Bessie Friedman the amateur class and 
George Hossfield, now professional champion, was the 
amateur champion. 

The Invincible Metal Furniture Company, Monroe, Wis., 
had moved to Manitowoc, Wis., into a very convenient fac- 
tory building, using electric motor drive. 

J. E. Neahr, then sales manager for the Underwood 
Typewriter Company, had invented a match holder for 
safety matches, with a renewable supply of impregnated 
scratch paper. 

The Gregory, Mayer & Thom Company had moved into 
its new nine-story building at Detroit. 

— ee 


Friend Typewriter in the Vernacular Press 

The typewriter has been having its innings lately in the 
daily newspapers. “Hit or Miss,” a topical column in the 
Chicago Daily News—where Eugene Field’s famous column 
throve—reprinted the following item, the clipping credited 
to the Leelanau Enterprise, Leland, Mich.: 

The Price Alone is An inducement 

FOR SALE CHEAP—Old-style typewriter. It does good work 
but not worth much and will be sold for less. Inquire at Enter- 
prise office 

“That is what I call truth in advertising,’’ says Joe Badger. 

Ashton Stevens, who conducts a topical feature, “A 
Column or Less,” in. the Chicago Herald-Examiner, offered 
this comment on a venerable machine: 

“Worth looking at in Chicago Miss Katz, speed ar- 
tist on the typewriter at the Auditorium, still using the kind 
of machine I learned on and have recovered from—the old 
double keyboard Smith Premier, now manufactured almost 
exclusively for the South American stenog. 7 

All of which caused considerable merriment at 205 East 
Forty-second street, New York, where the Smith-Premier 
staff is busily engaged in marketing a more recent vintage 
typewriter, albeit much smoother and quicker in operation. 

Which reminds a staff member of a Wisconsin publisher 
who used one of those double keyboard machines until he 
jettisoned life’s cares. His staff had modern shift key 
machines but the chief wouldn't give up his old “mill.” He 
would be thundering away on an editorial, when a succes- 
sion of identical staccato taps indicated to the listener that 
he was “x-ing”’ out a sentence so that he could rewrite it 
with a higher percentage of vitriol. 
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Carbon Paper Swindle Bobs Up Again 

The Chicago Better Business Bureau reports the revival 
of the old scheme to get money via the carbon paper route. 
The slicker tells how his valet packed a batch of carbon 
paper in his trunk by mistake at Paris. On arrival at New 
York he had to pay $35 duty. Rather than continue pay- 
ing duty as he returned to the Orient through several coun- 
tries, he offered to sell the carbon paper for cash at a loss. 
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A glance at these modern offices and 
you are aware of the charm and dig- 
nity that Hoosier has brought to 
them. It is at once apparent. The 
beauty of Hoosier office furniture can- 
not be questioned. It is but one fac- 
tor, however, that is responsible for 
Hoosier’s ever growing popularity. 
There are three and they are: Ap- 
-Quality and Price. 
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Every Hoosier dealer 
is so eager to point 
out the interior con- 
struction features and 
the quality materials 
that are built into 
every Hoosier unit. 
That is a sales ar- 
gument that cannot 
be refuted. 
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Hoosier will com- 
pare favorably with 
any desk made— 
point for point, dol- 
lar for dollar. That 
is why Hoosier 
dealers are so 
successfully meet- 


ing competition. 
“The Best Office 
Furniture That 


Money Can Buy at 
Each Price Level” 
is more than a slo- 
gan, it is an es- L 
tablished fact. 


Know more about Hoosier. Write for details. 


HOOSIER DESK COMPANY, Jasper, Indiana 
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Obtaining the money the slicker leaves, saying that the E 
carbon paper will be sent by messenger. Delivery is not i 


made, and the would-be “economist” is out his cash. 4 
a 


a i 
Radio Is Scarcely Speedy Enough 

The Mouthpiece (house publication of the Dictaphone 
Sales Corporation) printed an amusing paragraph, which 
was credited to A. L. Holland, manager at Huntington, 

W. Va., for the Metropolitan Life Insurance Company: 
“A lady policy holder from the mountains of West Vir- 
ginia came to a manager recently to iron out certain diffi- 
culties in connection with a loan. The manager heard her 
story, and then in order to be sure that he had it straight, 
repeated the facts into a Dictaphone. When he had finished 
|the lady settled back with evident relief. “How long will 
I have to wait for an answer?” she asked. , 

“Oh, it will be just a few days,” replied the manager. 
“A few days!” echoed the lady. “Won't they talk right 
back?” ; 
The manager was somewhat nonplussed. “Why, no,” : 
he said, “I’ve just dictated the letter; it will have to be 





copied and—” 
“Oh,” the lady broke in, “I thought that was one of 5 

them ‘ere radios.” 
-— -~->—— 


Lecturer Blames Glass Desk Top for Eye IIls 

In the course of a lecture at the Westinghouse Lighting 
Institute, Grand Central Palace, New York, N. Y., the glass 
desk top was blamed for mishaps in business. Dr. E. E. 
Free, of New York University, was discussing the topic of 
illumination. 

“The glass-topped desk is responsible for many losses in 
business,” he said. “It reflects bright points of light into 
the eye while papers, less brightly lighted, are being ex- 
amined. The eye tries to adjust itself to both conditions, 
the pupil alternately expands and contracts and the result 
|is eyestrain, which causes the worker to make mistakes 


| ° — ” 
|}and also lowers his general efficiency. 





| The office furniture industry, through the use of desk 
| tops made of linoleum material of neutral hue, has accom- 
plished much in the elimination of injurious glare in the 
modern office. Dr. Free’s comments should be helpful to 
salesmen in bringing out an additional sales point, with 
the authority of a professional opinion. 
— 
Uncle Sam’s Sock Is Fattening 

A Treasury Department statement in September showed 
a surplus the first time this fiscal year. The surplus Sep- 
tember 20 was $29,377,290. At the close of business on that 
date total Government income since last July 1 was $921,- 
237,506, while the Federal expenditures for the same period 
The durable lead, the fine special- re amounted to $891,900,216. For the same period last year 
lv treated cedar and the high the Government collected $802,299,026 and spent $912,481,- 
qualityred rubber have made VELVET % = leaving a deficit of $10,299,026. | 
the favorite of millions. Identified by rhe better condition of the Government finances this year 
the distinctive walnut finish and bluc heed. is due to an increase in customs collections, more income 
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the biggest 5¢ 


pencil value in the 


world today, VELVET 
Pencils are vigorously 


advertised in national 
publications and are enjoy- 
ing increased popularity. 
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tax receipts and larger miscellaneous tax collections. 


Packed in half-gross cartons and in novel, a 

attractive sales-building Counter Displays. Rubber Check Artist Fears Crooks 
A best seller and aaoed money maker A dapper young gentleman in Chicago was arrested for 
on uttering checks, the paper of which combined latex and 
Write today for prices and free cellulose rather than the straight cellulose favored by 
advertising material bankers. He uttered a number of checks which had no 
American Pencil Co., 500 Venus Bldg. Hoboken, N. J. standing in the clearing house. A check protector was 
New York Salesroom : 212 Fifth Ave. N. Y. C. used to safeguard the amounts, and the matter-of-fact 


policemen asked why he went to that trouble. He said 


Ww 
U ~ E D B y M I - L I O N ~ | that some crook might raise the amount. Which would be 


just too bad! 
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Larger Profits 
More Satisfaction 
Repeat Orders 





TRANSFER CASES 


usually attractive appearance. The improved design 
affords a storage depth of 27-1/16 inches and four rollers 
make easy drawer operation. ‘© 
Strong construction permits eo) 
sta the cases as high as de- 
sired. Every precaution has been 
taken to guard the contents 
dust, moisture and 
rodents. Broad steel supporting 
legs hold cabinets rigidly—either 
singly or in battery formation. 


‘you are interested in increasing 
volume of transfer case busi- 
$e that it will bring larger 
Profits, more satisfaction and re- 
Orders, send now for complete 
ormation. 


STEEL EQUIPMENT CORPORATION 


Avenel, New Jersey 


Branches: NEW YORK, NEWARK, BOSTON, PITTSBURG, WASHINGTON, CHICAGO 
NEW HAVEN, PHILADELPHIA a 
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A selling point that 


counts 
Duco finish on office furniture and appliances 


zs instantly recognized as an added value 


I) 





2 ITH hundreds of thousands of Duco- 
finished automobiles now on the road, 
Duco finish speaks for itself,’” says a manu- 
facturer of business furniture. “‘Every buyer 
recognizes its superior durability.” 















































Right there is your big sales advantage in 
Duco-finished items. Your prospects know 
they're getting a finish that will stand the 
wear and knocks of modern office service— 
that will wash and polish easily—that stays 
like new in spite of abuse. Duco gives the 
extra value—the customer satisfaction—that 
means more business for you. 


Prominent dealers are featuring business 
furniture, typewriters, filing cases and many 
other kinds of office appliances in Duco. 
Furniture in this famous finish comes to them 
in excellent condition—the usual touch-up is 
virtually eliminated. 

It pays to demand Duco on the furniture 
you buy—to feature Duco on the furniture 
you sell. 


E. I. DU PONT DE NEMOURS & CO., INC. 
Industrial Finishes Division, Parlin, N. J. 


San Francisco, Calif. Chicago, Ill. Everett, Mass. 





The Duco oval on tag or seal helps buy- 
ers identify a Duco finish on many 
leading lines. 


DUCO ... made only by du Pont 
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Committee Reports—Dealers 


The National Stationers Association 
Running Story of Events of Twenty-fourth Annual Con- 
vention Appears on Earlier Pages. 


STEEL AND COPPER PLATE ENGRAVING 

I believe a great many of the retail stationers are making a 
mistake in not having a Social Stationery Department This 
department, properly handled, brings in a large and profitable 
business and brings in a very desirable class of customers. 
This is a department that needs personal touch and personal 
contact to gain the confidence of the customer and is one 
department that helps to bring customers to the store for this 
contact. 

The greatest difficulty in the building of sales has been poor 
display and lack of confidence in this department on the part 
of the dealer The manufacturers are willing to co-operate to 
build sales on the products and will do so as far as they can or 
as far as the retailer will let them. The big need to help build 
sales is for the manufacturer to furnish display and sales help 
matter and to work to induce the retailer to use them after 
he has been supplied with them. In the store that has a Social 
Stationery Department, it is the almost universal experience 
that business increases in this department if the store goes 
after this kind of business. 

Anything that the National Association can do to call the 
attention of the dealers to the importance of this department 
would be helpful. 

By Social Stationery, I do not mean merely writing paper, 
engraving and stamping, but an up-to-date department 
equipped to serve the customer for satisfaction and to bring 
him back to the store again and again. This department 
should include greeting cards of all kinds, also everything in 
connection with bridge, whist, cards, tallies, prizes and gifts, 
also a good line of novelties in papers, and I am convinced 
that a department well displayed, well located and well looked 
after will pay. Any retail store who will put their best into a 
Social Stationery Department, as above mentioned, in the 
next few months will find that there is bound to be an enor- 
mous sale for the things for the bridge table. From our 
experience, I can only say that over 50% of our gross business 
comes from our Social Department as outlined above, and I 
will be glad to do anything I can to place before our members 
the chance that they now have of adding to this business. 
JOSEPH I. KILBOURN, Corlies, Macy & Co., Inc., New York. 


This line is a line that lends itself readily to sale through the 
retail stationer. Undoubtedly, the retailer can sell more of this 
product, and it is very profitable. There is plenty of competi- 
tion from direct sellers, but the direct seller has no advantage 
whatever over the retail stationer in selling this product. 

In my opinion, the greatest difficulty the retailer has to con- 
tend with in the sale of this product is his failure to feature it 
and advertise it Manufacturers are willing to co-operate with 
the dealers to build sales on this product whenever you ask 
them I think that the retail stationer should first get his 
house in order, create a department of fine stationery and 
engraving, see that his samples and prices are right, and 
school and train a smart, clever girl to handle the details of 
this business It would be difficult to spend too much money 
or too much time in equipping this department with attrac- 


tive samples THEN ADVERTISE If something is not done 
along this line by the retail stationer, the department store 
and jeweler will do it for them Already the largest social 


engraving houses in this country are jewelers and department 
stores They are making rapid progress in handling this very 
attractive business which the retail stationer seems slow to 
See the advantage of pushing 

At the present time, I do not believe that the sales of this 
product are increasing in the retail stationery store, though I 
think they could I think that the National Association can 
help to build greater sales on this product by calling the 
advantages pertaining to the attention of the retailer through 
the “National Stationer.”’ I think the stationer might be 
educated, through the columns of the “National Stationer,”’ 
and trained to realize the splendid profit and addition to his 
reputation that would be the reward for his endeavor along 
this line 

I do not think that this product is displayed properly in the 
average stationery store It is a wonderful department, but it 
requires attention, advertising, study, application, and then will 
come the profit, not only in this department, but in many 
other allied departments from the high class of customers who 
are brought into the store through this department. 
WOODSON P. WADDY, Everett Waddey Co., Richmond, Va 
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her body is 
a machine 


This is No. 1 Stenographer’s chair 
(swivel) genuine Spanish leather up- 
holstering, Ruberex oiless casters, 
olive green, black, walnut or mahogany 
finish. 


Proper seating gives 
fresh alertness and 
increased production 


from that machine, 
the human body. Eff & C chairs 
cost no more and are individ- 
ually adjusted (without tools) 
to each worker, so that the 
easeful, correct position is 
maintained. This does away 
with “preventable fatigue” an 
economic loss that runs into 
big figures. 
Your local furniture dealer can 


supply you, or write us and we 
shall send you a chair on 


approval. 
Eff é 








Chairs 





The Fritz-Cross Company 


St. Paul, Minnesota 
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ERE is the newest and best 

in Hotchkiss Fasteners. 
Nearly forty years of experience 
in designing and manufacturing 
paper fastening devices are be- 
hind it. Every known improve- 
ment is combined in the new 
Number 1A. It is light in weight 
but with a sturdiness that will 
make it last through a lifetime of 
daily use. It is noteworthy for 
dependability. Every unneces- 
sary part has been eliminated and 
it can be operated either by strik- 
ing or pressing the plunger. All 
parts subject to wear are made of 
hardened steel. The new Num- 
ber 1A Hotchkiss is good to look 
at in its trim, stream-line neat- 
ness. We are certain it will com- 
mand attention from customers 
and will prove an item of rapid 
turnover to every stationer. 
Write us. 


THE HOTCHKISS SALES COMPANY 


Norwalk Connecticut 


Hotchkiss 


STAPLING MACHINE 
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PENCIL SHARPENERS 


I believe that this product lends itself readily to retail sale 
and that all of us can sell more pencil sharpeners than we are 
selling at the present time. We have a sharpener which sells 
at $1.00 and another at $2.50. We have been able to sell the 
pointer which sells at $2.50 where $1.00 pointers were sold 
before, by bringing out its superior qualities and by having 
our salesmen take a machine with them to demonstrate. 

We have a great deal of competition on pencil pointers, not 
from direct sellers, but among the trade, principally on the 
lower priced pointers. 

The greatest difficulty the retailer has to contend with is 
lack of specific effort put back of this particular product. 

Manufacturers are co-operating very well with us, and the 
best means of building sales is by good envelope stuffers and 
good demonstrations by retail salesmen. 

Our sales of pencil pointers are increasing, and possibly a 
bulletin by the National Association to all its members, point- 


jing out opportunities on this product, would build greater 
| sales. I refer to the opportunity of selling higher priced 


pointers and less of the cheaper. 

A better display of this product could be made than is made 
in the average store, and possibly some window card material 
better than that which I have seen would facilitate street- 
floor sales. 

E. H. BROMLEY, Bromley & Co., Boston, Mass 
—_——.———_—_— 
HARDWARE AND GLASSWARE 


This line does lend itself readily to sale through the retail 
stationer, and with proper sales effort, sales may be increased 
on this commodity. 

We do have some competition with direct sellers on stapling 
machines, but I do not think that the direct seller has an ad- 
vantage over the stationer for the reason that the stationer 
can offer a greater variety of machines, a better stock and can 
give far better service in the way of repairs—adjustments, etc 
Invariably the direct selling agent is only on the job for a 
limited time, as many of the manufacturers change their 
representatives frequently for one reason or another. Often- 
times a customer desires repairs to a machine and finds it 
hard to locate the factory representative, which means that 
the customer is faced with the necessity of returning the 
machine himself—which, as a rule, they do not do, and in 
many cases purchase a new machine rather than go to the 


| trouble of returning the machine to the manufacturer. To 


my mind, this condition eliminates any advantage the direct 
seller may have over the retailer. 

Lack of intelligent and constructive sales effort is the great- 
est difficulty we have to contend with in the sale of these 
commodities. 

The manufacturers, as a whole, are co-operating with the 
dealer. Constructive help from the manufacturers in the 
furnishing of direct mail material, envelope stuffers and 
window display material would be of value Some of the 
manufacturers are doing a notably fine piece of work along 
this line. 

The cheaper items in this Glassware Division, such as ink- 
stands, sponge cups, etc., have shown a decrease. I feel, 


| however, that the sales of stapling machines, as a whole, have 


increased. At least, our stock records indicate this to be the 
case. Some of the manufacturers have, in recent years, placed 
on the market special devices in the way of moisteners, which 
have cut into the sale of sponges and sponge cups. The ad- 
vertising and missionary work, which is carried on by a lead- 
ing manufacturer, has helped to kill the sale of cheaper 
inkstands, and though we sell far less of the cheaper quality 
glassware, the grand total of money value in sales of this class 
of commodity has really increased. 

The National Stationers’ Association can help in building 
the sale on these articles by spreading the gospel of good 
merchandising in all of its phases and telling the stationer how 
to tell his customer how and why they should use merchandise 
in this classification. 

The type of educational work being done by the Northwest 
Travelers’ Club strikes me as being of considerable help to the 
dealer and his sales force, and is the type of work I would 
recommend that the manufacturers in the industry should 
carry on. 

Many dealers are still displaying this sort of merchandise in 
glass show cases. Our experience since changing to flat display 
counters, properly placed, has increased our sales on this 
commodity 

It seems to me that, if I interpret the questionnaire cor- 
rectly, in the final analysis, our big problem still remains one 
of education, both to the dealer and his associates. I hope 
that the answers to the above wili, in some small way, be of 
assistance to the committee. 

A. J. NORDSTROM, McCloy Co., Pittsburgh, Pa 
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Easiest, Quickest, Simplest 
correction device ever conceived 
















A flick of the key to the 
right says “End of letter” 
#0 your secretary. 











A tap to the \eft says “Lis- 
ten here before typing.” 


rey 








The NEW Dictaphone Automatic- Indicator 








HERE’S a NEW WAY to make 
changes on The Dictaphone— 


Flick your finger across the little 
key right in front of you. A little 
silver stylus makes a mark on the 
sensitized slip which says to your 
secretary, “Listen here before you 
type.” 

THAT’S ABSOLUTELY ALL 
YOU DO—no pencil—no guide to 
mark against—no pointer to locate 


or scales to match. 


Just flick the key and say to your 


Dictaphone just what you'd say if your 
secretary were sitting at your desk. 


The same key says, “End of letter,’ 
too, when you flick it the other way. 


Of course you want to see it. Just 
phone your local Dictaphone Branch 
Office or mail this coupon. 

* * * 


Dictaphone Sales Corporation 
Graybar Building, New York, N. Y. 

I'd like to see the New Dictaphone Correc- 
tion Device work. No obligation, of course. 








THE DIC TAPAUNE 


doubles your ability to get things done 


The word DICTAPHONE is the registered Trade-Mark of Dictaphone Corporation, 
Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied 
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DESKS 


For every office use 


Large installations of 
Imperial Desks are com- 
mon. Their sturdiness, con- 
venience, good looks and 
adaptability, make them 
ideal for general office use. 









[ral OOD desks for large firms are good for small firms 
oe —but the reverse is not always true. Imperial 
bs Desks are well built to stand the hard use and 
even abuse that occurs in large offices where a desk serves 
many different users during its actual life. 





A row of Imperial Desks matches one with another Wetee fas 
—uniformly good looking, neat, clean-cut, the very Catalog No. 28 
standard of efficiency. No wonder they are being in- 
stalled in more and more of the country’s largest offices. 


Imperial Desks are made in a wide variety of mate- Jmperial Desk Company 
rials, styles and finishes, to satisfy every office need. Evansville, Indiana 
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OFFICE CHAIRS 

I believe that the retail stationer can get his share of the 
Office Chair business provided other office furniture is carried 
in stock and enough effort is given to the sale of the item 

One of our chief difficulties on direct selling is that several 
of the manufacturers have National Contracts with corpora- 
tions in our territory and ship direct. 

The stationer has the advantage of being able to make 
prompt delivery from stock and service the chairs to the 
customer, but, in many instances, this does not offset, with 
the customer, the larger discount from the direct seller 

Salesmen should be trained in the knowledge of construc- 
tion, finishes, etc., and in the proper display of these items. 

The National Association can help by educating the retail 
salesman on construction, finish and adaptability to the cus- 
tomers’ needs 

The manufacturers should supply advertising matter that 
can be sent to prospective users, such as envelope stuffers, etc. 

In our own business, no increase has shown for the past 
twelve months over a previous period of time. 

I suggest that the National Stationers’ Association open the 
columns of its magazine to articles from the manufacturer, 
educational in their tone 

I do not think the dealers or salesmen are aggressive enough 
when it comes to selling office chairs. Salesmen should know 
more of the sales talking points such as would create a desire 
on the part of the prospect to own the right type of such 
article. 

B. C. McCOY, Office Outfitters Co., Inc., Birmingham, Ala. 


[Mr. Melvin states in this letter which he sends in with his 
report: ‘“‘In answering your bulletin, let me say that I believe 
more stationers mess up the office furniture business where 
they don't know anything about it than do the little fellows 
who are trying to sell office equipment and furniture Too 
many view a chair as a chair only—just a piece of merchandise 

to be sold at so many dollars each, and the price to be cut 
if they think they are going to lose the sale. And how could 
a small stationer know much about office furniture? He's 
never been through a factory, knows little of the industry, 
and pays very little atter*ion to what furniture dealers are 
doing or how they are trying to sell merchandise, and does 
not spend much time with well informed factory representa- 
tives Knowing nothing of the cost of doing business, par- 
ticularly in the furniture department, and believing that his 
furniture is a side line and that all he gets above cost is 
profit, he goes to it with disastrous results to himself and his 
competitors Of course, this criticism does not apply to all 
the aggressive, progressive dealers who investigate carefully 
before deciding to install a furniture department, study the 
various lines, find out what it costs to do business and sell 
furniture not as merchandise, but as a commodity that has 
a highly developed service value That stationer is a mer- 
chant and an honor to the profession and generally makes a 
success.”’ ] 

Now here's the report 

If the retailer expects to make a success of selling chairs, 
he should acquaint himself with the leading manufacturers’ 
products and know why one chair is better than another and 
gives more comfort. 

It is very seldom that a factory or a factory representative 
tries to sell direct to customers in our territory The only 
advantage the factory has is in lower prices, especially on 
large orders 

A well posted retailer has the advantage on the every day 
bread and butter sales because he knows his prospect, he is in 
closer contact with him and has the merchandise ready for 
immediate delivery Therefore, the direct seller has not so 
much advantage, provided the retailer is on the job. 

The smaller retailer generally lacks variety and quantity of 
stock to meet many of the requirements of his prospects and, 
therefore, prospects seek a larger market and the retailer fails 
for the lack of knowledge of chair values and the best sales 
presentation. 

Most of the larger manufacturers are endeavoring to help 
the dealers through some kind of a merchandising advertising 
campaign and by furnishing printed matter. 

Manufacturers could be of more value to dealers by close 
personal contact of their representatives, by lecturing to and 
working with sales people and by displaying moving pictures 
of factories so that employer and employe alike, who has 
never had an opportunity to visit a factory, could obtain a 
better knowledge of how chairs are constructed. 

A better knowledge of the value of properly constructed 
chairs, demonstrating how they can relieve nervous and phys- 
ical strain and permit user to do more and better work, would 
build sales on this product 

Sales on chairs are increasing. Many household furniture 
dealers who previously sold chairs are discontinuing this depart- 
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A NEW 


FIBERSTOK CATALOG 


and 


PRICE LIST 


is now being distributed to the Sta- 
tionery Trade. If your copy does not 
reach you promptly, please write for 
it. Enlarged and improved, this cata- 
log contains— 


NEW ITEMS AND 
VALUABLE SALES HELPS 


Important changes announced include 


SMALLER BOX QUANTITIES 
ee 


THOUSAND PRICE 
NOW APPLIES 


on orders for assorted sizes in thou- 
sand quantities. 


National FiberstoK Envelope Co. 
427-447 Moyer St. Philadelphia, Pa. 


New York Office—150 Nassau Street 

















YOU CAN INCREASE 
BLOTTER SALES 


The Wrenn Showblott display cabinet is a 
salesman in itself. Just keep the cabinet well 
stocked with blotters and your sales will be 
entirely satisfactory. 


Showblott not only increases sales but it 
stops the loss from soiled and damaged blot- 
ters. Blotters are kept spotlessly clean and 
in a perfectly flat condition. 


Special Offer 


You can secure one of these handsome 
Showblott cabinets with little expense. 
Ask for details. 


WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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ment and sales are going to better informed, better equipped 
exclusive office furniture dealers and to stationers with well 
stocked office furniture departments. 

I believe that educational articles in the “National Stationer”’ 
and trade journals and discussion at regional, national and 
other meetings advising dealers of the cost of doing business, 
which is high in the furniture department, better sales meth- 
ods and closer co-operation with competitors would be very 
helpful. 

The manufacturers should provide closer personal contact 
between factory representatives and dealers in which factories 
can, through talks, moving pictures and sales demonstrations, 
inform dealers regarding structure, design and physical com- 
fort. Personal assistance of factory representatives in the 
field with salesmen, talking to prospects, is the best possible 
type of educational work. 

Very few dealers have effective display rooms and still 
fewer use constructive window displays and design desirable 
sales displays. 

HOWELL D. MELVIN, Melvin, Roberts & Horwarth, San 

Jose, Cal. 

STAMPS AND NUMBERING MACHINES 

Because it has always been the effort of your Committee on 
Rubber Stamps and Numbering Machines to make past re- 
ports genuinely helpful to the members of this Association, 
the Chairman this year welcomed the questionnaire form of 
bulletin sent to him by Mr. Garvin, our General Manager. 


Our members who recall previous reports of this Committee 
will likely recall that in all of them the desire to promote 
harmony, better retail selling methods, and more efficiency 
and greater profits has always been uppermost in mind when 
the Committee made its annual recommendations. 

Your Chairman liked the questionnaire idea and plan for two 
reasons: First, the questions represent information sought 
currently by our membership; second, the answers to these 
questions will immediately serve to the benefit and profit of 
the membership. 

Shortly after the receipt of the questionnaire bulletin, I sent 
the following letter to representative members of the Inter- 
national Stamp Mfg. Association, whom I considered most 
capable to give us the correct information: 

“Friends: 

“As Chairman of the National Association of Stationers and 
Manufacturers Rubber Stamps and Numbering Machines 
Committee, I am about to start on my report, which I must 
soon have ready. I have picked out a few of my friends who 
are leaders in this business for help and suggestions. Re- 
member, if you please, that this report goes to the Stationers 
from the Rubber Stamp Craft, and we want to give them a 
message that will help them in the handling of these items, 
as we all realize that they are quite a factor in the marketing 
of this product, whether we like and encourage it or not, and 
they will continue, I might say, increasingly so, from their 
close contact with users and their merchandising facilities 
and accessible location; so won't you kindly give me some 
points that will be helpful and will rebound to the good of 
all, and I will appreciate any efforts that you render. At any 
rate, please let me hear from you within a few days from 
date as to your pleasure so I can be governed accordingly 

“Naturally, anything that will help us to better merchandis- 
ing methods, finance improvements, store and field personnel, 
more efficient stock control, more cash buying, improve sales- 
manship and better methods of advertising will be helpful to 
everyone in the industry, and I am quite sure that if you put 
something in this proposition, you will in return reap benefits.” 

To this letter, I promptly received a representative list of 
answers to the ten questions propounded, and, for the sake of 
brevity and effectiveness, I will undertake to delineate here the 
composite answer to each of these questions 

Question No. 1. Is this line one that lends itself readily to 
sale through the Retail Stationer? Kindly give some reasons 
as to why the Stationer should sell more of this product. 

Answer No. 1. Yes, but there are many complications by 
incompetent clerks caused by their inexperience in not knowing 
the ins and outs of the rubber stamp business that cause 
broken promises, mistakes and losses. Few stationers have 
enough business to justify an experienced and competent man 
for this department, but where business justifies, sales should 
be encouraged. Many stationers refer inquiries to their stamp 
maker with a card of introduction, and they are allowed a 
commission in consequence. The Stationer should sell more 
Stamps because only by creating a sufficient volume of this 
business can he make a profit on it. Stationers who accept 
stamp orders only as an accommodation to retail customers 
are purchasing business at a high price, indeed. The Stationer 
should never take an order for a ruber stamp below a fair 
price, and, considering the extra time and trouble in handling, 
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FIBRES: Photom:- 
crograph showing the 
finely matted fibres 
which compose Im- 
proved Columbian 
Clasp stock. The 
microscope is only one 
of the many precise in- 
struments whose scru- 
tiny this stock must pass. 


\i 





SEVEN REASONS WHY THE 
IMPROVED COLUMBIAN CLASP 
ENVELOPE IS THE STANDARD 


1. Made from extremely tough, flexible 
stock. ‘ 


2. “Scotch seams’’— they never give. 


3. Clasp of malleable metal that resists 
breaking. 


4. Clasp anchored to envelope at all points 
through double thickness of paper. 


5. Hole in flap patch-reinforced with fibre- 
tough patch. Lines up with clasp every 
time. Inspection at factory makes certain 
of this. 


6. Identified by name “Improved Colum 
bian Clasp” and size number printed or 
lower flap of each envelope. 


7. Thirty-two stock sizes, to fit practically 
any job without making to order. 


COLUMBIAN ( 
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HEN your customer selects 
V V an envelope for his catalog 
or mailing piece, he should con- 
sider two things: The envelope 
must harmonize with its enclosure, 
and must supply the proper back- 
ground for the color design print- 
ed upon it. 


The question is— What enve- 
lope to use? 


The answer is— Use the Im- 
proved Columbian Clasp Enve- 
lope. The neutral buff tint of its 
stock provides that pleasing back- 
ground whether printed in one, 
two, three or more colors. It will 
unfailingly blend well with the 
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color and design of its enclosure 
—at no extra cost. 


More than that, when he uses 
the Improved Columbian Clasp 
there’s no need to have envelopes 
made to order. This envelope 
comes in thirty-two stock sizes 
to fit practically any mailing job 
he may have. 

You can get the Improved 
Columbian Clasp Envelope from 
your regular paper merchant with- 
out delay. 

UNITED STATES 
ENVELOPE COMPANY 
The world’s largest manufacturers of envelopes 

SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions 
covering the country 


LASP ENVELOPES 





140 





OFFICE APPLIANCES 





1 battery of the most popular standard height Columbia files 


To Distributors of 
Office Furniture 


To you as a distributor interested in the best 
sources of supply, Columbia offers: 


Export 


Situated in Philadelphia and 
only ninety miles from New 
York, Columbia is remark- 
ably well equipped to supply 
the export trade. Inquiries 
are invited. 





A line of steel equipment in- 
cluding vertical files of five 
drawer, standard, counter and 
desk height; wide and _ half 
sections; ledger desks; posting 
trays; card indexes; transfer 
cases, etc. for every standard 
filing need. 


A line of such staunch con- 
struction, efficiency in actual 
usage, and excellent appearance 
that it will win the approval of 
your most exacting customers 
and assure you repeat orders. 


COLUMBIA 


{ typical stack of Columbia 
wide sections 





A QUALITY LINE OF STEEL OFFICE EQUIPMENT 
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A battery of the most popular counter height Columbia files 


3. Unusually prompt delivery service by reason of a fortun- 
ate location at Philadelphia with its many steamship, 
rail and motor freight lines running in every direction. 


4. Personal assistance in the handling of large or difficult 
installations, and dealer-aids in the form of catalogs, 
folders and leaflets furnished with your imprint. 


Large numbers of dealers are handling the 
Columbia line with increasing satisfaction. 
They find Columbia products and service an 
assured way of stimulating their sales and 
profits. Columbia can serve you with equal 
success. 


Would you therefore like to 
obtain further information 
about Columbia steel equip- 
ment? If so our latest catalog 
and price list will be sent 
upon request. 





Columbia Steel Equipment Company 


Office and Showroom P. O. Box 2244 A typicel steck of Columbi 
Chestnut Street at 18th Philadelphia, Pa. ow halt coo seanes 
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THE NATIONAL CASH REGISTER COMPANY IS THE 





W ORLD’S OUTSTANDING 
PRODUCER of 

















The National Accounting Machine is the only 
accounting machine which combines a standard 
81-key adding keyboard, a standard visible type- 
writer and complete visibility of printing. 


OR NEARLY fifty years The 

National Cash Register Company 
has met the needs of retail business 
with the finest cash registers that 
brains can build or money can buy. 


Today, in addition, it furnishes every 
business with accounting machines, 
posting machines and analysis ma- 
chines of the same high standard. 


It occupies in this new field the prom- 
inent position it has always held in the 
cash register field. 


National Accounting, Posting and An- 
alysis Machines are in use in banks, 


ACCOUNTING MACHINES 


The National Posting Machine mechanically posts in 
clear, legible type on customer’s passbook, store or 
bank’s ledger card, and a journal sheet at one opera- 
tion without the use of carbon. 

















offices, wholesale and retail establish- 
ments, factories, hotels, clubs, 
fraternal organizations and installment 
houses. 


They bring speed, accuracy, economy, 
protection and complete information 
to the operation of every business. 
They furnish compact, printed, 
unchangeable records. They make 
possible simplified business systems. 


Let us show you how these machines 
will be of value to your own business. 
Write or telephone to our office in your 
city today. 


THE NATIONAL CASH REGISTER COMPANY 


DAYTON, OHIO, AND PRINCIPAL CITIES THROUGHOUT THE WORLD 
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should even get a better price than the local price on his 
orders. 

Question No. 2. What proportion of this kind of merchandise 
is sold through the direct seller? Has the direct seller any 
particular advantage over the Retail Stationer in merchandis- 
ing these goods? 

Answer No. 2. Seventy-five per cent is about the proportion 
sold by the makers. The advantages are many fold, a few 
mentioned in Answer No. 1 As this is unquestionably an age 
of specialization, the inside and outside stationery salesman 
realizes he must stick to those items he can best handle to his 
customers’ advantage and with most profit to his house; 
therefore, it won't take long for him to see that taking orders 
for rubber stamps is not the line that will make his time 
productive; the sales are very small, and in the same length 
of time he takes to sell a $1 stamp he could have sold $50 or 
more in his regular lines that his firm stocks and perhaps 
controls, and these are lost to him and his house. The direct 
seller has the technical knowledge which enables him to make 
better sales, bigger sales, and knows enough about the bus- 
iness and the product to prevent costly errors which can be 
made by salesmen of stationers who do not know the technical 
side of rubber stamp making. Few stationers enjoy sufficient 
volume on rubber stamps to justify them in properly cataloging 
and efficient solicitation of the business. 

Question No. 3. What in your opinion has been the greatest 
difficulty in getting good sales of these products through the 
Retail Stationer? 

Answer No. 3. Shortcomings of stationer as outlined in 
Answer No. 2 answers this question. 

Question No. 4. What type of dealer help is afforded by the 
manufacturers of this product? 

Answer No. 4. Very little, except circulars. These have 
been frequently used, but did not seem to have been profitable. 
A few counter displays. Catalogs, with the stationer’s name 
imprinted thereon. Type sheets. The limited volume of bus- 
iness accruing to the makers from the stationers’ efforts limits 
the amount of dealer help that the rubber stamp manufacturer 
can offer them. 

Question No. 5. What do you consider needs to be done to 
build sales of this product through the Retail Stationers? 

Answer No. 5. See Answer No. 1. Also a better under- 
standing and better relationship between manufacturer and 
retail stationer. The stationer should sell rubber stamps as a 
service to his customer only. He should look to the stamp 
maker for the technical knowledge necessary to fill the orders 
of his customers promptly and accurately. 

Question No. 6. Are the sales of this product through the 
Retail Stationer increasing or decreasing? 

Answer No. 6. No definite figures are available for answer- 
ing this question accurately. The general opinion is, however, 
that in the larger cities, the sale of rubber stamps by retail 
stationers is gaining. In smaller cities and towns, however, 
the sales of rubber stamps by stationers is almost negligible. 

Question No. 7. In what way do you think the National 
Stationers’ Association can help the sales of this product 
through the Retail Stationer? 

Answer No. 7. The N. S. A. can do more good for the sta- 
tioner by helping him on standardized stationery lines rather 
than by wasting effort on offshoots of allied lines such as 
rubber stamps. It is doubtful whether the Association can 
help a situation that can hardly profitably help itself. 

Question No. 8. Will you give us at this time some interest- 
ing points about the making and merchandising of this prod- 
uct? It does not have to be a story, but if you will give us 
the information, we will place it before the dealers in the 
Association and their salesmen. We have over two thousand 
Retail Stationer sellers on our mailing lists. 

Answer No. 8. There are no general selling points that the 
average salesman is not already familiar with, but there are 
many trade points that only an experienced rubber stamp man 
is familiar with, and many users find it best to go to the 
stamp man with his problems. However, one interesting fact 
about making a rubber stamp is that over two dozen opera- 
tions are engaged in after the order is received from the 
Stationer. If any error is made, the whole job is ruined. Each 
one is a “Special,’’ not a “production proposition’’ such as is 
the case with stamp “pads,”’ for example. Greater care should 
be exercised in taking the orders and sufficient time allowed 
for proper execution of same in the shop. 

Question No. 9. What type of educational work do you 
think would help the Retail Salesman to sell more of this 
product? 


Answer No. 9. Usually the customer is already sold when he 
is waited on, and the only thing to do is to handle him in- 
telligently and quickly. 

Question No. 10. Vill you co-operate in the upbuilding of 
sales on this product? 

Answer No. 10. Yes. 
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The new Century Protectograph is built for 
speed. ... It is surprisingly versatile .... Its easy 
operation and fine balance distinguish it immedi- 
ately as a different kind of check writer. Business 
throughout the country has given this latest Todd 
machine a very enthusiastic reception. 


The universal acceptance of the new Century 
Protectograph is evidence of how thoroughly this 
rapid, adaptable, new check writer has met every 
modern business need for such an appliance. Its 
quick visibility, its finger-touch control, its perfect 
work, its handsome, sturdy, business-like appear- 
ance—these are all new features doubly welcome at 
such a moderate price. 


You must actually see and try the splendid new 
Century Protectograph to realize what a value it 
is—to understand what new standards of perform- 
ance it establishes for a moderately priced check 
protector. 


Todd Expansion Creates Opportunity 
for Salesmen 


National advertising identifies the Todd name with the protection 
of bank accounts—business and personal. New models are being 
made for a constantly widening market. This era of expansion 
means opportunities for men who can qualify to represent a pro- 
gressive organization. If you are interested, write to us at once. 
The Todd Company, Protectograph Division. (Est. 1899.) 1129 
University Ave., Rochester, N. Y. Sole makers of the tograph 
Super-Safety Checks and Todd Greenbac Checks. 


TODD SYSTEM 


OF CHECK PROTECTION 


The Protectograph eliminates a large percentage of all 
check frauds by preventing raised amounts. 


Todd Greenbac Checks, with their patented self-canceling 
features, prevent e of payee’s name, date and num- 
ber and “counterfeiting.” 


Standard Forgery Bonds cover the remaining check-fraud 
possibilities, namely, forgery of signature and forgery of 
endorsement. 
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Office kurniture 
Rolls O/- 


Faultless 


ERE is a modern caster 
designed to carry the 


burden of office furniture 
swiftly, smoothly, rapidly. Ir is 
built for just one purpose— use in 
the office. Dealers are finding a 
tremendous sale for Faultless 
Office Chair Casters. 
Write today for complete 
information. 


FAULTLESS CASTER 
COMPANY 


EVANSVILLE, INDIANA 


_ New York Chicago 
Grand Rapids Los Angeles 
High Point, N.C. 
Canadian Factory: 
Stratford, Ontario 
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Faultless Casters are 
nationally advertis- 
ed. This advertis- 
ing will help your 
sales. Tie up with 
our campaign and 
sell more casters. 


NOELTING 


FURNITURE + HARDWARE 


Makers of Quality Casters for a Third of a Century 
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Now, summarizing briefly the general conditions and trends 
in the two trades involved in this discussion and report, the 
following stand out boldly from the mass of data, more or less 
based on opinion and local conditions, received by your Chair- 
man: The growth of specialization in business is as true in 
the stationery and rubber stamp lines as it is in other lines of 
business. Stationers are more and more devoting their selling 
energies toward stationery and kindred lines and are showing 
less and less interest in side-lines to their business, such as 
rubber stamps. On the other hand, rubber stamp manufac- 
turers who have been carrying side-lines of stationery are 
showing a similar tendency, throwing off their unprofitable 
stationery lines and concentrating more forcefully on the sale 
of rubber, steel and brass stamps, seals, stencils, metal 
goods, etc. 

In the larger cities a few stationery houses who do more of 
a volume on rubber stamps have well-equipped manufacturing 
departments or a sales department devoted principally to the 
sale of rubber stamps with special men with technical knowl- 
edge of the filling of rubber stamp orders in charge of these 
departments. In the smaller cities and towns, the stationer 
who formerly sold rubber stamps is now content to let this 
type of business go to the rubber stamp man, as he has 
learned from experience that he cannot handle rubber stamp 
orders profitably or with any degree of safety against costly 
errors which might likely lose him customers. Stationers con- 
tinue to carry stamp pads, daters and other sundries and seem 
to do a fair size business in these lines, but their volume even 
in these lines does not compare favorably with that of rubber 
stamp manufacturers who do a much larger volume in the 
type of products necessary to the proper use of rubber stamps. 
In some instances, stationers work on a commission basis with 
rubber stamp manufacturers. In other cases, stationers re- 
ceive a discount on all orders placed with the rubber stamp 
manufacturers. 

In still other cases, the stationer shares his discount with 
his own customer, thereby cutting under the prices of the 
manufacturer who is making his rubber stamp business pos- 
sible. Of course, this is a condition that will eventually work 
to the disadvantage of both the retailer in the stationery line 
and the manufacturer of rubber stamps who follow such a 
practice for any length of time. From reports received from 
other firms who manufacture rubber stamps, there is to be 
noted a growing tendency on the part of many of them of 
not soliciting business at all from retail stationers, but to sell 
to the customer direct. They base their reasons for going 
ahead along these lines on the fact that they can best serve 
the customer, except in instances where the retailer in the 
stationery line has a technically-trained staff to properly care 
for the needs of customers for rubber stamps. It is clearly 
evident that the trend is definitely toward specialization; one 
must either be a good stationer or a good manufacturer of 
rubber stamps. He cannot attempt to be both and succeed 

As a final recommendation to the Association, your Chair- 
man would ask that our membership seek a better understand- 
ing of the rubber stamp manufacturer's problems, rather than 
attempt to share these problems at their own expense. In 
other words, if the retail stationers of the country would learn 
more about the rubber stamp business, they would stay out 
of the rubber stamp business as long as they had a stationery 
store This is the lesson the rubber stamp manufacturers have 
already learned They have learned that to succeed in their 
field they must concentrate on manufacturing one product and 
making that a good product, and serving their customers—the 
consumer—in the best manner possible. They have, in most 
cases, and are now, in increasing numbers, discarding sta- 
tionery and other lines that they could not work with profit to 
specialize on rubber stamps that they can sell at a profit. If 
the stationery man would concentrate on stationery and allied 
lines and leave the rubber stamp man to take care of rubber 
stamp orders, there would be peace in the industry and profits 
for everybody in the two lines of business endeavor. 
SAMUEL S. ROSENDORF, Southern Stamp & Stationery Co., 

Richmond, Va. 

—_—_—_—_—_—>__— 
MISCELLANEOUS STATIONERY ITEMS 

This line lends itself very readily to sale through the retail 
stationer. Retailers can sell more of this product as it is 
simply a matter of education and endeavor to have offices use 
more commercial stationery than using makeshifts as some 
offices now do. 

There is considerable competition on these products from 
direct sellers. The direct seller has no advantage over the 
retailer and, in fact, is at a disadvantage as the retailer 
occasionally has an opportunity to get the customer into his 
store and show him his needs. 

A work directed along the line of education of the consumer 
on what the proper things in the stationery line are for his 
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/ From the ONE Complete Source of Supply 








Globe Weenicke 


EXECUTIVE TYPE STEEL FURNITURE | 


YOU drive the entering wedge to fill the need of entire institutions when you 
interest executives in fine furniture for their offices. 
Globe-Wernicke Executive Type Steel Desk and Table in matched design, win 
the instant approval of executives with their artistic panels with highlighted 
Walnut and Mahogany grained finishes. 
+ Here is another Globe-Wernicke opportunity from the One Complete Source 
ms of Supply. Write for particulars and open territory. 


Globe“Wernicke 


CINCINNATI 
Preston-Noelting, Led., Stratford, Ont., Canada, Canadian Representatives. 
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Globe=Wernicke 
Folding Fiberboard ® 


Transfer Cases 


8 Convincing Reasons 


OPPORTUNITY with.... 








j—-Metal Reenforeed Lid Corners. 
2—Ends of 3 Thicknesses. 

5—Seoure Saap Locks. 

eight to Ascommodate 


engues on Guides. 





Hu 
7—-Biank Labels attached. 
8—Printed Gummed Labels furnished. 


a SFER Time brings new business opportunities 
with Globe-Wernicke Solid Fiberboard Trans- 
fer cases. 

Wherever economical storage is necessary, these cases 
win increasing business for you. Over a dozen sizes—- 
a size for every use. Every bank, insurance and 


these storage cases for transferred correspondence 
legal forms, bills, cancelled checks, deposit slips, caud 
index records, etc. 


Come to you flat ee 


Set up m a few seconds 7, 


Globe-Wernicke Fiberboard Transfer Cases come to you 
“knocked down”, neatly packed in metal reenforced lids, re- 
sulting in flat, compact packages which occupy little space on 
your shelves and in your customers’ storage cabinets. No 
strings, tabs, slots, metal protrusions or messy gummed tape 


The attractive mailing piece shown at the right gives the whole 
story. In the hands of your transfer case prospects this litera 
ture will mean business for you. Send for a copy today 


Globe“Wernicke 


CINCINNATI 


Preston-Noelting, Lted., Stratford, Ont.. 
Canada, Canadian Representative. 








commercial office, railroad, public utility, municipal 
office, in fact every business organization has need fof” ~ 
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New IMPROVED 
Globe WeenickelCaRD CABINETS 






The new Improved Globe- 
Wernicke Card Cabinets 
point the way to bigger prof, 
its, repeat sales and pleased 
customers. 


Here's 6 outstanding reasons 
why : 


1-154” Filing Depth—- 
greater capacity. 


rw 


—Easier drawer opera: 
Columbia Arch Files tion. Drawers slide on 
two steel channels, 


It’s easier to sell the best " when ‘ Positive locking, non- 


‘2 


the best means more for the binding follower. " 

money and lasting satisfaction. 4 a eh polished brass drawer pulls, nx 

‘That is why Globe-Wernicke N eads visible. | l 

Mt A A i 5—-Rubber feet fit into depressions in tops, pe 
eaiers ave a li made alignment. 

money with Columbia Arch 6—-Beautiful finishes-—rich appearance. 

Files, Write for particulars. With transfer season just ahead—many of your best p 


pects are in closer contact with their filing requirem 
now, than at any other time of the year. Show them 
new Globe-Wernicke product, 


There is BIG money in this new Improved Card Cabit 
Line—-write for special introductory offer. 


Globe“Wernicke 


STEELGUARD FILES 
A Christmas Gift for the Ex- 


ecutive, Lawyer, Doctor, Teach- 
er, Student or Housewife — 
Globe-Wernicke Steelguard File. 
Feature this attractive product 
in your window. Write for 








Made in one drawer and two drawer cabinets for 
3x 5,4 x 6 and 5 x 8 cards. Available in olive 
green; also mahogany, walnut and oak 





merchandising plan. finishes. 
bs e 
Globe-=Wernicke 
: CINCINNATI 


Preston-Noelting, Led., Stratford, Ont., 
Canada, Canadian Representatives. 
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That Offers YOU 
A Most Attractive 


Proposition ae 


Sat_ Archers Ass Store” 
Mér4ea Big 


Globe “Werenicke 
The Perfected Visible Record 


The increasing demand for greater efficiency in office routine is mak- 
ing Globe-Wernicke Perfected Visible Record Equipment the most 
attractive business builder in the office equipment industry. 

Your local prestige, as an established office equipment dealer, gives 
you many advantages to easily win this business. 

To help you capitalize on these advantages Globe-Wernicke has 
developed a sound, practical sales plan which is already proving a 
success for many exclusive Globe-Wernicke Visible Record Dealers. 
The exclusive sales rights on this line, combined with it exclusive fea- 
tures give you sales opportunities found in few other products. Write 


for details and the new Globe-Wernicke Visible Record Catalog 


today 
Globe Wernicke 


CINCINNATI 


Preston-Noelting, Led., Stratford, Ont., 
Canada, Canadian Representatives. 
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Globe-Wernicke Visible Record Book 
and Panel are somexclusive. They 
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LET SHIPMAN-WARD SOLVE 
YOUR UNDERWOOD PROBLEMS 
WITH... 


1. 100% Rebuilt Underwoods 


The finest Rebuilts on the market today : 


2. 90% Rebuilt Underwoods 


(formerly Semi-Rebuilt) 
















A big money saver for the Dealer who 
can do his own Adjusting and Aligning 


3. Jim Ward’s Special 
Improved Rental Underwoods 


A High Quality, Low Priced Machine 
to Meet Mail Order Competition 


- 100% Rebuilding Service 


4 
5. Exchange Service 
6. Welding Service 
Z 


Selected 
Rough Underwoods 


8. Underwood Parts 


All These Features Explained in 
Our Price List. Write Today 


SHIPMAN-WARD MFG. CO. 


Export Representatives 
The Consolidated Machine & Supply Co. 
48-54 W. 25th Street, New York, N. Y. 
1778 SHIPMAN BLDG. 


4401 Ravenswood Ave. CHICAGO, ILL. 
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MILLS AT 
DALTON, MASS. 
NATIONALLY 
DISTRIBUTED 










THERE ISA 
WESTON PAPER 
FOR ANY USE THAT 
DESERVES THE BEST 





























BYRON WESTON CO. LINEN RECORD 
IS USED WHERE ONLY THE BEST WILL SERVE 





> 


WAVERLY LEDGER is USED WHERE 
QUALITY AND COST ARE A FACTOR 





CENTENNIAL LEDGER is USED WHERE 
A GENERAL UTILITY PAPER IS REQUIRED 





FLEXO LEDGER Is USED WHERE A | 


FLAT LYING LOOSE LEAF SHEET IS DESIRED 





TYPACOUNT LEDGER is USED IN QUALITY 
FORMS FOR MACHINE POSTING PURPOSES 





WESTON’S POSTING LEDGER is USED 
WHERE ECONOMICAL SERVICE IS REQUIRED 





DEFIANCE BOND is USED WHERE A 
QUALITY BONDos HIGHEST CHARACTER COUNTS 














eSpecify.. 
TYPACOUNT 

Lepcer for ma- 
chine bookkeeping, 
ledger and _ statement 
forms. It is made to meet 

















the most exacting require- 








ments for machine posting 
purposes. In a restful buff shade 
that does not soil readily, it has a 
surface which insures against type im- 
pressions, blurring or smudging. It stands 
up in the trays or binders. 
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use to assist him in bettering his business would be a valuable 
work. 

The manufacturers retailers in 
on the part 


direct letter 


are co-operating with the 
building the sale on these products. Advertising 
of dealers through newspapers, circulars and 
advertising would also help materially. 

The sales on items are increasing 

The National Association can assist dealers to build greater 
on this product through the “Stationer’’ by educating 
dealers to feature special items, at least weekly, that are 
required for efficient office service. 

We suggest comparison of stationers in regard to of 
commerical items in particular locations as we have instances 
where stationers not feature commercial pads, 
whereas others are enjoying a large sale of them. 

I would say that these products are not displayed efficiently. 
A plan should be worked out for better display on commercial 
stationery items. 

A Commercial Stationery Department should be headed by a 
capable man with enough young men or women assistants to 
adequately take care of trade at all times and give expert 
advice on office requirements and recommend items best suited 
to the customers’ needs. We find that many customers call 
personally in the Commercial Stationery Department of our 
store between 11:00 a. m. and 2:00 p. m. in connection with 
their being out to lunch, and they being limited for time, the 
sales force must be capable and large enough so that they may 
be taken care of promptly. 
WILLIAM N. STEWART, 

Trenton, N. J. 


these 


sales 


sales 


some do 


Stoll Blank Book & Stationery Co., 


—< > 
INKS AND ADHESIVES 
The retailer will be able to sell more Inks and Adhesives 
when the Capper-Kelly bill has been passed. We are having 
serious competition from the wholesaler, selling in broken 
package lots to consumers 
Direct selling by manufacturers is at a disadvantage, as, 


first of all, the overhead is higher, not being distributed over 
group sales and the cost of calling upon one customer for one 
sale is almost prohibitive on these lines. Then too, the direct 
seller has to rely on hired help controlled from a distant office. 
In our particular field, we have had no difficulty in competing 
with direct selling erganizations because our men are a little 
keener and we could decide questions on the spot rather than 
to have to write to a home office. 

We believe that one line of ink should be concentrated upon 
by a dealer. If this is not done, the dealer is competing with 
himself when it to a recommendation on ink. 

Sales on ink have naturally decreased because the fountain 
pen does not waste much ink as did the open well of the 
past. The old open well of the past necessitated the cleaning 
out of ink wells and, naturally, there was a waste of ink and 
a larger consumption With the use of fountain pens, the 
bottles are kept closed and the ink does not become full of dust 
and lasts longer 

In reference to display, I have seen very few fixtures which 
properly display ink. Those usually furnished by the manu- 
facturers have been rather lame in their ability to display ink 
properly. I have seen only a few good displays of ink. Those 
I have in mind are of a semi-circular type with the large shelf 
on the bottom and the small shelf on top. 

In general, it is my opinion that manufacturers of ink have 
assumed too much that ink is an item similar to sugar in the 
and that people need it anyway. We, in the 
the business, have also adopted this thought. 

One of the biggest problems of the stationer is his reserve 
stock on these items. I believe the suggestion made by Mr. 
Fred Schaefer of the Sanford Ink Company is the best method 
for keeping reserve stationery clean and condensed. Fred 
suggested that all ink be shipped in wooden boxes and that the 
lower tier of each group of ink have the front sides removed 
from it so that the bulk can be kept there. When a full box of 


comes 


as 


store 


of 


grocery 
retail end 


ink is sold, it is only necessary to lift off the top box. Addi- 
tional supplies for the store can be taken from the broken 
box at the bottom. When the broken box has become depleted, 
a new box can be uncrated and bottles put into the reserve 
box at the bottom. 

L. J. BLIED, Blied Office Supply Co., Madison, Wis. 


This line lends itself readily to sale through the retail sta- 
He is the logical outlet for inks and adhesives. There 
is no question but that this commodity can be increased in 
sale, according to the attention that is put to it. The only 
advantage that the direct seller could possibly have would be 
a better knowledge of salesmanship on the part of his men 
because of their specialization on one item. 

The greatest difficulty the retailer has to 
the sale of this product is cut prices. 


tioner. 


contend with in 














To Get The Original 
Ask for “Bernard 180” 


We have manufactured this favorite 
for many years under private brand. It 
is now our privilege to offer it under the 
“Bernard” trade-mark. 


Because of its small size (5-inch) and 
consequent fitness for women’s hands, it 
has led in the school supply trade and for 
office use. Packed one in a carton with 
sample box of standard stainless eyelets, 
to retail at $1.75. 








ERNARD 


TRADE MARK REG. 


STATIONERS 


TOOCS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 
THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. 
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Its Record 


for Sales 


for Quality 
for Performance 


is unequalled in the field of 


low 


priced Pencil Sharpeners 





The 


“CHICAGO” 


The World Famous 


$1 DOLLAR $1 
Pencil Sharpener 


the New Lacquer Finishes $1.25 ——— 


Built with APSCO solid steel, deeply 


underc 
edges 1 


ut cutters — the sharp keen 
nake perfect points—they CUT 


CLEAN without any scraping or tear- 


ing of 


TH 


the wood. 


E WISE DEALER CARRIES 
A FULL LINE OF 


APSCO 


Automatic Pencil Sharpeners 


Write for Catalog 


Automatic Pencil Sharpener Co. 


CHICAGO 


ILLINOIS 
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The manufacturers are co-operating with the retailers. One 
of the biggest things to be done is to make it possible for the 
dealer to make a good profit. 

In our case, we are concentrating on two particular lines. 
The balance are decreasing. 

We believe the manufacturer should put the recommended 
resale price on the bottle. We believe that sales education is 
a necessity and should be amplified by the manufacturer with 
educational work for the salesmen and that the ingredients 
used, why the ingredients are used, what the ink will do or 
will not do and information of that kind should be broadcasted 
to the retail salesmen. 

THOMAS STAGG, Secretary, A. Pomerantz & Co., Philadelphia. 





Inks and adhesives are lines that, of course, sell very readily 
through the retailer. The display from time to time on coun- 
ters or racks helps the dealer to dispose of these commodities. 
The unit sales are regular items, but I do not see how any 
creative salesmanship can be used. A quart of ink or a jar of 
paste lasts an ordinary office a year and no more will be 
used, however fine the display or keen the salesmanship. This 
applies to the large offices as well as to the small ones. 

Direct selling is done in this product by some manufacturers 
their only advantage being that of price. The consumer can, 
if he tries hard enough, purchase at the same price the dealer 
has to pay, and, in some instances, freight is prepaid. This 
applies to large purchases, of course, as the manufacturers 
who sell direct could not or would not handle the small unit 
sales. I believe the dealer is entitled to these large sales to 
help his quantity purchases and to boost his profits whenever 
he carries an adequate stock. The above statement, of course, 
does not apply to all manufacturers. 

Owing to the fact that the volume of ink used remains very 
nearly a fixed quantity, any increased business must be taken 
from our competitors, hence price is a very considerable factor 
as there is small opportunity to point to superiority of one ink 
or adhesive over another, and, on this account, few dealers 
are willing to spend much effort in pushing these goods. 

There is, I am sure, an honest desire on the part of the large 
manufacturers to do all they can to assist the dealer by pro- 
viding display matter for windows and also development work. 
The same thing, however, applies to the manufacturer as to 
the dealer. Any new business must be taken from competitors; 
consequently, the dealer is slow to change or to accept help 
from the manufacturer, as it keeps him changing from line to 
line and manufacturer to manufacturer, entailing too much 
lost motion. 

Generally speaking, this line receives fairly good display in 
retail stores. When stock is kept fresh and clean and in good 
alignment on shelves, the various colors of ink and adhesives, 
labels on bottles, metal corks or other stoppers make a very 
attractive showing and can be nicely displayed. 

FRANCIS B. IRWIN, James Hogan Co., Philadelphia. 


—_———_ 
PENCILS AND STEEL PENS 

This line does lend itself to sale through the retail stationery 
store. I believe that the retailer can sell more of this product. 
There is not much competition from direct sellers, but the direct 
seller has some advantages over the retailer in selling the 
product. 

The greatest difficulty the retailer has to contend with in 
the sale of this product is the tremendously long list of num- 
bers. This could be partly corrected by standardization. 
Manufacturers are co-operating with the retailers to build 
sales, and I think that the sales of some makes are increasing 
and others decreasing. 

I believe that national advertising would be of great help in 
selling more of this product through the retail stationer. I 
think that the display in the average stationery store is good. 
AUGUST HUNN, H. H. West Co., Milwaukee, Wis. 

—__<——__—_ 
CARBON PAPERS AND TYPEWRITER RIBBONS 

This is a line that lends itself readily to sale through the 
stationery store. There is no reason in the world why the 
retail stationer should not sell the bulk of carbon paper and 
ribbons. 

Of course, great competition comes from direct sellers. The 
direct seller has the advantage of knowledge and seems to 
demonstrate a price advantage. His salesmen are putting 
forth their full effort and time on the sale of these two 
products, knowing expertly all the ins and outs of the trade. 
They are trained men, they know the uses of the products, 
they know the requirements of the consumer, they are con- 
tinually soliciting business and while the goods have to be 
delivered, a great many times, from a distant point, their su- 
perior knowledge of the application of the goods gives them an 
advantage in competition with our saiesmen 

I recommend that intensive work be done on sales education 
with the retail salesmen on carbon paper and ribbons. The 
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where VICTOR guards 
the “PROFIT-LINE” 


From nearly 200,000 Victors, 
come in daily millions .. . neatly 
printed slips. . . banners of vic- 
<a tory over an Army of Errors. 
ae Vigilant guardians of the 

A Profit-Line are these marvelous 
machines —brilliantly designed, 
superbly built, and offering an 
impressive list of operating 
features! A Victor may be had 
on free trial from any Victor 
Agency. VICTOR ADDING 
MACHINE COMPANY, 3900 
North Rockwell St., Chicago, Ill. 


‘75 


AND MORE 


6,8 and 10 columns 
including direct sub- 
models. 


VICTOR 


Standard Adding Machine 







@1929, V. A. M. Co. 
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Speaking of Holiday Profits 





Total magazine ZY, 


advertising This white space represents A, i D 
of other lines the magazine advertising Lhe 


CIGARS of the other 56 pen 


— manufacturers 
CABINETS - SAFES 
$521,456 
TYPEWRITERS 
$471,559 
JEWELRY 
$638,421 
RAZOR BLADES 
$814,466 
MOTION PICTURES 
$444,645 
FACE POWDERS 
$692,011 
SOFT DRINKS 
$655,959 


Pee | al 
CUTLERY-HARDWARE Va 







$759,478 
CAMERAS 
OPTICAL GOODS 
$909,188 
SHAVING SOAPS 
$984,523 
OFFICE MACHINES 
$865,178 
SPORTING GOODS 
$999,108 
FURNACES 
$1,183,717 


FURNITURE 
$1,208,017 


SHEAFFER’S 
MAGA ZINE 
ADVERTISING 








Total Pen Magazine Advertising $1,220,275 


Pen advertising, in magazines far exceeds the advertisin3, of other lines 
you carry, and Sheaffer Pen magazine advertising, far exceeds other 
pen advertising; Sheaffer dealers receive the sales-stimulating, support 
of the biggest campaign in the pen industry. With the holidays in 
sight these facts make Sheaffer loom big with opportunity for you. 


“Merchandising Down to Date”’ 
builds sales. Get yours! 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKR 


W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. 


New York . . . . Chicago . San Francisco 

W. A. Sheaffer Pen Co. of Canada, Ltd. . 169-173 Fleet Street —Toronto, Ont 

Wellinaton, N. Z . . Sydney, Australia . 199 Regent Street—London 
Reg. U. S. Pat. Off 
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The matched, Balanced Lifetime® set in velvet 
gift box including the new golf and handbag 
pencil. Black and pearl, men’s. $18., ladies’, 
$16.50. Green, men’s, $15 50. ladies’, $14.50. 


Matched, Balanced Lifetime’? 
, Gift Sets—the ensemble idea 











YN) ; sai — Identify the 
f\ Wy These beautiful utilities match in line and color, as personal Lifetime 
i) \A accessories should in this day of harmony in dress. The set in- white a 

ry 


\y cludes the new, little pencil for golf, handbag, and formal wear. 
Lio“ Inbuilt Balance gives each its Sraceful lines,and an easy feel that 
)\%)? makes writing, swift and effortless. For the owner’s whole life 


weet 
aK 


set with Renu- 


* <Y7( lon, Lifetime® pens are Zuaranteed to perform like new. See and tne Breptin 
ks try them. Then you'll know why Sheaffers outsell all others! ee. Oe 
y\ lower. ft 


At better stores everywhere 


All fountain pens are guaranteed against defects, but Sheaffer's Lifetime® is Ruaranteed uncon- 
ditionally for your life, and other Sheaffer products are forever Suaranteed against defect in ma- 
terials and workmanship. Green and black Lifetime® Pens, $8.75; Ladies’, $7.50 and $8.25. Black 
and pearl De Luxe, $10.00; Ladies’, $8.50 and $9.50; Pencils, $5.00. Others priced variously. 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 
W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U. S. A. 


a New York . . . Chicago . San Francisco 

* a, W. A. Sheaffer Pen Co. of Canada, Ltd. . 169-173 Fleet St., Toronto, Ont. 

—~—t (>, Wellington, N. Z. . Sydney, Australia . 199 Regent St., London 
“ © Reg. U.S. Pat. Of. 
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RECORD 
HOLDER 
WITHA 
RECORD 


The established preference for this largest selling 
steel transfer unit opens up unusual sales oppor- 
tunities for the Van Dorn Agent. 





The structural advantages, the completeness of 
the line and the assured profits for the retailer 
who signs up now are worthy of your conscientious 
consideration. 


Your customers know this famous Van Dorn-Berloy 
Unit. The time is short. The season is nigh. Write 
for complete details while immediate shipments 
can be made for the annual Transfer drive. 


Van Dorn Metal Furniture 


Division of The Berger Mfg. Company 
CANTON, OHIO 





OFFICE APPLIANCES 





A—Heavy channel steel frame, front and rear. 

B—Low sides for convenient filing. 

C—High back to keep out dust. 

D—Solid bar legs. 

E—Connecting links that lock units horizontally. 

F—Solid sides to keep out dust. 

G—Sanitary base. 

H—Hook fastener in rear that locks units vertically. 

I—Handle on back for convenient carrying of drawer. 
(Not shown.) 

J —Reinforced top and sides. 

K—Drawer edge formed over wire. 

L—Reinforcing plate that stiffens drawer head and 
prevents handles from pulling off. 

R—Roller. 





THEY STACK TO THE CEILING 
WITHOUT BINDING. 


THEY AFFORD PROTECTION 
AGAINST DUST AND RODENTS. 





THEIR LOW PRICE MAKES 
THEM FAST SELLERS. 


The Largest-Selling Transfer Unit in the World! 
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manufacturers are co-operating with the retailers to build sales 
on this product and this line shows an almost inexhaustible 
market for the retail stationer because everyone who owns a 
typewriter uses carbon paper and typewriter ribbons. I suggest 
that factory representatives of the manufacturers should work 
the trade with the local salesmen. These factory men could 
get under the skin of the local salesmen and create the desire 
to sell this line. My feeling is that sales on this product are 
decreasing in the stationery store. 

In reference to display advertising by means of shelf dis- 
play, show windows, advertising by broadsides and direct mail, 
these are all effective It is quite possible that some educa- 
tional work along the line of buying from home merchants 
would be helpful. 

The big problem on carbon and ribbons seems to be sales 
education to place the retail salesman on an even basis with 
the salesman of the direct seller and this is a job that the 
manufacturers can do a big work on. 

H. K. WATTS, Sales Manager, Democrat Printing & Litho. 

Co., Little Rock, Ark. 

——_—<—__—__ 
VISIBLE RECORD KEEPING EQUIPMENT 

This line should sell through the retail stationer very readily 
as he is the logical point of contact with the ultimate user, his 
customer. The retailer should and can sell more of this 
product. 

There is much competition from direct sellers. The direct 
seller has the advantage over the retailer as he is a specialist 
in the line and studies the possibility of application from many 
angles, which the stationer cannot or does not penetrate. 

The greatest difficulty the retailer has to contend with in 
the past in the sale of this product has been ignorance of its 
possibilities and lack of specialization on the part of his 
salesmen 

Increased co-operation has been offered by the manufacturers 
and the dealers should grasp the opportunity to make the most 
of the offers. 

The retail stationer must sell himself on the possibility of 
Visible Record business, which will automatically lead to more 
sales in the store and by the men through specialization, 
coupled up with display in window and on counter of sheets 
and indexes placed properly in a cover ready for use. 

The sale of this product, I have reason to believe from 
experience, is increasing in the retail stationery store, thanks 
to the insistence of our manufacturers to wake up to this new 
method of record keeping. 

The National Association can help to build greater sales for 
the retail stationer on this product by suggesting and illustrat- 
ing forms for various businesses and uses. 

The best edvycational work to help the dealer on this prod- 
uct is a factory representative knowing his product and pass- 
ing it on to the stationer at sales meetings and outside sales 
calls, making actual demonstrations, etc. 

These goods are not displayed as well as they might be. 
Lack of knowledge of the possibility of this product has held 
back the proper display in the average store. The clerks are 
afraid of it The stationer buys a sample outfit and it is for- 
gotten on the shelf or under the counter. 

We believe that the most proper and progressive way of 
handling Visible Records today is to make up actual outfits 
wherever possible and go out and show the ultimate consumer 
its possibilities. This must be done by one who is thoroughly 
sold and has vision as to what Visibile Record equipment will 
do for any business, large or small. 

DANIEL S. HANSEN, Carlson Brothers, Inc., Moline, Il. 

We believe these goods can be sold through the retail sta- 
tionery store to very great advantage where the store is 
equipped to some extent with real salesmen who have a 
knowledge of Loose Leaf and Machine Bookkeeping Equip- 
ment. There is no question but that more of this product 
can be sold through the retailer. 

Of course, there is competition from the direct seller in this, 
but we have found it to be good, clean competition and not 
much price cutting. The man who knows his stuff is the one 
who sells it The direct seller has no advantage over the 
stationer if the stationer knows as much about the item which 
he is selling as the direct seller does. 

The greatest difficulty with the stationer is to attempt to 
sell this article like a box of clips, that is, to put it on the 
shelf until someone asks for it. It just cannot be done. 

The manufacturers are co-operating 100% with the retailers 
in attempting to distribute this form of merchandise through 
the Retail Stationer. 

The stationer must know his item thoroughly, so must his 
men who are going to sell it, and they must know how to 
use it 

Sales on this item are increasing. 
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No. 108—STEEL CUSPIDOR 


formerly manufactured by 
Ireland & Matthews 


CONTRIBUTING 
FACTORS 


TO THE PRESENT 
HIGH STANDARDS 
IN 
OFFICE FURNISHINGS 


—_——s 


Write Dept. C-1 for Catalog 


Detroit Metal Specialty Corp. 
DETROIT U.S. A. 
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Insist on Seeing, QUIK- '-LOKS Before You 


Again Purchase Storage Files 


Se Easy to Open and Close 


LIK LOK 


mu Colarsible STMAGE 


THE ONLY FILE HAVING 
1. Automatic Spring Lock; 2. Triple-Steel 
Reinforcement; 3. Heavy Three-Ply Bot- 
tom; 4. Handy Pull Strap; 5S. Dust-Proof 
Top; 6. Sag-Proof Lid; 7. Bulge-Proof 
Ends; 8. All Surfaces Smooth; 9. Mois- 
ture Resisting; 10. Never-Spill Features; 
11. Unusual Durability; 12. Portability 
and Lightness. 


85 SIZES—Specials Made to Order 


Quik-Lok Storage 
Files will keep your in- 
active records clean, 
orderly and accessible for 
iate reference at 

the lowest possible cost. 
Quik-Lok Storage 
Files should not be con- 
fused with the ordinary 
storage files on the mar- 
ket today—they are dis- 
tinctly different, not only 
in construction but in 
ease of operation, con- 
venience and durability. 
Quik-Lok Storage 
Files are distinctive in 
Convenience, Durability, 





The 














adidas. 


Quik-Lol Storage 


are Guaranteed to 
assemble and fasten 





Ilhastrating our A-124 for Letters perfectly, quickly and 
and A-% for Cancelled Checks easily, and to give salis- 
factory service. 


Quik-Lok Storage Files have no parts to wear, tear or tangle. All outside 
and inside surfaces are smooth—no pro =~ to catch on the shelving and 


nothing to mar the finest furniture. oday for your sample. 
up 3: favorite Stationer and sive him your order—or write us NOW. 
— TO DEALERS—Write today for literature and discounts. 


Complete Ase of Sizes Carried at New York, Pittsburgh, 
Chicago, Lincoln, New Orleans, San Francisco, Los Angeles, 
Portiand, Ore. Dealers in Most of the Large Cities. 


THE KAY-DEE COMPANY 


Mfrs. Steel, Fibre and Paper Transfer and Storage Files 
3644-64 So. 36th St., Lincoln, Nebraska 
































OFFICE APPLIANCES 


I would suggest that the results of these questionnaires be 
published from time to time by the National Stationers’ Asso- 
ciation. I believe that they will be of assistance to the re- 
tailer in calling his attention to this most important line. 
SAMUEL B. GROOM, Thomas Groom & Co., Inc., Boston, 

Mass. 

——_<g>—— 
FILING CABINETS 

If a stationer is doing a strong commercial stationery bus- 
iness, has good warehousing facilities and good store display 
space, and his show windows are low enough for the proper 
display of these items, I think the line is a good one for him 
to foster, and is one on which he can develop a good volume 

Chief competition to a retail stationer handling filing cab- 
inets and steel equipment is received from the manufacturer 
selling direct. 

It seems to us that the advantage that the direct seller has 
over the retail stationer is that the manufacturer is handling 
but a single commodity and can give it all his attention and 
thought, whereas to the stationer, it is but one of many hun- 
dred commodities. Other advantages that the direct seller 
has over the retailer are, I think, over-estimated. If the direct 
seller maintains a retail store he incurs the same sort of 
overhead that the retail stationer has, and is, therefore, in no 
better position to sell at lower prices than is the stationer, 
except in the case of some large installations, where a direct 
seller has been given an advantage through concessions made 
by his own factory. It should not be overlooked that the 
manufacturer, when engaged in a retail business, requires a 
profit for the store as well as for the factory. 

The retailer’s greatest difficulty is the fact that filing cab- 
inets and steel equipment is but one of many commodities 
which he carries in his store. This, together with the fact 
that the direct seller has but one line, represents, in our 
opinion, the greatest advantage that the direct seller has over 
the retailer. 

We believe that the manufacturers of this commodity are 
co-operating well with the retailers. They are educating the 
retailers’ salesmen, furnishing the retailer with literature on 
the commodity, direct mail advertising, magazine and news- 
paper advertising, and holding educational classes with the 
sales force. We believe that a more complete co-operation 
between the dealer and the manufacturer would be helpful. 
We believe that one way to build a worth-while volume on 
this product is to encourage one or more salesmen who lean 
towards this commodity to specialize in it 

So far as our store is concerned, sales of this product are on 
the increase. 

The National Stationers Association can help build greater 
sales on this commodity by the encouragement of more educa- 
tional work between manufacturers and dealers, and through 
the “‘National Stationer,”"’ I believe that this last medium is 
going to be a good feature in the education of dealers’ sales- 
men in all lines. We have placed on the subscription list every 
worth-while man in our organization, and we think that the 
first issue is very fine indeed. We have had very favorable 
comments from our men regarding it and the very useful 
information that these first issues contained. 

A. L. KING, Ward's, Stationers, Boston, Mass. 
—_<—___ 
FILING SUPPLIES 


The retail stationer can build more business on filing sup- 
plies by going into the prospective customer's filing problems 
thoroughly and offering real service in planning a system. 

I do not think that the direct seller has any advantage over 
the retail stationer, except that the direct salesmen are spe- 
cialists in their line, but, then, the retail stationer has an 
advantage in delivery as it is necessary for the direct seller to 
ship from factory, and on repeat orders, often the customer is 
up against it for delivery. 

We believe that an educational campaign for the dealers’ 
salesmen (some manufacturers have published pamphlets 
covering this to some extent), covering filing problems, would 
be of help. This could be handled through bulletins covering 
various lines of business, and we think it should be covered 
in this manner: work out a practical filing system for several 
businesses—insurance, automobile, hardware, etc., and then 
the dealers’ salesmen would be in a position to render a 
service. 

Our business on filing supplies is increasing. 

If the dealers will co-operate with the National Stationers’ 
Association and send in information on systems installed that 
rendered a service to their customer, and these outlines are 
published in the ‘‘National Stationer,’’ we believe this will be 
of value as sales help. 

We believe that the manufacturer could conduct a national 
advertising campaign similar to that put on by the Paint man- 
ufacturers, “Save the Surface and You Save All.” If this is 
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practical, the National Association could offer a prize for a 
slogan and, no doubt, would get a good one 


FOR T He We have our supplies of various grades of equipment in 


filing cabinets, also in the filing drawer of desks, and equipping 

IN a] DE MAN each of the matched suite desk with a complete file has helped 
to increase our business in this line and this is a service to 
the buyer 


NO. 8 W. C. NORTHERN, Stafford-Lowdon Co., Fort Worth, Texas. 


The chief reason why the stationer does not sell more Filing 
Supplies is due to the fact that few stationers have so edu- 


sh 


— ee 
<st 





> cated their men that they can go out and really analyze the 


~ 


needs of a customer However, the stationer should be the 
best fitted for this work and is the natural] outlet for sale of 
this product There is no doubt that every stationer should 
sell more of this equipment 

The chief competition on this item, we find, is the direct 
seller, such as Remington Rand Company, who, in our opinion, 
have this advantage: that this is an age of specialization and 
prospects often will listen to men of such organizations rather 
than representatives of stationers. The chief difficulty we see 
jin retailing has been that our men have not been as well 
trained, as a whole, as the direct seller. 

The manufacturers today are giving more co-operation to 
the retailer than ever, and this, with much personal contact 
from the manufacturer, is our hope of getting our share of 
the business due us. 

The chief need of the retail stationer on Filing Supplies is 
closer co-operation between manufacturer and retailer and 
education of the sales force. 

The sale of this product is increasing in the stationery store 

I believe that the National Stationers’ Association can help 
to build greater sales on this product through the retail sta- 
tioners by assisting in the proper education of the sales forces 
through articles in the “‘National Stationer."’ 

I recommend strongly the closest contact between manufac- 
turers and retailers and the closest type of education and 
sales promotion 

This product is not properly displayed or sold in one out of 
ten stationery stores 
OWEN B. ASH, Deemer & Co., Scranton, Pa 

_— >_> _ 
METAL SAFES AND SAFE CABINETS 

There is no reason why Metal Safes and Safe Cabinets 
cannot be sold successfully by the retail stationer provided 
proper requirements are put into effect to take care of the 
selling end of these products 

The direct seller has one advantage which he takes at 

times, in selling a job at factory cost. 

Rear application to the possibilities for the Proper display and having the salesmen especially versed in 
increased sale of Filing Supplies will repay almost any the selling of safes, together with advertising matter, literature 
amount of time you give to the study of it. Wherever aad an o menpren sales contest, are absolute Reseassties The 

a z manufacturer should keep in mind that it is necessary for him 
you are, you are in the midst of hundreds of oppor- to supply this advertising literature, and to encourage sales 
tunities to make profitable sales by serving the bus- | contests, and that he should also direct himself to the educa- 
iness firms in your community. But these sales re- tion of retail salesmen on this line if it is to continue to be 


: i . . ra sold through the retail stationery store 
quire knowledg etailed and specific knowledge of In aa anions, the pote aye ne S os ets ising in the retail 
the line you are selling and the best application of store The average stationery store carrying safes does not 
each item in the line, as well as an ability to see the and, in many cases, cannot give the proper display of this 


needs where they exist merchandise a very prominent location in the store. In addi- 





tion to this, it is necessary to have the salesmen well in- 

The new Wabash Price List and Sales Manual, formed on the subject so that they may be able to combat the 
which is now on the press, is a gold mine of informa- factory representative's arguments as to construction, insula- 
" . . . ° tion, ete If it is at all possible, it is advisable to have a 
tion and inspiration for any executive who wants to salesman who has devoted a lot of time to this subject, so that 
know more about the profit possibilities in Filing he may be able to answer any technical question that may 


Supplies and the Wabash Supreme Supplies Line. arise 


When we take into consideration the amount of floor space 
and also the drayage, it is 


required, the time in handling, s 

4 necessary to get the floor price on the ordinary sale to get a 

by fair profit, and to be able to do this, it is impossible to cut 
prices 

It seems to the writer that some years ago the manufac- 

turers of safes seemed to have taken more interest in the 


education of stationers’ salesmen than they do at the present 


SUPREME QUALITY FILING SUPPLIES time 


JOSEPH L. KELLEY, C. R. Hoskins Co., $24 Chestnut St., 
Philadelphia 








The Wabash Cabinet Co., 


W abash, Indiana. 19 We believe that the retail stationer can very conveniently 
Please place my name on your list to receive new Sales Ideas, and sell a line of Metal Safes and Safe Cabinets, and we believe 
tell us about your plans to help increase Supplies sales. that because the average stationer is neglecting this field, by 
, a little attention to the matter, additional sales could be made. 
Name The competition on metal safes and safe cabinets from direct 
Address sellers is, just at the present time, almost negligible, due to 
. the fact that safe cabinets, through the merger with Rand- 
Firm Kardex outfit, is not very active in our territory Before Safe 





Cabinet went into the merger, they were very strong competi- 
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MULTIPOST Stamp Affixer and Recorder gives full 
benefit of every penny invested in postage. Keeps an 
accurate record of stamps used, can be locked when not 
in use, protects stamps from misuse and damage. With 
MULTIPOST, beginners can affix 3,000 stamps an hour; 
experienced operators 150 a minute. Every business 
establishment should have a MULTIPOST. Our booklet, 
“HIDDEN LOSSES IN POSTAGE MONEY” tells why. 


can enjoy the profit possibili- 
ties of our unusual system of 
distribution which backs your 
efforts for our mutual bene- 
fit. Write for full details of our 
profit making plan for selling 
the Multipost Stamp Affixer 
which saves stamps, time and 
money in every business es- 
tablishment. 


The Multipost Company 
92 Oak Street, Rochester, N.Y. 
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Proved Saleability 


Black and Gold. 
The pens, $5 and 
$7. The pencils, 
$3.50 and $4. 










Supernal Pearl 
and Black. The 
pens, $6 and $8. 
The pencils, $4 
and $4.50. 





pretation or fulfillment upon the dealer to 
reduce the benefits of its great merchandis- 
ing value. 


The dealer who liberally stocks Conklin 
Endura Black and Gold, and Conklin Endura 
Supernal Pearl and Black pens and pencils 





for the Christmas trade, is stocking items of 
proved saleability. Popular approval of 
these Conklin numbers leaves no uncertainty 
about the fact that they will deliver Christ- 
mas profits to the dealer. The Conklin 
Endura guarantee is clearly stated and easily 
understood. There is no burden of inter- 


Every Conklin pen embodies all the modern 
features of design and construction that make 
for pride in ownership and satisfaction in 
use. Pens $3.50 and more. Pencils $1 and 
more. Pen and pencil sets $6 and more. 
Desk sets $6 and more. Have plenty of 
Conklins for Christmas. 


THE CONKLIN PEN COMPANY 
Toledo, Ohio 


New York 





Chicago 
148 King St., W., Toronto, Canada 


San Francisco 








SERVICE UNCONDITIONALLY AND PERPETUALLY GUARANTEED... 
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tion, both because of their activity and their thorough training 
for this particular sales work; but since the merger it seems 
to us that they have neglected their Safe Selling Department. 
We would express the opinion that the direct seller has no 
advantage over the retailer who will take the trouble to school 
himself in the same efficient methods of selling. In fact, the 
local retailer has many advantages over the direct seller. 
The greatest difficulty with which the retailer must contend 
in the sales of safes is lack of information regarding his prod- 


uct and competitive products 
Heartier and more extensive co-operation by the manufac- 
turers would result in increased profits both for the manu- 


facturer and the retailer. Let the manufacturers send trained 
safe salesmen to work periodically with retailers and their 
salesmen, thus giving retailers training under fire in how to 
handle safe prospects, with the result that they would attain 
the same high efficiency in safe salesmanship for which the 
Safe Cabinet organization was well known. 

The National Association should use its influence toward 
getting better co-operation between the manufacturers and 


the retailers for the benefit of the retailers in marketing this 
line. Educational work, tending to train the retailer to correct 
method of approach, making a survey of the customers’ needs, 
and selling protection, rather than the safe itself, is a neces- 
sity. The greatest sales argument in making a safe sale is 
selling to the prospect the idea of protection and, at the same 
time, adaptation of the safe suggested to the prospect's own 
particular requirements Selling safes is largely, in our ex- 
selling the general idea of protection and service 
afterward, as a final detail, the selection and the 
question of price of the particular safe required. 

We have given you whatever information we could on the 
subject, based entirely, of course, on our own experience in our 
store, which is quite a small store in a town of 15,000. How- 


perience, 
first, and 


ever, it was the privilege of the writer to work with three 
salesmen at various times with the Safe Cabinet Company 
and to acquire from them a wholesome respect for their 


method of training salesmen and a confidence born of actual 
experience that they had the right method for selling safes, 
regardless of the merit of their product. 
EUGENE A. GOOD, Good Office Supply Co., 
—__—_g—_——— 
LEATHER GOODS AND NOVELTIES 


In response to your bulletin asking for information regard- 
ing Leather Goods and Novelties, will attempt to answer the 
questions which you have propounded in the same order that 
they have been stated in the bulletin. 

Leather goods have been a part of our line ever since we 
have been in business. Before the war we carried both ladies’ 
and men’s goods, but since the war we have confined our sales 
entirely to men’s leatherware, principally brief cases and small 
pocket goods, such as bill folds, leather cases and card cases. 

There is competition on this line as in practically 
every other part of our line of merchandise, this competition 


Tiffin, Ohio. 


some 








coming from cheap or imitation leather goods handled by the | 


average department store, rather than from the specialty 
leather shops. 
Leatherware, in the average store, is not made a specialty 


small on the 
the greatest 


item, with the result that turnover is rather 
amount of investment. This, in our opinion, is 
difficulty with the average stationer handling leatherware, yet 
we believe that it can be as profitable a department as any 
other if handled as a department and the number of items 
held down to a minimum 

It is our belief that manufacturers are taking more active 
interest in the retail selling angle than ever before. At least, 
this is true with concerns with whom we are doing business. 
It is our opinion that this national advertising carried on by 


these larger concerns is the thing needed to back our own 
local advertising effort. We are sure that, as a result of this 
policy, our sales are increasing. 

While a considerable amount of education goes on as we 
contact with the traveling representatives of leather goods 
lines, yet it would seem to us that a short course intended to 


educate the average clerk as to best methods of selling leather- 
ware through our own association would not be amiss. 

We are sure that the average store does not display leather- 
ware or any other type of merchandise to its best advantage 
In some stores, the writer has noticed leather carried in boxes 
and stacked on the shelves, necessitating the opening of 
goods to display. In most stores, smaller leatherware is filed 
in trays. 

In our own store, this method is used: each tray carries one 
type of merchandise and is labeled at the end to make selec- 
tion easy. In addition to these trays, separate feature displays 
are made in certain show cases and 
some particular part of the line as bill folds, brief cases, etc. 
WILLIAM MASON, JR., Out West Printing & Stationery Co., 


Colorado Springs, Colo 


in windows to bring out | 
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THE MANAGER 


ERSONALITY determines popularity. 

As with people, so with that most inti- 

mate of all business associates; your 
desk. Again like people, desks may be cold, 
sharp, repelling or friendly, cheerful, inspir- 
ing. The Manager is that rare type of 
personality that appeals at once to anyone. 
Well rounded, genial, aristocratic with the 
pure simplicity of only the true aristocrat. 


The Manager is designed to have the largest 
general appeal. It is for the general office 
desiring more distinction and warmth and for 
the private office preferring refinement with- 
out extravagance. 


WAGEMAKER COMPANY 
GRAND RAPIDS, MICHIGAN 
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ERASERS 


| ——— Pencil, Inkor 
{2 Typewriting Erasures 
0 
: chool or 
Commercial Uses 
Special numbers adapted to every type of work 


WORLD-~RENOWNED 
ONE Sle IERIE: 
=< “CASTELL” Bs 


PENCILS 


for every purpose, every degree of hardness 








) THIN-LEADS 


yw BEST IN THE WORLD YW 
Every dealer should sell these products 


AW. FABER 


NEWARK. NEW JERSEY. 
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STEEL DESKS 
The stationer should sell steel desks if he has an Office 
Equipment Department and has been in the habit of selling 


| desks. 


We have had some complaints on the desk being cold. How- 
ever, we do not get this objection as often now as we used to. 


I think that the manufacturers are doing a good job in co- 
operating with dealers—at least, the manufacturer we 
represent. 

We believe that sales on steel desks are increasing 

Manufacturers could bring out an educational program to 
salesmen by dealers, showing construction, finish, etc., also 
bringing out the various points where steel desks are superior. 

I think it would be fine if the Traffic Department could take 


up the matter of lower freight rates on steel desks. They are 
much heavier and cost a dealer much more to handle than 


| wood desks The dealer should get a better mark-up on steel 


desks 
J. E. FEELEY, Springfield Office Supply Co., Springfield, 
Mass 

SS 


SOCIAL STATIONERY 
I beg to advise you that I am of the opinion that Social 
Stationery lends itself most readily to sale through the retail 
stationer. It is essentially a store selling item, and I believe 
that with increased window displays and more advertising on 


|} the part of the retail dealer, the sale on this product can be 


increased. 
Our principal competition is from Eastern printers and de- 
partment stores who furnish a type-printed cheap stationery, 


| which competition we are unable to meet owing to the mass 


production required to meet the price This grade of sta- 


| tionery is very generally used among women 


Our greatest difficulty in the selling of this product is to 
meet competition spoken of in question two and the fact that 
embossing and engraving prices are so high that many former 


| users of fine stationery have adopted cheaper grades of writing 


paper. 
We believe that national advertising on the part of the 


| manufacturers in the style and humorous magazines would 


|help to create a desire on the part of the public for stationery 
of better quality. 


We believe that the sale of fine stationery is about holding 
its own throughout the country and is only retarded through 


| the fact that prices of engraving and embossing are so nec- 
| essarily high. 


We have nothing to suggest in reference to co-operation with 
the National Association unless it is to use your influence with 
the manufacturers to do National advertising in the interest of 
fine stationery. 

We think that the product is properly displayed in the 
average stationery store in proportion to the business which 


| they are able to do in their respective communities. 


H. E. BELLAMY, Kendrick-Bellamy Co., Denver, Colo 
>—_— 
EXPANDING PAPER SPECIALTIES 
The direct seller has some advantage over the retailer in 
selling Expanding Paper Specialties in that he has a generally 
better knowledge of his product and of his competitor's prod- 


| uct The further advantage is that the consumer, in many 


instances, is interested in buying “direct from the manufac- 
turer."” The retailer, on the other hand, has a big advantage 
of being close to the market. 
One of the most difficult things to contend with has been 
the direct selling competition, in many cases, at lower prices. 
Most of the manufacturers are giving splendid assistance in 
the way of national advertising and imprinted envelope stuffers 


|for direct mail advertising. 


Things that should be done are the discontinuance of direct 
selling at cut prices, educational work among dealers’ sales- 
men, especially on the newer items, as, for instance, Vertical 
Expanding Folders, better display and more intelligent selling 
on the part of the retailer 

This business is increasing in the store The National Asso- 
ciation could help by co-operating with the dealers in the way 
of educational work for salesmen, furnishing prospect leads 
and, on the other hand, by urging dealers to help themselves 
by carrying a representative stock, displaying it attractively 
and fairly prominently 
WILLIAM E. STOCKETT, JR., Stockett-Fiske Co., Inec., 

Washington, D. C 


(Please turn to page 168.) 
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DIEBOID NATIONALLY ADVERTIZED LINE 


’me;yVHROUGH the line of scrimmage 

‘|...down the field behind skilled 
ms interference ... then a clear path 
to the goal — perfect team play enables 
the football player to outdistance com- 





petition. 

Breaking through the barrier of sales 
resistance... building demand through 
national advertising . .. clearing the 
path to greater profits — that is team 
play in business. Diebold dealers, with 
the aid of the complete Diebold line and 
aggressive national advertising, can 
rapidly outdistance competition. 








Yo CAN REACH YOUR GOAL- 
MORE PROFITS,,, 
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THE DIFROLD LINE 
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from the scrimmage line of 
business for any real gains, 
without aggressive factory sales 
help. Diebold offers such help 
to its dealers — plus a complete 
line of modern fire resistive 
safes and vault doors. There is 
a size and style to meet the 
needs of any business. Backed 
by a consistent national adver- 
tising program and by seventy 
years of experience in the build- onie iaicdeeiniihians taba 
ing of protective equipment, one Bn th HB = 
the Diebold Line is outdistanc- Labels “B” and “T-20." 
ing competition in the safe 
industry. 
Weare building demand 
through national advertising 
and sales promotion. We are 
clearing the field for our 
dealers. You can make some 
real gains and reach the goal 
of increased profits with the 
Diebold nationally advertised 
line. 
THE COMMERCIAL LINE Write for information on the ceua tatens ameatine 
g = 4. —B- Ba Diebold Dealer Franchise. ee eee ae 


amaller business office. 


[ TIS difficult to break away 


rHE TRIUMPH LINE 


The most up-to-date line of 
vault doors on the market. 


DIEBOLD SAFE & LOCK COMPANY, CANTON, OHIO. 


DIEBOLD SAFE 


ASK YOU R. ~ BAN KLE R. 
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Christmas Profits 
Sell cAutopoit 


The Better Pencil” —Made of Bakelite 


NOVEMBER, 1929 


| ern brings no “come-back” from dis- 
/ satisfied purchasers. Every Autopoint user 
No.52 DeLuxe $794 means a widening circle of demand, for friends are 
soon informed of Autopoint’s comfort, dependability 


Oversize ' 
and satisfaction. 


Its simple mechanism is a silent salesman for you— 
easily demonstrated to the customer. No complicated 
parts to jam or clog—“The Better Pencil” is strongly 
advertised by its users. 


All Autopoint barrels are made of Bakelite, in a 
variety of colors to suit any taste—an attractive appeal 
to the eye of the casual customer, and a material of 
proved durability. 


Numbers 42 and 44 supplied in dark blue, green, 
black and bright red colors: No 42, with nickel silver 
metal parts, $1.00o— No. 44, with yellow gold filled 
metal parts, $2.00. 


Number 52 Oversize ($4.00) with 14-karat green 
gold filled metal parts, is furnished with barrels of 
De Luxe Bakelite, transparent and cloudy, in a brilliant 
assortment of colors, with an appeal for every prefer- ; 
ence —cloudy jade and amber, ivory, transparent ruby, No. 42 Oversize 


amethyst, rose and sapphire colors. $1.00 


A well-displayed Autopoint assortment results in 
ready sales and quick turnover. Ask your wholesaler 
for them, or write us direct. 


No. 44, with gold- 
filled metal parts, 
$2.00 





3 Big Features 
(1) Cannot “jam”— protected by an exclusive patent. Better Pencil” 


(2) Bakelite barrel—onyx-like, light-weight material. “Made of Bakelite 


(3) Burt one simple moving part. Nothing complicated to 
go wrong. No repairs, no bother. 














AUTOPOINT COMPANY 1801-31 Foster Avenue, Chicago, Illinois 
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OFFICE APPLIANCES 


Committee Reports— 
Manufacturers 


Presented at the Montreal Convention of 
The National Stationers Association 


OFFICE CHAIRS 

This line does lend itself readily to sale through the retail 
stationer. 

We do not sell direct to the consumer and I do not believe 
there is a large amount sold direct except, possibly, in the steel 
equipment game. 

One of the big difficulties is the lack of education pertaining 
in this product by both the management and salesmen. 

Business on this item is increasing through the stationer 

The National Association can help through education of the 
management and salesmen to the realization of the possibili- 
ties of this line. 

The manufacturer and his representative should have per- 
sonal contact with the salesmen. If some arrangement could 
be made with dealers to send their salesmen to the factory that 
they represent, arranging with the manufacturer for the time 
of a competent person to explain designs, quality of workman- 
ship and the thousand and one things in the manufacturing 
business that would be interesting and useful to the salesmen, 
this would be one of the greatest benefits that could accrue to 
both the manufacturer and dealer 
JOSEPH R. McCARGAR, Stow-Davis Furniture Co Grand 

Rapids, Mich 


The stationer is the natural and logical outlet for Office 
Chairs because of the fact that the consumer market for office 
chairs is identical with the consumer market for all other 
items that the retail stationer sells 

A stationer employing outside salesmen is in a particularly 
advantageous position because stationery supplies need con- 
stant replacement and the salesman has ready access to buy- 
ers at all times. He is therefore reasonably sure of being on 
the ground when chair needs arise and should have opportunity 
to make the sale. This point of being frequently in contact 
with buyers is of considerable importance It is a point in 
which the stationer even has the advantage over the office 
furniture specialist. The specialist cannot call so frequently on 
prospect; not only because he can hardly afford to, but because 
having only items to offer which need replacement only after 
comparatively long intervals, buyers, after hearing the story 
once or twice, are not disposed to grant further interviews 

Generally speaking, chair manufacturers sell direct only in 
ceases involving fairly large contracts On jobs of this type 
the larger knowledge of the design, construction and use of 
chairs is of assistance, but in practically all other cases, the 
retailer is in a better competitive position than the direct 
seller. The retailer's sales expense is lower, he knows his 
territory better, can cover it more effectively and, in many 
cases, can give better service than can the direct seller 

The thing that holds back the sale of chairs in the stationery 
store is that too many dealers put in a stock of office chairs 
and do nothing more with them They have them in stock 
and customers can buy them if they want them 

There has been little or no real selling effort put out by the 
stationers on behalf of their office chair lines There are 
several reasons for this: 

a. Stationers carry such a multitude of different items that it 
is impossible to know the selling points of all of them or to 
actively push the sale of more than a few of them. Stationers 
usually know little of chair construction and materials. They 
know even less about the uses of chairs of different types— 
information which is of the utmost importance now that chairs 
are increasingly being recognized as instruments which greatly 
affect the efficiency of seated workers. 

b. It is difficult to interest stationery salesmen in the possi- 
bilities of chairs. Since chairs have a comparatively long life 
there is little repeat business on them Salesmen are there- 
fore apt to put their effort on items on which repeat business 
can be built, thus insuring them of a steady sales volume 

ec. Stationers who handle chairs should not sell on price. 
They should know what makes the chair valuable and get over 
the point that it is not today’s price but length of service 
which counts. It does not pay to handle only the lower grade 
of chairs and operate on a cut price basis that leaves no 
profit for anybody. 

d. Manufacturers have, for the most part, offered but little 
assistance to the dealers. The merchandising co-operation so 
frequently offered dealers in other fields, has not been forth- 
coming in the chair industry We do not need to go into the 
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MULLER-DAVIS COMPANY 
PRINTERS and STATIONERS 
LITHOGRAPHERS and BLANK BOOK MANU FACTURERS 
Office, Countyana Bank Supplies 
LEGAL BLANKS 
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The “Y and E’ 
line has had 


much to do 


Sept. 9, 1929 





H. P, Rockwell, Mgr. 

Agency-Dealer division 
Yawman & Erbe Mfg. Co. 
Rochester, N.Y. 





Dear Mr. Rockwell: 
It just came to my mind today that we have 
represented the Y&E Mfg. Co. in Minneapolis for the 
past 24 years this month. It has been a very satis- 
factory connection on our part, and we hope, mutual. 
















with our 





We can truthfully say that your line has 
had as much to do, as any one thing, with our success. 
The Y&E Line was the first office supply line that we 
had, even before the regular line of stationery. The 
splendid merchandise you mamufactured, and the reputa- 
tion your company enjoyed, helped us immensely to 
establish ourselves with the buying Public as a company 
who sold Dependable Goods. 


Success” 


We hope we will have the privilege and honor 
of representing you for 24 years more. 







With personal regards from all members of this 
company to yours, we remain 











Sincerely yours, 

JOD: EB. MILLER Cx... kK 
By > ’ ? BIA, | 

Pa ce eT 









J. 0. DAVIS 


Vice-President of Miller-Davis Co. 
One of the most Progressive 
Retail Establishments in the 


M: ddle We t 


**Y and E”’ franchise is a valuable thing. 
A Thousands of the best merchandisers 
in the country have proven it, beyond ques- 
tion. Every year, hundreds of letters like the 
above come to us and spur us on to even 


greater service and additional co-operation 
Part of the beautiful 
display rooms at Mil-~ 
ler-Davis Company. 


for our dealers. Perhaps you would be inter- 
ested in this franchise. We'd be glad to hear 
from you; write us. 


A corner of the supplies 
Dept., Miller- Davis. 
This company knows that 
to always carry com- 
plete supplies, increases 





busi mess. 











1/0 OFFICE APPLIANCES 


The Merger of Functions 
that Simplifies Buying 


pene the buyer — your customer. Bankers, insurance men and 
other allied groups have done it. They have concentrated their 














establishments within a radius that lets the customer focus his ener- 
gies centrally, to do his business easily, quickly, at less cost. 
Witness, Wall Street, La Salle Street. 

The principle is established. Economies in business, affect- 
ing the profits of all suppliers and the thrift-habits of 
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consumers, have forced the issue. 


a ae 


Manufacturers, distributors and importers of gen- 
eral merchandise are capitalizing the advantages 
of the established principle. They want to be 
where the crowds come to buy. That’s why 
they'll be in the Merchandise Mart... 
at the center of things where buyers 
from everywhere will naturally con- 
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Marketplaces is being 
made ready to accommo- 
date entire industries on single 
200,000 square-foot floors. To 
such a center will come merchants 
to select merchandise assembled from 
the four corners of the earth. Buying will 
be done with ease. And oftener. This great 
merger of functions invites you to partici- 
pate in the larger profits that will accrue to 
all. On your floor there still are desirable sales, 
display and flexible storage spaces. But hurry! 
Occupancy early in 1930. Request blue prints and 


other information. Address, 


Plan of one of the floors of the world's largest T E 
building. This rhomboid structure is a normal 

two blocks in length. It will be of 18 floors with 

: central tower rising an additional six floors 
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lt will in orporate every modern feature 


for the transaction of business, making 
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market shopping 215 West Wacker Drive, Chicago 
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reasons for this, but without doubt, the fact that office furniture 
dealers have had to go it pretty much alone has helped to slow 
selling mechanism. 

There is not enough advertising furnished and there is not 
enough direct mail material furnished to dealers The man- 
ufacturers have not gone into window display enough and the 
other forms of publicity so familiar to all of us. A few manu- 
facturers have offered a week or two of factory training for 
dealer salesmen, but this is unusual. Others have their own 
salesmen travel with those of the dealer, instructing them in 


up the whole 


selling methods and assisting on large contract jobs where 
specialized knowledge is required. Without doubt, manufac- 
turers would furnish more assistance to dealers if it were 


made better use of. Too many times the help offered has been 
refused or, if accepted, put to no useful purpose 

The salesmen should be taught that there are many 
of chairs and each has certain special uses; that persons do- 
ing different kinds of work need different kinds of chairs; that 
suitable for one purpose is utterly out of 
place in that the proper type of chair is essential 
if workers are to perform at their best efficiency In other 
words, the old idea that “a chair is a chair’ must be drilled 
out of the salesman’s head In order to sell chairs effectively, 
he must be able to get this idea out of the head of the cus- 
must have a rather intimate knowledge of 
chairs so as to be able to see his customers’ needs and to make 
recommendations as to what will best suit them from the 
points of view of comfort, appearance and durability. If the 
dealer cares to take the trouble to do this and he is backed 
up by a manufacturer who gives him good merchandise and 
quick deliveries, he can build a good business in office chairs. 
through the probably decreasing for 
reasons already suggested 

The National Association can help in this work by bringing 
to the attention of the stationer the importance of the chair 
business and its tie-up with other articles in the store, giving 
them some idea of the nature and extent of the market and 
the best means of attacking this market. 

The salesman should be informed about the construction 
and uses of various types of chairs and should have 
knowledge of woods and finishes. He also ought to have in- 
struction on how to sell chairs, sales points, who to call on 
(incidentally, the P. A. is often not the one to see), instruction 
in the hygiene of posture and its relation to the health and 
efficiency of seated workers 
ASHTON P. DERBY, P. Derby & Co., Inc. 


types 


a chair which is 
another; 


tomer also He 


Sales stationer are 


some 


Gardner, Mass 


The only advantage the direct seller has over the retail sta- 


tioner in the selling of chairs is his superior knowledge of all 


that pertains to chairs He knows the basic construction of 
the materials and the various processes by which a chair is 
manufactured and finished He is moreover able to indicate 


in what 
at what probable cost 

The National Association can help by forming a strong com- 
mittee on Office Chairs and allowing the committee 
thing. If it will give this committee assurance that such work 
as they do will be seriously considered and acted upon, the 
committee will then have the necessary impetus to study the 
problem and suggest the methods necessary to effect this aim 
MR. BROWN, P. Derby & Co., Inc., Gardner, Mass 

—_—___<g——— 
RECORD KEEPING EQUIPMENT—BLANK BOOKS 

ean be sold in greater quantities by the retail sta- 
uses are studied and suggested by sales 


manner a chair design might readily be changed and 


to do some- 


This line 


tioner if its various 


people. 
As to direct competition, on bound books, we have practically 
none. On loose leaf, the competition is very keen The ad- 


vantage that the direct seller has is that he is a specialist and 

knows his product 
The greatest difficulty 

product is ignorance of how the 


that the retailer has to contend with 
in the sale of this material 
is used and applied 

Manufacturers are co-operating with the retailers to build 
sales 

What we 
sales people 
increasing On the 
falling behind 

We think that the National Stationers Association can help 
to build greater sales on this product with articles in the 
National Stationer on the uses and display of these 

We think it would help for manufacturers to get out a ques- 
tionnaire or a series of these, for sales people to answer. 

In reference to display of these products, they are most al- 
ways back on the shelves where the customer cannot get to 
them. 

CLARK IL HUNGERFORD, Hungerford & Card, Binghamton, 

Oe 


most now is educational work among the 
On loose leaf goods, our business is 


hand, the bound book 


need 
in our stores 


other business is 


goods 


WHEN 
IS AN 
OFFICE 
TABLE 
NOT AN 
OFFICE 
TABLE? 


The very same qualities that have won for St. Johns 
business tables the preference of office and banking 
executives are demanded by storekeepers. For St. 
Johns “office” tables are indispensable auxiliary 
counters and display stands in stores of every kind. 


Use these fast selling tables to widen your mar- 
ket. Hundreds of retail merchants in your terri- 
tory who buy few if any office supplies are highly 
profitable prospects for St. Johns Business tables. 
It will pay you to solicit them. 


18 square feet of floor space is all you need for a 
complete display, requiring only a trifling investment. 
Our warehouse facilities guarantee quick shipments 
direct to yourcustomers. Write for full particulars. 


St. Johns Business Tables are made in Oak, quar- 
tered or plain; first quality Gum, mahogany finish; 
and Northern Gray Elm. The under-top construc- 
tion and mitre-joint plank edge are exceptionally 
strong and rigid; wobble-proof and squeak-proof 
through years of hard service. Dovetailed draw- 
ers with three-ply bottoms. Shipped K. D. with 


bolt construction. 


ST. JOHNS TABLE CO., Capitiac, Micn. 


ST. JOHNS 
TABLES 








Tells the whole 


story at a glance 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the Burns 
Hi-Lo Bracket. 


IT DEMONSTRATES— 


—the up and down feature 
—how it swings on the base 

—the simplicity of the extension 
—the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing — 


When you get the Burns Bracket Dis- 
play, you pay for only those parts as may 
be resold, the base and dummy telephone 
are free. 


1—H87 Hi-Lo Bracket $5.75 
1— 98 Mounting .. ee 
I— 85 - ;' toods are 
I— 94 sa athe 6 ace 
I— 83 - Newerer: rt 75 
I— 86 ae ea ore 1.25 
1—Oak Base ......... ...No Charge 
1—Dummy Telephone No Charge 


Fas? Si 


USE THE COUPON 


aaa ae cas rrr cscs asec ae ee 


American Electric Company, Inc., 
State ene Sta., 


Chicago, 

Gentlemen: 

Meted ~ es ee No. 30 Dealer Displays as 
DT heohs obn6es eth oskbead $66 ondacecedsccocceccecescs eccces 
GRRBTS cc ccccccccccccccccccces Towsm..... ecceccece cocseccces 

















OFFICE APPLIANCES 


FILING SUPPLIES 

There are really two classes of retailers with whom we deal. 
First, the retail office equipment dealer and, second, the re- 
tail stationer. The retail stationer is one of the older type of 
merchants who operate a strictly stationery store that carries 
all the small goods usually carried by stationers, supplemented 
by books, magazines, school supplies, etc 

Filing cabinet supplies are best sold by office equipment 
dealers, as they are generally speaking, agents for a line of 
filing equipment, and are naturally thinking of supplies The 
retail stationer, referred to above, does most of his selling 
over the counter and sells only goods as called for and gen- 
erally the cheaper classes of merchandise 

The retail stationer can sell a reasonable volume of small 
ecard trays, and the lower priced sets of 5x3 guides, 25 sub- 
division. They also sell some of the cheaper grades of folders. 
As a rule, this type of distributor is not particularly aggressive, 
and does very little, if any, constructive business This type 
of dealer merely fills orders or sells goods to the people who 
call on him. 

The reason the stationer should sell more filing supplies is 
because this class of goods, in general, gives him a better 
profit than small articles like pens, inks, etc., and are less 
competitive Today, drug stores, can€y stores, grocery stores, 
chain stores, department stores, etc., ace selling ink, pencils, 
pen points, tablets, etc., and consequently, if the stationer but 
realized it, the so-called stationery business is gradually 
slipping away from him. If he did realize this and he was 
aggressive, he would get into other lines such as filing cabinets 
and supplies, loose-leaf goods, etc 

If, by direct selling, is meant the manufacturers who main- 
tain their own sales offices or branches, my answer would be 
that there is not a very large proportion of supplies sold direct 
to the consumer. The bulk of the supply business is sold to 
real office equipment dealers, and this, of course, means the 
stationer who handles commercial furniture 

The greatest difficulty in getting productive sales of filing 
equipment supplies through the retail stationers, is due to 
the retail stationer not being filing equipment-minded, as most 
of his experience has been in selling stationery items. It is 
true, however, that many office equipment dealers of today 
were the smaller stationers of yesterday; the more progressive 
retail stationers gradually taking on heavy goods and making 
a success of these lines. The retail stationers who have not 
graduated from being small stationers and becoming real office 
equipment dealers, handling office equipment, loose-leaf, desks, 
chairs, etc., are still small stationers. The big volume of our 
supply business is secured through office equipment dealers 
and through the large stationers, who are handling purely 
stationery articles and office specialties. 

Manufacturers of filing equipment supplies issue very elab- 
orate catalogues and descriptive folders for use by the office 
equipment dealer. In most instances, the manufacturers sup- 
plement this with a monthly house organ and other bulletin 
information. 

The manufacturer, through his traveling men, is constantly 
contacting stationers, with a view of getting them to special- 
ize on lines such as they manufacture and almost every city, 
outside of the big metropolitan centers, you will find has small 
retail stationers carrying a few supplies and perhaps the 
catalogues of some manufacturers. He does not go after 
the business seriously, however, and there seems to be very 
little more than can be done than is being done now by the 
various salesmen representing the manufacturers 

We believe that the sales of filing equipment supplies by 
retail stationers are increasing. 

The National Stationers’ Association can help the sales of 
filing equipment supplies throvgh educational work This is a 
long drawn out job; it can only be accomplished by constant 
education to get the retail stationer to handle merchandise of 
this type, and to sell the better grades rather than the cheaper 
grades. 

It would seem that a Sales Manual written in simple but 
descriptive language and passed to the clerks in retail stores, 
would do something to help the retail stationer and his sales- 
men on selling more filing equipment supplies 
FRANCIS J. YAWMAN, Yawman and Erbe Mfg. Co., Roches- 

tor, . Fe 


This line does lend itself to the retail stationer because 
indexes, folders and, in fact, the commodity end of the line, to 
a large extent is sold by the Retail Stationer just the same as 
he sells pencils, carbon paper, etc. The reason the stationer 
should sell more of this product is because he continues to in- 
crease his sales by selling better and higher priced merchan- 
dise on which he makes more money. As an example the 
stationers years ago sold all manila cheap indexes. Today, they 
sell pressboard indexes. Better stores even go one step further 
and sell pressboard indexes with metal tips 
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‘MAKE -IT- BETTER: 


OR - DON’T - MAKE 
IT- AT: ALL! 






Installatior f counter height 

JoneSteel Filing equipment it 
fees of a large New York City 
banking house 
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HERE are so many kinds and 
grades of filing equipment on 
the market that we definitely 
decided we would not put out a 
line of “JoneSteel” cabinets unless 


that for durability and beauty are 
the talk of the trade. 


we could offer something that not We have built in new construc: 
only looked better but actually was stun foetuses auch os the DUST 
better. A “large order’ but we PROOF LIP and FULL BALL 
tound the answer. BEARING ROLLER SLIDES ... 
Now dealers are inquiring daily important and powerful selling 
about this new “JoneSteel” Filing points. 
ee available in all types Write for our new catalog and 
and a variety of improved finishes let us know if you are interested 
in EXCLUSIVE DEALER 
representation. 


Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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The direct selling salesman has an advantage of selling on a 
system basis by making a survey for a customer, deciding what 
kind and style of indexing they require and supplying the mer- 
chandise. Also, they have a System Service Department, which 
installs this indexing at an additional cost to the customer. 

One of the difficulties is that too many stationers want to 
continue to buy cheaper and cheaper merchandise 

We assist the dealer by having special road men who are 
good indexers and who work with the dealer on their differ- 
ent installations. We also furnish display cards and work our 
merchandise in an attractive manner to help their sales. 

We believe that education along the line of putting in the 
proper indexing systems when a filing cabinet is sold, would 
help As an example, one salesman will sell with the filing 
cabinet $2.00 or $3.00 worth of supplies, while another will 
index it correctly and get $25.00 worth of supplies. 

We believe that the National Association could help by edu- 
cating dealers that they should sell better supplies and sell 
them on a better basis 

The dealer first should buy his supplies from a regular filing 
cabinet manufacturer and concerns of this kind, as the mer- 
chandise is all slitter cut and not knife cut and the edges 
are smooth and the material furnished better. The standard 
manufacturer also does not buy job lots of supplies. He 
furnishes the same product year in and year out. There is 
not the variation in colors and there are many advantages 
why the manufacturer who buys his merchandise in quanti- 
ties and from the same source gives a better product to the 
dealer for the public 

The merchandising of this product, as we have mentioned 
before, should be done on proper indexing cards or correspond- 
ence for the customer and each time that the dealer renders to 
a customer a service of that type, he is sure to increase his 
supply business 

Another thing can be said that when an indexing installation 
is put in on a system basis, it eliminates the old question of 
price because a customer is being rendered service on which 
he is willing to pay a legitimate price. 

Salesmen should be educated to put in the proper supplies 
and indexes for his customer, not being content with just 
giving him any old thing, so that he will not have to bother 
showing how to index the filing cabinets. There are many 
filing cabinet salesmen who only sell filing cabinets and are 
wishing all the time that the customer will not ask them 
about how to use it, because many do not know, but those 
salesmen who start in to do indexing become more interested 
in their work, make better sales which makes for better satis- 
fied customers, and they believe that the dealer knows his 
business or has men that do, and are more likely to go back 
there to get such other stationery supplies as they require 
for their offices. 

W. H. MeNIFF, Shaw-Walker Co., Muskegon, Mich 
ENGINEERING SUPPLIES 


Engineering supplies, and particularly ink, paper, etc., should 
be sold by the stationer. The salesmen sell other supplies for 
office needs, such as blank books, carbon paper, etc., and there 
is a large market for engineering supplies which the stationer 
can increase his business on Surveying instruments and such 
items require trained and special salesmen, but the working 
supplies require no special training other than the training 
that should be given to every salesman selling commercial 
stationery 

There is a large amount of engineering supplies sold by 
direct sellers Their only advantage is an advantage in having 
salesmen trained to sell the highly technical supplies, men 
who understand what engineers want and who have studied 
the subject In the larger stationery store, it should be pos- 
sible to train a man to take care of this department, who 
could compete, at least on an even basis, with the direct 
seller This is a type of business that a dealer cannot expect 
to come in to him. He has got to go after it 

The manufacturers furnish many dealer helps for the pur- 
pose of stimulating and creating definite business, and it is 
necessary that an active solicitation of business from the 
customer that the stationer is now selling should be made if 
the retailer is to retain his present proportion of the business 
and build new business Display of the merchandise is nec- 
essary People are not always familiar with the fact that the 
retail stationer carries engineering supplies. They should be 


displayed prominently 

The salesman should be encouraged to seek this business on 
a service basis Many complain that direet sellers quote 
better prices, but the local dealer has a real advantage if he 
carries a good stock and sells service The best consumers 
will pay a fair profit if they get what they want when they 
want it They do not like to wait for goods to be ordered 
special Close attention to stock is necessary on this line 
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THE TALK 
of 


THE TRADE 
“Sunruco”’ 


EXECUTIVE CUSHIONS 





‘“Sunruco”’ engineers have excelled their rigid stand- 
ard for quality and workmanship in the develop- 
ment of this new, beautiful, luxurious Executive 
Chair Cushion. For comfort, it has no equal. For 
appearances, we do not hesitate to state—it is the 
most beautifully designed chair cushion ever made. 
The “Sunruco” Executive Cushion lends prestige 
and dignity to the finest office. 


It is made by secret process of a light, fluffy, por- 
ous rubber core of full 2” thickness. Completely 
housed in an attractive velour envelope. The cover 
is very artistically constructed. Unlike other cush- 
ions, it will not “pack.” Improves with continued 
use. Will not distort. 


Don’t do yourself an injustice by rendering a de- 
cision on this product without first seeing samples 
in each of the four striking colors :— 


Red, Blue, Green and Taupe 


Each 
No. 3 Stenographer’s, size 17°x1534”. . . .$6.00 
No. 5 Arm or swivel type, size 1834x1714” 6.50 


The Sun Rubber Company 
Barberton, Ohio, U. S. A. 


Write for illustrated and descriptive broadside of 
“Sunruce” complete line! 
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“Let No Man Anticipate 
UNCERTAIN PROFITS” 


—Rambler 








If you are in business for Profit, 
play with the _profit-producing 
leaders in each line. 


THE 
“CHALLENGE” 
ame a Oe Dl 
PRESS 


leads its field in: 


Profit to the Dealer 
Satisfaction to Buyer 
Value, Dollar for Dollar 
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Edw. L. Sibley Mfg. Co., Inc 


BENNINGTON, VT. 
Send for Free Display 


~ £2, 
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because, as a general rule, when the customer wants some- 
thing in the engineering supply line, he is in a hurry for it 
and he is going to place his business where he can get the 
A very definite demand for engi- 


goods when he wants them. 
insures the dealer of a 


neering supplies of standard makes 
good turnover and profit if he carries a sufficient stock and 
sells service. 

Salesmen should be educated on the use of engineering sup- 
plies, and market analysis should be made by the retailers in 
conjunction with the manufacturers in the various districts 


For instance, large consumers of engineering supplies are 
public service corporations, college stores, power companies 
and telephone companies. I also believe that educational 


articles should be published during the year in the ‘National 

Stationer’’ in order that the retail salesmen of the members 

can receive information in reference to these supplies that 

will help them in the sale of same. 

HARRY G. TEHAN, Chas. M. Higgins & C« 

— a 
LEATHER GOODS AND NOVELTIES 

This line is readily adaptable to stationery stores and the 
users look to stationers for their purchase of small leather 
goods. However, a large majority of stationers do not give 
this department the attention or prominence that might be 
possible and consequently lose many sales that the more pro- 
gressive stationers have proven can be readily made. 

To our knowledge, practically no direct selling is done on this 
line and practically all of this merchandise is sold through the 
retail stationer. 

We believe that manufacturers, generally, furnish every 
of dealer help that exists and that the sales on these goods are 
increasing through the retail store. 

The National Association could serve by showing the retailer 
other dealers have had who have featured the 


Brooklyn, N. Y 





type 


what success 
sale of leather goods. 

The answers which we have given to this questionnaire are 
based, not on experience with our own particular products 


solely, but on this experience plus our observation of other 


manufacturers. 

In summary, we believe that the principal difficulty with the 
stationery trade as distributors of leather goods, is that they 
do not realize the extent to which the users of leather goods 
look to them for this class of product. Many stationers seem 
to treat it as a necessary side line to what is, in their eyes, 
their more legitimate field, such as paper, pencils and the like. 
If we did not have so many examples of how really successful 
a leather goods department can be when properly developed 
we would not recommend this so strongly, but we do know that 
some stationers have built up a very large volume of business 
on leather products. 


H. S. ROBINSON, Robinson Mfg. Co., Mass 


Westfield, 


This is a line that lends itself readily to sale through the 
retail stationer. Some of the reasons why we believe that it is 
a good line for the retail stationer are as follows: 


Another line means another source of profit 


a 
necessities 


b. Easily sold, wallets, etc., are actual 
logical outlets for leather goods as 


c. Stationery stores are 


novelties, etc. 
d. Remarkable success attained by some stationers 
duplicated by all. 
for sales of leather goods for premium and 
purposes to business firms whose stationery 
(and vice versa) 
lend 


could be 


e. Opportunity 
advertising 
needs are supplied by dealer 

f. Leather appeals to everyone—leather 

selves to attractive display. 

Wide profit margin on all lines of leather goods. 

items Stationery stores are a 


goods them- 


h. Leather goods are gift 
logical source for personal gifts. 
The direct seller has practically no advantage over the retail 
Stationer 
Stationers have not been interested in an apparently alien 
Not having a knowledge of the product, stationers have 
misled as to quality by dishonest representa- 
co-operation has been offered 


line 
frequently been 
tion Until recently, very little 
by manufacturers to overcome this situation and to give mer- 
chandising assistance. Unhealthy conditions have resulted 
from haphazard buying from several sources in small lots. 

A few of the leading manufacturers give complete service— 
national advertising, literature, newspaper 


displays, 
(Branded merchandise is now also a dis- 


window 
mats and copy, etc 


tinct help.) 
In order to build sales of this product through the retail sta- 


tionery store, it is necessary to arouse genuine interest in 
leather goods and by actual facts, convince of sales and profit 
encourage standardization and specialization on 
urge more advertising and agressive mer- 


possibilities; 
one or two lines; 
chandising on the part of the dealer. 
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Bandless Document Filing Envelopes 


No Obligation for Free Sample to Any Part of the World 


The Smead Manufacturing Company 
Hastings, Minnesota, U. S. A. 
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Executive Office Furnished by 
Hale Desk Company 
New York 
b 


Brower 


Most men will fall in love with their office chair 
if they but meet the right one. 


Brower has added the touch of true furniture 
craftsmanship which gives office furniture dealers 
a real sales opportunity. 


Strength with comfort. Comfort with beauty. 
Just enough “‘Dog” to get under the skin of men 
who sign checks. 


A few exclusive dealerships are still available. 


BROWER FURNITURE CO. 


Grand Rapids, Michigan 
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The sales on this line are increasing 

We believe that the National Stationers Association can help 
the sales of this product through the National Stationer by a 
sort of general propaganda campaign Right now point out in 
all bulletins to members the sales and profits obtainable in 
wallets this year as a result of new small-size currency. En- 
courage more attention to leather goods in trade papers. 

Wallets have been used ever since money was invented and 
leather has been used in the wallets practically all that time 
Tooling is an ancient art which was almost lost to the world. 
It was preserved for centuries by a race of aloof mountain 
people in Spain and has only in comparatively recent years 
been revived and recognized as a rare and beautiful craft. In 
spite of great progress in machine industrialism, leather goods 
still require a great deal of hand workmanship. For instance, 
all leather lacing must be done by hand; all better grade ar- 
ticles are hand-colored; designs are originally wrought by 
artists with the same care and skill devoted to paintings and 
sculptures Leather is a handy, likable material It has a 
personality immediately apparent to everyone People actually 
have a sincere affection for their leather belongings Leather 
somehow betokens romance. It has richness—real worth. Good 
leather speaks for itself Sales possibilities in the way of 
men’s leather goods have not begun to be capitalized to the 
extent which they can and will be 

We believe that the educational work for retail salesmen on 
this product should be directed toward a greater familiarity 
with the product (hence the desire for standardizing on ons 
line). There is an excellent opportunity for securing the genu 
ine interest of the sales person by having him carry some 
of the best pocket articles handled by the store Pay less at- 
tention to price; more to quality, etc. Have more convenient 
stocking and display arrangements. Clerks can profit by watch 
ing customers’ purses and wallets for general appearances, styl 
and accommodation for passes—Key Cases—and the number of 
steerhide handbags carried by women—style and color. Learn 
as much as possible about leather itself. Read all literature 
sent out by manufacturers 
BALTUS ROLFE Amity Leather Products Co West Bend 

Wis 


- 
STEEL DESKS 
To my mind, unquestionably it is an advantage to the sta- 


tioner to market steel desks because this is a product which, 
although in the introductory stage, is one that has thoroughly 
established practicability and utility in the office. Unquestion- 
ably, the stationer who desires to dominate the market in 
which he is located will find it necessary to market steel desks 
in order to maintain that position. 

Steel desks can be handled very economically because there 
is no service necessary and certain defects which are common 
in wood furniture are not present. 

I do not have any figures, but would give the proportion of 
merchandise sold by the direct seller as approximately 40% 
I cannot see that the direct seller has any advantage over the 
retailer in merchandising these goods. 

In my opinion, the greatest difficulty in getting good sales 
of steel desks through retail stationers is due to the long 
period of contact between the retailer and the wood desk man- 
ufacturer and the feeling of the retailer that he could not 
dispose of his wood desk lines entirely and taking on the steel 
desk line meant additional display space and additional ware- 
house expense A number of stationers, however, have estab- 
lished themselves as steel desk suppliers in a number of 
markets. 


The dealer is helped by the manufacturer through national 
advertising, direct-by-mail advertising, by field men who are 
continually at his service, and in addition to this, by spe- 
cialists who give all of their time to educating the dealer's 
organization on steel desks, on the way they should be sold, 
as well as calling on his largest prospects and lowering the 
sales resistance to the steel desk. 

The retailer could follow a most effective policy in increasing 
his sales on steel desks by making a display that would be at 
least comparable with his wood line. 

The sale of steel desks through the retailer is increasing. 

The National Stationers’ Association can help the sale of 
this product through the retail stationer by pointing out to 
him the fact that unquestionably the history of the steel desk 
will be comparable to that of the steel file 

We also must keep in mind that there is a difference in the 
quality of steel desks just as there is in wood, and a sales 
plan should not be made on the assumption that a steel desk is 
a steel desk no matter what the design is or by whom it is 
manufactured 

The progress that has been made and is being made in 
fabricating sheet steel insures the desk becoming more and 








TO SELL 


You can get an S. F. SAFE lab- 
eled by the Underwriters’ Labora- 
tories —as to size and interior 
arrangements, to meet the needs 
of your most exacting customer. 





THE CONSTRUCTION and fin- 
ish of our safe is the very best— 
50 years of knowing how has 
taught us this—and our PRICES 
are such that it allows the dealer 
a nice margin of profit. 


OUR PRODUCTS 


STEEL SAFES, A and B Label and Commercial 
STEEL RECORD CABINETS 

SAFE DEPOSIT BOXES, VAULT DOORS 
STEEL BANK EQUIPMENT 

STEEL FILING DEVICES 


Write Us Today 
Catalog and full details upon request. 


Stiffel- Freeman Safe Co. 


Lititz, Penna. 
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g The RESPON 












HE responsibilities of leader- 

ship are the daily obligations 
of the entire Wilson-Jones organi- 
zation to the business institution— 
the stationer distributor—the in- 
dividual loose leaf user—and the 
industry as a whole. 


S the pioneer organization in 
developing loose leaf records 
upon which business writes its 
progress, Wilson-Jones Company 
accepts and jealously guards the 
respomemetyor .. . 6. we ts 
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SIBILITIES of 
LEADERSHIP 


v v v v 


maintaining standards built up through thirty years of successful 
business 
" * * "manufacturing and selling through the dealer the finest products 
in the loose leaf field 

ee maintaining modern manufacturing facilities equal to the most 
severe tests of production and service 

" * "providing for each product the skilled workmanship and the best 
in metals, leather, binders board, paper and other materials available for the 
purpose 
" ‘ * "creating new types of devices for virgin fields of loose leaf records 
with accompanying mechanical designs to fit the need 

" * * "continuing and encouraging between user and dealer and between 
dealer and manufacturer the closest of relations on general and specific 
matters of supply and service 

pre inspiring and helping every Irving-Pitt, De Luxe and Tatum rep- 
resentative in every community and in every possible manner. 





fe upon its record for upholding each of 
these responsibilities at high standards of 
efficiency and upon its tripled strength in organ- 
ization and resources, the Wilson-Jones Com- 
pany rests its guarantee of continued leadership 
for the future. 
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WILSON-JONES 


LOOSE ER 


wy MS 


HE facilities and abilities which have made 

this leadership a fact are available to every 
stationer and dealer today, tomorrow or when- 
ever the need arises. Your inquiry will bring 
you immediate proof of Wilson-Jones leader- 
ship in product and in service. 









General Offices 


NEW YORK 
233 Spring Street 


and Factory 
3300 Franklin Boulevard 
CHICAGO 


KANSAS CITY, MO. 
Eighth and Locust Sts. 





SERVING BUSINESS THROUGH PROGRESSIVE STATIONERS 











MR. AUDITOR 


MODERN BUSINESS 
Calls for 
MODERN EQUIPMENT 


Table and pigeonhole sorting are antiquated 
and a needless waste of time and space. 


\n inexpensive device that breaks a series of 
1000 pieces into 10s in one sorting. 


INDEXES 


Numerical, Alphabetical, Geographical 
Special Wording 


Made in any size and indexed to fit your needs. 
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' 
' 
- ' 
‘ 
On desk only when in use ; 
' 
Standard equipment for such concerns as: ' 
' 
Montgomery Ward Stores 
Chicago Surface Lines 
Diamond T Motors ' 
General Motors 
Associated Gas & Electric 
New York Telephone 
DePinna Department Store 
Abrahams, & Straus Store 
18,000 Banks all over the world 
We shall be pleased to give you the ideas we have 
gathered in the fifteen years we have specialized in 
this work. Catalog and full details upon request. 
THE KOHLHAAS CQ. 
Manufacturers of Instant Reference Files 
183 N. Dearborn St., Chicago, Ill. 
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more attractive to the public as time passes so that all of us 
should have the utmost confidence in the future of the desk. 
It has already been demonstrated that design can be incor- 
porated in a steel desk, which will make it competitive with 
the finely finished wood desk for the executive office. The 
merchandising problem is not greatly different from that en- 
countered in introducing any new product. It should be more 
attractive to the retailer because it cuts his service cost. 

Educational work should be of such a nature as to insure 
the retail stationer’s having a complete knowledge of the 
product from the construction and utility standpoint While 
most of us agree that details of construction in connection 
with a product of this kind are not an absolute necessity in 
marketing the product, we all feel that the salesman is better 
fortified if he has all of the details, and there is no question 
that a desk that is properly made will be of still greater 
assistance to the salesman through the details of construction, 
which is very valuable to him in his daily work After he has 
acquired this information, his training should be along prac- 
tical sales lines. He should be educated to present the product 
in a way that will make the greatest appeal to the prospect 
and be educated to be familiar with all of the things that can 
be accomplished through the use of the steel desk. In other 
words, he must be able to answer the questions, ““‘Why?” and 
“What Will It Do?’ 
J. S. SPROTT, The terger Mfg. Co., Canton, Ohio 

——_ > — 
PENCIL SHARPENERS 

The stationer is the logical distributor of merchandise of 
this character and by making proper display both in the win- 
dows and counters, a great many more could be sold than 
there are sold today In the opinion of the Pencil Sharpener 
manufacturers, the surface has not been scratched as there 
are about twenty million homes in the United States and it is 
safe to say that not more than one-tenth of one per cent are 
equipped with Pencil Sharpeners. The stationer forgets to 
suggest an article of this character for the home 

There is no direct selling on this article that we know any- 
thing about The retail stationer is the best outlet 

There is no difficulty in getting good sales through the re- 
tailer as practically all stationers handle Pencil Sharpeners 
The only objection that anyone could have is that the possi- 
bilities are sometimes overlooked as to the building of sales. 

Manufacturers furnish inserts illustrating various models, 
window cards and national advertising. It is a lamentable 
fact that only a few dealers are awake to the possibilities of 
what the manufacturers are doing for them and they do not 
“cash in’’ on the efforts put forth by the manufacturers 

The sales are increasing every year, in some localities more 
than others. We find that the increased business comes from 
the dealer who keeps a constant display and whose salespeople 
are alert and suggest pencil sharpeners to their customers. 

The National Stationers’ Association can help the sales of 
this product through education and it again comes back to the 
fact that goods must be displayed in order to be sold. In addi- 
tion to displaying, it is necessary to suggest to the trade the 
necessity of pencil sharpeners in the home and office. The 
outside salesmen, when calling on the trade, by noting the 
condition of the customer's machine, many times could sell 
a new one or a pair of cutters for a machine that is old and 
worn out. There is a tremendous field for replacements and 
the wide-awake outside salesman can “cash in” on this op- 
portunity and many times sell higher grade machines, which 
means more profit to the dealer 

In our own particular case, we make several different model 
machines, ranging in price from $1.00 to $7.50. It is a lament- 
able fact that only about five per cent of the sales people 
know the difference between a $1.00 machine and a $5.00 
machine and it is for this reason that wherever we had the 
co-operation of the dealer, we have stood ready and willing 
to instruct his clerks regarding the sales points of each model 

To be brief, sales education, better and constant display, as 
well as utilization of the manufacturers’ dealers helps and 
advertising will build larger sales on this product 
SIDNEY E. COLLINS, Automatic Pencil Sharpener Co., Chi- 

cago. 

= > = 
RECORD KEEPING EQUIPMENT—LOOSE LEAF 

There is no line which is more productive of increased sales 
and greater profits for the stationer than loose leaf record 
keeping equipment, particularly visible equipment The daily 
contacts of the stationers’ representatives with business and 
financial institutions afford them many opportunities to dis- 
eover uses for Visible Recording equipment which will be of 
real benefit to their clientele. The installation by the stationer 
of equipment which will render a service to his clientele can- 
not help but react favorably to the benefit of the stationer in 
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- DELIGHTFUL union of graceful 
KW simplicity and restful beauty with 
those design influences which we 
term modern! 


Executives regard modern design of the 
finer and restrained type as a fit 
background for modern business. 


The Senator Suite is developed in 
French Walnut with Brazilian 
Rosewood inlays. A brochure 
in colors, describing this suite 

awaits your request. 


THE LEOPOLD COMPANY 
BURLINGTON, IOWA 





FINE DESKS AND OFFICE FURNITURE SINCE 1873 
eR ET LS TTT RS 
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HE alert vitality of modern life... 


C., expressed in lofty lines of modern 


architecture and fresh interpreta- 
tions of modern design and decoration 
... from these The Senator Suite drew 
inspiration and to these it gives 
gracious, authentic expression. 



















The modern business executives 
and professional leaders are 
keenly sensitive to those things 

that are correct. The Senator 
Suite is built complete. 


THE LEOPOLD COMPANY 
BURLINGTON, IOWA 


FINE DESKS AND OFFICE FURNITURE SINCE 1873 
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Watch your business tick 


Every cog in full view with 


this system of control 


N°? every executive can find 
the time to see his business in 
. to watch the 


actual operation . 
to see his 


wheels go round... 
business tick. 


But there is a method that gives 
a picture that is even more faithful, 
more dependable, than walking 
through office or factory to ques- 
tion Bill and Jim. 


Elliott-Fisher provides a method 
of business control that presents 
you every day with an accurate rec- 
ord of the performance of every 
department. What happened yes- 
terday is known at nine today. And 
every day you know exactly what 
progress has been made. 


As soon as you arrive at your 


Elliott-Fisher 


Flat Surface Accounting-Writing Machines 
GENERAL OFFICE EQUIPMENT CORPORATION 
Division of Underwood Elliott Fisher Company 


342 Madison Avenue, New York City 
“Underwood, Elliott-Fisher, Sundstrand, Speed the World's Business” 


office you have a résumé of yester- 
day’s activities, compared with re- 
sults on the same day a week ago, a 
month ago and a year ago. Elliott- 
Fisher gathers all the vital figures 
from the various departments and 
summarizes the totals in a simple, 
concise report. Sales, shipments, 
inventories, billings, bank balances, 
accounts payable and receivable. . . 
all are posted up to the minute, fur- 
nishing you a reliable guide for 
accurate decisions. 


Without interfering with your 
present accounting routine, or add- 
ing a single man to your payroll, 
Elliott-Fisher brings all the facts of 
each department under a single, 


The Elliott-Fisher 

flat surface ac- 

counting - writing 
machine 


unified plan of control. Even when 
you are traveling, the Elliott-Fisher 
report may be sent to you at the 
close of each day's business, keep- 
ing you in touch with conditions 
almost as effectively as if you were 
at your desk. 


We shall be glad to tell you 
something of the part that Elliott- 
Fisher fact-finding machinery plays 
in the success of hundreds of Amer- 
ica’s most representative business 
firms. Use the coupon below. 
























Name 


Address 


General Office Equipment Corporation 

342 Madison Avenue, New York City 

Gentlemen: Kindly tell me how Elliott-Fisher can give me closer 
control of my business. 








An Important 
Department of the 
Stationer’s Business 


While it is true that there is exceedingly keen 
competition in the manufacture and sale of 
typewriter ribbons and carbon papers, it is 
also true that commercial stationers must 
handle these items in order to give their trade 
a complete service. And the fact that com- 
petition is keen, is an indication that users 
generally are getting a high degree of service 
in this line. 


Selling typewriter supplies is not a matter 
of adjusting your price-list below that of your 
competitor, abusing his policies or maligning 
his judgment. It is just the simple matter of 
offering your trade the best the market affords 
for the particular purpose at fair prices. And 
we have been co-operating with dealers on 
this basis for over thirty years. 


Have you seen our book, “How to Select 
Your Carbon Papers”? If not, write for it. 


THE BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East 55th Street Cleveland, Ohio 
Established 1896 
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all of the purchases of office devices which his client may 
make. 

Our investigations lead us to believe that over 90% of the 
Visible Record equipment is sold by direct-to-the-consimer 
distributors, in spite of the fact that the retail stationer has a 
decided advantage over the direct-to-the-consumer distributor 
in that he is in closer contact with the consumer and has many 
more opportunities to discover applications and uses for Visible 
Recording equipment in his client’s office. The one advantage 
which the direct-to-the-consumer has enjoyed has been a bet- 
ter trained personnel who have specialized in this work. 

The reason that the direct-to-the-consumer distributor has 
enjoyed a much larger distribution than the retail stationer 
has been occasioned by two primary causes: first, lack of co- 
operation and co-ordinated effort on the part of the retail sta- 
tioner’s source of supply, and second, by failure of the retail 
stationer to secure or train the right type of representative to 
properly present this equipment to the user 

Within the last few years the majority of manufacturers dis- 
tributing equipment of this type through the retail stationers 
have offered the dealer intelligent sales helps and co-operation. 
Well trained factory representatives are available to instruct 
and educate the retail stationer’s representatives in the proper 
presentation and application of this equipment; educational 
manuals have been prepared; attractive literature for distri- 
bution by the retail stationer is being furnished, and the manu- 
facturers are securing for the retail stationer who does not 
have among his personnel available men for this work, compe- 
tent men whom they train for the dealer, and who are in a 
position to make the same intelligent application of this equip- 
ment as the representatives of the direct-to-the-consumer dis- 
tributors. 

it is essential that the retail stationer recognize Visible Re- 
cording as a tremendous field for increased sales which will not 
only offer an excellent profit in itself, but will also influence to 
a large degree, the sale of all other items which the retail 
stationer has to offer. Realizing the importance of this line 
the retail stationer must provide a man, or men, to specialize 
in the sale of equipment of this kind The retail stationer 
must also ally himself with a progressive manufacturer who 
recognizes the importance of this work, and who is willing to 
extend advertising and sales co-operation to him 

It is our belief that the sale of Visible Recording equipment 
through retail stationers has shown a tremendous increase 
within the last three years. To our certain knowledge many 
stationers have already realized the importance of this work 
and have developed an organization competent to successfully 
compete with the direct-to-the-consumer distributor from a 
standpoint of service to the consumer, and with their advantage 
of closer contact with the consumer, they have been able to 
more than successfully compete with the direct-to-the-con- 
sumer distributor. 

It is within the province of the National Stationers Associa- 
tion to be of untold benefit to the retail stationer through 
bringing to him the importance of this work, and making those 
retail stationers who do not realize what can be accomplished 
in this field, see what is being done by others. With the con- 
sent of those stationers who are making a success of this work, 
specific illustrations can be given and it would be well at all 
regional meetings and at the national meeting, to have retail 
stationers, who have been successful in this field, deliver an 
address, giving actual facts and figures to show what they 
have accomplished. 

We will illustrate with an actual story of what has been 
accomplished by one prominent retail stationer. The particu- 
lar stationer whom we have in mind has been prominent in his 
community for many years past as a vendor of office supplies. 
About three years ago the head of this institution determined 
that it would be advisable to sell loose leaf on a service basis, 
that is, to compete with the direct-to-the-consumer distributor 
by offering instructive suggestions to his clientele as to better 
methods of Record Keeping. At the time this decision was 
made, this retail stationer was selling approximately $30,000 
worth of loose leaf equipment each year. Within three years’ 
time he has increased his sales to over $100,000. In addition, 
he points out many illustrations which show that the sale 
of this equipment has influenced the sale of the other products 
which he has to offer. Shortly after he created a specialty 
department for this work he was enabled to sell a $1,200 order 
to a large consumer in his town, who in the past had bought 
all of his office equipment from another source Within the 
year this account has purchased from him over $4,000 worth 
of loose leaf devices. But, of even greater importance was the 
fact that in the same period this consumer had purchased over 
$9,000 worth of other equipment which this retail stationer had 
to sell. 

It is our belief that the best method of educating the sales- 
man for the retail stationer is for the manufacturer to provide 
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Guaranteed 
by this Bond! 


Bond protects you 
against the failure 
of Flexi-Post mech- 
anism from any 
cause whatsoever. 
No other binder has 
this sweeping guar- 
antee. No other 
binder has flexible 
link posts that dis- 
appear — that give 
Flexi-Post capacity 
to outwork, out- 
grow and outlast 
ordinary binders. 
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STATIONERS LOOSE LEAF COMPANY 
Department C-11, Milwaukee, Wis. 
$ my territory open for Flexi-Poat franchise? Send booklet and catalog. 
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representatives who are thoroughly competent to instruct the 
retail stationers’ representaitves in the sale of this equipment, 
and who will make actual consumer calls with him. General 
educational work does not create the same impression, nor give 
the same confidence to the retail stationer’s representative as 
an actual sale consummated by the manufacturer's representa- 
tive in the presence of the retail stationer’s salesmen 
G. E. HAMLIN, MeMillan Book Co., Syracuse, N. Y 
—— > —- 
PAPER AND ENVELOPES 

Letterheads and envelopes, as a rule, are sold very success- 
fully by printers If, however, a stationer located in the busi- 
ness district, would make a special drive on commercial sta- 
tionery, there is no reason why it could not be sold successfully, 
particularly if the same stationer intends to sell some idea in 
connection with the stationery and not simply quote on ma- 
terial that the printer would be quoting on 

It is sometimes considered that the direct seller, that is, the 
printing direct seller, has an advantage over the retail sta- 
tioner in that he cuts his own letterheads and buys his en- 
velopes from the manufacturer, but this does not apply as a | 
great many stationers today have printing departments, buy AMERICAN 

in flat and ought to be able to compete 


their papers 








One of the greatest difficulties in getting good sales on 
volume, particularly, is that the retail stationer comes in R ° O d B k | 
competition with the direct selling manufacturer epeating r er OO S | 

A number of companies putting out boxed envelopes and | 
boxed letterheads furnish window displays, but I am not par- . . . . . 
ticularly familiar with the amount of this that is done Duplicating or Triplicating 

Sales on expanding paper products, such as Red Rope Wal- 
lets, File Pockets, etce., are increasing through the dealers all | The high quality Salesmen’s 
order book line. For forty 
years the standard. 





the time, but our sales on commercial envelopes to the dealer, 
which has always been quite small, are standing just about 


on the same level. 
I believe that the Association would help the sale of commer- 


cial stationery by calling the dealers’ attention to the fact that Heavy hinged cover; §s t y l us 
small envelope orders and letterhead orders can be embossed sheet; round hole perforated ; 
and printed, either through their own plant or by some printer, good grade sulphite bond paper; 
and by the use of constructive ideas in connection with this . 

a a ee 2 a ee ~ white and yellow. PEN 


line, there is a large amount of business that can be picked 
up from lawyers, investment brokers and various other small RULED. 


offices These should lead the industrial lines where quantity 








is involved alone pa rs 
There are thirty-two different sizes and kinds of envelopes — —* = 

which are manufactured to match as many different types of —— — _— = | 

letterheads It is impossible for me to say just what type of ame “~~ 

educational work would help the retail salesman, but I should Tt ‘ 

think that calling his attention to the vast amount of en- it } j 


velopes sold by printers, particularly in quantities under 5,000 
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might call his attention to the fact that there is a field which | t 
perhaps he has not worked Tt | 
Oo. J. OLM, Quality Park Envelope Co., St. Paul, Minn = 1 ; 
ei rity 1 ‘Ss: 
+f = 


PENCILS AND STEEL PENS 


Writing materials form the basis of the stationery business. 


The public naturally looks to the stationer for at least the Duplicating numbers have 75 


hest in quality in writing materials. In view of the fact that sets, triplicating 50 sets, of forms. 
the public does expect the best in writing materials from the 


stationer, he should measure up to the opportunity and feature SIX POPULAR SIZES 


the lines very strongly 
The proportion of this kind of merchandise sold direct by 


manufacture rs is very negligibl . There are many imprinters of OTHER PROFITABLE ITEMS 
steel pens and some of pencils who pose as manufacturers, 
but who after all, are only retailers and pay as much for the FOR THE 


merchandise as a storekeeper, but often sell at higher prices 
1 difficulty in COMMERCIAL STATIONER | 


I would not say that there is any particular 








getting good sales through the stationer, except at some times, . . ° 
an indifference to possible quantity users where the store- American Line of Notes, Drafts, Receipts 
keeper neglects to study the requirements of the important and Business Forms. | 


buyer in the community and where the stationer may possibly 
a wide variety of numbers WESTAB 


overlook the possibilities of selling a 


suitable for the use of all departments of his customers’ estab- COLUMNAR PADS 
A 


lishments 
In reference to advertising, almost everything conceivable i 


within range of reasonable cost is furnished. All kinds of win- E | 
ver 

dow material, unlimited advertising blotters and leaflets, y dealer should have our catalog. Free 

counter display cases which can be had at less than cost of on request. 


production, bright and conspicuous labels for convenience in 


handling shelf stock, sample equipment for outside salesmen K | . 
and much instructive printed matter. a mazoo Stationery Co. 





The stationer should continually keep in mind the importance DIVISION OF | 
of keeping these small articles on convenient open display so as STE ET 
to attract a large volume of small purchases which is profit- . WE RN TABL AND 
able in itself and which leads to quantity business. Stationers STATIONERY CORPORATION 
who are suitably located might well cultivate the trade of the K 2 

alamazoo, Mich. 


women and children whose trade with the chain stores is very 
large This can be done by following their method of distri- 
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Number Eleven ™2#iapeven® 
of a Series 


Sikes Chairs for America’s 
Most Beautiful City Hall 


Los Angeles’ $10,000,000 City Hall is the tallest 
building in Southern California and is called the 
most beautiful City Hall in the entire United States. 
Beautiful Buildings are worthy of beautiful chairs, 
and in this instance beauty was sought with an eye 
to comfort and sturdy construction as well. Sikes 
chairs were selected and now grace the more im- 
pressive rooms of many departments. 


Beauty of line and finish, craftsmanship of the 
highest type, greater comfort—these are the ideals 
and realities of Sikes Chair making that are stead- 
ily increasing the value of the Sikes franchise to 


dealers everywhere. 


THE SIKES COMPANY 
Philadelphia 
Chairmakers for 70 years 
Mt nn ~ Ry EE 


the Sikes-Cutler Desk Corporation at 
Buffalo. New York 





See the 
November 2nd 


Saturday Evening 
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bution and making it easy for people to find the goods, openly 
displayed with the prices on them. 

Our impression is that the retail stationer is holding his own 
in competition with other classes of trade, but has possibilities 
of greater relative increase. 

When all the stationers in any city feature certain classes of 
merchandise, such as at school opening, it no doubt increases 
the total sale of the articles from all the stores. Pens and 
pencils should not only be featured as school supplies, but 
should be featured particularly right after the holidays for 
office buyers. When featured as office supply items rather 
than school supplies, the goods should be displayed in the 
larger units of packing. 

Educational meetings by local associations or individual 
establishments are desirable, where the employes may have 
opportunity to hear from the manufacturers’ representatives. 

Much can be done by instructing sales people to make a 
study of related selling. For instance, taking up the matter 
of pencil sharpeners in connection with pencils, and pencils in 
connection with sharpeners. A large proportion of pencil 
sharpeners in business offices are worn out and should be re- 
placed. Pencil sharpener examination service will lead not 
only to pencil sharpener sales, but also to the sale of high 
priced pencils. It should be very important to make a study of 
complaints and trace down the actual cause of complaints; 
this often leads to increased sales ‘or instance, difficulty in 
ink may lead to complaints about pens, and the difficulty with 
the ink can probably be traced to dirty ink wells and this may 
be caused by using the wrong type of ink well, etc. 

A complaint about lead pencils may be due to the use of too 
cheap a pencil for the work to be done. A complaint about 
the pencil may be due to a worn out pencil sharpener which 
should be replaced by a higher priced machine or by several 
machines for the convenience of more people A complaint 
about the pencil sharpener may be due to improper handling of 
the machine or improper holding of the pencil when sharpen- 
ing. All these things are worth digging into for the oppor- 
tunity of sales and additional equipment which they open up. 

The writer will be very glad to co-operate with the National 
Association in any way he can to further education in the 
selling of these products. 

H. B. VAN DORN, Joseph Dixon Crucible Co., Jersey City, 

N. J 


——— >_> 
WOODEN DESKS 

Wooden desks can be sold very profitably by retail stationers 
if they only had the room to properly display the line which 
they have for sale. There is no reason why the retail sta- 
tioner cannot sell more desks, and it would be good policy 
because it gives them a lead on the needs of many customers 
for their stationery lines. Furthermore, the merchandise sold 
by the stationer is so kindred to the Office Furniture line that 
both can be sold at a slightly greater cost than in selling only 
one line. 

I would not attempt to state the percentage of this kind of 
merchandise that is sold through the direct seller. However, I 
am sure that only a small per cent is sold in this way. I do 
not feel that the direct seller has any advantage whatever over 
the retail stationer in selling wooden office desks. 

I feel that the greatest difficulty in getting good sales of 
these products through the retail stationer has been lack of 
room to properly display office furniture. Further, a failure to 
display office furniture to the best of advantage to effect sales. 

Manufacturers of wooden desks supply the dealers with cata- 
logues, folders and circulars illustrating and describing their 
product in full. They also supply these circulars in quantities 
so that they may be sent to the consuming trade by the dealer. 
In addition to this, they supply them with newspaper mats 
and electros where same are desired for use in printing of 
their own circulars or in newspaper advertising. 

We feel that a greater sale of this product would be effected 
if the retail stationer would arrange to properly display this 
product. It requires room, but we feel it will well pay the 
retail stationer if the sale of the line is given particular 
attention. 

The sale of wooden desks through the stationer is increas- 
ing. The National Association can no doubt help encourage 
the sale of this product through the retail stationer by pro- 
viding helpful discussions on better selling methods and by 
showing the close connection of wooden desks and the sta- 
tionery line I believe that the retail stationer can be con- 
vineed that a good profit may be had in selling wooden desks 
if he will provide fhe necessary room for his display floor 

It is difficult to attempt, in a brief way, to give anything 
worth while in regard to the making and merchandising of 
wooden desks. Never before has the dealer or consuming 
public been favored with the wide selection of designs and 
grades as are now offered in wooden office desks. Practically 
every manufacturer worthy of mention now offers, in addition 
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Li-flat Cabinet 
for maps and drawines 


ae As a Christmas gift the Lyon Desk-hi Cabinet has originality, distinctive- 
11 ness and an intimate personal appeal to every business man. Feature it 
in a special cabinet display this Holiday Season, push it as a leader, and 
you will find it among your fastest selling items. No man ever outgrows 
the desire to have one place where he can keep his belongings of the 
Comneett intimate sort under lock and key. The Lyon Desk-hi Cabinet satisfies 
soeemetaean this desire by affording close-at-hand, convenient, private, lock-and- 
. key storage. .. . Many dealers have found that it pays to push Desk-hi 
not only because of the immediate profit on this one cabinet but also 
because it leads to the sale of other cabinets. And the completeness 
} 4 of the Lyon line, augmented now by the New Lyon “Durand type” 
cabinets, enables you to furnish any business man with any type of 
cabinet at the price he wants to pay. If you are not now a Lyon Dealer 
; it will pay you to get the facts on the Lyon franchise in your city. 











ht LYON METAL PRODUCTS, INCORPORATED, Aurora, Illinois 
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TRANSFER TIME MEANS 
OPPORTUNITY ! 


‘Teaverm time is opportunity time in filing equipment sales ! 
Opportunity for F. E. B. salesmen to break through the trench 
of competitive defence and establish the F. E. Bee-Line in 
enemy territory. Because—there is an F. E. B. folder for practi- 
cally every existing type of filing system—the “opening wedge” 


at transfer time. 


If you have set a quota mark for your filing equipment sales- 
men to shoot at, give them the modern sales weapon to shoot 


with: the F. E. Bee-Line! Do it now! At transfer time! 


TRIPLTOPS FOR TRANSFER TIME 


















5 ply | 
Top and Tab | 
where the 
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k requently, the Tripltop | riple strength where the 


folder offers the line of strain comes—yet no extra 
“as “sis ce. *s the , a 
least resistan It’s t weight. Tripltops last 
opening wedge that leads , 

longer and are legible as 
to standardization on the 


F. E. Bee-Line. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the W orld 


long as they last! 
i on ° 


F. E. B. Building a 27 Melcher Street a~ Boston, Mass. 
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to the straight line commercial type desks, period design 
suites They are offering these suites in appealing designs 
in the best cabinet woods obtainable. There is a distinct 
change taking place in the design, woods and finishes offered 
by the wooden desk manufacturers of today, all of which is 
helping to create a greater volume of business than would 
otherwise be had in the straight line commercial type desk. 
There is one disadvantage in that the dealer cannot stock all 
grades of such lines and numbers as he may be in a position 
to display However, with the changing trend as mentioned, 
the dealer has more to offer the consumer. I am sure sales 
are effected with less sales effort than have been experienced 
in recent years on the straight commercial type desks. Of 
course, these straight line commercial type desks are sstill 
offered and are sold perhaps in greater quantities than the 
suite lines 

The retail salesman should be educated to be constructive 
in his sales efforts. He should be able to give the consumer 
information as to the quality of the material and construction 
used in the product which he is selling. In the suite lines, he 
should be able to tell him what is necessary to complete his 
office according to good taste He should know the different 
kinds of cabinet wood entering into the product, and by point- 
ing out the beauty of the particular wood used in the article 
offered, to actually create a desire on the part of the con- 
sumer to possess that article 

We offer to co-operate with the National Association in the 


upbuilding of sales on this product and will give such informa- 


tion, from time to time, as we are in a position to furnish. 
teviewing the above, we feel that the wood office desk in- 

dustry has a great future. This is due to a demand having 

been created, which demand is constantly increasing, for better 


This demand has been brought about by the 
united effort of the manufacturer and the dealer combined. I! 
that this will continue through the years to come, 
refurnishing of present offices, the discarding of 


equipped offices 


am sure 
resulting in 


their old furniture and the installing of modern suite furniture. 

As to the construction, most all of the recognized wooden 
office furniture lines are constructed to give life-time service, 
and little need be said regarding construction because of this 
fact Naturally, there are certain lines which offer certain 
construction features and advantages not offered by others, 


balanced. 
Hoosier 


lines are well 
Manager! 


but, as a whole, the 
NORMAN, 
Jasper, Ind 


Ss. G General Desk Company, 
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EXPANDING PAPER SPECIALTIES 
Expanding paper specialties are a staple line of stationers’ 
products. They have been marketed for over fifty years, and 
are sold by practically all good retail stationers throughout 
the United States With fifty years behind the sale of these 
products, almost all stationers stock these items, but many 
do not display or feature them, simply awaiting calls from 

customers 

In reference to direct selling, it would be very difficult to 
know what percentage is sold that way Our particular prod- 
ucts are sold exclusively through the trade. The direct seller 


orders. 
contend 


decided advantage over the retail dealer in large 
greatest difficulties the retailer has to 


has a 
One of the 


with is the competitive selling of manufacturers to the con- 
sumer at lower prices than the goods can be sold by the dealer 
at a profit, considering his cost plus overhead. 

The manufacturers supply window displays, store displays, 
electrotypes and text for catalogue and advertising folders. 
Our experience has shown that window display, store display 


energetic 
salesmen 


to customers by folders, etc., 
and inside 


reminders 
part of the 


and frequent 


efforts on the dealers’ outside 


would all tend to increase the sale of this product. Although 
this type of merchandise has been on the market for many 
years, there are millions of people yet to be educated as to its 


addition of youths who must be 
past generation. 
these lines, due to 


advertising and the 


utilities, besides the constant 
educated to replace the aged of the 
steadily increasing in all 
aggressive selling, education, display, 
natural increase in population. 

I believe that the National Association can serve the dealer 
by reminding him of the profit on these lines of merchandise, 
which are not so well known to the consuming public as some 
other staple lines in his not to neglect the featuring of 
his pencils, paper, inks, leaf specialties, etc., but to give 
chance other and well known 


Sales are more 


store, 
loose 
them an with his more 
items. 


The early 


equal 


progressive history of Expanding Paper Spe- 
cialties would be of little interest to present-day merchandis- 
ing. Both the manufacturer and dealers’ efforts are directed 
toward the disposal of present stocks. How best to accomplish 
this is rather an individual problem than one for which a gen- 
given, other than basic principles 


and 


eral prescription can be 
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The GD loose-leaf products of 
W. G. Lloyd Company manufacture, 
outstanding because of advanced me- 
chanical construction and design, to- 
gether with superior quality and 
workmanship, are 


The DCO Chain Post Binder 


(Adapted also to Machine Bookkeeping) 











The DCO Visible Prong Binder 





Equal in quality and workmanship 
but more standard in general con- 
struction are 


Catalog Covers 

Magazine Covers 

Telephone Book Covers 
Machine Bookkeeping Binders 


Sectional Post Binders 
Solid Post Binders 
Prong Binders 

Loose Sheet Holders 


Forms, indexes and other loose leaf 
equipment are carried in stock or 
manufactured to order. 


Blank Books, Ruling and Printing 
Also Made to Special Order 


CADCO +295 PRODUCTS 





Complete in Line—Competitive in Price 
Individual and Alone in Quality 
and Workmanship 





For particulars and prices address 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 
626 SOUTH CLARK STREET, CHICAGO, ILL, 
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iLDACO 


Dry Stencils 
and 
Duplicating 
Inks 


comprise one of 
the most profit- 
able of all office 
supply lines. 





Iipace Neo. 1400 


Intensel black, free 
flowing the finest ink 
for fountain duplicators, 


Medium consistency, 
dries quickly Guaran- 
teed ot to harden on A special ink for 


every duplicating 
requirement — the 
finest dry stencils 
obtainable — uni- 





form quality — 
sensible packages 


ILPACO 


’Ors paren comme’? 


discounts — all 


' ' 
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 Stencit Int 4 —reasonable __re- 
' noraat ' tail prices — and 
‘ 2 most liberal dealer 
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combine to make 





—— Ilpaco stencil and 
Ilpaco No. 1700 ink lines standard 
Like No 1400 except 
ne Ah ge for successful 
closed ty pe machines 
Guaranteed for open or dealers every- 
osed type machine 
where , ght ink is where. 
preferred Very black, 
permanent, quick-drying 
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COM= plan and prices. 
DANY 

516 W. Jackson Blvd. 
CHICAGO 
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that are essential to the success of any commercial organiza- 
tion. Analysis has shown that the best business builders 
differ in different localities. 

These paper expanding specialties are generally classed as 
Files, Envelopes, File Pockets or Folders and Pocket Wallets 
Each has its distinctive field of use and each is made in a 
wide variety of sizes, styles, material, expansions, etc. Conse- 
quently, it is quite impossible to give, in a few words, other 
than a general idea of their principles and use, but they all 
have one feature in common, namely, the expanding idea, in 
bellows or accordion form, which gives large capacity, yet, 
when closed, occupies practically the space of the contents. 

The fabricating of even the cheapest form of expanding 
paper file comprises many items of material and numerous 
operations As quoted from an advertisement in one of the 
trade papers some time ago, there is, in the manufacture of 
the ordinary vertical file, a matter of some 130 operations and 
about 130 separate pieces of material, eight qualities of paper 
used and four kinds of adhesives. The making of the expand- 
ing envelope, commonly known as the five-piece envelope, also 
requires a number of operations and various materials, yet 
when complete, appears most simple in construction Also 
the file pocket is of quite similar construction and material 
The pocket wallet is quite similar in manufacture to the ex- 
panding file, but, lacking the index, is much more simple to 
produce. 

Another development of the expanding envelope is the Con- 
gress Tie or one-piece envelope This has a large market 
principally on account of its low price, and, although similar 
in appearance to the five-piece envelope, yet reaches a market 
fairly distinct from its relative, the five-piece envelope, as 
the construction of the five-piece style embodies features of 
utility impossible in the one-piece style. Therefore, each has 
its market and a generous one. 

Wherever possible, the manufacturer's representative should 
give some of his time to the dealer's salesmen, either collec- 
tively or individually, explaining the merits, utility and uses 
of Expanding Paper Specialties, thereby producing two good 
results—a closer relationship between the two fields or or- 
ganizations, and a mutual business upbuilding for both dealers 
and manufacturers. 

GEORGE E. DOUGHTY, the Cooke & Cobb Co., 211-217 

Steuben St., Brooklyn, N. Y. 
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Abraham, Mrs. Eugene, Mon- Dawson, Mrs William F 
treal, Canada. Montreal, Canada 
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Carpenter, Mrs. C. C., Chica- Fortier, Mrs. Robt Montreal, 
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Casey, Mrs. Michael J., Phila Frisbie, Mrs. H. R., Portland 
phia, Pa Maine 
Caswell, Mrs Frederick H Garvin, Mrs Charles Bs 
Boston, Mass Washington, D. C. 
Cheney, Mrs. Paul, W. Rox Geyer Mrs Andrew, New 
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Cole, Mrs. Tom O., Cincin- Grant. Mrs. Fred L., Utica, 
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Collins, Mrs. Sidney E., Chi Guay, Mrs. J. Alf., Montreal 
cago, Ill ' Canada 
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Dalton, Mrs. G. N., Montreal 
Canada 

Davies, Mrs. John R., Phila 
delphia, Pa. 

Davis, Mrs c E Battle 
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Dawson. Miss Anne, Montreal, 


Hausam, Mrs. George, Hutch 
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Canad: > naan 
on F. Mon- Hobbs, Mrs. J. N., Mittineague, 


Dawson, Mrs. Chas 
treal, Canada 

Dawson, Mrs. Harold G., Mon- 
treal, Canada 

Dawson, Mrs Herbert Pane 


Mass 

Honeywell, Mrs. Clinton G 
Scranton, Penna 

Honeywell, Mrs. C. M., Scran- 


Montreal, Canada ton, Penna 
Dawson, Mrs. W E., Mon- 
treal, Canada 


Hoole. Mrs. Frank B., Buffalo, 
N. ¥ 








= fee & 
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Volume ~repeat 
Business for 





The preference for the well known 
Berloy Transfer Unit assures big 
returns at this season for the re- 
tailer who identifies himself with 
Berloy. 


Only its exceptional value could 
make it—-THE LARGEST SELLING 
TRANSFER UNIT IN THE WORLD. 


Only the dealer who gets in on 
this proposition NOW can share in 
the big volume awaiting him in 
new business and repeat orders on 
this famous unit. 


A line now to the Home Office will 
put a Berloy representative oppo- 
site your desk to discuss all details 
in the big annual Berloy Transfer 
drive. 


The time is short. The season is 
nigh. Write us today. 


The Berger Mfg. Co. 
CANTON, OHIO 


Fifteen Warehouses to Serve you 


Berloy Aqents 





THEY STACK TO THE CEILING WITHOUT 
BINDING. 


THEY AFFORD PROTECTION TO VALU- 
ABLE RECORDS. 


THEIR LOW PRICE MAKES THEM FAST 
SELLERS. 


THEY PERMIT INSTANT REFERENCE AT 
ALL TIMES. 





BERLOY 


SU PREMACY IN. "STEEL 





The Largest-Selling Transfer Unit in the World! 
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| Nacht. Meyer New York City 
['Nack, Henry NewYork Git 7 
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ISIBLE Books are today the - 
. . . Po 
dominating factor in record a, 
keeping. They are fast replacing the 
card and cabinet type of equipment. 

An They have opened up a vast potential At 
market in every part of the country. Ab 
ian , ie ; 
Two lines of Visible Books—one for P 
the larger and one for the smaller al 
installations—enable Cesco dealers An 
to cover the field completely. Cata- i 
log and full details on request. Ba 

Ba 

THE C. E. SHEPPARD CO. Ba 

= , k 

271 Van Alst Ave. Bai 

Long Island City , et fe 
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Horder, Mrs. H. G Chicago 
Il 


Hulse, Mrs. B. S., Montreal, 
Canada 
Iseman, Mrs. Sam, Richmond, 


a 
Jacobs, Mrs. Percy R., New 
Haven, Conn 
Johnson, Mrs. Al., 
Mich 
Johnson, Mrs. Evan, Chicago, 
Il 


Jackson 


Johnson, Miss Frances 

Jonas, Mrs. Richard A., Brook- 
lyn, N. Y. 

Kastner, Mrs E J New 
York, N. Y 

Kilbourn, Mrs. Jos. |! New 
York, N. Y¥ 


Kleinschmidt, Mrs H H.. 


Gary, Ind 
Kral, Mrs. J. S 
Ohio. 

Lamb, Mrs tobert L Mor 
treal, Canada 

Linsky, Mrs. J., New York 
Ms 2 


Cleveland 


Little, Mrs. Edward L., Wa- 
bash, Ind 
Lockwood, Mrs 
Buffalo, N. Y 
Lovett, Mrs W R Cam- 
bridge, Mass 
Luckett, Mrs. J. 3S 
Ont. 

Lynn, Mrs. Harry, New York 
N. Y 


Millington 
Toronto 


Malcolm, Mrs Georg: F 
Boston, Mass 
Mann, Mrs. O. D Houston 

Texas. 
Marshall, Mrs. Chas. M At- 
lanta, Ga 
Marsters, Mrs - Albany, 
ms we 
Mathes, Mrs. © B., Toledo, 
Ohio. 
McAdams, Mrs. M. IL Bos- 
ton, Mass. 
McGillivray, Mrs. D. J., Mon- 
treal, Canada 
Metgler, Mrs. Robt. J.. New- 
ark, N. J 
Meyers, Mrs. Harry G New 
r ¥ 
Florence Phila- 
delphia, Pa 
Mittag, Mrs. Frank 0O., Jr 
Park Ridge, N. Y 
Moir, Mrs. J. E., Toronto, Ont 
Moore. Mrs. R. S., Glen Cove 
ee 
Morgan, Mrs. H. H 
Morin, Miss Lacie, St. Johns, 
Quebec. 
Neary, Mrs. James E New 
York, N. Y 
Ortel, Mrs. W. J 
Wash 
Owen, Miss Maude, 
worth, Ont 
Palmer, Mrs. Frank, Pittsfield 
Mass. 
Pape, Mrs > Wis New 
Britain, Conn 
Pennycock, Mrs. W. S.. Mon 
treal, Canada 
Plummer, Mrs. H 
New York, N. Y. 
Pohnke, Mrs. Geo. C New 
York, N. Y 
renston, Mrs. Roy 


Spokane, 


Wark- 


duBois 


Preston, Mrs. James E., Strat 
ford, Ont. 

Reid, Mrs. M. A 
Canada. 

Rockwell, Mrs. H. P 
ter, Mm Be 

Rogers, Mrs. H 
New York, N. Y¥ 
Rolland, Mrs L., 
Canada 

Russell, Mrs. A. B 
Mass. 

Ryan, Mrs. Helen 
Sainberg, Mrs. R. B., New 
York, N. Y. 

Sargent, Mrs. F. D 
_ - 


Montreal, 
, Roches- 
Wolcott, 
Montreal, 


Boston, 


Albany, 

Savoy, Mrs George A., St 
Johns, N 

Schutz, Mrs. Carl M 
gon, Mich 

Sell, Mrs. E. M., 
Ohio 

Seymour, Mrs. F. P 


Muske- 
Columbus, 
Chicago, 


Sell, Mrs. J M., Columbus, 


Ohio. 
Sell, Mary K., Columbus, Ohio 
Sheaffer, Mrs. C R., Fort 


Madison, lowa. 

Smith, Miss Elizabeth, Toron- 
to, Canada 

Smith, Mrs. V. A., 
Canada. 

Southworth, Mrs. E., 
field, Mass. 

Southworth, Mrs M D., 
Springfield, Mass. 

Stanyon, Mrs. ©. G., Montreal, 
Canada. 

Stephens, Mrs. E. M 

Stewart, Mrs. W. N., 
Texas. 

Stott, Mrs. Chas. A., 
ington, D. C. 

Sutherland, Mrs. James, Mon- 
treal, Canada 

Sycle, Mrs., New York. N. Y¥ 


Toronto, 


Spring- 


Dallas, 


Wash- 


Thom, Mrs. Chas., Detroit, 
Mich. 

Thompson, Mrs James, 
Springfield, Mass 

Todd, Mrs. Arthur S., Green- 


wich, Conn. 
Towne, Mrs. E. S., Holyoke, 
Tussing, Mrs. R. M., Marietta, 

Ohio. 
Tuttle, Mrs. 

Bend, Ind. 
Tuttle, Mrs. T. E., 


B A., South 


Canisteo, 


N. Y. 

Waddy, Mrs. W Pes tich- 
mond, Va. 

Wadham, Mrs. M. O., 
Mass. 

Walker, Mrs. A. J., 
olis, Minn. 

Warner, Mrs. R. L., 
Canada. 

Warwick, Mrs. K. P., Van- 
couver, B. C. 

Welsh, Mrs. Frank, Vhiladel- 
phia, Pa. 

Wilson, Mrs. E. C 
Texas. 

Wittstein, Mrs. H. H 
nati, Ohio. 

Wobber, Mrs. Edward H., San 
Francisco, Cal. 

Woollatt, Mrs. R. M., Mon- 
treal, Canada 

Zoeckler, Mrs. Bruno, lowa 


Dalton, 
Minneap- 


Montreal, 


Houston 


Cincin- 


REGISTRATION—MEN 


Latter 
Montreal 


\braham Eugene, 
Brothers, Ltd 
Canada 

Abraham, F 
Brothers, Ltd., 
Canada 

Abrams, A. B.. Modern Sta- 
tioner, New York, N. Y 

Allen Harry F., Allen & Pro- 
vost, Burlington, Vt 

Armington James R., Denni- 
son Manufacturing Co 
Framingham, Mass 

Atkins, A Cc., Lyon Metal 
Products, Inc., Aurora, Ill 

Baer, L. A Baer'’s, Canton 


Gerald, Latter 
Montreal 


Barker, A H., W. V 
Montreal, Canada 

Barnes, John, Toronto Type 
Foundry, Montreal, Canada 

Barnes Montgomery, The 
Brooks Company, Cleveland 
Ohio 

Barringer, Mr., 
Faber Pencil Co., 
NY 


Dawson, 


Eberhard 
Brookly n 


) Y 
Barwick, oO eve 
Ltd., Montreal 
Bauer, Ralph S Ralph 8S 
Rauer Co Lynn, Mass 


Barwick 


Beare, S. B.. S B Beare’'s, 
Limited, Toronto, Ont. 
Beaudette, F. J., L. E. Water- 
man Co., New York, N. Y. 
Bell, Thos. V., Thos. V. Bell, 
Ltd., Montreal, Canada. 
Bert, H. R., Byron Weston 
Co., Dalton, Mass 
Bertelson, O. J., Bertelson 
Brothers, Minneapolis, Minn. 
Bingham, G. B., Burrows 
Bros. Co., Cleveland, Ohio. 
Blackler, Russell, Geyer's 
Stationer, New York City 
Boers, J. A., Philadelphia, 


Penna. 

Boswell, Mr., The Macey 
Company, Grand Rapids 
Mich. 


Brewer, C. H., H. K. Brewer 
& Co., New York City 
Briggs, Robert, L. E. Water- 
man Co., New York, N. Y. 
Brooks, Harry, The Carter's 
Ink Company, Montreal, 
Canada. 
Brown, I. Maynard. Ameri- 
can Lead Pencil Company 
New York, N. Y¥ 
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rotection in 
Quality 


MHA 





One grade key 
only—the best 


OU know, as well as we do. 
that anyone who endeavors 
to get something for nothing is 
very likely to get nothing for 


something. 


Munson Typewriter Keys are 
sold at a price consistent with 
their quality. Keys are, or ought 
to be, bought for the service they 
give, and they cannot give serv- 
ice unless they are correctly 
made. If the name for a rubber 
key is to mean anything, it ought 
to mean uniformity of quality. 


The accumulated experience of 
many years, and a manufacturing 
policy which invariably has given 
precedence to quality over price, 
are your protection when you 
buy Munson Keys. 


Munson Supply Company 


The Largest Exclusive Manufacturers of 


Rubber Keys 
348 Hudson Street NEW YORK 
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“PRINTYDRPE™ 


PORTABLE 
DUPLICATOR 


With Automatic Inking Device 


fy 
£ 
‘ 





PITTSBURGH PA :) 











Special Features: 


PRINTYPE takes all sizes from post cards to legal 
size. 


has a self-acting inking device. No 
more soiled hands or clothes. 


PRINTYPE 


inks itself and prints automatic at one 
stroke. 


PRINTYPE 


PRINTYPE prints through a silk screen giving very 


clean, sharp copies. Screen lasts almost 
indefinitely. 


combines all the essential advantages of 
modern Duplicating Machines. 


A REAL MONEY-MAKER FOR 
DEALERS 


Fully equipped $39.50 F. O. B. Pittsburgh, Pa. 


PRINTYPE 





Big Dealer Discount—Free demonstration model for 


exclusive territories. 
Write for full particulars. 


Sole Distributors for U. S. A. and Canada 


FIRST NATIONAL 
DISTRIBUTING CO., Inc. 


642-44 Liberty Avenue, Pittsburgh, Pa. 


(H. T. Shilling, President) 














Brown, # Norman, The 
Brown Bros., Lt Toronto, 
Ont 


Bryan, R. L., R. L. 
Columbia, S. C. 
Buckhardt, Albert, Burrows 
Bros. Co., Cleveland, Ohio. 
Burgoyne, §S J., Sidney J 
Burgoyne & Sons, Philadel- 

phia, Pa. 

Burns, P. H., W. V. Dawson 
Limited, Montreal, Canada 
Button, W. C., The Berryhill 

Co., Phoenix, Ariz 

Calley, J. W., Art Metal Con- 
struction Co., Boston, Mass. 

Campbell, J. Biss Peerless 
Carbon & Ribbon Co., To- 
ronto, Ont 

Campbell, Don G., Hunt Pen 
Company, Camden, N. J. 

Campbell, J. M., National 
Blank Book Co., Kansas 
City, Mo. 

Carpenter, C. C., Chicago, Il. 

Carter, Richard B., The Car- 
ter’s Ink Co., Cambridge, 
Mass. 

Caswell, Frederick H., F. S 
Webster Co., Boston, Mass. 

Casey, Michael  J., James 
Hogan Co., Ltd., Philadel- 
phia, Pa. 

Castle, Karl E., McMillan 
Book Co., Syracuse, if A 

Chadwick, H. C., Art Metal 
Construction Co., 
town, N a 

Chalmers, Edward A., Geo. E 
Chalmers Co., Inc., Rutland, 
Vermont 

Chandler, H. L., Adams, Cush- 
ing & Foster, Inc., Boston, 
Mass 

Chapman, Ed., Pacific North- 
west Stationers Assn., Port- 
land, Ore 

Cheney, Paul, Southworth Pa-— 
per Co., West Roxbury, 
Mass 

Childs, L. F., S. D. Childs & 
Co., Chicago, II. 

Chisholm, F. D., L. E. Water- 
man Co., New York, N. Y 
Christensen, Fred, S. E. & M 
Vernon Inc., New York, 

i 

Clark, W. L., General Sales 
Manager, The Parker Pen 
Company, Janesville, Wis. 

Clarke, Roy C., F. S. Webster 
Co., Boston, Mass. 

Cloke, F., F. Cloke, 
ton, Ont. 

Cole, Tom, The Globe—-Wer- 
nicke, Cincinnati, Ohio. 

Coll, Tom, Eaton Crane & 
Pike Co., Pittsfield, Mass. 

Collins, Sidney E., Automatic 
Pencil Sharpener Co., Chi- 
cago, 

Colpitts. A. L, R. R. Col- 
pitts & Son, Moncton, N. B. 

Conger, C M.,_ Irving-Pitt 
Manufacturing Co., Kansas 
City, Mo. 

Connell, Chas. A., President, 
Automatic Printing & Staty. 
Co., Philadelphia, Pa. 

Cook, James A., James A. 
Cook & Sons, Ltd., Toronto, 
Ont 

Cooke, S W.. Whiting & 
Cooke, Inc., Holyoke, Mass. 

Cookson, J. C., L. E. Water- 
man Co., New York, N. Y. 

Copeland, Harrie E., Boorum 
& Pease Co., Brooklyn, N. Y. 

Copeland, W. N., General 
Fireproofing Co., Toronto, 
Ont 

Cornwell, E. - 
Blank Book Co., 
Mass. 

Cowper, P. B., The H. B. 
Cowper Co., Ltd., Montreal, 
Canada. 

Crites, W. P., Crites & Rid- 
dell, Montreal, Canada. 

Cruikshank, c. Hee Steel 
Equipment Co., Ottawa, Ont. 

Cuthbert, Norman 8., Com- 
mercial Stationers, Toronto, 
Ont 

Dalton, G. N., Office Specialty 
Mfg. Co., Montreal, Canada. 

Davies, John R., Moore Push- 
Pin Co., Philadelphia, Pa. 

Davis, C. E., Automatic Pen- 
cil Sharpener Co., Battle 
Creek, Mich. 

Davis, F. V., Automatic Pen- 
cil Sharpener, Battle Creek, 
Mich. 

Dawson, Chas. F., Chas. F. 
Dawson, Ltd., Montreal, 
Canada 


Bryan Co 


James- 


Hamil- 


E National 
Holyoke, 
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Harold G Ww 


Dawson B 
Limited, Montreal, 


Dawson 
Canada 
Dawson, Herbert W., Charles 
F. Dawson, Ltd., Montreal, 
Canada. 

Dawson, WwW Ed., 
Brothers, Ltd., 
Canada 

Dawson 

" Dawson, Ltd., 
Canada 

Dennis, Fred O., Buffalo Office 
& Law Supply Co., Buffalo, 
N. Y 


Dawson 
Montreal, 


William F., Charles 
Montreal, 


Dery, Arthur, I. P. Dery & 
Fils, Quebec, Canada 
Dewar, Ken., Grand & Toy, 
Ltd., Toronto, Ont. 
Diehl, Wm. Diehl Office Furn 
Co., Columbus, Ohio 
Dixon, A. L., Peerless Key 
Co., New York, N. Y. 
Dolan, W. E., Office Specialty 
Mfg. Co., Newmarket, Ont. 
Dolliver, Walter R., Prov. Pa- 
per Company, Providence, 
R. I 
Doolittle. Uri, w. H. H 
Chamberlain, Syracuse, N. Y. 
Dorn, , National Bank 
Supply Co., Milwaukee, Wis 
Douglas, S E., Boorum & 
Pease Co., Brooklyn, N. Y. 
Douglas, H. Dorsey, Western 
Bank & Office Supply Co., 
Oklahoma City, Okla. 
Dyer, Ivan, W. V. Dawson 
Limited, Montreal, Canada 
Eakin, J. S., H .. Brewer & 
Co., New York City. 
Eisenlohr, O. H., The Dorsey 
Company, Dallas, Texas 
Elder, J. A., Stationers Assn 
of Montreal, Canada. 
Elmer, H. B., Eberhard Faber 
Pencil Ce Brooklyn, N. Y. 
Evans, J Evans & Kert, 
Ottawa, Ont 
Everly, Charles, Office Appli- 
ance Co., New York, N. Y. 
Evis, Sidney A., Stainton & 
Evis Ltd., Toronto, Ont. 
Faber. Eberhard, Eberhard 
Faber Pencil Co., Brooklyn, 
N. Y 


Fargo, Frank H., Frank H. 
Fargo Co., Bridgeport, Conn. 
Favor, Gerald Koh-i- 


noor Pencil Co., Inc., New 
York, N. Y. 

Favor, Irving P., Koh-i-noor 
Pencil Co., New York, N. Y 

Fay, Robert C., American 
Writing Paper Co., Holyoke, 
Mass. 

Fecho, J. S., The Burrows 
Bros. Co., Cleveland, Ohio. 

Ferry, Harry J., National 
Blank Book Co., Long- 
meadow, Mass. 

Fortier, Robert, Joseph For- 
tier, Ltd., Montreal, Canada. 

Foster, E. W., The Brown 
Brothers, Ltd., Toronto, 
Ont. 

Franz, Rudolph, Parker Pen 
Co., New York, N. Y. 

Frisbie, Horton R., Roberts 
Office Supply Co., Portland, 
Maine 

Frost, A. G., The Wahl Com- 
pany, Chicago, 

Gallien, Kenneth, Stetson 
Fiske Co., Albany, N. Y. 

Gardner, L. B., Hill Printing 


& Stationery Co., Waco, 
Texas. 
Garrison, W W.. Sheaffer 


Pen Company, Fort Madi- 
son, Iowa. 

Garver, Russell B., Roaring 
Spring Blank Book Co., 
Roaring Spring, Pa. 

Gash, Edward, Geo. B. Hurd 
& Co., Inc., New York, N. Y. 

Gerke, J. W., Gerke’s Limited, 
Vancouver, B. C. 

Gillooly, C. J., Canada Car- 
bon & Ribbon Co., Toronto, 
Ont. 

Goodhand, Leslie C., Oxford 
Filing Supply Co., Brooklyn 


Graff, Geo. B., George B. Graff 
Co.. Cambridge, Mass. 

Grand, E. J., Grand & Toy, 
Ltd., Montreal, Canada. 

Grand, P. F.. Grand & Toy 
Ltd., Toronto, Ont. 

Granger, Paul, Granger Freres 
Limitée, Montreal, Canada 

Grant, D. C., McMillan Book 
Co., Syracuse, N. Y. 

Gray, D. D., Art Metal Con- 
struction Co., Jamestown, 
N. Y. 
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W hat 


NEW JERSEY’S 
LARGEST 
office supply store 
says about the 
worth of their ex- 

clusive 


SHAW-WALKER 
Franchise 





to 
ws ig, okt SAMUEL R. 
rk hs 


BAKER 





oP Your territory 
“Built Like &@ may be open. Why not share 
in the success and profits that 
hundreds of Shaw - Walker 
dealers enjoy? Write us to- 
day for full information. 


or oe 


SHAW-WALKER, Muskegon, Mich. 
Tell me about the exclusive Shaw-Walker Franchise and how it can bring 


| increased business and profits to my store. 
> Name ‘ se eee na ae vind RS 











| DO OR SE OI 
LL — ——— oe oe 

















DDING beauty and useful- 


ness to every day working 


equipment is of the most valuable 
service to artist, and craftsman. 
Things crudely assembled with the 
sole idea of use, often are discarded 
before their time, while things of 
beauty remain. Bentley and Ger- 
wig build for lifetime service, not 
only including durable construction 
but beauty and dignity of appear- 
ance as well. Catalog sent you, 


with pleasure. 


Bentley & Gerwig 


Furniture Company 


West Virginia 


Parkersburg 





Built for 
Lifetime 
ervice 


Jacobsen, T 


Jaimet, a © xy <€ 


Johnson, Mr., 


Jonas, 








Greenleaf, Wm. H., The Car 
ter’s Ink Company, Boston 
Mass 

Grier, J. C., Parker Pen Co 
Montreal, Canada 

Griswold, H. J., Sanford Mfg 
Co., Rutland, Vt. 

Groom, Sam., Thos. Groom & 
Leaf Assn., Boston, Mass 
Grosvenor, Plowman E., Loose 
Leaf Assn., Boston, Mass 
Guay, J. Alf., La Cie J. Alf 
Guay Ltée, Montreal, Can- 
ada 
Guinane, 


James, American 


Loose Leaf Corp., New 
York, N. ¥ 
Gwensyn-Pryce D., Royal 


Sovereign Pencil Co., Lon- 
don, England 
Hacker, Ww. Cc 
Dickinson, Ltd., 
England 
Halpern, Ralph, Ralph Hal- 
pern, New York, N. Y 
Hamlin, G. E., McMillan Book 
Co., Syracuse, N. Y 
Hart, C. K., W. A. Sheaffer 
Pen Co., Fort Madison, lowa 
Hausam, Geo., Hutchinson 
Office Supply & Printing 
Company, Hutchinson, Kans 
Hawkes, L. A., C. Howard 
Hunt Pen Co., Camden, N. J 
Healy, E. B., President, San- 
ta Fe Book & Stationery 
Company, Inc., Santa Fe, 
N. 


W hitelow 
London 


Helwig, Ross, Grand & Toy, 
Ltd., Toronto, Ont 

Hengge, Robert, Ault & Wi- 
borg Co., Cincinnati, Ohio 

Hice, G. S., Roberts Number- 
ing Machine Co., Brooklyn 
a = 


Higgins, Tracy, Chas. M. Hig- 
gins & Co., Brooklyn, N. Y 

Hildreth, Jos. H., The Ester- 
brook Steel Pen Mfg. Co., 
Chicago, Ill 

Hills, Guy D., Seneca Falls 
Rule & Block Company 
Seneca Falls N Yy 


Hobbs, Southworth 


Paper Co., Mitteneague, 
Mass. 
Hodge, Charles, Automatic 


Printing & Stationery, Phil- 
adelphia, Pa. 

Hoffman, P., Smead Mfg. Co., 
Hastings, Minn 

Hoge, William, General Fire- 
proofing Co., Youngstown, 
Ohio 

Holmes, A. B., Columbia Rib- 
bon & Carbon Mfg. Co., 
Glen Cove, N. Y¥ 

Holyoke, A. D., Modern Office 
Equipment Co., Fredericton, 
N. B 

Honeywell, C. M., Deemer & 
Co., Scranton, Pa. 
Hooke, Norman, Wm E 
Coutts Co., Toronto, Ont 
Hoole, Frank B., Buffalo Office 
& Law Supply Co., Buffalo 
Hubbell, Roy Ss Montreal 
Canada 

Hulse, Barkley S.. Joseph 
Dixon Co., Jersey City, N. J 

Huott, E. J., Frank A. Weeks 
Mfg. Co., New York 

Hutchings, Ross W., Hutch- 
ings & Patrick, Ltd., Otta- 
wa, Canada. 

Iseman, Sam, Virginia Sta- 
tionery Company, Richmond, 
Va 


Jacobs, Percy R., The John R 


Rembert Co., New Haven, 
Conn 
Owen, London, 


England 


Jacobson, J., Office Equipment 


Co., Montreal, Canada. 


Jacques, Wash. L., Jacques & 


Company, Inc., New York, 
NY 


, Jaimet, 
Kitchener, Ont 


Jerue, S. F.. McClain-Hedman, 


St. Paul, Minn 


Johnson, Evan, Office Appli- 


ances, Chicago, Il 
Office Equip- 


ment Co., Jackson, Mich 


Johnston, Jas. H., W. V. Daw- 


son Limited, Montreal, Can- 
ada 

Oxford 
srook- 


Richard = 
Filing Supply Co., 
noes ."y 


(Turn to Page 
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Jones, John M., Jamestown 
Metal Desk Co., Inc., James- 
town, N. J. 

Josephson, Benjamin, Joseph- 
son Mfg. Corp., New York, 
_— = 

Kastner, Edw. J., L. E. Wa 
terman Co., New York, N. Y 

Keeling, FE. A., Art Metal 
Construction Co., Inc 
Jamestown, N 4 

Kennedy, R D., Dennison 
Manufacturing “Co Fran 
ingham, Mass. 

Kent, T. M.., The Victor Safe 
& Equipment Co., Marietta 
Ohio 

Keon, = Harris 
States Pencil 
Philadelphia, Pa 

Kilbourn, Joseph I! Corlies, 
Macey & Co., Ine., New 
York, N. Y 

King, T. R., Cockfield Brown 
& Co., Advertising Agent 
Montreal, Canada. 

Kleinschmidt, Mr. H., Tribe of 
K., Gary, Ind. 

Koch, Frank J.. Koch Broth- 
ers, Des Moines, Iowa 

Kral, Joseph S., The Buckeye 
Office Supply Co., Cleveland 
Ohio 

Kretchmer, O., Peerless Key 
Co., Inc., New York, N. Y 

Lamb, Robert L., Charles F 
Dawson, Ltd Montreal, 
Canada 

Lawless, Arthur L., S. E. & 
M. Vernon, Inc., New York, 
rm ¥ 


United 
Company, 


Leftwich. Austin, Tropical 
Printing Company, New Or- 
leans, La. 

Lent Charles Ring Brown 
Lent «& Pett New York 
_ = 

Leonard, C Ww Leonard & 
Company, Detroit, Mich 

Lindquist, Harry L., Geyers 
Stationer, New York City 

Little, Edward I.., Wabash 
Cabinet Company. Wabash 
Ind 

Llewellyn, R. H., R. H. Llew- 
ellyn Co., Manchester, N. Y 

Lockwood, Millington, Milling- 
ton Lockwood, Buffalo N. Y 

Lovett, W. R., Standard Diary, 
Cambridge, Mass. 

Luckett, J. S., Luckett Loose 
Leaf Ltd 43 Britain St 
Toronto, Ont 

Lynn, Harry W The Ester 
brook Pen Mfe Co Cam 
den, : 


N. 
Mac Dougall \ R Toronto 


Ont 

MacIntyre Di T., Defiance 
Sales Corporation, New 
York, N ; 


MacNaughton, A. W., W. V 
Dawson, Limited, Montreal, 
Canada 

Madden, A M., Add—A-Unit 
Partition Company, Chicago 

Maish, R. A., Dennison Man- 
ufacturing Co., Framing- 
ham, Mass 

Malcolm, George F., Vice- 
President, Gen. Manager, F 
S. Webster Company, Bos- 
ton, Mass 

Mann, ©. J., Imperial Desk, 
Conrades Mfg., White River 
Chair Co The Sun Rubber 
Co., Houston, Texas 

Marsh, S. H., London, Eng- 
land. 

Marshall, Chas. M., Ivan Allen- 
Marshall Co., Atlanta, Ga 
Marsters, Clayton, Capital 
District Stationers, Albany 

r ¥ 


Martin, Hobart W., Office Ap- 
pliances, Chicago, Ill 

Martin, R ies Boorum & 
Pease Co., Brooklyn, N. Y 

Mathes. C. B., The Conklin 
Pen Co., Toledo, Ohio 

Mattison, Harry D., Trussell 
Mfg + Poughkeepsie 
Me Ee 

Maunsell, G. W 
Office Supply, 
Vt 

Mayers, Homer D., The Can- 
ton Art Metal Co., Dayton 
Ohio 

McAdam, Wm. M. L.,. Wm. M 
L. McAdam, Boston, Mass 

McCleary, H. R.. Wilson-Jones 
Company, Chicago, I 
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Leading dealers not only SELL but 
also USE RAND VISIBLE 


EADING dealers everywhere are enthusi- 
astic about the sales possibilities of Rand 
Visible Record Equipment. Now—here 

is one who has not only made an outstanding 
success with the sale of this equipment but 
has also applied it with most remarkable re- 
sults to the problems of his own business. 


Read what Mr. H. G. Horder has to say 
about their own installation of Rand Equip- 
ment for better and more efficient business 
control. Note particularly the reference to 
the exclusive Rand signaling feature. You 
can sell Rand Equipment on this one point 
alone. 


Horder’s are no exception. What Rand 
has done for them it will do for your cus- 
tomers—and your own business as well. 


Its many advantages are easily, quickly 
and convincingly demonstrated. The pat- 
ented, celluloid-tipped, protective pockets; 
the device that holds them securely in the 
tray and assures uniform exposure of the 
visible margins; the ease with which the 
pockets may be shifted to keep the records in 
proper sequence and the simple signaling ar- 
rangement permitting complete and detailed 
signaling of any record are all exclusive 
Rand features that will help you to sell this 
equipment. 


You will be effecting a real economy for 
your customers by selling them Rand. The 
initial expense is merely a secondary consid- 
eration, the equipment will save its physical 
cost in a short time. 

Start saving money for your customers 
now, by selling them Rand Visible Record 
Equipment—you will make more money for 
yourself. 





What a successful Dealer has learned 
“We continue to use and enlarge upon these systems in Rand 
Visible equipment because of the ability to use signals. No control 
system * * * is utilized to its fullest extent when a signal 
system is not used. The transparent signal in the transparent 
pocket, we have found to be the only efficient type.” 


Horder’s Incorporated 


Rand Visible 
records expand 
with the growth 
of the business 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 





Here is How They 





, 
: 


Buy Rand Visible -- 


A Profitable Line to SELL 


LEGER 


VVULVUELERLEEEE CEE ERee 
PEELE ELESE 


NAANALALALLLLEEEEEET EI 
AVALULLLELEEEELEEEES 
NAVVVLLLLLR EEE EEEEEEEET 
VANLVLLELELELELELGEEEE! 
ANVVVULULLUEEEEEEEGETE 
VAUVVLVEERELELEREERGaeee 
VSVSSELEES 


— 
“— 
These cards showing sales ore 
for six years will always 
remain legible and wun- . 
. — 
soiled in the Rand pocket 
that protects them. 


HE three hundred eighty-four sections pic- 

tured here, housing the producers’ records of 

the Pure Milk Association, Chicago, are typi- 
cal of the many Rand installations being sold by 
progressive dealers. 

The dealer who looks to the future will be 
particularly pleased with such an installation. It 
means, not only a profitable initial order, but a 


steady volume of additional business—sections, 
cards, signals—as the customer’s business in- 
creases. 


Note particularly the card which provides a 
record covering sales for six years. This card is 
simple in design and unusually efficient in opera- 
tion. 

There is nothing complicated about the ap- 
plication of the Rand Visible Record to any 
business. You can apply it as successfully to the 


THE VICTOR SAFE & 
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sparent signal 


+ The red tran 
a non-member of 
New Rand 
added 


ae T mdicates 
the assoctall 
sé tions 


are easily 


the list expands. 


records of your customers as it has been applied 
in the illustration above. 

The tempo of present day business has been 
so speeded up that the average record has become 
inadequate. 

Modern business demands accurate control 
of all essential phases in the business that will 
expose weaknesses immediately before they can 
develop into serious trouble. 

Rand Visible records provide business control 
that will make essential facts available at a glance 
by means of colored signals in the visible margin 
without referring to the detailed information on 
the individual cards. Thus the trends of current 
changes are easily and positively kept under ob- 
servation and control. 

You should go after this business without 
delay. The profit reward on Rand Visible equip- 
ment is an unusually attractive one—write today. 


EQUIPMENT COMPANY 


MARIETTA, OHIO 
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POINT OUT«s- 


THAT BUSINESS-LIKE CHECKS 
HELP TO ATTRACT BUSINESS -=-- 


Here is an appeal that will help you close many additional 
sales of Safe-Guard Check Writers. Sell your customers 
the good will value of business-like checks. 


No business wants to be labelled “out-of-date, behind- 
the-times. Remind your customers that their business 
is judged by the outward marks of success, alertness, 
up-to-date methods. 


Checks written in the old-fashioned way give the impres- 
QUICK AS A FLASH sion of backward ways of doing business. Checks written 


on the Instant Safe-Guard convey an unmistakable 











One stroke fills the amount line with 


isin fable Gitalens impression that the business, as a whole, is up-to-the- 
ig i a 


minute in its methods. They are not only a positive pro- 


th ther- 
macerates the payee s name, o'er tection, but a valuable business asset, as well. 


prints owner's registered number or, 


if preferred, a special name or trade SAFE-GUARD CHECK WRITER CORPORATION 


mark. Lansdale, Pennsylvania 
ee 6s ® 


wise a vulnerable spot... 


Safe-Guard checks are positive pro- 
tection against forgery or alteration— 


backed by a $10,000 indemnity 


policy issued to every purchaser. 








Tar Board—Wood Board—Aluminum Board. 
“Klutch” Binder, pebble grain cloth cover. 


°° BINDERS 


EUTCH soarns 


e “Klutch” Binders and Boards, with an en- 
ja new principle, eliminating springs, levers 
and handles, fills a very definite demand for 
your school trade. 

Moved in one direction, the jaws open, and stay 
open. Moved in the other direction, the jaws 
close with a vise-like “Klutch.” Grips with 
bull-dog tenacity, one sheet or 100. 
Simple and certain in action—compact 
pleasing in design. 

Send for full information, that you may be sure 
to have a stock to meet the coming school 
demands. 


ATLAS STATIONERY 
CORPORATION 


109-111 LEONARD STREET 
NEW YORK CITY, N. Y. 


DISTRIBUTORS FOR 
CUSHMAN & DENISON MPG. CO. 


Above: 





and 








E. Wa- 
Mon- 


McConnell, F. G., L 
terman Company, Ltd., 
treal, Que., Canada 

McCrae, A. J Allan A. Me- 


Crae, Toronto, Ont 

McCrae, Thos. S.. American 
Lead Pencil Company, Ho- 
boken, N. J 

McGillivray, D. J., Preston- 
Noelting Ltd., Montreal, 
Canada 

McGowan, R H.., Shaw- 
Walker, Muskegon, Mich 


McLaughlin, Joseph T., Fil- 
ing Equipment Bureau, Bos- 
ton, Mass 


McLaughlin, Peter, F Ss 
Webster Co., Boston, Mass 
MeNiff, W. H., Shaw-Walker, 


Ltd., Muskegon, Mich 
MecPike, H. C., Weis Mfg. Co., 
Monroe, Mic “y 
Menzies, T 
Co., Ltd 


; Menzies & 
oe Ont 
Robert J., A Ww 

Faber, Inc Newark, N. Y 
Meyers, G. E., Office Specialty, 

Newmarket, Ont. 


Meyers, Harry G., Meyers 


Staty. & Ptg. Co., Inc., New 
York, N. Y 
Mills, Wa D., Moore Push- 
Pin Co., Philadelphia, Pa 
Mitchell, C. L., Crane & Com- 
pany, Topeka, Kansas 


Mittag, Frank O., Mittag & 
Volger, Inc., Park Ridge, 
N. J 


Moir, J E., The Brown 
Brothers, Ltd.. Toronto, Ont 

Molloy. J. F.. J. F. Molloy, 
Meriden, Conn. 

Moore, M. C., The 
pany, Toronto, Ont 

Moore, R. S., The Columbia 
Ribbon & Carbon Mfg. Co., 
Glen Cove, N : 

Moran, E. J., Neverclog Prod- 


Wahl Com- 


ucts, Bridgeport, Conn 
Morgan, J. Maynard, Geyer's 
Stationer. New York City 


Mow: it. W K., The Wahl 
Company, Chicago, Ill 

Muir, H. L., Canadian Pad & 
Paper Co., Toronto, Ont 

Mullally, J M., Maunsell's 
Office Supply, Montpelier, 


Vt 
Murdoch H - National 


Blank Book Co., Holyoke 
Mass 

Narcus, Samuel, Samuel Nar- 
cus, Boston, Mass 

Neary, James E.., Geyer s 


Stationer, New York City 
Nelson, E. W., The Diebold 


Safe & Lock Co., Canton, 
Ohio 
Newman, J. C., Hazen'’s Book 
Store, Middletown, Conn 
Newton, J Ww. Yawman & 
Erbe Mfg. Co., Boston, Mass. 
Nichols, W. P., Weis Mfg 
Company, Monroe, Mich 
Nitschke, Geo. A., Automatic 
Pencil Sharpener Co., New 
York City, . A 


Nobbs, C Vernon, Luckett 


loose Leaf, Ltd., Toronto, 
Ont 

Nordstrom, A. . = McCloy 
Company, Pittsburgh, Pa. 

Norris, T. W., Columbian Art 
Works, Inc., Milwaukee, Wis 

O'Connor, Frank M., Boorum 
& Pease Co., New York, 
N , 

Ogren, John W., Nat. Assoc 
L. L. Mfrs., Chicago, Il 
Okin, Senpamen, Wilson Jones 

Co., Chicago, Il. 


Shaw & Borden 
Spokane, Wash 
Pape, E , Adkins Printing 

Co., New Britain, Conn 
Parker, A. H., Canada Furni- 

ture Mfg. Co., Woodstock, 

Canada 
Parker, F. C Lefax Ine 

Mfrs., Philadelphia Pa 
rarsons, T. d., TF. Jd. 

Toronto, Ont. 
Patrick, Andrew S., 

& Patrick. Ltd., 

Ont., Canada. 
Patterson, Robert D., L. E 

Waterman Co., New York, 

a. 


Ortel, W J., 
Company, 
Ww 


Parsons, 


Hutchings 
Ottawa, 


Peltier, L. P., Granby, Can- 
ada 

Pennycook, W. S., Thos. V. 
Bell, Ltd., Montreal, Canada 

Pennington, R. O., The Wahl 
Company, Toronto, Ont 

Pierson, J. Ogden, Dameron- 
Pierson Co., Ltd., New Or- 
leans, La 
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Pitts, Mr., J. R. Weldin Co., 
Montreal, Canada 
Plummer, H. duBois, H. K 


Brewer & Co., Ine New 
York, N. Y 

Pohnke, Geo. C., Stationer's 
Loose Leaf Co., New York. 
N . 

Poole, J. E.. J. E. Poole Com- 
pany, Toronto, Ont 

Pratt, George W., J. L. Fair- 
banks & Co., Boston, Mass 


Preston- 
Stratford 


Preston, James, 
Noelting Ltd., 
Ont. 

Price, 
Crucible Co., 

. J 


Dixon 
City, 


Herman Jos. 


Jersey 


Pringle, Ss. J S. S. Stafford 
Co., Ltd., Toronto, Ont. 

Ramsay, C. H., Typo te aiding 
Co., New York 

Randall, L. C leccienaioes & 
Stationer, Toronto, Ont 
teid, M. A., The Barber-Ellis 
Company, Montreal, Canada 

Reuter, Will, Crowley—Reuter 
Staty. Co... Kansas City 

Richmond, Fred., The Rich- 
mond & Backus Company, 
Detroit, Mich 

Riddell, T. A., Jr., Crite & 
Riddell, Montreal, Canada. 

Rockwell, H. P., Yawman & 
Erbe Company, Rochester, 
— = 

Rockwell, I. C J. A. MeMil- 
lan Limited, St. John, N. B. 

Rodier, S., Rolland Paper Co., 
Montreal, Canada 


Roelsfson, A Cc Goldie & 
MecColloch Co., Ltd., Galt 
Ont. 

Rogers, H. Wolcott, Wilbur & 


Hastings. New York City, 
N. Y 


Rolland, L., Cie J. B. Rolland, 
Montreal, Canada 

Rowlands, A. E., The Wahl 
Company, Ltd., Toronto, 
Ont 

Roy, H. W., Jamestown Metal 
Desk Co Inc., Jamestown, 
~~ = 

Russell, <A B.. The 
Dunton Desk Co., 

ass. 

Sainberg 
& Co., In 
N. Y 

Sargent, F. D.., 


Doten- 
Boston, 


Robert S., Sainberg 
New York, N. ¥ 


Franklin D. 
Y 


Sargent, Albany, N. 
Saunders, Chas Index Card, 
Toronto, Ont 
Sauter, Robert, General Man- 


ager, A Ww Faber, Ince 
Newark, N. J 


Savoy, George A., Dominion 
Blank Book Co., St. Johns, 
N. B 

Savoy, Paul ins Dominion 
Blank Book Co., St. Johns, 
Que 

Schaefer, Fred c Sanford 
Manufacturing Co., St. Paul, 
Minn 

Schmall, W. E., Swan Pencil 
Company, New York, N. Y 


Schutz, C. M., Muskegon, Mich 

Seitz. W. J., Peerless Carbon 
& Ribbon Co., Toronto, Ont. 

Sell, E. H.. E. H. Sell & Co., 
Columbus, Ohio. 

Sell, J. M., E. H. Sell & Co., 
Columbus, Ohio. 

Seymour, F. P., Horders, Inc., 
Chicago, Il 

Sharp, Harry C., The Easter- 
brook Steel Pen Mfg. Co., 
Camden, N. J. 

Sheaffer, C. R.. W 
fer Pen Co., Fort 
Iowa 

Shearman 
Jones Co., 


A. Sheaf- 
Madison, 


A 7m Wilson- 
Chicago, Ill. 

Oakville- 
Scovill 


Shee, Collins ¢ 
American Pin Div., 


Mfg. Co., Oakville, Conn. 
Siegert, William C., William 
C. Siegert. New York, N. Y 


Canadian I. T 
Toronto, Ont. 


Smith, H. E., 
S. Rubber Co., 


Smith, R. W., Mer Ault & 
Wiborg Co., Cincinnati, Ohio. 
Smith, V A., The Parker 


Fountain Pen Co., Ltd., To- 
ronto, Ont. 
Smith, W. E., W 
Chicago, II. 
Slinger, Leo., Eagle 
Co., New York, N 4 
Southworth, E., Southworth 
Co., Springfield, Mass. 
Sprott, Jerry, Berger Mfg. Co., 
Canton, Ohio 


©. Smith, 


a 


Pencil 
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Canode typewriter ribbons are 
made of finest fabrics and inks 
made by ourselves for = 
special use. They are equa 38 
te any made. ee) " quent! 


Concentrated 


VNTENTS OF THIS BOTTLE WIL 
MART FINEST QUALITY WRIT! 
INEST QUALITY © 





Canode carbon papers, while made in a limited 
number of weights, are of exceptional quality. 
Dealers tind a good sale for these. 





The Canode company has grown on the iron-clad 
policy of “satisfaction or money refunded.” Long 
known for its inks of superior quality, the Canode 
line is now augmented by items such as ribbons, 
carbon papers, pastes, typewriter brushes, and the 
nationally advertised Dur-O-Lite pencil. 


A Complete Line of Inks 


Canode duplicating inks need no introduction. Users 
everywhere are familiar with them and know the qual- 
ity is unsurpassed. Likewise, the inks for postage 
permit machines, stamp pads, check protectors, 
etc., have been tried and proved by customers in every 
part of the country. 








The Canode type- 
writer brush is a 
big favorite with 
stenographers. It 
does a job 
of cleaning, eas- 
ily and quickly. 





New fields are now open to dealers in selling Canode 
lumber marking ink, a product which penetrates, dries 


























hie iis: iia aaa instantly, and stands up under heat and cold. 

h 3 P : Suitable discounts 

ont — Dealers who standardize on Canode inks are reaping and cooperative 

line of super qual- a decidedly profitable harvest. Because, if ink is sales effort result 

ity inks and of- . . in satisfied dealers 

Geo supplies. needed, there is a Canode ink for the purpose. Full and custome. 
details and prices on request. Write us now. 





CANODE INK & OFFICE SUPPLY CO., Inc. 


3005-17 Carroll Avenue, Chicago 
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Appearance and 
Quality Unsurpassed 


In the new 900 line, we have made and the price makes possible a good 
sure of appearance and quality — then volume. 


price. 
The Sesamee lock controlfing all draw- 
In the first point, Orpin is unsurpassed ; ers adds tremendously to the ease of oper- 
in the second, it sets a new standard. Gen- ation—no trouble with lost or mislaid keys 
uine mahogany and walnut throughout. —just flick the wheels to your number and 


Every joint is fitted, every part cut with the desk is unlocked. 
precision. The result is worthy of the 


finest business office; just how a business To dealers, the Orpin line affords a se- 
man’s desk should appear. cure foundation for a profitable furniture 
department. Low freight rates to many of 

Surface appearance sells many desks. the most prosperous markets. Write us 


Orpin adds the support of solid quality for details. 


() rpin 
DESK CO. 


121 Medford Street 
Charlestown, Mass. 
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Stainton, W. H., Stainton & 
Evis Limited, Toronto, Ont. 

Stanyon, O. G., Montreal, Can- 
ada. 


Steele, W. H., Sanford Mfg 
Co., Chicago, IIL. 

Stevenson, C E., Canadian 
I. T. S. Rubber Co., Toron- 
to, Ont 

Stewart, William N., Stoll 
Blank Book & Stationery 
Co., Trenton, N. . 

Stewart, W Neill, Stewart 
Office Supply Co., Dallas, 
Texas 

Stockett, Monroe H., Stockett- 
Fiske Co., Inc., Washington, 
na ¢ 


Chas. G. Stott 
Washington, 


Stott, Chas. A., 
& Company, 
D>. c 

Stuart, J Duff, 
Stuart Co., Ltd., 
B.. & 

Sutherland, 


Clarke & 
Vancouver, 


James, Charles F 


Dawson, Ltd., Montreal, 

Canada. 

Swan, Frank P., Frank P 
Swan Co., Huntington, W. 
Va. 

Sweatt, Herbert A., G. C. 
Prince & Son, Inc., Lowell, 


Mass 
Sweeney, Mr., Eberhard Faber 
Pencil Co., Brooklyn, N. Y 
Tehan, Harry G., Chas. M 
Higgins & Company, Brook- 
lyn, N. Y 


Thom, Charles, Gregory, 
Mayer & Thom, Detroit, 
Mich. 

Thompson James, United 
States Envelope Co., Spring- 
field, Mass 

Todd, Arthur S., The Mead 
Stationery Co., Greenwich, 
Conn 

Towne, Edward S., National 
Blank Book Company, Hol- 
yoke, Mass. 

Towne, Joseph M., Holyoke, 
Mass 


Treanor, James, Peerless Key 


= 
- 
c 
_ 
= 
= 


le, T. E., Canisteo Ruler 
Mfg. Co., Canisteo, N. Y 

Underwood, E. R., Fulton 
Specialty, Elizabeth, N. J. 

Urmston, Ray, J. 8S. Staedt- 
ler, Inc., New York City, 
he - 

Van Dorn, H. B., Jr., Joseph 
Dixon Crucible Co., Jersey 
City, N. J. 

Van Hise, A. S., The Miller 
Bros. Pen Co., New York, 
m2 

Vernon, Murray, 8S. E. & M. 
Vernon, New York, N. Y. 

Waddy. Woodson, Everett 
Waddey Company, Rich- 
mond, Va. 

Wadham, Chas. K., Crane & 


Company, Inc., Dalton, 
Boorum & 
Brooklyn, 


Walder, J des 
ease Company, 


N. 3 
Walker, A. J., Farnham Print- 


ing & Stationery Co., Min- 
neapolis, Minn. 
Walsh, Frank D., C. R. Hos- 


kins Co., Philadelphia, Penn. 


Walsh, H. J., Van Dorn 
Metal Furniture Co., Can- 
ton, Ohio. 

Warner, R. L., Luckett Loose 
Leaf, Ltd., 220 St. Sacra- 


ment St., Montreal, Canada. 
Warwick. Karl P., Murphy & 
Chapman, Ltd., Vancouver, 
na ©& 


Waterman, Frank D., L E. 
Waterman Company, New 
York City, N. Y. 

Watkins, Howard I 
Bank Supply Co., 


National 
Milwaukee, 


Wis. 
White, Albert, Grand & Toy, 
Ltd., Toronto, Ont. 
Williams, Harry, Ryan & Wil- 
liams Co., Buffalo, N. Y. 
M., S. E. & M. Ver- 
New York, N. Y. 
Clifton, Wilson 
Prtg. Co., Houston, 


Willis, R 
non Inc., 

Wilson, E 
Staty «& 
Tex 











Company, Inc., New York, Wilson, S. G., Winnipeg, Man. 

| Wittstein, H. H., The Globe- 
Trussell, i >. Trussell Wernicke Co., Cincinnati, 

Manufacturing Co., Pough- Ohio 

keepsie, N. Y. Wobber, Edward H., Wobbers, 
Trussell, E. A., Trussell Mfg Inc., San Francisco, Cali 


Co., Poughkeepsie Woollatt, R. M.. W. V 
Tussing, R Victor Safe & son, Limited, Montreal, Can- 

Equipment Co., Marietta, ada. 

Ohio Yawman, F. J., 
Tuttle, B A... Erbe, Rochester, 

Corporation, Zoeckler, Bruno, 

Ind Davenport, lowa. 
i 


Sheaffer-Dealer Stock Holding Plan 


In speaking of his company’s dealer stock proposition, 


Yawman & 
The me . 
South 


Tuttle 


Bend, , Zoeckler, 


which was described on page 213 of the October issue of 
Office Appliances, W. A. Sheaffer, president of the W. A. 
Sheaffer a have 
our dealers participate with us in order to increase their 


Pen Company, said: our desire to 
interest in the welfare of the company, as well as to profit 
by holdings in a manufacturing venture. This offer is not 
being made with the purpose of making a profit on the sale 
of stock, but is entirely in line with our other dealer poli- 
Of course, it will benefit us, and will also benefit the 


than 


cies. 
dealer—probably in more one. 
“We believe the dealer will naturally increase his sales 
Sheaffer merchandise, 
and in so doing he will be increasing the value of Sheaffer 
We do not advise anyone 


ways 


because of his keener interest in 
stock and of his own holdings. 
to buy Sheaffer stock as a speculative venture, but as a long 


time investment plan.” 


- pj —- 
New Packings for A. W. Faber Leads 
Beginning November 1, 1929, A. W. Faber thin black 


lead for standard mechanical pencils will be packed eighteen 
sticks to the sticks. The eighteen 
sticks of lead will be contained in a wooden package simi- 


tube instead of twelve 


lar to twelve stick packing, there being sufficient space in 
the tube to accommodate the additional six sticks. 

The A. W. Faber stock the new lead 
packing is No. 3342 and it will comprise seven popular 


designation of 


degrees of hardness. 














1902 





Easier to Sell... 


GRAND PRIZE 


1451 Harrison St. 





More Business... 


Manufacturers of 
Carbon Papers since 


A Real Money-Maker 





The Grand Prize line of Carbons 
and Ribbons is a real money mak- 
er for dealers. 


Users of Grand Prize products ap- 
preciate the high quality and dur- 
ability. They are repeat customers. 
Volume is built for the dealer, and 
the Grand Prize line is one that will 
keep growing more and more 
profitable. 


The Preferred Line 


Experience has shown that Grand 
Prize Carbons are uniform. They 
are non-smudge, non-curl, and re- 
markable for durability and mani- 
folding qualities. 


Copies made with Grand Prize 
Carbons are always sharp and clean- 
cut. They are uniform in appear- 
ance with no faded spots, no blurs. 


Grand Prize Typewriter Ribbons 
are durable, and print with uni- 
formity. Letters are clean in out- 
line and look well. Type does not 
fill up. 


To help make selling 
even easier 


If you, too, are interested in getting 
more profit from a line of Carbons 
and Ribbons, you will want to 
know more about Grand Prize 
products. We shall be glad to send 
you complete details. The Grand 
Prize Tester ....a device for test- 
ing carbons and ribbons . will 
help increase sales. Let us explain 
how you may obtain it—free of cost. 





| 
| 


CARBON AND RIBBONS 
Pacific Carbon & Ribbon Mfg. Co., 


J. Francis O'Connor, President 


396 Flinders Lane, Melbourne, Australia 


Write us on your letterhead for 
details of the Grand Prize plan 
for dealers, and how you can 
obtain this costly tester free. 


San Francisco, Calif. 
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Where Desk Lamps are needed, sell 





An astounding new num- 
ber, at an unbelievably 
low price 





No. 240 
Base 5” x 7”; Shade 10” x 5”; Height 16” 


Heavy solid cast base, with cast 
spindle and all-metal adjustable 


shade; complete with Silverglo bulb. 


Hand-finished in Statuary 
Antique Brass, or to match any spe- 
cial toning desired. 


Bronze, 


May also be had equipped with one 
or two pens and sockets. 


Silverglo Lamps, Inc. 


300 East Federal St. Baltimore. Md. 
“The Modern Genii of the Lamp” 


(No replacement of glass lenses or other breakable 
parts required. All parts approved by Underwriters’ 
Laboratories). 
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OFFICE APPLIANCES 
Marchant Appoints Chicago District Managers 

Marchant Calculating Machine Company, Oakland, Calif., 
Goodwin 


recently announced the appointment of A. H. 
and D. R. Cooke as district managers in the Chicago ter- 
ritory 


Mr. Goodwin has been a member of the Marchant organ- 


ization for nearly five years, starting as a salesman in the 
Los Angeles office. He was later transferred to Sacra 
mento, from which point he was promoted to district 














\. H. GOODWIN D R. COOKE 
nanager at Buffalo, N. \ Chere his efforts proved very 
successful, meriting him the promotion to the wider field 
at Chicago 
Mr Cooke started selling for the Postage Meter Com- 
pany in Chicago, later being transferred to Buffalo, then 


to Detroit, at which place he was manager for the Postage 


Meter unt:! joining the Marchant Calculating 


Machine 


Company 


Company 
—— 


When a Dictation Machine Is Something Else 
Motion not the only 


people to 


picture stars with nasal voices are 


whom the new sound pictures have brought 


plenty of grief. The new crime plays that have come out 


of Hollywood within the past few months since the advent 


of the talkies have created a new problem for the Dicta 
phone Sales Corporation 

The detectives who ferret out the secret of who killed 
Cock Robin in the movie mystery plays have taken to 
gathering evidence by “listening in with a Dictaphone.” 
They “equip the room with hidden Dictaphones,” so that 
from another room they can overhear what is said. Of 
course, as hundreds of secretaries and their bosses would 


realize, that can't be done Che Dictaphone records on its 


cvlinder only what is spoken directly into its mouthpiece 


detectives for listening in on con 


Working by 


telephone, 


The machine used by 


versations is the Dictograph. means of a 


secret attachment, it acts as a enabling the 


detective to overhear what goes on in the room where the 


villain is trying to bribe the hero or is telling his gang 
how he gave the rival bootlegger the gun 
In “Big News,” a recent Pathe release, a business mat 


is sitting at his desk dictating correspondence to his Dicta 
phone, when the villain enters, crosses the room behind him 
Then the villain goes away 


and hits him over the head. 


The Dictaphone 
reports not only what the unlucky business man had been 
crosses the 


cylinder, introduced later as evidence, 
dictating, but also the villain’s footsteps as he 
room, the whack of the blackjack on the victim’s head, and 
what the villain said to himself as he left the room. Which 
is a whole lot more than the Dictaphone people themselves 
would have expected of the machine! 

Dictaphone salesmen calling on prospects encounter the 


reply, “Dictaphone? What for? We're respectable citizens 
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MAIN OFFICE AND FACTORY: 30 S. JEFFERSON ST., CHICAGO 


SEALS—~RUBBER STAMPS—STENCILS 


and other Marking Devices 
The 


“ALUMINUM” 
POCKET SEAL 


(TRADE MARK REG S&S. PAT. OFF.) 











j Now aiid 
Combination Pocket and Desk Style 























It takes but an instant to change the 


The attachment on the base does not oan : : 
alter the appearance of the Seal. It is The attachment is at the point most position of the attachment, giving the 
so well concealed that it is needed when used as a desk seal. Seal all the advantages of a 
hardly noticeable desk press. 


Most users of seals prefer to use them as they would a ticket punch 
but in some cases it is difficult to get sufficient pressure by this 
method and in these cases the attachment should be used. 





ae When ordering specify the “Aluminum” Pocket Seal, combination style 


o extra charge for added feature) 











Rubber Stamps, Steel Stamps, Notarial and 
Corporation Seals, Stencils, Badges, Metal 
Checks, and other articles illustrated on this 
page, represent only a few of our products. 





Write for Catalogue, showing complete line. 


METAL STENCILS 
FOR ALL PURPOSES 
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Rudor, Bin-Divider-Shelf- 
Box Card and Price Ticket 
Holder, opening }’—Very 

















Merchandise 
and Price Card 
Holder 


Lowest 
Priced 
Rack 
on the 
Market 





| 


Display Rack and Carry All 

















Card Holder 
for Books, 
Boxes, Shoes, 
Etc. 












Price Card 
and Merchandise 
Display Holder 







Your Customer 


—is ever in the market for Dis- 
play Items and Fixtures. So that 
you may supply his needs we have 
catalogued and priced a complete 
line for your convenience. Write 
today for Display Fixture Catalog, 
also our circular featuring special 
items. 


The Adjustit Display 
Specialty Co. 
R. ORTHWINE 
344 West 34th Street 


Cap and Hat New York 
Display Hangers 


A Line That 


Display and Price 


Card Stand Helps Sell 
Your Staples 






DISPLAY 
CABINETS 
COUNTERS 


and 


TABLES 


Display Tables with or without shelf and bargain rail, The Adjustit Display Cabinet and 
any site, also 72” long to accommodate the Adjustit Counter. Steel thruout. 
jCabinet. Wood thruout. 
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here—we're not interested in eavesdropping on each other.” 
And one New York business man reports that recently a 
man came into his office, saw the Dictaphone on his desk, 
and whispered, pointing at it, “Is that thing working?” 

Che puzzled executive shook his head. His visitor, look- 
ing at it distrustfully, still whispered. “I’m in the liquor 
business. D’you want some good Scotch just off the 
boat?” 

> —- 


Merchandising Service Offered by Dennison 


The Dennison Manufacturing Company, Framingham, 
Mass., has prepared a merchandising service for dealers to 
be used during 1930 [he service is not concerned only 
with Dennison products but with all kinds of stationery 
items. It is offered to dealers at cost. 

In developing this service, called “The Dealer's Own 
Merchandising Service for 1930,” the Dennison Manu 
facturing Company consulted a number of successful sta- 
tionery merchants as well as several manufacturers in the 
industry Similar plans that have been successful in 


other trades were studied and their outstanding features 






voy Hguipment 


aiaed Label 
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POSTERS, TAGS, ENVELOPES, ETC., INCLUDED IN “THE 
DEALER'S OWN MERCHANDISING SERVICE FOR 1930," 
OFFERED BY THE DENNISON MANUFACTURING CO. 


revised and adopted where practicable The service is 
designed from the stationer’s viewpoint; no one manufac- 
turer’s merchandise or class of products predominate and 
the plan is sufficiently flexible so that it readily fits into 
any size or type of store. 

The general plan includes two distinct services, one for 
the commercial stationer and one for the social stationer. 
They are quite similar save for the types of products 
considered. The commercial stationery service consists of 
a large central poster, two smaller companion show cards, 
a diagram suggesting window decoration and layout, sug- 
gested list of merchandise to be displayed and four small 


cards of the same design as the window centerpiece, to 


be used at strategic points in the store. This material is 
sent for each of the eight following months January, 
February, March, April, September, October and De- 
cember. 


As auxiliaries to the service, several other items such 
as envelope stuffers or folders, movie slides, tag calendars, 
newspaper mats and merchandise envelopes, are offered by 
the Dennison Manufacturing Company at a small addi- 
tional charge. 

Orders for the merchandising service are now being 
taken throughout the United States and Canada by mem- 
bers of the Dennison sales organization. Because the serv- 
ice commences in January, 1930, no orders will be 


uccepted after November 25, 1929 
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One Stroke 


L°PAGE’S 


Gripspreader 














PATENTED 
The 











HAT’S a “birdie” (on any desk) when it comes 

to pasting, compared to the ordinary paste pot 

and jar, requiring the use of a brush. ; 
Yes sir, one stroke with the rubber tipped bottle 
of LePage’s Gripspreader Mucilage is more ef- 
fective than the several motions you have to go 
through with other desk packages. 


Here is a package with a real spreading idea—sim- 
ple, practical, clean to use—a time saver—econom- 
ical and good looking. 


And best of all—a real seller! You don’t peddle 
these out in single bottles. After your customers 
get acquainted they order by the dozen. That’s 
how several millions have been sold in the past 
year. 


Packed in two sizes, retailing for 10 and 25 cents. 
The quarter size is packed especially for the sta- 
tionery trade. 


If you haven’t stocked this fast selling item—get 
your order in now for Fall delivery. You won't 
have to use the duster on this “dolled-up” counter 
display! 





RUSSIA CEMENT CO. 


Factory and Laboratory 
GLOUCESTER, MASS. 























UH 


NERGY 


A most important commodity 


To conserve it, to properly use it 
and thereby build up human power 
is a very important and immensely 
profitable accomplishment. 


Uhl Steel “Postur-Chairs” elimi- 
nate fatigue resulting from ordi- 
nary chairs. The scientific con- 
struction, special seat modeling 
and low back support, encourage a 
correct sitting position. They are 
used in large numbers by clerical 
workers, linotype operators, shop 
workers and in various other fac- 
tory and office employments. 


UHL Steel typewriter tables, file tables, 
file stools, merchandise tables, type- 
writer desks, and other UHL items have 
effected positive in- 
creases in production. 
Dealers featuring UHL 
Steel products are par- 
ticipating in the benefits. 
Dealer’s proposition sent 
on request. No. 50-56 


THE TOLEDO 
METAL FURNITURE CO. 


1442 Hastings Street Toledo, Ohio 
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Production Change in “Y and E” Wood Lines 


In order to provide additional manufacturing facilities 
for the paper and steel divisions of the Yawman and Erbe 
Manufacturing Company at Rochester, N. Y., the wood 
division has been transferred to Mohawk, N. Y. The 
Mohawk plant will be operated by McLaughlin-Stevens, 
Inc., a new organization The officers of the new cor- 
poration handling wood production of “Y and E” lines are: 
D. J. McLaughlin, president and general manager: I. G. 
Stevens, vice-president and sales manager; D. C. Wight- 
man, secretary; R. D. Jones, treasurer 

The new company has acquired the large plant on Main 
street in Mohawk, N. Y., formerly occupied by the Paragon 
Knitting Company, and later by the Elastic Spring Knit 
Corporation. The main building comprises three stores and 
a basement, 173x53 feet in size, and a four-story addition 
with basement 123x50 feet in size Chere is also a large 
warehouse with a siding on the West Shore Railroad. 

Work has been started in the new plant at once and will 
be in complete operation by the first of December. In the 
meantime there will be continuous manufacturing of wood 
equipment, with no interruption in service to “Y and E” 
customers The “Y and E” sales force will continue t 
solicit wood business, except that it may be necessary 
temporarily to curtail the manufacture of special items until 
the new plant is in full operation. Special new and semi 
special units which intermember with standard cabinets will 
be manufactured as heretofore. 

Dennis J. McLaughlin, the senior member of the new 
hrm, has a rich background of experience in manufacturing 
methods, and knows wood-working intimately from all 
angles At the age of seventeen he started to learn the 
carpenter's trade, and soon became a skilled workman 

In 1906 Mr. McLaughlin became a cabinet maker in the 
employ of Clarke & Baker at Ilion, N. Y., which later 
became the wood-working plant of Library Bureau. There 
he advanced steadily—doing practical operations on wood 
working machines and erecting large installations of wood 
equipment in banks, libraries and nationally known con 
cerns. He became assistant foreman of the machine room, 
then foreman of the cabinet-room, later assistant super- 


intendent, and finally superintendent of the wood plant. 


Mr. McLaughlin became associated with Yawman and 
Erbe Manufacturing Company in June, 1926, as manager of 
wood production. Under his supervision “Y and E” wood 
products have attained a degree of excellence second to 
none in the office equipment field. During the World War, 
Mr. McLaughlin was commissioned as a lieutenant and 
served as a pilot in the U. S. Air Service. He is a charter 
member and former commander of Crim-Shaffer Post of 
the American Legion at Ilion, N. Y. 

As a member of the American Society of Mechanical 
Engineers, he has been active on the national research 
committee on saws and knives as pertaining to the wood- 
working profession. At a meeting of the wood industries 
division of the society held in Rochester last May, Mr. 
McLaughlin presented a paper on “Manufacturing Library 
and Office Furniture.” 

It is characteristic of Dame Fortune to have trained 
men continually qualifying for better positions, and to hold 
them in reserve until their services are needed. Somehow 
it is done in a quiet, easy, natural way, and when the oppor- 
tunity is offered the man is prepared for the task. So it ts 
with Isaac G. Stevens, the junior member of the new firm. 
Thirty years ago last June he jo‘ned the Yawman and Erbe 
organization in Rochester, N. Y., as a draftsman in their 
mechanical drafting department. He attended to business, 
produced results and made good 

Soon he was being called on more and more by the 


sales department to work out certain things in connection 
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ales effort today 


NEEDS 


Lrafic Control 





AN EDITORIAL BY 


W. C. DUNLAP, VICE-PRESIDENT 
IN CHARGE OF SALES 


THE AMERICAN MULTiGRAPH SALES COMPANY 


ALES management is asking itself a new set of 

questions. The old ones were: “How much speed 
can we make ?”— “How much territory can we cover?” 
—“How much volume can we roll up?” The new 
questions are: “Where can we find our most profitable 
markets?’”—‘“How can we reach them most eco- 
nomically ?’—“How can we make our volume mean 
something in the terms of profit?” 

Successful sales management has developed a keen 
eye for the traffic signals that mark its various avenues 
of effort . . 
ahead” . 


It learned that speed without direction is 


. for the showing of profit that says “Go 


. or for the red indicator that says “Stop.” 





Selective control —a traffic system for selling—is a 
principle which we have studied intensively and tested 
exhaustively in our own organization. We believe in 
it because we have watched its results not only in 


our own activities but also in those of our customers. 


Our observation convinces us that it is a sound 
remedy for dwindling profits. We have seen it reduce 
sales costs, increase profits, improve collections, raise 
the morale of salesmen by giving them better income 
and the morale of customers by putting products into 
the hands of those best equipped to use them effect- 
ively. In our opinion it may be worth while to sacri- 
fice volume for better margin of profit—although our 
application of selective selling methods in our busi- 


ness has increased volume instead of diminishing it. 


To meet the new conditions which call for more 
carefully controlled sales effort we have developed 
new Multigraph equipment. It is a part of the system 
which has made our selective selling successful. It has 


been used by our customers with equally telling effect. 


If you are interested in applying this new 





waste. Selling has become more selective. 
As a consequence we hear less talk of 
“profitless prosperity” than was current 


within the past year. 





Do 


You Know Your 
Market? 


selling technique more effectively in your 
own business, I shall be glad to discuss it 
with you. Address W.C. Dunlap, 1836 East 
40th Street, Cleveland, Ohio. 








There's ance MULT TIGRAPH 


for today’s new selling conditions 
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No. 500 HANDISTAND 


No. 600 HANDISTAND 


_ THE HARTER CORPORATION, Sturgis, Mich. y, 


Send literature, prices and discounts on Harter Handistands. 


Name 


Address 
>. — 
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HARE ER HAN DEISTAN DS 


.. « Lhe 10-POINT Line. 
a Sales Opportunity You’ve Been Waiting For! 





1—Vertical Adjustment: Induces more and better work through 
proper posture, without unnecessary fatigue. Approved patented 
design of “wedge” principle. Machined steel bearings for accuracy 
and long liie. 


2—Easily Portable: Tips up on two front casters, rolling to any 


location. No heavy lifting, arduous pushing or delay. 


3—Design: Four legs are generously spread for utmost stability. 
No wobbly or loose parts. Adjustment features, simple and easy to 
operate. Tops of ample size. Base attractive yet unusually stable. 


4—Wide Range of Uses: All-purpose in plan and construction. 
Holds ledgers, files, charts, switchboard, dictaphone, displays, billing 
machine, cash register, sewing machine, telephone, etc. 


5—Top and Base Construction: Cast spider holds top on screw. 


6—Base: Cold Rolled Steel Tubing—strong, lightweight, good-look- 
ing. Finish: a rich, lustrous olive-green enamel. 


7—Top: Beautifully-grained 5-ply quartered sawed oak, mahogany 
or walnut finish. Five-coat finish, rubbed and polished. 


8—Casters: Top-quality, generous-sized, easy-rolling casters. 


9—Rubber Feet: Best quality, long-wearing and snug-fitting. They 
prevent “creeping” cf stands, providing solid anchorage to floor. 


10—Drop Leaves: Piano-hinged construction for smooth, even sur- 
face when up. They lock in either up or down position. 


No. 500 HANDISTAND 


Adjustable height, 25 to 
41 inches. Swivel top; 
16 by 18 inches. Two 
side drop leaves, each 
18 by 10 inches. Total 
table top size: 18 by 36 
inches. Weight, 33 Ibs. 


No. 600 HANDISTAND 


Adjustable height, 24 to 
37 inches. Top size, 17 
by 23 inches. Weight, 
18 lbs. 


No. 700 HANDISTAND 


Adjustable height, 24% 
to 29% inches. Drop 
leaf. Top size; 16 by 
16% inches. Weight 
17! 2 Ibs. 









No. 700 HANDISTAND 
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with estimates, new ideas in construction, etc. That part 
of his work increased to such an extent that in July, 1911, 
the sales drafting department was created, and naturally 
Mr. Stevens, the man who made the department, was 
appointed as its manager. At that time he had only one 
draftsman working with him. Together they made all 
drawings and sketches for all estimates, special cards, stock | 


1 


and special items for the advertising, sales and system 
departments. As “Y and E” business increased many new 
items of library and office equpiment were designed and 
added to stock. Mr. Stevens was responsible for the prep- 
aration of all plans and specifications necessary for their 
construction. During this period of progress the personnel 
of his department increased in proportion. 

In August, 1927, the Yawman and Erbe Manufacturing | 
Company needed a man as manager of their library depart- | 
ment. Mr. Stevens’ wealth of experience gained through 
many years of planning and designing library furniture | 
and equipment made him the logical man for the position. 
Since then “Y and E” has furnished all or a large part of 


the equipment for many splendid libraries. Much of the 
credit for these installations is due to Mr. Stevens, whose | 
skill as a designer and familiarity with library construction 
is widely recognized. 

Mr. Stevens has a pleasing personality which has made 
him a host of friends. He is a member of the American 
Library Association, the American Association of Museums, 


and is prominent in Masonic organizations. 
incnmnatiliiainalati 
Old Machines Taken by Bates Smashed and 
Scrapped 
The trade-in contest of The Bates Manufacturing Com- 
pany, Orange, N. J, ran during the months of March, April 
and May. This resulted in many machines of all makes 
and every vintage, some of them thirty years old, being 
taken in trade for new Bates machines. 
The contest was participated in by hundreds of sales- 
men of rubber stamp and stationery dealers throughout | 




















LAST OF OLD NUMBERING MACHINES TAKEN IN 
BY THE BATES MANUFACTURING COMPANY DUR- 
ING THEIR TRADE-IN CONTEST.—Illustration shows 
how they were smashed and scrapped after collection. 


the country. The contest resulted in a triple tie, but the 

full amount of the award was given to the tying contestants | 
as well as fourteen other cash prizes totalling $1,000. 

The above picture shows how the old machines were 

smashed and scrapped after collection. 

cnnecmgaiiliaias 

Royce and Houghton Merge Interests 

E. H. Royce, who has conducted a successful stationery | 

business in St. Albans, Vt., for the past seventeen years, | 

| 





and T. S. Houghton, who has been operating in St. Albans 
as a commercial agent handling office and store fixtures | 
and supplies, adding machines and typewriters, have joined | 
forces and organized a new commercial stationery business. | 
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STABILO 


They Do NOT Break 
ULTIMO 


GOLDEN SWAN 
DRAWING 


OTHELLO 
COPYING 


FLORA 
COLORED 


FORTUNA 
DRAWING 


221 FOURTH AVENUE 
NEW YORK, N. Y. 
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Thin lead colored pencils, 24 colors 


Thin lead colored pencils, 12 colors 


Prices and Samples on Request 
SWAN PENCIL CO.,, Inc. 

















BUNCH OF DATES 


The 1930 Bunch of Dates Calendars are now 
ready and we suggest early placing of orders. 
These calendars are greater sellers than ever. 
They are the only calendar of their type with 
ruled pad. Made with stands of nickel, brass, 
glass, or leather; finished in red, blue or green. 
Supplied in three different sizes. 


We also manufacture the famous Paragon 
calendars in two sizes and in addition carry a 
full line of stationer’s hardware and glassware. 





Send your orders in early—before the season 
gets too late. 


FRANK A. WEEKS MBG. CO. 
93 JOHN ST., NEW YORK 
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Whatever 
the bank 


needs 









QUIPPING the bank 
4 nowadays is consider- 
ably more of a problem than 
it once was. For today the 
bank must present a pleasing 
appearance to its customers. 
And modern business effi- 
ciency demands that busi- 
ness furniture be designed 
to give the very utmost in 
efficient service. 


a GF Allsteel experts have 

made a particular study of 
the bank furniture problem... . solved it with typical GF 
exactness. Now no bank need be without specially designed, 
specially matched furniture — GF Allsteel; fire resisting, 
handsome, practically indestructible. Like other GF Allsteel 





Ul 
equipment, GF Allsteel banking furniture is built to give he 
. . . . . . beauti 
first month beauty. efficiency and economical service for ’ ~ 

“ 7 ha 

years and years to come. that th 
andqu 

It will pay the wide-awake dealer to make a survey of the CF ma 
*. " . . . . ‘ = 2 _ . bank 4 
banking equipment in his territory — with a view of re- for th 
equipping with GF Allsteel. compl 
THE ¢ 

Young 

wre 

ee 








**Serves and Survives” 
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A new GF Alisteel 
sania , Pe installation in The 

_ DARD TR PAN Hartford National 
Sceasae™ "2 ; Bank and Trust Co. 

“" Hartford, Conn. 


Sold by 
Pierce, Incorporated 
GF Allsteel Agents 





The GF Allsteel Line: 


Filing Cabinets 
Shelving Sectional 
Cases - Transfer Cases 
Storage Cabinets 
Safes - Document 
Files - Desks , Tables 
Supplies 











UILDING committees investigating modern 
bank interiors have found some of the most 
beautiful equipped with GF Allsteel. 

In addition to this rich, dignified beauty, they find 
that this furniture is designed to make work easier 
andquicker..and to endure for a lifetime ofservice. 


GF maintains a special department to consult with 
bank officials and to assume full responsibility 
for the design, manufacture and installation of 
complete interior furnishing of banks. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio - Canadian Plant, Toronto 


ATTACH THIS COUPON TO YOUR LETTERHEAD —« —o—«-— 





THE GENERAL FIREPROOFING CO. O.A. 
Youngstown, Ohio 
Please send me a copy of the GF Alisteel Catalog. 


a EE ee oes Name weneeseoe: connee wevseeseereecesesesnseeessnensaecesnanaesenenenennenenenens 


Address aiilntaiiiadiaiiaaataet 
City. I iiciicasintinmiiiitniniian 

















The leading 
trade paper 


for the office equipment 


industry in 


Germany 





BB 





“Biiro-Bedarf-Rundschau” 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 
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New Catalogue of Attractive Desk Lamps 


[he Faries Manufacturing Company of Decatur, Ill, has 
just sent out in limp, leather-like soft cover, a most attrac- 
tive catalogue of Amronlite portable electric lamps. These 
come in a great variety of sizes, styles and colors, some with 
plain bases and others with bases fitted up as fountain pen 
desk sets, ink well sets, etc Some exquisitely artistic de- 
signs are shown both for the office and the home. The line 
includes special lamps for office machines and for other 
purposes as well as a line of bronze tablets, memorials, ash 
receiver stands and stands designed to include card room 
accessories. A line of brass and steel cuspidors is also 
presented in various attractive designs. This is an excel- 
lent catalogue which should receive attention from dealers 


in this field 
os ——E 


Priser Typewriter and Office Supply Company 
Doubles Space 

The Priser Typewriter & Office Supply Company, 218 
Kast Congress street, Tucson, Arizona, recently doubled its 
floor space and added a stock of office supplies and equip- 
ment 

It now has agencies as follows: L. C. Smith and Corona 
typewriters; Sundstrand adding machines; Underwood, 
Royal and Remington portable typewriters; Federal cash 
registers; Dictaphones and National safes. 

The company would appreciate hearing from manufac 
turers who are not now represented in this territory. 

iii 

W. H. Bailey Buys Ainsworth Typewriter Exchange 

George Ainsworth, formerly proprietor of the Ainsworth 
Typewriter Exchange, Ross building, Hattiesburg, Miss., 
sends word that he has sold his business to W. H. Bailey. 
Mr. Ainsworth plans to take about a month’s vacation 
after which he expects to open up a new business in 
Hattiesburg 

The Ainsworth Typewriter Exchange has been in exist- 
ence for more than seven years making a good record 
selling L. C. Smith and Corona typewriters and Shipman- 
Ward rebuilt Underwoods. Quite a volume of business in 
repairing and servicing typewriters was also built up dur- 
ing the vears 

" _ 
Winans Now in Aircraft Industry 

W. R. R. W. Winans, who had been with the Morse 
Industries, Ithaca, N. Y., is now secretary of the Cun- 
ningham-Hall Aircraft Corporation, 13 Canal _ street, 
Rochester, N. Y. Mr. Winans is secretary of this cor- 
poration, which is affiliated with James Cunningham Son 
& Company, a business established in 1838, making car 
riages and coaches at the outset; later motor cars were 
manufactured. Now an affiliation of this old industry is 
manufacturing for the latest type of transportation devel 


opment 
ee 


Cargill Official Buys New Home 

H. C. Malsch, vice-president of The Cargill Company, 
large commercial stationery house, Houston, Tex., has pur- 
chased a two-story L-shaped English manor type residence 
in Braeswood, an exclusive subdivision The building has 
been one of the most admired in the division since its com- 
pletion, and has been visited by thousands. It represents 
a distinctive type of architecture, particularly adapted to 
Houston. Mr. Malsch and his family expect to move into 
the'r new home within a short time.—B. C. R 

a —_ — 
Trout Resigns from A. W. Faber, Inc. 

A. W. Faber, Inc., Newark, N. J., advise the trade that 

Albert K. Trout has severed his connection with them as 


of October 1, 1929 
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F IRST sales are easily made, for the 


quality of Oxford Folders is readily apparent. And the prospect is attracted by 
their handsome appearance and their tasteful boxing. 


But service in the file Proves that the beauty of Oxford Folders is more than skin- 
deep. The comeback that you get from your customers on Oxford Manila Folders 
is invariably a comeback for more! 


CONSISTENT, VOLUME TURNOVER is assured by these superior Oxford features: 


SUPERFINE 
MATERIAL 


The fine, long fibered manila 
folder stock gives Oxford Fold- 
ers a “backbone” and assures 
long wear even under most se- 
vere and extreme handling con- 
ditions. 


REFINEMENTS | 
and STYLE 


These very real selling factors 
cost you no more! — ROUND 
CORNERS (to prevent “dog- 
earing”’) on square cut folders; 
UNDERCUT TABS which give 
double the indexing or writing 
space; DOUBLE SCORING, al- 
lowing for two expansions as the 
contents of the folder increases. 


A COMPLETE 
LINE 


Oxford Filing Folders, in 79 
items, 4 weights, 5 sizes and 10 
different tab styles constitute a 
complete line for all require- 
ments. Our comparative folder 
number chart shows you how 
well they cover the field. Send 
for it! 


Folder prices are pretty much the same. Assure yourself of getting the most for your 
money in profit and turnover by selling 


OXFORD 


500 Driggs Avenue 
N. Y. 

















FILING SUPPLY CO. QO Xe . Brooklyn 


FOLDERS (the product 


of specialists 





EVERY FOLDER SALE 
AN EATRA 


MEANS 













Gummed folder labels, long ac- 
knowledged as a most necessary 
adjunct to filing folders are 
now put up in 
THE ROLL=™ THE MOST 
CONVENIENT METHOD 


An OXFORD Innovation 





Tue OXFORD ROL-LABEL eliminates 
the necessity of having loose label strips 
lying scattered about. 

Oxford Rol-labels unroll from the closed 
box! Few or many labels may be typed, 
as desired, without waste—without ever 
opening the box. 

Several inches of the roll are pulled out 
through a slit in the box. This is simply 
fed into the typewriter and the box is al- 
lowed to rest on the roller or platen. With- 
out further handling, the labels are un- 
rolled by the action of the typewriter. 


Think of the saving of time as compared to 
inserting and finding position on 25 sepa- 
rate roll strips, and the amount of waste 
prevented! No loose labels to curl and de- 
teriorate. Just a neat roll of labels, in a 
dustproof box, always ready for immediate 
use! TWO STYLES 
No. R 444 No. R 588 

Blank, suitable for ad- With a printed heading 
dress labels on small _ especially designed for 


circular mailings, file use as name labels on 
folders and index guides. filing folders. 


EACH IN SIX COLORS 


White Buff Blue Salmon Green Cherry 


Send immediately for samples and price list. Be sure of getting these profit- 





eous | more 


OXFORD FILING SUPPLY CO., 500 Driggs Ave., Brooklyn, N. Y. 


able extra Rol-Label sales whenever you sell filing folders! 


kor ROLL LAB 
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AUTOMATIC ADDRESSING 


now within the easy means of everyone ! 








No more slow hand- 
feeding of envelopes in- 
to an addressing machine 
one at atime. This new 
popular - priced machine 
has an AUTOMATIC 
FEEDER. Just turning 
its crank prints 125 dif- 
ferent typewritten ad- 
dresses PER MINUTE. 

More than three times 
faster than any Address- 
ing Machine of equal 
size, yet costs less than 
one-third the price of 
any Addressing Machine 
of equal speed! 





THE ELLIOTT ADDRESSING MACHINE 
COMPANY of Cambridge, Mass., U. S. A. 


is now the largest manufacturer of Address Cards and Automatic 
Addressing machinery in the world. 


And what has caused this remarkable growth? First of all, the 
superior economy and convenience of the “TYPEWRITEABLE” 
principle of stencil-making as compared with older methods em- 
ploying embossed metal plates or slugs. Next, the superior efficiency 
of a combination indexing, recording and addressing card:— / 
TRIPLE DUTY ina ONE PIECE unit, atLESSCOST. / 
Next, the development of super-speed AUTOMATIC Ad- we 
dressers at popular prices, practically beyond competi- // Precgcnd 
tion. And finally the feature of visible printing and 7” ponto your 
noiseless printing that have always been exclusive / letterhead and 


4 99 4 . d 
“Elliott” features. Ve... will sen 
, you a 
/ 

If you want to have your eyes opened towhat “” FREE BOOK 
MODERN mechanical addressing equipment // a, 
really is, write for a demonstration. y= the subject o 

y Advertising. 
4 
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TIME! 


to consider 


\\ 
(Nh 
mo ft 


| Christmas Stock of 


BOSTON 


PENCIL SHARPENERS 


All models individually 
wrapped in gay red and 
green holly dress when 
so requested. 


Order NOW for 
prompt or future 
delivery 





feature BOSTONS 
during the Holidays 
~ they sell! 





Cc. HOWARD HUNT PEN CO CAMDEN. WN. J 














And within a few short 
months SPEEDBALL Let- 
tering Inks have established 


“From left to right” we 
present the twelve SPEED- 
BALL Inks which comprise 


: , themselves in an unprece- 
the line. Black and White, dented positive manner 
nine rich, sparkling colors Right now a substantial 
and Waterproot Black; percentage of pen lettering 
each jar bearing the magic is done with them, and 


name “Speedball” to assure 
the purchaser that the con- 
tents are right. 


that percentage will grow. 
Naturally, for SPEEDBALL 
Inks have EVERYTHING. 


Specially Prepared for 


FEN LETTERING 





Cc. HOWARD HUNT PEN COMPANY, CAMDEN, N, J. 


f SPEEDBALL Products... Pens, Inks, Textbooks 


Manufacturers 
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Coast Concern Fills Big Order in Record Time 


On 


Company otf 


Paper Manufacturing 
the 


Western Carbon 
Calif., 


contract for 480,000 sheets of carbon paper to be made on 


August 9 the 


Los Angeles, received award ot a 


an imported tissue. The company placed an order for raw 


material with its broker in Boston, Mass., by wire and 
phoned the Acme Fast Freight Service to look after the 
shipment [The shipment of raw materials was received 
in time to make 60,000 sheets of carbon paper for this 
order by August 20. 

On August 31, the entire order was shipped to San 
Francisco, Calif. It weighed two and seven-tenths tons. 


Che goods were inspected, tested and approved by the wat 
department and a check for the full amount was mailed to 
the company on Friday, September 13. 

The raw materials were shipped across the United States, 
the goods made, delivered, inspected, approved and paid for 
The Western Carbon Paper Manufac 
turing Company that this service 
was made possible through the aid of the Western Union 


in thirty-four days. 


acknowledges prompt 


Telegraph Company, the Acme Fast Freight Service, their 


broker in Boston and the loyal cooperation of the?r entire 


organization 
=e - 


Conklin Pen Christmas Sales Helps 


Che Conklin Pen Company, Toledo, Ohio, is making ex 
tensive local newspaper advertising plans for a 
Starting week of 


Christmas in a selected list of approximately 


campaign 
continuing up to 
150 cities. In 


The 


the first December and 


addition advertisements will appear each month in 


Saturday Evening Post 

The company is preparing special window displays, coun 
ter slips, circulars, blotters, etc., for the use of dealers. 
Mats 


company’s products are furnished to interested dealers. 


and electros of complete advertisements and of the 
[The company is making special preparation to take care 
Jobbers have ample stocks to take 
the the Conklin 
mounting, being now, it is said, far in excess of 


of last minute orders. 


care of dealers. As sales volume is 

steadily 

any previous year’s business in their history, special meas- 

ures are indicated to meet the usual Christmas rush. 
oT 


Office Supply Firm Established 
Russell A. Hey of 


year lease on a store space thirty-two by seventy-five feet 


Houston, Tex., has acquired a ten 


in a building nearing completion at the northeast corner 
of Fannin and Rusk streets, and plans to establish an office 
supply firm at that point as soon as the necessary arrange- 
ments can be 

The business will be operated under the name of Hey’s 


completed. 


Office Supply Company, and will handle a general line of 
office furniture, business equipment and supplies, in addi 
tion to a small gift and entertainment department. The 
business address will be 715-717 Fannin 

Che location is ideal for a business of this type, and with 


street 


increasing business in the immediate vicinity and a con- 


siderable amount of new construction under way, there is 


no reason why this firm should not enjoy success from the 


start. The new firm started its business career late in 
October.—B. C. R. 
Ses tel ci 
E. Russell Ashley in Larger Quarters 
Saturday, October 5, 1929, E. Russell Ashley, office 


opened 


Bridgeton, N. J., 
Mr. Ashley 


supply and equipment dealer in 


location 


a new and larger store In his new 
has a fine showroom and a large display window to assist 
him in merchandising his lines of office equipment. 

As Mr. Ashley will not celebrate the second anniver- 
sary of his business until November 15 it is evident that 
his enterprise became successful rapidly 
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iF A RUBBER STAMP 
COULD SPEAK 


I am just a little rubber stamp but I am very proud. 
The first thing in the morning I am brought out of my 
home and every few minutes my master picks me up, 
makes a neat little impression and goes on about his 
business. 





I've frequently heard my user say that he couldn't get 
along without me—I save so much time. I repay my 
original cost, which is very low, over and over again. 
Sometimes even in a single day I have not only saved 
enough to pay for me but made a handsome profit besides 


























I am just one of many hundreds of little stamps and 
dating machines. Of course, I think I am more important 
than the others, but each serves a useful purpose and 
many offices have many styles and varieties. Any 
dealer can well afford to know more about us by asking 
for a catalog. 


©; — it & (ppfrany 
Ra) ‘* acta SE EM 
80 Duane Street New York, N. Y. 


Selling Agents for the B. G. Volger Mfg. Co. 
of Passaic, N. J. 





For more than forty years we have 
specialized in a complete line of 
rubber stamps, stamp pads and dating 
machines. Whatever your needs, we 
can supply what is wanted either from 
stock or from our special order 
department. 





i 
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BUSHNELL ENVELOPES 
Do Not Vary in Quality 








nywhere, anytime — pick up 

a BUSHNELL ENVELOPE 

and you will always find 

it the same . . . No ups and no 

downs with the paper market and 

no scaling down in quality to meet 
momentary competition. 


Our policy in this respect 
approaches its 54th year. 








ALVAH BUSHNELL COMPANY 
13TH AND WOOD STREETS 
PHILADELPHIA 




















NOVEMBER. 1929 

Texas Firm in New Premises 
Norton Brothers, El 

new store of which they are justly proud. 


Inc., Paso, Texas, have opened a 


They maintain 
and 


the largest stock in their section of the country are 


merchandising office equipment and 


New 
an export business with the neighboring 


actively engaged in 


furniture in Arizona, Mexico and western Texas, in 
addition to doing 
parts of Mexico 

The and E” 
steel shelving, the installation of which was supervised by 


L. R. Klein, that 


new store is completely equipped with “Y 


representative in 


Yawman and Erbe 








, ie ae | 
ae - yo” 
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NEW STORE OF NORTON 
EL PASO, TEXAS 


INTERIOR VIEW OF 
BROTHERS, INC., 


territory. The display fixtures are the counter type 
which have been found quite satisfactory by the company. 
Many special display features have been worked out for 
displaying Keuffel & Esser engineering goods, Irving-Pitt 


loose leaf products and other general stationery items. 


open 


The store extends through from street to street, and has 
a total floor space of fourteen thousand square feet. Four 
large display windows, two at either end, are available for 
display. The active stock is kept on the main floor of the 
store and a reserve stock, which is easily available, on the 
mezzanine floor. A large basement display room is devoted 


to office furniture and equipment. 


a >_> —_ 
Standardization of Typewriter Keyboard for the 
Blind 


The subdivision for the keyboard of the Board of Stand- 
ardization for Typewriters in Germany is investigating the 
possibility of creating special marks for making some keys 
on the keyboard better known for touch writing after the 
The aim is to fix some keys with a vault 
This will enable the blind op- 


blind method. 
glass or vault rubber 
erator to know by touch which key the leading finger rests 
upon. For each hand one touch marked key will be fixed 
either one key for the four banks or four touch marked 
This will 


top 


keys for one hand, namely one key in each row. 
enable the typist who starts to learn typewriting by blind 
method to make good progress, and at any time to control 
the position of the fingers for errorless writing without hav- 


ing to look at the keyboard.—E. R. B. 
pj - 


Clark & Gibby Attain Majority 
This month, Clark & Gibby, Inc., 358 Broadway, 
York, N. Y., 


During the years this company has made fine record in 


New 


will be twenty-one years old. 


the sale of high-grade office furniture. 
The company celebrated its coming of age by closing 
the best year in its history, as far as sales volume is con- 


cerned 
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ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 

way of keeping abreast 

of the times and that 
| is by the regular 
| monthly receipt and 
| perusal of the 


BRITISH STATIO 


—a monthly journal 
for the Stationery and 


Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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Hot ott ot oot 
EQ Qe Qe gh 


Good Impressions 


You can recommend No. 2....3%x6% Inches 
VICTORY Stamp Pads to No. 3....4%x7% inches 
your trade with full assur- No. 4....4 x9 inches 
ance of satisfactory service. Su ' 

; Supplied uninked, or inked 
Made of high quality ma- in red, black, blue, violet 
terial, they wear long and and green. We have a 
retain a smooth inking sur- price-list and details of our 
face despite the most severe line of stamp pads, inks 
pounding and scraping mucilage, paste and sealing 
Made in six sizes as follows: wax for stationers on ap- 

Junior ..2 x3% inches plication. We can furnish 

No. 0 2%x3% inches any of these items for 

No. 1....2%x4% inches your own private brand. 

| U ry H E K INK AND STAMP PAD 
COMPANY 
55-57 East Park St. Newark, N. J. 











QuickasaF lash! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Mellicke ready-made answers to routine problems eut 
calculating time in half for Western Union, Western Electric 
and many other users. Any employee can use Mellicke 
Systems without training. There are no keys to punch, no 
levers to pull. Just turm the card and copy the answer. 


The Melilicke line consists 
of the following deviees: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
express Calculators 
Lumber Calculators 

Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Biectric Bill Extenders 
Price Checkers 

Vertical Cataloging 
Phone Indexes 


The Dictaform for letters, 
paragraphs and all 
date 





Meilicke Systems meet every need, and special Calculators 
can be supplied to meet any special requirements. Let us 
show you without obligation how Mellicke systems can save 
money for your business. Write sow. 


Agente—Some valuable territories are still open. Write today. 


Meilicke Systems Inc. 
3471 No.Clark St. Chicago, Illinois 
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H. W. Stewart Advanced by G. O. E. C. 


H. W. Stewart, who had been in charge at Trenton, N. J., 
for the General Office Equipment Corporation, has been 
transferred to Greensboro, N. C., where he is manager of 
a more important territory. His headquarters at Greens- 
boro are 621-23 Greensboro Bank and Trust building. Mr. 
Stewart entered the Elliott-Fisher service in March, 1922, 
taking a course in the service school. In August of that 
vear he was assigned to active duty as service man at Phil- 
adelphia and then transferred to Reading, where he served 
eighteen months, going thence to Erie, where he spent six 
months. From Erie he was sent to Greensboro. After 
six months in service work he was made a combination 
sales and service man, which duties he carried six months 
in western North Carolina. Then he was assigned to 
Elliott-Fisher sales in North Carolina one year, after which 
he was transferred to the Trenton office. While there he 
handled both Elliott-Fisher and Sundstrand sales about 
twenty months. His promotion and return to Greensboro 


followed. 
> — 


Dictaphone Helps Train Football Team 

Dictaphones are used by Coach Dick Hanley of North- 
western University as a means of keeping a running account 
of his team’s action. The coach has one of his assistants 
stationed in the press box at every game of the season, to 
dictate to the machine a play-by-play record of the game, 
pointing out the weaknesses and the mistakes of the indi- 
divual players and of the team as a whole, as the errors are 
made on the gridiron. 

Immediately after each game Coach Hanley’s secretary 
ranscribes the dictation, and typed copies of this analysis 
of the day’s play are used as the basis for a conference 
between the coach and the team. There can be no argu- 
ment over responsibility for mistakes when the players 
have typed reports of every move made while the ball 
was in play, and weaknesses can be corrected in the early 
stages instead of passing unnoticed until they become dan- 
gerous 

er 
Large Increase in Parker Advertising Appropriation 


The Parker Pen Company, Janesville, Wisc., through its 
advertising agency, Crowell, Crane, Wiliams & Company, 
( ] 


Inc., of hicago, recently authorized and approved an 


additional $100,000 fal 


and Christmas advertising appro 


priation 


[his is said to make a total of approximately $485,000 


which the Parker Pen Company is expending in the 


United States during the fall months of September, Octo- 


ber, November and December The appropriation is 
divided between magazines, newspapers, trade and college 
papers In addition, a substantial expenditure for window 
displays, direct mail and circulars, will be made 


Che advertising appropriation of The Parker Pen Com- 
pany, domestic and foreign, is said to be im excess ol 


$1,000,000 a vear 
=) 


Buchanan's First Anniversary 


The Buchanan Stationery Company, Wichita Falls, 


lex., has just published a beautiful pictorial booklet show 
ng its store and printing plant after one year of opera- 
tion [he company has made wonderful progress in the 
first vear of its existence and plans many additions to 
its plant during the coming year. It has adopted the 
slogan “The Stationer—the Service Station for Office and 
Home 

he officers of the Buchanan Stationery Company are: 
G. T. Buchanan, president; L. C. Holloway, vice-presi 
dent: A. O. Buchanan, secretary, and R Lee Joiner, 
superintendent of the printing plant 
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day after day — 


year after year 


consistently dependable results 
as invariable as time 


Whether your judgement regarding 
the merits of these wonder machines 
be based upon uniform accuracy—on- 
time results — smooth operation — or 
any other essential factor—your con- 
clusion will be the same, “It’s 100% 
right.” 


The reason is not difficult to find. 
Take off the case and look inside. It is 
there before you—obviously apparent 
in the perfect tooling, accurate assem- 
bly of finely finished parts and in the 
smooth functioning of the entire mech- 
anism. 


easy key depression and handle pull 
will win your instant approval, for 
these are positive proof of correct 
adjustment and almost frictionless 
movement. 


Allen-Wales Adding, Subtracting, 
Bookkeeping and Calculating Ma- 
chines are distinctly leaders in their 
respective fields. Each has been speci- 
ally designed, extra sturdily built to 
meet the most exacting requirements 
of modern business. 


Write for folder “Now You Can 
Choose” showing leaders in this im- 
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Operate any Allen-Wales machine mensely popular line of high quality, 
for one minute or several hours. The _ precision figuring machines. 


ALLEN-WALES CORPORATION 
233-245 SPRING ST., NEW YORK CITY 
TELEPHONE—CANAL 1155 


ALLEN © WALES 


ADDING ~ BOOKKEEPING AND CALCULATING MACHINES 
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Christmas Carton 


One of these colorful Christmas Cartons accom- 
panies each regular window display. This carton 
fits over the regular Corona carrying case and 
makes a very attractive holiday appearance. 
Our local branch office will supply extra gift 
cartons at no charge. 


CORONA 


Every boy and 
girl wants a 
Corona 
for Christmas 





t's a big help to be able to 
I Corona-type Improves 
spelling and gets hetter 
marks at school 

You'll need one at cob 
lege And later on. whatever 
your business. Corona will 
mereasr your carnmgs 

A splend«d machime— has 
everything and does every 
thing. Good for a lifetime 
More than a million m use 

With standard keyboard. 
costs $60. Corona Special, 
with S-row keyboard — 
839 50 


DEALER’S NAME 





Newspaper Ads 


for your local Paper 


This is a sample two-column advertisement for 
insertion in your local paper. It ties in with the 
window display and has short snappy copy, with 
place for your name and address. You can get a 
one-column ad also if you wish. Newspaper ad- 
vertising for Christmas pays. 

We also have special cuts of both the Corcena 
Four—price $60, and Corona Special—price 
$39.50. 
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Christmas Folder 


Here is the best Christmas folder yet. It is 
colorful and convincing and will prove valuable 
for a general mailing to your prospects. Order 
from our local branch. 


National Magazines 
pave the way to a 


RECORD SEASON 


For twenty years Corona has been nationally 
advertised. This Christmas we reach 15,000,000 
Corona prospects. During the fall we have run 
the most extensive campaign on personal type- 
writers in history. The club women, students, 
and parents in your community know about 
Corona, and dozens of sales are waiting to be 
clinched. 

These magazines will carry the Corona for 
Christmas message in full-page copy during 
December: 


Saturday Evening National Geographic 


Post Collier's 
American Ladies’ Home Journal 
Cosmopolitan Good Housekeeping 
Red Book College Humor 


Popular Science American Boy 
Monthly Boys’ Life 


Cash in on this big campaign and let it work 
for you by follow-up work in your own city. 
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Window Display 


Free to every dealer. Four pieces—a 
main panel, a window streamer 11” x 
28”, a combination price and counter 
card 11” x 14”, and gift carton. Each 
one of these pieces is finished in bright 
colors and will dress your window for 
the biggest buying season of the year. 


tye rMas Core a 


Delivered by WIRE anywhere in the U-F-A 





SPECIAL 
ANNOUNCEMENT 


We have made arrangements this year 
for you to accept orders for Corona— 
to be delivered by wire anywhere in the 
United States. You simply accept the 
order and wire us delivery instructions 
—we do the rest. This is an innovation 
in the typewriter business. The window 
streamer ties up with this new idea. 















ws CORONA 


"ee two MODELS 


$60 4 $39 


) MANY ATTRACTIVE COLORS 


Price Card 


This combination price and countercard 
can be used the year round. It should 
always be displayed with Corona. 
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QUICK SALES! 
SATISFACTORY 
PROFITS 


HE typewriter business of the past has been 
one of slow turnovers and strong-arm selling. 
You've had to fight for your profits. 

Yours is the opportunity, right now, to get in line 
with the modern way of quick sales, fast turnover, 
customers coming in and asking for the goods and 
profit that comes without a battle. 

Every family in your city needs a Corona—and 
knows it. A lot of them will buy for Christmas. The 
movement towards personal typewriting is gaining 
momentum every day. Our sales for six months 
have strained our manufacturing resources to the 


limit. 


Now let’s get personal in a spirit of cooperation. 
Is your store the sort of place to which a woman is 
attracted when looking for Christmas presents? 


Dress up your store this season. Jazz up your 
windows. Make them earn your rent. We are giving 
you a lot of help. Get the crowd headed your way. 


Corona and Corona Special are both big sellers. 
They sell themselves. 


Here is the best opportunity you’ve had since 
you started in business—don’t miss it. 





L C Smith & Corona 


Typewriters Inc 


51 Madison Ave New York City 
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Turned Leg Narrow Table 





2560 


Made in three sizes: 48x24, 60x24, 72x24. 
Four woods: Oak, Maple, Mahogany and 
Walnut. One drawer in 48 inch, two drawers 


60 and 72 inch. 


You will find this table popular and just 
right for modern demands both for general 


use and as a reception table. 


Write for our new catalog covering the 
entire line we manufacture. 


The Quigley Furniture Company 
Whitesboro, New York 
New York Office: 130 W. 42nd St., Room 414 























erkshire Typewriter 
Papers are a profitable, fast-mov- 
ing item. Their high quality 
has been known to purchasers 
of office supplies for many years. 


A dealer needs to expend little 
selling effort in order to secure a 
profitable turnover on this brand 
of staple office stationery. 


BERKSHIRE TYPEWRITER PAPERS 


EATON, CRANE & PIKE CO. 
Pittsfield, Mass. 
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New Sengbusch Catalog Ready 

The Sengbusch Self-Closing Inkstand Company, Mil- 
waukee, Wis., has completed the work on its new catalogue 
No. 22 which is now ready for distribution to the office 
supply and stationery trade. 

The new catalogue has a striking cover done in black, 
gold, red and blue. Black is predominant, its weight and 
intensity nicely relieved by spots of bright red used in an 
illustration of a “Dipaday” pen and socket and an inkwell 
set in a base. The lettering is done in gold gilt. The new 
catalogue differs from previous issues in that it is loose leaf 
and that prices are given with the descriptive matter under 
each illustration of the many items in the Sengbusch line. 
Color is used generously and effectively throughout. Deal- 
ers are invited to write for copies. 

a 
R. C. Shoup Directs Southern Activities of I. V. S. 
Corporation 
The International Visible Systems Corporation of Cin- 





cinnati, Ohio, announce the appointment of Richard C. 
Shoup, of Atlanta, Ga., as Southern regional director, with 
headquarters in Atlanta. Mr. Shoup has the distinction 
of being a pioneer visible systems man of the Southeast, 
having gone from New York City to Atlanta to introduce 
visible systems in that section in 1920. He is now organ- 
izing his territory and will establish district offices for the 
International Visible Systems Corporation in each impor- 
tant city. The line manufactured by this corporation in- 
cludes the newest visible record cabinet equipment on the 
market and the Brooks Visualizers, the Brooks Visualizers 
organization having been merged with the International 
Visible Systems Corporation August 1. 
a 


Seymour Products Co. Moves New York Office 


The Seymour Products Company of Seymour, Conn., has 
moved its New York office from 2660 Woolworth building to 
Room 1807 Chanin building, 122 East Forty-second street. 
The change was made October 1, bringing the office to a 
location opposite the Hotel Commodore. This is readily 
accessible from all parts of the metropolis 

The company manufactures “Parsul” and “Ryco” sealing 
machines, “Adams” memorandum pads, bankers’ moisteners, 
steel book ends and similar products. Its lines are well 
known in the trade. The company welcomes inspection of 
the new office, which is in charge of P. E. Collins, who 
had been associated many years with the stationery trade. 

i. 


Schubert Merged with Western Wholesale 
Stationers 


The Schubert Office Specialty Company, 228 South Los 
Angeles street, Los Angeles, Calif., and 580 Market street, 
San Francisco, has been taken over by the Western Whole- 





sale Stationers, Ltd. No change has been made in the per- 
sonnel of the company. 
The business has been incorporated for $100,000, with 
a capital of $55,000. 
. — 
Safe-Guard Check Writer Corporation Expands 
As a climax to the most successful year in the history 
of its business, the Safe-Guard Check Writer Corporation, 
a large manufacturer of check protection devices, will soon 
occupy a modern two-story, brick and concrete addition 
to its plant at Lansdale, Pa. Steadily increasing business 
has long necessitated larger quarters. This structure will 
more than double the present floor space and production 
capacity. 
a 
New Owner for Piper Book and Music Store 
The Piper Book & Music Store of Minneapolis, Minn., 
sold out to Elsa Zuker 
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Six reasons why the Automatie 
Line has become so popular 
with aggressive dealers 


1—The new Automatic steel line incorporates as an 
exclusive feature, the only basic improvement in 
filing equipment since the advent of the steel file. 


2—The Automatic V-expansion and compression 
takes this line out of competition with ordinary 
equipment. The time-saving, space-saving, money- 
saving features appeal to buyers of filingequipment. 


3—The exclusive Automatic features are available 
to only one responsible dealer in a community. 


The Automatic File & Index Co. 


General Sales Offices 


1320 Steger Bldg., 28 E. Jackson Blvd. 


Chicago, Illinois 


Factory: Green Bay, Wisconsin 


4—Theline is complete with the finest of files,desks, 
systems, and a popular line of office specialties. A 
highly trained Systems Department is available, 
without charge, for counsel on System problems. 


5—A powerful, resultful merchandising plan pre- 
pared by recognized authorities in the Office 
Equipment field is producing profitable business 
for aggressive Automatic dealers. 


6 — Friendly, helpful merchandising counsel is 
available, without charge, on the subjects of Store 
and Sales Management, System Selling, System 
Installation, and Advertising. 


Send the coupon today — we will send complete 
details to any responsible dealer. 


Attach to letterhead and mail today 


-— mm mmm 
The Automatic File & Index Co., 
1 Room 1320 Steger Bldg., 28 E. Jackson Blvd., Chicago 
4 Please send me more information about the follow- 
ing Automatic Lines. 
Automatic Steel Files 1 
Automatic Steel Desks (1) 
Automatic Specialties 0 
The Automatic Merchandising Plan () 


Name 


O A-11-Gray 
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Attention! 


STATIONERS AND _ 
TYPEWRITER 
SUPPLY DEALERS 











The three (3) most difficult items to make in the Ribbon and 
Carbon line are Hecktograph Carbon Paper, Autographic Register 
Rolls, and Semi-Inked Ribbons. We excel in these items for the 


following reasons:— 


Our Hecktograph Carbon Paper will give more impres- 
sions from one writing than any other Hecktograph Car- 
bon made—this is an open challenge. 


Our Autographic Register Roll is the cleanest manu- 
factured,—being medium finish NOT SOFT, does not 


tack and will wear as long as any soft sheet. 


Our Semi-Inked Ribbons are made by a new process. 

You will know instantly the uncoated from the coated 

side, and advantage that users will appreciate. 

Our Tab-Edged Carbon Paper is a new feature patented that 
will immediately give you an audience with your prospect. We 
believe the day will come when all carbon paper will be used 
this way. 

We will be glad to send any dealer or stationer samples of the 
above and our catalogue quoting prices. 

It would be to your interest to compare our line with your 
present one. Let us prove to you that we can increase your patron 
age in the ribbon and carbon field. 


Phillips 


RIBBON & CARBON COMPANY, INC. 








GENERAL SALES OFFICE FACTORY 
82 WEST BROADWAY 61 HALSTEAD STREET 
NEW YORK CITY ROCHESTER, N. Y. 
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Colonial Chair Company Opens New, Large Dis- 
play Rooms 


Announcement has come from the Colonial Chair Com- 


pany, 1740 North Maplewood avenue, Chicago, of the com- 
pletion of new and enlarged quarters for the display of 


Colonial office chairs The rooms are located in the fac- 














ROOM OF COLONIAL CHAIR 


GENERAL DISPLAY 


COMPANY, CHICAGO, ILL 


tory and are referred to as “Dealers’ Display Rooms.” In 


addition to the general display room shown here there are 
small rooms used to show the different models of Colonial 


desks and The 


displays are carefully prepared so that each class of chairs 


chairs in use with other office furniture 


is shown in its most acceptable surroundings. Dealers are 


invited to visit the show rooms and bring their customers 


with them when practicabl 
_— rf 
Changes in Sheaffer Trade Contacts 
The W. A. Sheaffer Pen Company has made several new 
field staff. Hanchett is 


Illinois His experience, 


sales Fred 


assignments to its 


operating in southern business 


exclusively sales, has been in the paper field, traveling for 
several large manufacturers in the middle west. 
W. F. Ottmann has taken the lowa-South Dakota terri- 


tory, replacing W. E. Buhler, who has acquired the Kan- 


sas territory. Mr. Ottmann was raised in the retail phar- 
macy business, and later traveled for several pharmaceu 
tical producers. 

J. S. Lawson is covering part of eastern Canada as spe- 


] 


cial sales representative. He has represented large English 


and Canadian concerns in the Dominion. 
H. L. Hanly is operating in a sales capacity in western 
Canada. He has had years of experience in the stationery 


and drug trades, and was buyer for a Los Angeles drug 
house several years. 
: ——— 
H. T. O’Neill Returns to Grand Rapids 

H. T. O'Neill has become secretary and treasurer of 
Grand Rapids Loose Leaf Binder Company, successor to 
The Proudfit Loose Leaf Company, Grand Rapids, Mich 
He had been assistant secretary and purchasing agent ol 


the Merchants Life Insurance Company, Des Moines, lowa 
That business was sold recently to the Lincoln National 
Life Insurance Company, and Mr. O'Neill has returned 
to his former home at Grand Rapids. 

<npnmettiiaaeianian 


Industrial Show at Washington 
An industrial exposition was held in Washington, D. C., 
October 21 to 26. Details were not available at the time of 
going to press. 
It is said that the local Chamber of Commerce backed the 


exposition 
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NEW DRESSING CASES 
for XMAS GIFTS 

















50 new styles of men’s dressing cases, fashioned in 
luxurious imported leathers, in new “utility-box” 
and folding styles. Handsomely lined with plain 
and grained genuine ebony fittings. 6 to 12 piece 
sets. To retail at $10 and up. Get special Xmas 
sales literature now. 


NATIONAL BRIEF CASE MFG. CO. 
500 So. Peoria St. CHICAGO, ILL. 



















reBuiLT UNDERWOODS 28 
100% 
GENUINELY ORIGINAL 


WHEN THEY ARE 


Gold Standard 


AND THEY ARE 


FUNDAMENTALLY SUPERIOR 


EVEN THOUGH 


PRICES ARE LOW 


General Typewriter Exchange, Inc. 
462-4 Broadway, New York, U. S. A. 


TYPEWRITER 
REBUILDERS 


Jobbing— Wholesale—Exporting 
ALL MAKES 
REBUILT OR ROUGH 
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Build up your sales 
by ordering at once 


Yankee Val-U-Roll 
Adding Machine Paper 


A guaranteed roll containing 250 
lineal feet of paper. All rolls 
are 34 inches in diameter, not 
short in yardage. An excep- 
tional grade of paper at a 
moderate price, considering 
quality. 


e\eisisle)s)s)sisisie ses esisissiseaeessiseee essen ee ees 


Manufactured by 


Yankee Paper & SpecialtyCo. 
MENASHA, WIS. 


oOoOooooooooooooooCoooooooooooOooOooooOoOoOOoOoOoOoOOoOoOOooOoOOOoDoD0N0NO 


ooooooooooo0o0o0o0oo00coooo000000000000000 
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FREE HAND 


Reg. U. 8. Pat. Off 





lhe Free Hand Binder holds papers securely 

ca he fille | empties easil with one 
hand It entory sheet ills of lading stock 
lists, ete ire conveniently held without danger 
yf loss, but they may be removed at will. 


The use of the Free Hand saves hours of time 
und prevents much loss from spoilage. Send 
tor circular and prices 






297 
—_ New York, 
Pearl N.Y 
Street 
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Dictaphone Cylinders as “Checking Copies” tor 
Radio Advertisers 


A solution to the problem of copy checking for radio 
advertisers has been worked out in Los Angeles by Henry 
Mayers of the Mayers Company, advertising agency, and 
Ek. J. Murphy, manager of the local branch of the Dicta- 
phone Sales Corporation. 

By connecting a Dictaphone with a radio receiving set, 
Mayers and Murphy found that they could make a record 
that could be compared with the copy prepared by the 
agency and filed with it for permanent reference 

“Hitherto,” says Mr. Mayers, “it has been difficult to 
make a careful check of radio advertising, as a stenographer 
taking it down in shorthand was the only method we had 
found practical. And that system was not completely satis 
factory, tor a stenographer misses voice value and pro- 
nunciation—both of which can be vitally important in radio 
advertising. Moreover, checking cannot be questioned 
when the program is recorded by a machine. Just as with 
newspaper advertisements, we can present the printed page 
to our clients, so now we can present the Dictaphone rec 
ords to show what has been broadcasted 

“We have found that very often our clients have missed 
our advertising programs, and that their opinions of it are 
formed in some cases by the comment of typists and others 
unskilled in advertising Now, if they miss the actual 
program, it can be presented to them again in their own 
offices and at their own convenience ” 

[he mechanics of this system for recording radio adver- 
tising are very simple. The mouthpiece of the recording 
machine is placed before the loud speaker and both are 
set in operation. No adjustments are necessary. 

>) — 


A Business Show Every Day 


A constructive program for the year has been arranged by 
the Bankers Industrial Exposition, owned and operated by 
Bankexposition, Ltd., Salmon Tower, 11 West Forty-second 
street, New York City, where the products of hundreds of 
banking and industrial exhibitors are on view. 

[The formal imauguration of the project occurred on 
September 9. Every working day thereafter will be devoted 


to a business show, each day featuring a different industry, 


with appropriate exhibits. Between twelve and one o'clock 
each day someone prominent in the industry under con 
sideration will address the guests 


Every state will have its week and every industry its 
special day 

May 26 to 30, inclusive, will be Montana week; May 27 
will be devoted to office furnishings: May 28 to office appli 
unces, and May 29 to filing equipment 


The exposition occupies the entire fifteenth floor of the 


Salmo Tower—23,000 square feet—in the heart of the 
ty'’s most vigorous activities. There is no sales solicitation 
any kind Che place is equipped after the manner of a 


odern club, with every comfort and convenience availabk 
visitors and exhibitors 

Further information may be had from Hector Fuller 

hairman of the Public Relations committee, at the address 


iven above 
> 


Beekman Paper and Card Take More Space 

The Beekman Paper and Card Company, Inc., 137-141 
Varick street, New York, N. Y., recently added twelve 
thousand square feet to its warehouse space Increased 
business and the several new items which have been re 
cently added to the Beekman line made the additional space 
necessary. A complete stock of the “Linweave” line will 
be put in soon 
A new price Est will be ready for distribution early in 


November 
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THE NEW ELECTRICALLY OPERATED F & E LIGHTNING CHECK WRITER 


**Brushing”’ the contact bar with the finger tips—‘*The Touch of a 
Feather” and the motor whirs into action, automatically cutting on 
and off as checks are written 


PORTABLE! 
Weight under 25 lbs. 


COMPACT! 


Occupies less space on the 
desk than hand models. 


ULTRA-SPEEDY ! 
Practically unlimited 


speed. 


UNIVERSAL MOTOR! 


Adaptable to any 
current specification. 





aw 
- - | 
Single checks, vouchers or checks in sheets of any length 
may be written on this F & E Lightning Check Writer. 
rOvOr— 
° 


7 Os 
ico 
The only PORTABLE ELECTRICALLY operated check writer. Fifteen years of pioneer 
experimental and research work enable us to offer this machine as the acme of check 


writer perfection. 


We are the originators of the Individual Die and the Arabic Numeral amount line 
on checks. 


PESUMOF SHIQANDEGCTS. [eisureK g S9QANDGESCTS. 


‘The Sum of’ Die Individual Die 


THE HEDMAN MANUFACTURING COMPANY 


1158 CENTER STREET CHICAGO, ILLINOIS 
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NO BUSINESS 
in Business 


Even 99 year leases 
are safely written 
with Sanford’s—the 
Ink that never 
fades 






/mportant 
Records 


are Usually 
Written with, 


FORDS 


@af? PREMIUM WRITING FLUID 
The Ink That Has Defied Time for 70 Years’ 








Helps for the 
Office Manager 


This New Style “S” Display Case Contains 
12 cards, 2 sizes 


Moore Push-Pins 


IS cards, 3 sizes 


Moore Picture Hangers 


8 cards, 4 colors 


Decorative Moore Push-Pins 





It offices everywhere these devices are 
sively used t fasten things to walis 
¥ dwork Our new small counter dis- 

ay makes sales quick]; Your jobber 

an sUpy yo 


MOORE PUSH-PIN COMPANY 


Wayne Junction, Philadelphia 
ESTABLISHED 1900 
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New L. L. Brown Paper Company Catalogue 
ne. et i. 


issued a new catalogue, which indicates not only stock 


grown Paper Company, Adams, Mass., has 


items, but gives the actual percentage of rag of which 
each L. L. Brown paper is made. In addition, it also 
states the kind of rags used in the manufacture of each of 
the company’s products. 

This is said to be the first instance of a paper mill re- 
vealing such information about all its lines. 

A description of the new plan, regarding the certification 
of its papers and absolutely guaranteeing the quality, dura- 
bility and permanence of all records made from them, is 
also given 

Copies of the catalogue may be had on request 

ee 

F. S. Webster Appoints Texas Representative 


Announcement was recently made of the appointment of 
Kinnie Porter, well known among the stationers of Hous- 
ton, Tex., as representative of the F. S. Webster Company 
for the state of Texas. Mr. Porter will maintain his head- 
quarters at Houston but will spend the major portion of his 
time traveling over the state introducing and promot:ng 
the sale of products manufactured by the F. S. Webster 
Company 

Previous to his appointment, Mr. Porter was with Charles 
T. Skain Company of Houston and was before that con- 
nected with the Johnson Ribbon and Carbon Company for 
several years.—B. C. R. 

ta 


World Series Was Serious 

The world series baseball games in October were serious 
to the Chicago salesmen of the Royal Typewriter Company, 
Inc Fred G. Kennedy, the manager, was successful in 
getting three pair of tickets for the game, and put them 
up in a special sales contest running a few days. His 
salesmen tore things wide open to win the coveted “ducats,” 
which were very scarce. Thousands of orders for tickets, 
with checks enclosed, were returned to the senders after 
Wrigley Field was sold out. So the Royal salesmen did 
their utmost to qualify for the dainty pasteboards which 
gave entree to the ball park 

_— : 

Zoll Made Dictaphone Manager at Jacksonville 

The Dictaphone Sales Corporation announces a change 
in the management of its branch office in Jacksonville, Fla., 
by the appointment of R. W. Zoll of Tampa as division 
manager for the state, with headquarters in Jacksonville. 

For the past e‘ght years Mr. Zoll has handled all the 
business for the Dictaphone Sales Corporation in the south- 
ern part of the state, where he made an enviable record 
His promotion to the managership of the Jacksonville 
division is a merited reward for fine service 

—_— > _ — 

Sample Sets of “Bonwove” Mimeograph Paper 

The Rockwell-Barnes Company, 1517 West Thirty-eight 
street, Chicago, Ill, has prepared a set of samples of its 


“Bonwove” Mimeograph Paper for the use of dealers of 


Rockwell-Barnes products The sample sets consist of 
five sheets showing the several colors and weights in which 
“Bonwove” is made. The top sheet provides a space for the 
imprint of the dealer’s name and address. The sheets are 


graduated in size and fastened together in such a way that 
a part of each sample is always visible Inquiries are 


invited 


es _—— 
Hart Returns from Eastern Swing 

Carl K. Hart, advertising manager for the W. A. Sheaffer 

Pen Company, Fort Madison, Iowa, has returned from an 

extended trip to eastern points. He took advantage of the 

opportunity to attend the Montreal convention of The Na- 


tional Stationers Association. 
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Turs organization and the products 
which it manufactures are dedicated to 
the idea of safeguarding important business 
papers by according them 4ling protection. 


The first and only step necessary to guard 
them is to bind them—in logical order 
either temporarily or permanently, so that 
they may be instantly referred to and yet 
protected not only against loss but also 
from the necessity of the refiling which is 
the principal cause of misfiling. 


In seling the idea of filing protection 
ACCO Products are closely related—so 
closely that the sale of one almost invari- 
ably leads to the sale of at least one other. 
Multiplied turnover and multiplied repeat 
business result. 


Let us tell you more about this unusual 
business-building combination. Write for 
full information, new catalog and price list. 


AMERICAN CLIP COMPANY, Long Island City, N. Y. 
CANADA: Acco Canadian Company, Ltd. 
454 King Street W., Toronto 


EUROPE: Acco Company, Ltd. 
18 Whitefriars Street, London, E. C. 4 


ARGENTINA: Fred Berg & Co. 


448 Sarmiento, Buenos Aires 


BRAZIL: J. A. Salicrup & Co. 
104 Rua Buenos Aires, Rio de Janeiro 






















\ 


a NOW. 


Y 





NOVEMBER, 1929 


The 


Special 
4-Bank 
melan-helis 
Typewriter 
for 
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O ONE who has ever seen 

a Barr Typewriter has ques- 
tioned its dollar-for-dollar value 
at $65. At the National Business 
Show in New York was introduced 
another Barr Model, to retail for 
only $50—The BARR SPECIAL. 


The BARR SPECIAL is equipped 
with the following features:— 


Right Hand Carriage Release » 
Line Lock » Margin Stops » Margin 
Release » Back Spacer » Double 
Shift Lock Release » Single Color 
Ribbon. 


In other words it has all the es- 
sentials of a present day writing 
machine. Price, performance and 
workmanship combine to make 
this the greatest dealer profit 
getter on the market. Get into 
the swing today. Offer the Christ- 
mas Buyer a real bargain and 
make better profits. 


We are not discontinuing the 
$65 model—now known as the 
BARR UNIVERSAL —for the 
person who seeks the Best Port- 
ableon the Market at any price. 


Write 


BARR-MORSE CORPORATION 


268 Barr Building :: ITHACA, New Yort 
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Pierce-Arrow Sales Corp. . . International Harvester Co. . . Gotham Silk Hosiery Co., Ine. 


Travelers Insurance Co. . . Harcourt, Brace & Co. . . Illinois Central R. R. 


American Locomotive Co. . 


Jordan-Marsh Co. . 


These names 


. Donaldson Paint & Glass Co. 
. Mason Tire & Rubber Co. 


mean more profits 


to every Postindex dealer 


Not just for those who sold these in- 


stallations. but Profits for all Postindex 


agents throughout the nation 


be at the list of names above. Fa- 
miliar to nearly every business man. 
Leaders in their respective fields. Each 
one of these ten prominent firms is 
using Postindex Visible Files to keep 
vital operating facts classified and ready 


for instant use at all times. 


Profitable Sales for Dealers 


Endorsements and proved performances 
such as these are a strong initial sales 


And 


there are dozens of other cases where 


advantage to Postindex dealers. 


Postindex gives efficient service to mod- 
ern business. Hundreds of other firms, 
both large and small, follow the ex- 


ample set by these leaders. This oppor- 






sides to 
write on 





tunity for Postindex profits exists right 


in your Own community today. 


Double Capacity for Records 


Now is the time to tell your prospects 
the Postindex story. Show them how 
Postindex Visible Files have proved 
their worth in well-known firms. Dem- 
onstrate how they effect actual time and 
money savings . . . Postindex keeps im- 
portant business facts instantly available 
... has double the record capacity of any 
other visible system . . . Cards in all 
sizes up to 16 inches wide, every one 
with four spacious sides to write on. A 


feature only to be found in Postindex. 


Send for 
Complete Details 


Write now for details about the 
franchise in your territory. We will 
send you complete information on 
this fast-moving line, and tell you 
the story of our pace-setting sales 




















DOUBLE CAPACITY FOR RECORDS # these 


compact Postindex Drawer Cabinet Files. Each 


card has four sidesto write on. 


7 ry 7 
promotion plan, dealer helps, and 
national advertising. Postindex Com- 


pany, Jamestown, New York. 


Sostindex 


Visible Files 


A Division of Art Metal Construction Co. 


Makers of the complete line of Steel Office Equipment 
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“The first thing in the morning .. . 
order an Art Metal file to match this desk” 


ELLING a business man one 
piece of Art Metal Equipment 
making him a 
The 


goes far toward 


steady customer. added ef- 


ficiency . . . year-round working 
comfort . . . trim, businesslike ap- 
pearance . . . become quickly ap- 


parent whether it is a single desk or 
a battery of files. Naturally when 
these customers need additional 
items they turn to you first. With 
little effort on your part these sec- 
ond sales build up into steady profits. 

For 41 years Art Metal has been 
the standard of steel office equip- 
ment. Every piece constructed for 


lifelong wear. Designed to make 


THE ART METAL LINE 
Fire Safes 


Desks 


Upright Unit Files 


office hours more productive. Your 
customers, your prospects, know 
about Art Metal. National adver- 
tising tells the story of this line 
convincingly to millions of people 
every month. Dealer helps talk to 
your prospects. Besides, you have 
to send only one order to fill any 
office equipment requirement .. . 
interview only one salesman to stock 
a complete office equipment line. 

A few Art Metal franchises are 
open now. Write today for full in- 
formation about this quick-selling 
line. Address your request to the 
Art Metal Construction Co., James- 
town, New York. 


Shelving 
Counter Height Files 


Horizontal Sectional Files 


Art 
Metal 


JAMESTOWN 
NEW YORK 


Plan Files 
Postindex Visible Files 
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Modern Costumers for 
a Modern Offices 


OSTUMERS in the “gay 90's” 
were quite as grotesque as_ the 
costumes. Note Tillie the Toiler 
1890 model, beside the correctly 
named “‘clothes-tree’” of the period. 
Contrast her with “Miss 1930" and 
her up-to-tomorrow Sanymetal Costumer 
of steel. And yet, 
many dealers are 
1890 still trying to sell 
“Gay 90°’Clothes- 
[Trees—no wonder their stocks turn 
slowly. If it’s action you want, real 
sales turn-over, stock the costumer of 
steel—Sanymetal. For today’s cus- 
tomer today’s costumer, and_ that 
means Sanymetal. Write today for 
the facts. 






The Sanymetal Products Co. 
1695 Urbana Rd., Cleveland, O. 1 93 0 
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“Even the names of the articles used or handle 


business and the 
out and printed 
‘The machine 


languages. 


names of people, are automatica 
] , 


can automatically spell and writ 
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“Skill of touch is entirely dispensed wit! he 


simply depresses 


(seats) two keys.’ 


PLIAN CES 


Page 63.) 


/ 


d in one’ 


lly spelled 


in foreign 


operator 





Y 
iD 
ME 


ENE 





CRIFICE (VE 
\Apete 


|\fasrory acrory Vit W at P 


: Ee WEEP. D. LYE 
PL 
i = CIF RT 


708, 


Ni 











T RPR 
IC RE CETARY pe? | PEND 
ECURE TIONARY QUS TAIN 


hy ‘EMENT enze 





LON 


E NOG PHY 


DDEN 
U GGEST 
CCESS 


UEFICT 


T 


1ENT 














“Amestyle [ine 


1 "| ‘Means Repeat Sales 





Here are four typically 
fast-selling items of _ the 
Amestyle line of improved 
safety mailing and filing en- 
velopes. You will find the 
turnover rapid in them, be- 
cause they lead in (1) Se- 
curity, (2) Appearance, (3) 
Economy. 


Your customers will want 
Amestyle Envelopes upon 
sight. They assure you re- 
peat sales and worthwhile 
profits. Do not delay.. Write 
today for assortment of free 
samples and price information. 
No charge. 








AMES SAFETY ENVELOPE 
COMPANY 
55 Sudbury Street 
BOSTON, MASS. 


|e nestyle Safety Expanding 
> Mailing Envelope 


2 Amestyle Reliance Expanding 
Wailet Envelopes 

















i» 3 Amestyl Or F Legal 
Envelopes 
——_+4. estyle Insura M ga 
Deed ar Will FE lopes 

















\ SLIGHTLY NL ARGED REPRESENTATIVE SQUARE OF 


WORDS OF THE 
ON THE BALST 
printed in heavy 


SALSTON VOCABULARY CHAR 
‘ YN MACHINE The words most 
face type They are the 350 to 400 


T SHOWN 


used aré 
words for 


which a stenographer must now study contraction symbols or 


word signs an 


ad average about fifteen words to 


Properly, the “S"" words range through three square 

I l 

one square and two keys represent the entire svste! 
etc., selection and production 


Mr. Balston, w 


spent many veart 


a square 
s, but any 
n or word 


ho isa patent attorney of New York City, 


s and several hundred thousand 


experimental work to develop this invention. It 


by basic patents, 
citations 

T he mec lanic 
of one thousand 


ing speed is ove 


All that is rec 


words printed « 


against which the Patent Office 


al writing speed is claimed to be 


words per m‘nute, and the oper: 


‘r 300 words per minute, if writ 


words only Wh 


juired of the operator is to rec 


m a pasteboard chart supporte 


machine frame above and back of the keyboard, 


depress the correspond'ng two keys. 


[The sixteen machines based on this inventio 


signed to be c 


dollars in 
Is COV ered 


made no 


in excess 
itive writ- 
ing single 


1en writing phrases, etc., it is much faster. 


wnize the 
d by the 
and then 


n are de 


heaply assembled from inexpensive inter- 


changeable stock units and parts, common to each of them. 


Relatively the 


longer the word or phrase, etc., wr:tten by 


the Balston machines the faster the writing sp 


one can write a 
length, auton 
ically spaced for 


whole word or phrase, etc., reg 
iatically, completely spelled (and 


eed, since 
ardless of 
automat- 


words, phrases and lines, without the use 


of space key) in practically the same time tha 


the operator on 


the ordinary machines to write 


letters of a word. 


Only one general style of keyboard is used f 


Balston machine 
changeable for 


machine may be 


s, and the charts and spelling f 
the different kinds of writing 


adapted to produce. This feature 


t it takes 
but two 


or all the 


actors are 


which a 
was first 
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D> UP! UP!! UP!!! 


——_ 


All fountain pens are pretty much 
alike—but here is one that is 
different. Unique! Something to 
talk about. With an ink capacity 
twice that of pens of equal size, it 
will stand sharply out in any line. 
A new kind of profit-maker— 
backed by liberal and broad-gauged 


a real pen department? One that 
will compel your trade to take 
heed? Write us. We're growing— 


up—up—up! 
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LULL 















































ROPEL-REPEL-EXPEL PENCIL I 


policies. Fully guaranteed. Want 
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A MASTERPIECE 
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— found where i business succeeds 











To the buyer, Steelcase Desks mean real economy 
and continual satisfaction. They never wear out, 
depreciation and the fire hazard are eliminated. The 
drawers always glide easily, the drawer bottoms and 
partitions cannot split, the green linoleum top is 
restful to the eyes and there are never splinters on 
legs or tops to tear clothing. In brief, Steelcase Desks 
work with the buyer—not against him. 


To the seller, Steelcase Desks represent an unusual 
profit opportunity. Large corporations, the country 
over are standardizing on Steelcase Desks. They 
know that whether it be for one or a thousand desks, 


meet all requirements of efficiency, 


Steelcase will 
Every 


permanence, attractiveness and economy. 
Steelcase dealer knows that his competitors can never 
offer a finer desk at an appreciably lower price. His 
position is secure because it is based on a quality 
standard at a price that is fair to the buyer and fair 
to himself. Write for the interesting details. 


METAL OFFICE FURNITURE CO. 
Grand Rapids, Michigan 


‘STEELCASE 


_Business Lgquipm enr 
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worked out by Mr. Balston to adapt his invention to the 


toll billing (posting) work of the telephone companies, and 


has a wide field of usage. 

The Balston Automatic Keyboard (see diagram), con 
vertible by attachments to the different writing purposes, 
shows the independent ordinary standard single letter 


auxiliary or emergency keyboard at the back center, and the 
“blind” bank of keys in the with the 
keys arranged on the left and right sides, constitute the 


front center which, 


Automatic Board. 

The purpose of the Auxiliary Board is mainly to enable 
the writing out (by the single type method now in use) of 
seldom used or variously spelled proper names, scientific 
and other terms, etc, and words infrequently used in busi- 
ness correspondence. 

The operative principle is that of the relative frequency 
of use of One hundred words equal more than 
fifty per cent of all the words we than 400 
of these words represent the vast bulk of all the words— 


words. 
use. Less 


more than ninety per cent thereof—that we use. 

These most frequently used words, printed in heavy face 
type in the squares of the vocabulary chart, average about 
fifteen words to each square (see cut of square of words). 
But from 400 the use of the keys, the 
operator may produce, mechanically spelled, several hun- 
dred more About 1,000 words, by analysis, equal 
more than 98 per cent in the frequency of use of all words. 


these words, by 


words. 


The arrangement and methods are briefly as follows: 

The words and phrases in general use are printed in 
squares on a pasteboard card, termed a “Chart,” which is 
detachably supported on the machine frame just above and 
back of the keyboard. 

Chis chart is divided as shown into four horizontally 
arranged rows of ten squares each (all alike), of which the 
upper three rows contain 1,620 positions for vocabulary 
words in general use. The lower row of ten squares is 
printed on a separate strip, which contains 420 positions for 
the technical and special words and phrases used in any 
particular business or profession. This lower strip (and 
its corresponding spelling factors) is instantly removable 
to permit the substitution of other strips containing the 
ther kinds of technical terms, etc., of other businesses. 


Much used proper names are also printed thereon; and 
cities and states (as, New York City, N. Y.) with their 
accompanying capital letters and punctuations, are auto 


matically so produced. 

Upon the squares of the three upper horizontal rows are 
printed in enlarged form the initial or first letter (or letters) 
tt the words grouped in the respective squares. 

These enlarged letters—and consequently each of the 
three horizontal rows of squares of words—are arranged 
n the exact order, from left to right, of the letters on the 
keys of the standard keyboard now in use on typewriters. 

All the words contained in a square generally begin with 
a letter similar to the enlarged letter indicated thereon. 

If there are more words in general use beginning with a 
certain letter than one square will accommodate, then the 
additional words are printed in the:next one or two squares 
or in the individual columns thereof 

Similarly, the automatic keyboard consists of four hori- 
zontally disposed rows of keys, ten to each row (the outer 
white keys), arranged on each side—left and right—of the 
iforesaid auxiliary single letter board and of the front cen- 
tral or “blind” board of keys. The upper three rows of 
said white keys with letters on them, pertain to and govern 
the corresponding three upper (the vocabulary) rows of 
squares of words, and bear the same letters in the same 


order as the enlarged letters on the said three rows of 
squares 
The letters on both the three rows of squares of the 


-hart and on the three rows of keys aforesaid are arranged 
from left to right in the standard keyboard order. 

Each key of this outer board governs its particular square 
or squares of words bearing its similar (enlarged) letter 
or letters. 

The keys of the céntral or “blind” board have no letters 
(although they can be provided with mostly used smal! 
words), but they pertain to all the words (or phrases, etc.), 
»f each square of the chart. 


wn 











PATENTED 


Signals 
Sell 


COOKSFILE SIGNALS 


are often preferred 


because they “stay put” 
on verticals or visibles 


Repeat business follows because Cook’s 
File Signals are specially designed and 
have exclusive features. 


Cook’s are 
made of stain- 
less steel and 


durably enam- 
eled in twelve 
bright colors. 


They may be 
easily attached, 
yet can be de- 
pended upon to 
stay in place 
or may be re- 


moved at will. 


ir] 
© 


Saccel 
1 2 
20 21 
23 24 


Cook's Signals 
flash facts in- 
stantly in sales, 
purchasing, 
credit or pro- 
duction rec- 
ords. 


Cook distribu- 


tors. receive 
Sales Display 
No. 660, sales 


helps and en- 
joy a profitable 
turnover, 
Cook’s Signals 
increase sales 
of systems. 


“HOW TO SIGNAL” 


Printed sales talks on “Signaling” are 
ready for the salesmen of business sys- 


tems. 
can use, 


us know 


WRITE 


how many 


you 


THE H.C. COOK CO., ANsontA, CONN. 


The No. 20 con- 
pre- 
vents other cards 

from 
under- 


struction 


or sheets 
catching 
neath. 


NOTE: 
To increase sales on Visibles 
place samples of Cook's No. 20 
Series on your demonstrators. 






































For Increased Interest 
in Writing Gifts y 









feature this extra 
service, reliable 
writing instru- 
ment 


Viseon Duplo 
eliminates the ne- 
cessity for carrying 
both pen and pencil, 
because it combines these 
4 in one. A simple turn and 

the user has his choice of 

either pen or pencil. Both are 

equal to any pen or pencil made 
and are fully guaranteed. 


Retails for $5 ind up Send for descrip 


tive t if, prices and discounts 


HUTCHEON BROTHERS 
241 Centre St. New York, N. Y. 




















Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 
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The cut illustrates how the words are arranged in a 
square. Properly, S words occupy three squares, but the 
words have been arranged for this explanation in the left 
square of S as if it properly contained all the words in 
general use beginning with that letter, since any one 
square of words of the chart and two keys—one of the 
aforesaid initial letter keys for the square and one of the 
keys of the middle or “blind” bank of keys for the word, 
etc., thereof—represents the whole system and method of 
operation. 

Each column of a square contains six groups of three 
words each, of which the first letters common to each three 
(and to two) words of a group are enlarged, which empha 
sizes and sets off the different groups. 

All generally used words which begin with a letter 
similar to the enlarged letter on one square (or squares) 
ire printed therein. 

There are the same number of words in all squares and 
the words of all squares are arranged alike 

Each square contains a left column, a middle column, and 
a right column of eighteen words, making fifty-four words 
to each square. 

The words in each square are arranged alphabetically, 
ranging from the top to the bottom of the left column, 
then similarly through the middle column and the right 
column 

The middle or “‘blind” bank of keys has a left section for 
the left column of words, a middle section for the middle 
column words, and a right section for the right column 
words, of a square. Each of these three sections of “blind” 
keys consists of six groups of three keys each, or eighteen 
keys to a section, corresponding exactly to the five groups 
of three words each of a column of words in a square. 
There are eighteen words in each column of a square and 
eighteen keys in each separate section of the “blind” bank 
of keys. They correspond and agree in number, group 
and position. 

The keys of the “blind” board will act to select and 
produce each of the individual words, etc., contained in 
every square, in conjunction with either key of the outer 
or initial letter keys corresponding to and governing an 
entire square. 

Any word or phrase may begin with a small or capital 
letter. Many of the small words are also grouped in 
phrase form. 

Words in the middle column of a square use middle 
section keys, and words in the right column of a square 
use right section keys of the “blind” bank, with the letter 
(white) key governing the square. 

The machine automatically takes care of the various 
terminal forms of words. 

Phrases such as “by return mail,” “My dear sir,” “Very 
truly yours” with their punctuations automatically pro- 
duced, are selected and written in the same manner as 
words 

Che machines can be readily equipped to instantly write 
out espec‘ally long insurance and railroad phrases, and 
those used by the various government departments, and by 
the legal profession, and to take down verbatim the testi 
mony, word for word, in trial courts. 

When writing phrases five or six key operations often 
write a whole line 

Although this method employs more keys than type 
writer, the key selection by the operator is slow and 
deliberate; but the result is high speed writing. 

By a very leisurely operation of the keys of the Balston 
Automatic Board an operator can write several hundred 
words per minute. 

The operator is in no wise restricted in the form of 
phraseology of writing. He simply writes with complete 
words and phrases (or whole billing items, etc.) instead 
of with single letter type 

Proficiency in word, etc., selection and key operation is 
acquired in a few weeks’ time, and it is stated that this 
keyboard can be operated by the “touch” method just as 
readily as can the standard single letter typewriter key- 
board, and that its great simplicity and ease of learning 
renders it self-learnable for all. 

Letters, reports, and affidavits in possession of the inven 
tor substantiate the foregoing statements 

: > 


Checkbook Protection Device 
George Opitz, Mauerstrasse 34, Berlin W, 8, Germany 
was granted a patent on a device to be used on check- 


books, savings deposit books, etc. This device is designed 
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This model possesses the most important 


This magnificent Do/ More, with aluminum 


development in seating since the advent of - ore err rr ere orl base, steel supports and finest leather up- 


the Do/More idea~ a back that permits 











quick changes without sacrificing that 
rigidity of adjustment so necessary 
to perfect results 









What the Investigation Revealed 


about Posture Seating 


N IMPARTIAL survey, made by a leading 

national publisher among the presidents 
of representative million dollar corporations, 
reveals that Do/More far outstrips the entire 
posture seating field. The percentages of 
favorable citations for Do/More, and every 
competitor mentioned, are listed above. 
It could not be otherwise. Do/More 
not only has pioneered the field, 
but, having dedicated itself wholly 
to the task of relieving American 
Business from great waste, through 
correct seated posture, has achieved 
an idea of posture seating that 
is workable. 






lungs and Heart 
Stomach and Liver 


DO/MORE 


posture promotes 
Evidence that the Do/More Idea health and in- 
is the sound idea of correct seated <ve#ses efficiency. 


DO/ ORE 


IDEA OF SEATING 





posture is to be found in the following facts: 


1. The big volume of Do/More business comes from sources 
where the posture idea is thoroughly studied by-highest ex- 
ecutives and their consulting physicians. 

2. Since the beginning of our business there never has been 
a time that this volume has not materially increased. 


3. Almost without exception, those who try the Do/More 
Idea of Seating repeat with their orders until their entire 
organizations are Do/More equipped. 


4. We receive more congratulatory endorse- 
ments from our clients than is customary 
in business—with repeated pronouncements 
that Do/More Seating increases production, 
betters the morale among employees, les- 
sens turnover, makes happier workers and 
in general lifts Business out of the clutch 
of wasteful, needless fatigue. 





INCORRECT Those who are interested may have detailed 


posture breeds information on Do/More Seating by writing 


fatigue and slows DO/MORE CHAIR COMPANY 
up work. 1014 Do/More Block Elkhart, Indiana. 


Concerning DEALER Franchises 


There are certain territories in which the Do/More 
franchise is open to such dealers as are qualified 
to give the type of service in which the Do/More 
Idea has its foundation. Particulars given upon re- 
quest to reputable firms. Address Do/More Chair 
Company, 1014 Do/More Block, Elkhart, Indiana. J 








holstery, has caused a sensation among 
million dollar executives who welcome it 
for its fine combination of Do/More 
postural qualities and exquisite beauty. 





















Wace THIS BP 


IN DECEMBER 





In the December number of this journal will 
appear illustrations announcing for the first time 
an attractive new line of office chairs. 


This new line will be complete in seven styles 
featuring the Bank of England type in oak, ma- 
hogany and walnut. It will be extensive enough 
to fit the chair requirements of every line of 


business. 


These chairs are being produced now in one of 
the finest and most modernly equipped chair 
plants in the world. They will sell at attractive 
prices which will insure volume business. 


Orders for this new chair line can be pooled with 
shipments from the Indiana Desk Company which 
will reduce freight charges. 


This announcement will be of interest to every 
dealer in office furniture. It will pay you to 
wait and watch this page next month. 


Mew Expand CHAIR COMPANY 


JASPER, INDIANA 


Besides office ehairs we are making an 
attractive line of school (tablet arm) chairs 
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TRE Cost 8 RETURNED 
I — 


TIME AND TIME AGAIN 


Price is only a temporary item in consider- 
ing an Indiana desk. The cost is returned 
in service times without number. Years 
after the price is forgotten an Indiana desk 
continues to serve. Long after it has given 
full value for the money an Indiana desk 
continues to repay again and again. 
Indiana desks might easily sell for more 
money. They are worth it. But our policy 
of giving a little extra has proved profitable 


all the way around---to the user, the dealer. 
to ourselves. 


Would you like to sell such a desk? 


INDIANA DESK COMBARNY 


JASPER INDIANA 
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Simplicity of design—sturdiness of con- 
struction and economy of operation have 











been the outstanding features of the Roto- 
speed Stencil Duplicator for 17 years. 
Low in first cost yet capable of producing 
clean, sharp cut copies of typed, traced, 
drawn or ruled work which popular opinion 
thought possible only with high priced 
equipment. 


NEW PROPOSITION FOR DEALERS 


This efficient duplicator is now being 
merchandised through dealers anti the plan 
will interest you, too. Ask us to send 
Booklet A 11 and all particulars. 


“Che 
ROTOSPEED Co, 


DAYTON, OHIO 





























The 
Single-Fluid 


Eradicator 


ONE APPLICATION 
INSTEAD OF 3 or 4 


Indispensable in the Office—Essential in the Home 


Removes ink, fruit and medicine stains quickly and 
effectively from paper, linens, clothing, rugs, 
hands, etc. 
LARGE SIZE S@c Each $5.00 per doz. 
SMALL SIZE 25c Each $2.50 per doz. 
We deliver to your door at above prices if your 
dealer cannot supply you. 
To introduce Inkout, the wonderful single fluid erad- 
icator, we will give one Eradovial Free with each 
bottle ordered at above established prices. 


CARDINELL » 

cmaiiovial 
Ji weet FLUID } 
Eradicator 


PATENTED USA CANADA ENGLAND FRANCE ITALY BELGIUM JAPAN AND OTHER COUNTRIES 










\ New and Convenient Method of Removing Ink 
and Other Stains. 


CARDINELL INKOUT MFG. CO., INC. 
MONTCLAIR, NEW JERSEY 
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to hold a likeness of the owner of the check book, the 
signature of the owner of the book and the number of 
the checks contained in the book. This information is then 
verified by the bank authorities by whom the check book 
was issued. The German patent number js, 469,604. 


— 
New Improvements in Chair Cushions 

Even simple articles like chair cushions.undergo evolu- 
tion. Originally the function of a chair jad was not to 
furnish added comfort to office workers. It was designed 
to protect the chair. 

The first person to develop the idea was an enterprising 
office furniture dealer whose sample chairs were frequently 
scratched and marred by his customers. To avoid this 
damage, he devised a simple felt pad which attracted such 





SIMPLEX “SPONGE-SEAT 


marked attention that he soon developed a_ flourishing 
bus!ness in its manufacture 

Since then, office cushions have gradually improved in 
comfort-making qualities. The Sponge Rubber Products 
Company of Derby, Conn., has been making chair cushions 
for many years, obtaining only limited distribution by a 
single dealer. Recently, however, the perfection of a new 
process enabled a one-third price reduction and the new 
line speedily achieved national distribution through its high 
quality and popular prices. 

Now the line has been further improved through experi- 
ments conducted by the manufacturer to meet the exacting 
requirements of custom body builders who are using his 
material for upholstering the most expensive automobiles 
He has constructed a grade of sponge rubber that will 
retain its life and softness for the full life of the finest 
automobiles that money and engineering skill can make 
This same quality of Simplex sponge rubber is now avail- 
able in the new line of office cushions, called Sponge-Seats. 

They are said to have such reserve stamina and wearing 
qualities that the sponge rubber base can be made with an 
original softness that formerly was found only in cushions 
that were half worn out 3v scientifically increasing the 
air space between the fubber cells, the cushions are amaz 
ingly soft, even when new No breaking in is required to 
make them comfortable 

ee . 
New System of Card Punching 
A recent edition of Buro Bedarf Rundschau, Berlin-Char 


lottenburg, gave a description of a new system of card 


punching devised by Gustav Tauschek The new machine 
is to be built by the Rheinische Metallwarenfabrik, Som 
merda, Germany. This company manufactures Rheinmetall 


typewriters and calculators 

It is the desire of the :nventor to creat n automatically 
operated bookkeeping machine, embodying the card punch 
ing system [wo kinds of cards are designed for this 


work. One gives details of the transaction and the other 


punches figures relative to the operation in question The 
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Tomorrow may be too late 


Wire your Holiday Order 
TODAY! 


If you could see the orders that are pouring in here 
every hour of the day, you wouldn’t let another minute 
go by without checking over your stock and wiring us 
your Christmas order... We cannot guarantee to fill 
last minute rush orders. 


The colorful new Dipaday desk set line has proved 
itself to be sensationally popular with the buying pub- 
lic everywhere. Its amazing sales records, made during 
the “quiet” summer months, are only an indication 
of the unprecedented volume that will be done by 
$17.00 every dealer who goes into the holiday 
buying season with full stocks. 





Complete with Pen 





Check your needs now. Notice especial- 
ly your stocks of three sets illustrated, 
the leaders of the line. Tomake sure you 
have the best Christmas you ever had, 
wire your Dipaday desk set order today. 


No. 1850 — Metal — Ebony Green Finish 
No. 1851 — Metal —Statuary Bronze Finish 
No. 1852—Metal—Golden Bronze Finish 
No. 1853 — Metal — English Silver Finish 














No. 1880 — Emeraline Glass 
No. 1881 —Black Glass ~ 50 
No. 1882 — Portoro Marble 
No. 1883 — Genuine Onyx 


No. 1884 —Benou Jaune Marble 
No. 1885 — Bois Jourdan Marble Complete with Pen 


— ce of « any ornament — Elephant — Verde Green; 
e dog— Eichten Beeueee Lisn=+Sue ens Bronce. 


No 

No - i73— Senubie Gl ny 

— 1874— Ben yo jo — Complete 
1875 — an with Pen 
Choice of any trophy Eight statuettes — SELF-CLOSING INKSTAND COMPANY 


Golden Bronze or English Silve 1115 SENGBUSCH BLDG. MILWAUKEE, WIS. 

















READY 


a new and modern line 


and an attractive 


NEW CATALOG 


telling allabout them 


Well balanced—representative—thoroughly 
prepared for business demands, this new line 
of EDCO DESKS enters the market with 
every advantage of appearance and durabil 
ity to attract public favor. The line is not 
merely re-adapted but completely revised 
from framing to exterior finish 


Dealers will find every medium price de 
mand provided for with greater convenience 
In addition to the several 


and usefulness 




















N 1712 tat has 5-ply Dullt-up 4 inch quartered oak top, 
equipped with brass 





EDCO DESKS 





plain oak base 


ferrules 


OFFICE 





No. 1860 quartered oak desk Three s 
60x32, 55x32 and 50x32 inches 1% 
built-up top, quartered oak framed-in p 


(grain running vertically), hardwood 
sides dovetailed front and back, center dr 
fitted with pen and pencil tray, top p 
drawers with ixS and 4x6 inch ca 
Drawers are finished inside and have r 
panel fronts Legs taper from 134 
inches a ure fitted with brass 
Choice f ak, shogany wa 
grades of desks (provided in single and 


double pedestals, typewriter, and if desired 
roll top) there are 60 and 72 inch tables, 
typewriter tables, students’ desks, etc. Re 
finements in drawer interior fittings, all-steel 
locking device, rounded corners at the knee 
space to prevent chair bumps from splinter 
ing and catching clothing, add to the utility 
and salableness. 

And the new catalog tells all about them 
Write for your copy. 


EVANSVILLE DESK COMPANY 


EVANSVILLE, INDIANA 
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punching is quite different from that employed in American 
made machines. 

The figures to be punched are counted vertically Nine 
vertical holes are counted nine, that is, one counts for one, 
three for three, etc. The columns must show as many 
vertical rows as there are single figures. The figures are 
placed at the top of the columns. 

The cards go through the various departments and fig- 
ures are punched according to the transaction. After all 
figures have been punched, the card may be sorted on a 
sorting machine, designating various transactions. The 
card is then ready for tabulation, containing all figures 
necessary for bookkeeping work.—E. R. B. 

a a 
Rockwell-Barnes Offers New Line of Steel File 
Boxes 

The Rockwell-Barnes Company, 1517 West Thirty-eighth 

street, Chicago, Ill, recently prepared an attractive circular 





NEW STEEL TRANSFER CASE MADE BY 
ROCK W ELL—-BARNES 

on its new line of steel file boxes. According to the cir- 
cular these boxes are furnished in a great variety of sizes 
to fit the individual needs of each user. The boxes are 
suitable for the filing of correspondence, receipts, vouchers, 
index cards, etc., or for the storage of electrotypes, cuts, 
small parts, and sundry articles peculiar to every business. 

The transfer case and voucher box here illustrated are 
stock items for standard requirements. The company is 





ROCKWELL-BARNES 
NEW STEEL 
VOUCHER BOX 


equipped, however, to make up boxes of special size 
promptly on order. This service, which is being stressed 
particularly by the company at this time, is available to 
dealers and stationers in all parts of the United States. 
= >  . 
“OKA” Type and Platen Cleaner 

The Victor H. Tibbs Company, Pacific building, San 
Francisco, Calif., is national distributor of the “OKA” 
cleaner. This is for metal machine type and also functions 
in cleansing rubber platens and reviving their resiliency. 





XQ) 


CHESTER NvS 
ae A 


» 


CROWN PRODUCTS, for more than 
a quarter century, have been making 
“Good Impressions” and afford: 
Exceptional durability. 
Excellent opportunity for energetic 
and capable distributors. 
: A large percentage of repeat orders. 


They are backed by nearly thirty 
years of manufacturing experience. 


Samples and exclusive sales propo- 
sition upon request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S.A 




















Weather Proof Fiber Meter Binders 
“Grand Rapids” Post Binders 
Photostat Binders 






WE 

ARE 
XCLUSIVE 
MANUFACTURERS 


Ask to see sample of the Fill-Ezy 
Common Sense Vest Pocket Memo Pad 


IT’S DIFFERENT 
Memo sheets or pads are held in The Fill-Ezy by an in- 


genious nickel plated spring clip “ony on a single post— 
the clip provides a straight edge to tear off the memo. 


You-Can-M ake- Your-Own-Fillers. 
Fill-Ezy makes an ideal gift or ad at a nominal cost—ask us! 


GRAND RAPIDS 
LOOSE LEAF BINDER COMPANY 


GRAND RAPIDS, MICH. 


Catalogue Binders 


Price Books 


























Series 19 Book Style 





THE TOUCH OF COLOR v 
ON THE OFFICE DESK 


Supplied by Columbian-Success Calendar Bases, gives the 
dealer an added sales advantage. 
Color is the modern note in today’s merchandising. The 


dealer who is alert to this demand will profit in far greater 


measure. 


Write for complete illustrated catalogue and prices. 


COLUMBIAN 


ART 


1024 JUNEAU 
MILWAUKEE 


WISs. 


WORKS 


Let the handsome. sparkling colors of the 
Columbian-Success line help you win this extra business. 
The Improved Columbian-Success Calendar Bases 
are lacquered in lasting colors of Chinese Red, 
Olive Green, Mahogany Brown and Satin Black. 



































LEGAL BLANK CABINETS 


OAK, MAHOGANY AND WALNUT FINISHES 





No. 200 With Drawers 
No. 205 Without Drawers 


Have you our latest price list No 


IMPERIAL METHODS CO. 


WESTERN 
278 SS. Los Angeles St. 
Los Angeles 


57 iF 


FOREST PARK, ILLINOIS 


36? 


WHOLESALE STATIONERS, LTD. 


GERARD D. WHITE 


iktnd St Ne 


w 


580 Market 


San Francisco 


York City 

















\PPLIANCES 


OFFIC} 


Lamb Costumer with Revolving Hook Block 
Ind., 
tumers equ pped with revolving blocks on which the clothes 
blocks enable users t 


L. Lamb, Nappanee, is marketing two new cos 


(;e€0 


attached The revolving 


take off art cles 


hooks are 


without stepping around the 


hang up or 


costumer by simply revolving the block around to a con 


venient position. 
1777 shown here is sixty-nine inches high 


hook block, Is 


Costumer No 


revolving 


No 1776, also equipped with the 
Both are 


inches high offered in the follow:ng 








seventy-one 
shes: golden oak, office oak, tumed imitation red 
: ‘ 
or brown mahogany, mitation ofhes dark walnut, ivory 
: ' 
I ynite cnameil 
—— 


Poulsen Recording System Again in Fublic Eye 


Thirty vears ago a Danish scientist, W. Poulsen, in 
vented a system for recording sound by the method ot 
nagnetizing a steel wire, disc, or tape The principle 

is later embodied in a dictating machine called the 
lelegraphone, a word which still appea.rs | the diction 
! Several distinct advantages were claimed for the 
machine: It recorded on aspool of fine steel ire or o1 

disc whicl ould be used over antl over aga‘ Each 
recording automatically erased the pREV i us one vet re 

ré s could be kept indefinitely without any perceptible 

ss strength Botl sides of a telephone conversatio1 
co é natically recorded The dictator and typist 
could be at long distances from the machi with onlv a 
( | ‘ nnectior 

According to newspaper reports the Poulsen system 1s 
again te make its appearance in a torn cle veloped by a 
German scientist. Dr. Kurt Stille, and an Enelish invei 
tor ouis Blattner. who have been experimenting with 
their syste Elstree, England, a suburb of London and 
the cent the British motion picture industry Phe 
rime purpose of the recent experimmentati has been to 
cadeve pa cheap d hette ce-rep d w system tor 
use with talking mot‘on pictures, and the inventors believe 














A Complete Line of 
Popular Priced Numbers 





The Same High-Quality 
Inks and Adhesives, in 
10c Size Containers 


O customers who think twice be- 
fore spending fifteen or twenty 
cents, a dime often means but little. 


This is the fundamental reason behind the 
growing volume of Higgins’ 10c sellers— 
though their price is low, the high Higgins’ 
quality has been still further improved, and 
new packages have inestimably enhanced 
the saleability of this line which the trade 
has known and depended upon for years. 


You can sell these products together—one 
helps sell the other. Often you have two such 
sales where the customer formerly bought 
nothing at all, simply because he formerly 
thought in terms of fifteen cents, twenty 
cents or a quarter! 


Full quantity discounts prevail. Send 
today for samples and price list. 


HIGGINS’ ETERNAL WRITING INK 


Standard Size, 2 oz. Bottle in individual, decorated 
carton now priced at 10c. Writes black and eter- 
nally remains so, proof to age, air, moisture, light 
and chemicals. The preferred ink for business, pro- 
fessional and home use, for all usual and unusual 
writing. Writes with equal ease in steel point and 
fountain pens. 


A superb, deep-blue writing ink for those who pre- 
fer this color. May be removed from textiles and 
fabrics with soap and water. Ideal for household 
use. Standard Size, 2 oz. Bottle. 


attractive 
HIGGINS’ OFFICE PASTE 


The well-known, fragrant, semi-fluid paste. In 1% 
e se ers oz. bottles capped with duplex seals, with quality 
brushes fastened permanently inside the cap. 


Also big, generous tubes of full 1% oz. capacity. 


will bring you aa 
s MUCILA 
GREATER VOLUME and The ene teas sees aiiiod pe a which 


the trade knows so well. The strongest adhesive 
QUICKER TURNOVER Srusbes Mecha. hs sane to Hlagias’ Oto Pars 
HIGGINS’ RED WRITING INK 


A clear, brilliant red writing fluid, non-bronzing 
and non-smudging. 1% oz. cork finish bottles with 
attractive, embossed top stoppers. 


CHAS. M. HIGGINS & Co. 
271 Ninth Street Brooklyn, N. Y. 


HIGGINS’ Inks and Adhesives 








PRINTED IN U. & 








Just add these 
FIGURES— 
1,500,000 

1,200,000 
220,000 
120,000 


CHAS. M. HIGGINS & Co. 


















you have 
the number 
of people who are 


reached for you monthly by 


HIGGINS’ 


CONSUMER ADVERTISING 


HERE is an effective campaign on Higgins 
Eternal Writing Ink, which is now being 
run, in behalf of our dealers, to reach the largest 
possible number of business executives and pro- 
fessional people—those who direct and influ- 
ence PURCHASING POWER! 

Approximate figures obtained by our research 
department show that our advertising covers 
seven out of every ten such persons for you, 
telling them,—selling them—on the unique and 
distinctive advantages of Higgins’ Eternal Ink 
which cause its users to buy it repeatedly and 
to insist upon it in preference to all other 
writing fluids. 


The Literary Digest 
(Circulation 1,500,000 ) 


The National Geographic 
(Circulation 1,200,000 ) 


“Time” 
(Circulation 220,000 ) 


Harper’s Magazine 
(Circulation 120,000 ) 


—are the magazines which are carrying this 
advertising. Carefully analyzed, they have prov- 
ed to us that they best cover this market which 
is so important and so desirable to our dealefs 
everywhere! 


271 Ninth Street Brooklyn, N. Y. 
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A Gift of Lasting 
Beauty for © 
the home... 


pect the Christ- ful models including two 
mas Spirit by offer- for use of the increas- 
ing something in keeping ingly popular Portable 
with the Season. The Typewriter. In design 
Myrtle Home Desk has and finish the new line is 


















already proven itself a completely in harmony 
real sales maker during with other furnishings of 
the Holidays and in fact the living room or den. 


every month of the year. 
: . Your regular custom- 


The Myrtle Home Desk ers will appreciate your 
now comes in five beauti- suggesting the Myrtle 
Home Desk as a happy 
solution of the Gift prob- 
lem for all the family. 


Write or wire for liter- 
ature and prices while 
there is still time to fill 
your order. 








os MYRTLE DESK COMPANY 
~ High Point, N. C. 
ro- 
Alu- 
rch Myrtle Desk Co., 
; ns a 
ors High Point, N.C. 
ou, Please send literature and prices 
ind on your new Home Desks. 
[nk 
ind 
her Company 


Buyer 


Address 


























‘ GOOD DESKS \MYRILE /roR 30 YEARS \ 


: | AX DESKS A 
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Matching Office 
Furniture Suites 
with: 

Desk Pads and 
Leather Covered 
Waste Baskets, 
Letter Trays, 
Calendar Stands, 
Rocker Blotters, 
Correspondence 
Folders, 
Letter Openers. 


Beautifying the Office ~ 





“Beautifying The 
Office”’ is the title 
of our new illus- 
trated catalog in 
colors. It is a real 
sales builder that 
will offer you a 
keener insight into 
this growing mar- 
ket. Just off the 
press it is yours for 
the asking. Write 
for it. 


J 





JO truly do the furnishings of the office reflect 
the character of the organization that the 
demand for rich, beautiful and artistic business 


surroundings is daily more apparent. 


In Elsane products is exemplified the finesse of 
artistic beauty of office appointments. Rich, not 
gaudy, they lend to that expression of refinement 
and character instantly appreciated and approved. 


This growing appreciation of the commercial value 
of beauty and decorum opens new opportunities, 
increased sales and greater profits to the dealer 


who handles Elsane Products. 


SAIN BERG A CO... ENC. « « 


NEW YORK, 77 E. 130th St. CHICAGO, 8 S. Dearborn St. 
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A new application of the system is its use in sending 
trans-Atlantic and long distance telephone messages. The 
message is recorded on the record wire and is then sent 
over the telephone system at a speed five times that of 
normal speech and is recorded at the receiving end of the 
wire. This second record may then be run off at normal 
speed. Thus the time the telephone wire is busy is re- 
duced by 8&0 per cent 

Che record used for a phonograph is about the size and 
shape of a pencil and records the equivalent of a twelve 
inch disc record 

An indefinite number of records may be reproduced 
from an original record by the same process as was used 
with the original. 

In Germany the Telegraphone principle has _ recently 
again come prominently before the attention of the busi- 
ness world in an office dictating machine called the Daily- 
graph, which attracted many visitors at the Leipzig Fair. 
[he Dailygraph is manufactured by the “Echophon’”-Mas- 
chinen-Aktiengesellschaft, Potsdamer Strasse 119b, Berlin 
W. 35, Germany) 

-_-_ > 
Ormig Rotary Reproducer 
The Ormig principle of duplicating offers what is said 


to be a new solution to the problem of obtaining a limited 








ORMIG ROTARY REPRODUCER 


number of copies from an original in a short time, simply 
ind at small expense 

No stencils, ink nor gelatine are necessary. The original 
is typewritten or hand-written on any sheet of paper with 
a glazed surface and a sheet of hecktographic carbon paper, 
color up, ts placed at the back of the ortginal sheet, pro 





ORMIG BOOKKEEPING MACHINE 


ducing a copy of the writing in mirror-print Chis serves 
is a master copy, taking the place of stencil or gelatine 
paper After placing the copy on the cylindrical printing 
roller of the duplicator, from two to three hundred copies 
on any kind of paper can be obtained by running them 
through the machine In addition to the hecktographic 


carbon, the only other ingredient required is an easily vol 


CURMANCO 
FINGER MOISTENER 


Keeps finger moist 
for continuous turn- 
ing, sorting, or count- 
ing. Saves time reach- 
ing for sponge or 
moistening on the 
lips. Constructed to 
rest snugly in the hol- 
low of the palm so 
the fingers are free to 
write or operate post- 
ing machine. Made of rust proof material 
and guaranteed against defects. This is a 
time saver as well as a safeguard against 


"Price $1.00 


Currier Manufacturing Co. 
62 N. W. Terminal 
MINNEAPOLIS, MINN., U. S. A. 














Get Your Share 


Christmas Business 
with the 


ALMA Home Desk 


HIS new style of desk for Home use has 

passed the stage of guesswork on how it will 
take. Two years of popularity prove that home 
folks like this desk because it is practical without 
loss of beauty in keeping with other furnishings 
of living room or den. 





Write for Prices and Literature 


No. 850-H 





ALMA FURNITURE CO., High Point, N.C. 
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METROPOLITAN 
FURNITURE SERVICE 


The Link Between Shipper and Receiver 


Merchandise Warehousing and 
Distribution 


Our organization and facilities are well pre- 
pared to handle and distribute “Pool Cars” 
L.C.L. and Car Load lots of merchandise for 
Dealers, Banks, Hotels, Libraries, and other 
buildings. Our system of uncrating, unpack- 
ing and making installation of consignments 
of goods is done with the best possible service 
at the lowest possible cost. Upon your request, 
we will be pleased to quote you rates and give 


you further details 


104 Greenwich Street 
New York, N. Y. 
"Phone Whitehall 9318 


























RELIEVE THAT TIRED FEELING 


Velvet Edge chair cushions are made of a soft, re- 
silient sponge rubber, contain thousands of air 
cells, and are covered with a good grade of heavy 
velour, finished in upholstered style. The velour 
cover protects the clothing and entirely prevents 
| 6it from becoming shiny. Colors, blue, taupe and 


TIT 








brown 
Write for Dealers’ New Fall Discounts. 
I Distributors Wanted 
B Buy Direct from the Manufacturer 


Velvet Edge Mfg. Company 


H Burd Bidg. Philadelphia, Pa. 











| 
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atile liquid which does not touch the paper nor change it. 
It is used to dampen the sheets faintly as they are run 


through the machine 


The Ormig duplicating machine is simple to manipulate 


and the cost of operating is verv low. Each hecktographi 


carbon sheet can be used at least six times 
Chis new machine is furnished in several models to suit 
the requirements of many users 


Ormig Bookkeeping System 


The Ormig bookeeping system employs the same pr 


ciple ot reproducing The difterence is that onlv the bock 
keeping sheet is duplicated line ling When writing the 
bookkeeping sheet on any typewriter or bookkeeping ma 
chine, a second sheet is written in mirror-print, as de 
scribed above [his sheet serves as a stenc'l and the Ormig 
bookkeeping machine reproduces the various postings on 
ledger cards, stock cards, cost accounts statements, etc 
Chis is said to facilitate the work of bookkeeping, inasmuch 
as it is not necessary for all cards to be placed in the tvpe 
writer or bookkeeping machine and entries mad It is said 
that up to eight hundred postings an hour can be made 
on this new machine Posting and transterring may thus 
be done either in the morning or at the close of the day, 
so that during the dav the cards are availabl the book 
keepers 

It is said that in Europe these machines work every 
combination of bookkeeping machine, including Dalton, 
Sundstrand, Remington, Elliott-Fisher, as well as the 
Powers and Hollerith machines 

Ormig Organisations-Mittel, G. m. b. H., 115-116 Leip 
ziger strasse, Berlin, W. 8, Germany, have American pat 


ents on this system 


The chief manager of the firm, W. Ritzerfeld, will be in 
New York the middle of November, with samples of the 
machines, for the purpose of appointing an agency for the 


sale of these machines in America 
ee 


Lighting Fixture for Portable Typewriters 


The Vimco Manufacturing Company, Buffalo, N. \ 
recently announced a special lighting fixture for portable 
typewriters called “Vimeolight.” The new light is said 
to be the only completely adjustable lamp of its k‘nd 


on the market. It is claimed that the light can easily be 





ittac ed to any make ot portable typewriter and need 
‘VIMCOLIGHT™ FOR 
PORTABLE 
TYPEWRITERS 

not be detached when the typewriter is enclosed in its 
cast The lamp is equipped with a Mazda S-11 bulb and 
a special reflector that provides a soft, diffused itllumina 
tion on the keyboard, typing and notes 

The “Vimeolight” is being distributed through office 
equipment and commercial stationery stores An exten 
sive merchandis‘ng program has been planned which in 
cludes counter displays, direct mail and national adver 
tising 

Che fixture is heavily nickel plated and is listed at $5.00, 
which includes a Mazda bulb and eight feet of silk, non 
kinkable cord and plug 
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HERE I8 TRE ANSWERS? 


Another job done faster—Another minute saved— 
Another dollar in the year’s profits. Such are the 
accomplishments of the modern business tool. 


Speed Fasteners are ideal modern business tools. 


They are built for speed but inherent in their make- 
up is perfection of mechanical skill and inception. 
They are built for speed but at no sacrifice of 
accuracy and dependability. 

The new Model 5 with the new safety staple guide 
—for either permanent or temporary fastening; The 
Babe, the light, speedy and handy desk model; Model 
2 or 213 with a stapling margin of 11 inches; Model 
13 the only hand-operated stapler that penetrates 120 
sheets of 16 lb paper or equivalent with 4" staples; 
and so on. A special model for each special job. 






Here is the answer to all stapling problems. Learn 
more about them. Drop us a line now! 


PARROT SPEED FASTENER, CORP. 


388 BROADWAY 
NEW YORK, N. Y. 








Recent Display of 
Leatheroid Envelopes 


m one of the Horder 
windows The PACK 
AGE OF 10 is prominent 


in the foreground 
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Leatheroid envelopes are made 


in all sizes and styles needed in 
modern business 

Leatherotd is popular with the 
consumer for the extremely 


lurable weal rendered 


by the 
tan cloth gusset and reinforced 


Hap construction, an extra fea 


ture of Leatheroid Details of 


the line gladly explained to in 





CHICAG® WARE- 
HOUSE DEALER 
SERVICE 

} «? n 
{ iz 1 
ard ~ tems 
u s daily 
: his 














leading dealers 
everywhere sell 
the PACKAGE of 10 


the handy unit to buy! 


It is convenient to’ the customer to buy the 
PACKAGE of 10. In his stationery supply cab 
inet, the box keeps envelopes in order and clean 
The Leatheroid line provides a better con- 
structed envelope for every business need 
Leading dealers everywhere feature Leatheroid 
envelopes in the handy package of 10 for the 
customer’s convenience. 


QUALITY PARK ENV. CO. 





FACTORY: WAREHOUSE: 
Midway 162 N. Franklin Street 
ST. PAUL, MINN. CHICAGO 


The QUALITY PARK ENVELOPE COMPANY its one unit of 
manufacturing organization totaling 20 million dollar resources 
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Superior Tape Announces New Sealer 

A new automatic tape sealing machine has been placed on 
the market by the Superior Tape & Sealer Company, Day- 
ton, Ohio. Many new and exclusive features are embodied 
in this machine. 

The construction is of cast iron, steel and brass. The 
machine weighs twelve pounds, is neat in appearance and is 
finished in two-color crackle “Duco” lacquer. An inverted 
rubber-set brush is employed as a moistening element, the 
sealing tape being automatically driven over the inverted 
brush. The brush is secured in an adjustable holder and 





AUTOMATIC TAPE SEAL 

ING MACHINE MADE BY 

SUPERIUOR TAPE & 
SEALER COMPANY 


the cap over the brush guides the sealing tape as it is 
extended forward 

An exclusive feature is the method of cutting the tape, 
in which no cutting knife is used. The tape is pierced 
by a triangular piece of steel which is driven through the 
tape into a corresponding slot in the plate that acts as a 
guide for the tape. Predetermined lengths of tape are 
mechanically severed, the adjustment ranging from one to 
nine inches. Longer strips may be secured by repeating 
the strokes of the operating handle without depressing the 
operating handle completely, as the last part of the stroke 
operates the cutting element. The tape can be severed at 
any point by manual pressure of the cutting element. 

At present, the “Super Automatic” is built in one size 
only, dispensing tape from three-fourths to one and one- 
half inches in width of standard 500-foot rolls. This size 
is intended primarily for small package service and is adapt- 
able to all kinds of retail businesses, offices and manufac- 
turing plants. 

In addition to manufacturing moistening devices, the 
Superior Tape & Sealer Company operate a coniplete tape 
printing service. 

oniiiliiimaameal 
Eaton’s Highland Vellum—a New Paper 

Eaton, Crane & Pike Company, Pittsfield, Mass., have 
introduced a new paper called Eaton’s Highland Vellum, 
which is a modern prototype of Eaton’s Highland Linen, 
except that the new paper carries a velvet finish. The new 
paper covers the same price field as Highland Linen— 
50c to $1.00 and upwards 

Highland Vellum is distinguished primarily for its re 
markably good writing surface and the unusually attractive 
characteristics of the paper itself. In addition to a beautiful 
shade of white, the paper comes in six new pastel shades— 
silver grey (a fibre paper), dusk grey, ivory, blue, green 
and chamois. 

The box cover design is conservatively modern and in 
keeeping with the paper. The design is dignified yet color- 
ful, with a distinct style appeal. 

The Highland Vellum series parallels the Highland Linen 
series and it has been further rounded out by the addition 
of the tints in the 75c field and the inclusion of silver grey 
in the pound paper field. Highland Vellum is obtainable in 
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Believe in Signs? 


Whether or not you believe in the magic 
influence of the new moon, black cats or 
spilled salt, you know the splendid sales 
influence of neatly lettered signs, both in 
show window and counter display. 


By using the NEW Coit's improved let- 
tering pens, anyone can easily produce 
any kind of sign or show card. Many 
business men in your vicinity can profit- 
ably use them. Learn for yourself the 
salability of Coit’s pens by writing for 
sales trial assortment. 


BRIDGEPORT PEN COMPANY 


239 John Street Bridgeport, Conn. 























HAT’S the fee for Vul- 
Cot. They hold every- 
thing — dust or ashes cannot 
sift through onto the floor. 
Years o capocity leads, 
rough-housed by office boys 
and janitors — they still ho 
their good looks. Your sta- 
tioner has Vul-Cot grained 
to match office furniture and 
maroon-brown or olive 
green. Guaranteed five years. 


VUL-COT 


-the national wastebasket 
National Vulcanized Fibre Co. 
Wilmington, Del. 








= 





The thirty million readers of these magazines know only 
one wastebasket by name—Vul-Cot! So it’s the Vul-Cot 
dealer who gets their business. Is your store linked 
up with this advertising? If not, write us for the facts 


National Vulcanized Fibre Company, Wilmington, Del., U.S. A. 
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This chair is 


No. C 3004 CXYX F 


101 WEARS OF MANUFACTURING EXPERIENCE 





N\ 


There is an arm 
chair to match 











~ 





LENDS DIGNITY-YIELDS PROFITS 


HIS 


willlend dignity and comfort to any 
office and it will yield good profits to 
progressive dealers. It is soundly made 
for the better trade and is backed by 
our 100 years of manufacturing ex- 









Heywood -Y 


new Heywood-Wakefield chair 


perience. 


“ahefield 





S. PAT FF 





Baltimore, Md. Los Angeles, Calif. 
Boston, Mass. New York, N. Y. 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, Ill. Portland, Oregon 
Kansas City, Mo. St. Louis, Mo. 






San Francisco, Calif. 



































FOR WARDROBE SALES 


Somewhere in nearly every office there is need for one or 
nore wardrobes. The sale of these has been sadly neglect 
i by many dealers No better time could be found than 
now—this fall, when more clothing must find hanging space 

The Furnas line is rich in supplementary articles, They 
ure money makers, too Send for catalog. 


FURNAS FURNITURE COMPANY 


INDIANAPOLIS ..... INDIANA 
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papeteries, pound paper and tablets, and the series compr:se 
fifty numbers in total. 

\ special introductory assortment of this new paper has 
been offered to the trade since the start of the fall selling 
season, and it has been unusually well received 

Starting Friday, November 1, many dealers will teature 
this paper in their windows for the purpose of introducing 
it to their customers. Special window displays have been 
prepared and furnished to customers. 

[his special week also marks the starting of national 
idvertising for Eaton’s Highland Vellum, which will appear 
in leading magazines. 

- + ——— 
Bocrum & Pease Offer a New Memo Book 

The Boorum & Pease Company, Brooklyn, N. Y., has 
improved its line of loose leaf memorandum books by equip 
ping the books with newly designed metals These new 


metals add much to the appearance and durability of the 





NEW B& I MEMO BOOK 
books The covers are more pleas‘ng in design, enhanced 
by the new metal booster, which is more efficient and 
opens more ¢ isily; by the neater shield, and by the solid 
arch rings which are stronger and rounder in form. Thx 
lat, non protruding booster also adds to these ‘overs the 
graceful touch of modern style, new to this type of a loose 
leaf device 
> 
Currier Introduces a New Finger Moistener 
The Currier Manufactur‘ng Company Northwester1 
Cerminal, Minneapolis, Minn., has announced a unique 
ger monstener! \ patent has been obtained on the devics 
Lhe oO metal band S( 
rn : mder side ot 





CURMANCO FINGER 
MOISTENER 


which is an oval reservoir that cups snugly in the hollow of 
the palm and is filled with water by removing the felt 
cap [The manufacturer claims that the use of the new 


istener will speed up handling and sorting of papers 
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National Business Show Display 
More than 60 different items 





|. 

4 

Period Style Waste Basket. Oak, r 
Mahogany, Walnut. 


Polar Accessories complete the modern office. 





200 F Fabrikoid, 300 L Leather. Interlaced hair cushions, 
Brown, Green, Maroon, Black. 





— 


New 26 B Letter Tray, Mahogany, Walnut. 


Non Shine Chair Pads-—-three grades—five sizes. Oak Brown, 
Walnut Brown, Green, Maroon. 






Exquisite screcns in a variety of patterns. Battleship Linoleum Desk Pads—plain and embossed. 


Write for a catalogue 


Polar Manufacturing Company __123 North 4th St., Philadelphia, Pa. 























Bentson cash service counter unit 
540 A specialty 
business for dealers 


Bentson 604 file cabinet The 
word in reinforced construction 
roller bearing progressive slide 


No 


inviting profitable 


last 
with 


Eastern Wholesale Distributors 


356 


TRANSFER TIME 


is coming 


The new year is just around the cor- 
ner and ofhces everywhere will be 
busy _ transferring The 
Bentson transfer case of steel is ad- 
mirably suited for the job to be per- 
Its strong construction, easy 


records. 


formed. 
and quick assembly and operation and 
convenient use, make the cases highly 
favored. Attractive olive green, ma- 
hogany and walnut finishes. 

The Bentson line of steel cabinets, 
both in the four drawer and counter 
height units, are increasing in popu- 
larity. Stationers interested in a good 
grade of steel files, selling at a mod- 
erate price, should write for descrip- 
tive matter, prices and discounts. 


Aurora, Illinois 


Vichigan, Ohio and 


pact 


Bentson 544 combination unit. 
cabinet, 





ANCES 


\PPLI 


OFFIC! 


A neat, com- 


with features appealing to a 


large group of business people. 


The Bentson Mfg. Co. 


Pittsburgh, 


Pa., Representative 


4. H. DENNY, Inc ; ; 
Broadway, near Leonard St FRED C. FUNKE 
New York P. O. Box 244, Detroit, Mich 


Bentson 800 counter height file 
cabinet; this grade also includes 
three correspondence drawers in 
counter height, and four drawer 
height. 
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and counting paper money For use with bookkeeping 
machines or press feeding, it saves reaching for sponge 
or following the unsanitary procedure of moistening a finger 
in the mouth. The finger moistener is so adapted to the 
hand that it does not in any way interfere with the free 
use of the fingers. It is constructed of rust-proof material 
Envelope stuffers are furnished free to dealers. The item 
will be advertised nationally to assist retailers in mer 
chandising it 
— 
Combination Desk Pad and Desk Organizer 
The Ravenswood Office Specialties Company, 1800-02 
Newport avenue, Chicago, have recently brought out a new 
combination desk pad and desk organizer, also a desk 





NEW ROSCO COMBINATION DESK PAD AND DESK 
ORGANIZER 


organizer made separate from the desk pad [hese devices 
are made in genuine leather and DuPont Fabrikoid finishes, 
which are either embossed or plain, as desired. They come 
in green, brown, black and mottled designs. 

The new Rosco desk organizer has an expansion feature 
in the back which provides automatically for bulky corre- 





NEW ROSCO DESK ORGANIZER HAVING 
THE EXPANSION FEATURE 


spondence. The desk pad is a combination of the Rosco 
glass desk pad and the new Rosco desk organizer, with 
transparent celluloid tabs made in six, ten and fifteen 


divisions. 


<< 

“Celerima”—New German Addressing Machine 

Gebr. Schleifenheimer & Dill, Marstrasse 12, Miinchen, 
Germany, are the manufacturers of a new addressing ma- 
chine known as “Celerima.” This machine is especially 
designed for newspaper wrappers and other addressing on 
large pieces. The wrappers are taken from a paper roll, 
automatically cut to the length required and addressed. 
The addressing is done by means of embossed metal plates 
placed in a magazine, which automatically feeds the plates 
to the printing apparatus. As they are finished the wrap- 
pers are automatically counted and stacked. 

By simply pressing a knob, the operator is enabled to 
address from the same plate as many times as desired. A 
second knob releases the address plate which was repeated 
and places the next plate in position to be printed. If 
desired, the machine can be used for addressing single wrap- 
pers or envelopes, without the use of the large roll of paper. 

The machine is also designed to address newspapers of 
various thicknesses without wrappers. 
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in Book 
Form 


a 





The F-B loose holder holds all sorts of 
transferred loose leaf records like sales records, 
purchase records, shipping orders, requisition 
sheets, bills of lading, ete. It keeps them in 
1 convenient book form instead of in bundles. 





leaf 





The collating of records in secure binders is a 
simple job when the F. B. loose leaf holder 
is at hand. It is adjustable to width of rec- 
ords and distance of centers. The capacity is 
regulated by interchangeable posts 


Send for circular 
F. B. MANUFACTURING CO. 


1228 Intervale Avenue, New York 















































STANDARDIZED 


FILING «xo CARD _INDEX SUPPLIES 


oF | LE Xo 


MADE FOR 


ALL CABINETS 4x0 SYSTEMS 





























Every Dealer Can Make Big Money 
Selling 


FILEX 
Visible Name Folders and Guides 





Repeat Business is Assured 





OUR IMPROVED TAB 


saves 50% filing space over any other guide of 
this type, with equal legibility. 


Send for samples and price list, and get the 
business in your territory. 


THE DUNLEAVY CO. 


167 Oliver Street Boston, Mass. 
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POSTURE 


A new Posture 
chair which embodies 
all known features for 
correct seating. 


Durable 
Adjustable 
Comfortable 
Attractive 


A sample chair on 
your display floor will 
promote sales. 


Write for informa- 
tion and prices. 





Furnished as illus- 
trated, also with up- 


holstered back. 


8652-16 


Oak — Birch 
Solid Walnut 





By 


CROCKER CHAIR COMPANY 


SHEBOYGAN, WISCONSIN 














ECLIPSE 


PNEUMATIC 


INKWELLS 












A Gift of Beauty 
A Gift of Utility 


with an excellent dealer profit 


Domes of crystal beauty, coming singly or in sets, some with 
chaste designs in silver or copper deposit, make gifts that are 
as handsome as they are practical Built on the pneumatic 
principle, which means no wasted ink, blots or stained fingers 
Used in offices and homes throughout the country. Order at 
once for Christmas business or write for dealer offer. Prompt 
shipments. 


GENERAL ECLIPSE COMPANY 


Department A Danielson, Conn. 





OFFICE APPLIANCES 


New Books for Income Tax and Other Records 

The Greenwood Record, manufactured at 712 Federal 
street, Chicago, is a system published in four different 
forms to meet the requirements of four major classifca- 
tions of business These forms are Greenwood Profes 


sional and Income Tax Record: Greenwood Real Estate 








GREENWOOD'S TAX RECORD 


nd Income Tax Record; Greenwood Farm and Income 
Tax Record, and Greenwood Business and Income Tax 
Record 

very Greenwood record provides in one easy to keep 
book a definite place for everything, including purchases, 
sales, cash receipts, accounts receivable, bank deposits, etc 
Entries are grouped automatically so that the user can tell 

a glance just how he stands Printed instructions on 


every page make clear just where and how to enter other 


transactions Che record furnishes proof of the figures 
contained in the income tax return his series is offered 

loose leaf binding at $7.50 per volume Chere are 
320 entry pages 11x17 inches in size and additional pages 
1ay be inserted at any time Permanently bound rec 


rds can be offered at $3.50 
ansaiiillliens 
“Printype” Portable Duplicator Is Announced 
The First National Distributing Company, 642 Liberty 
avenue, Pittsburgh, Pa., recently put on the American mar 
ket the “Printype” portable duplicator, tor which the com 








“PRINTYPE” PORTABLE DUPLICATOR 


pany is the sole distributor in the United States and Canada 

The “Printype” is a small and compact duplicating device 
on which duplicating work of any size from post card up to 
legal blank can be done. The machine is designed so that 
accurate registration can be secured permitting printing 


on ruled forms. <A pressure gauge is provided to regulate 
the weight of impressions An automatic inking device 
operates in conjunction with the printing process. The 


actual printing is done through a silk screen making the 
impressions clean and sharp. The retail price of the 


“Printype,” fully equipped, is $39.50 f. o. b. Pittsburgh. 


At the top of the accompanying illustration is a view 








~ 








NOVI 


M 


BI 





























Once a promise of the desired thing—now 
an established fact. Just as the commercial 
grades of Jackson Desks made place thru 
their merit in general offices, so the Colonial 
suite has built its reputation as particularly 
desirable for the business executive, the pro- 
fessional man—the leaders in industry. 


Its attractive appearance is in keeping with 
the convenience and quality. There is choice 
of oriental walnut or mahogany, finished with 
four coats of lacquer and fitted with English 


a © 


7 ® S17) Sim 2 = 











antique knobs. The four drawer pedestal ar- 
rangement makes for handy reference, the 
positive locking and releasing mechanism and 
easy riding drawers and slides approach 
perfection. 


There are, in all, nine pieces: Besides the 
desk, table, waste basket and costumer illus- 
trated in part above, there are typewriter 
desks, roll top desk, telephone stand, and 
combination telephone stand and cellarette. 
Folder showing each piece in color, or cata- 
log of the full line is sent on request. 
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JASPER OFFICE FURNITURE COMPANY? 
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This coupon brings you full information regarding a brand 
new A-S-E cabinet, which all offices operating Tabulating 
Machines need. And these are the kind of offices that make 
the largest and most profitable accounts. 

Using this new cabinet as a leader gives you an opportunity 
to get in and talk—to sell where you've never sold before. 


For the A-S-E Steel Tabulating Machine Card Filing Cabi- 
net is something entirely new for offices. 


] 
\ 
' 
' 
‘ 
‘ 
' 
' 
] 
‘ 
\ 
' 
\ 
\ 


It has the new style drawer with bias lever compressor 
which packs the cards tightly and prevents warping. 
files and protects approximately 85,000 cards under Yale 
lock. 


It \ 
It is fire-resistant—vermin and dust-proof. 
provides a handsome work table for writing or hand sort- 
ing the cards. 


And it 
An explanation of the above advantages has proven to result 
in a high percentage of profitable sales. 


Repeat orders come 
in automatically. And you have a good re-entry for selling 
other up-to-date A-S-E office equipment. 


Mail the coupon today. 


ALL-STEEL-EQUIP COMPANY 
611 Griffith Avenue 


' 
\ 
' 
' 
' 
' 
\ 
' 
' 
' 
\ 
\ 
\ 
' 
\ 


Aurora, Illinois 


ALL-STEEL-EQUIP COMPANY, 
611 Griffith Street, Aurora, Illinois. 


Please send me detailed information and complete sales 

data on the new A-S-E Tabulating Machine Card Filing 
Cabinet. Also the “A-S-E Factory and Office Equip- 
ment Catalog.” 


OFFICE 














A-S-E steel storage 
cabinets, filing cabi- 
nets, card 


cabinets, 
transfer cases, utility 
shelving, wardrobes 
and lockers carry an 
unqualified guarantee 
with good discounts— 


complete stocks — 


prompt shipments. 
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Opening Doors 
that have always been closed 
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closed It measures eighteen by twelve 


of the “Printype” 


by six inches. In the center the inking process of the 


rhe inking disc operates automatically 
As the stroke 


machine is depicted 
in conjunction with each impression stroke. 
of the impression roller is being completed the disc revolves 
sufficiently so that at the next stroke the roller redistributes 
the ink. The 


\n impression is made each time the handle is pulled out to 


lower picture illustrates the printing process 


a full stroke 
> 
New Collapsible Table 
\ small collapsible table, manufactured in Seattle and 
distributed throughout the United States, is now being 
made by the University Typewriter Company of Seattle 


in four colors—green, cherry, light oak and dark oak. 


rhe table weighs fifteen pounds. Only one section comes 


out and fits into the table. When folded it occupies a space 





4 





STURDY COLLAPSIBLE TYPEWRITER TABLE 


The 


top space is large enough to permit a standard typewriter, 


of two inches [The wide base makes the table firm. 


space for copy, and space for finished work. 

The University Typewriter Company retails the table as 
well as wholesaling it to typewriter dealers and furniture 
firms, the latter selling the product to the trade for uses 
other than typewriter stands 

—_ 
Four New Arlac Duplicators on German Market 
Arlac Work, Carl Stettin, 


recently put four new duplicating machines on the market. 


Frederick Brauer, Germany, 


These include a small handy rotary duplicator selling at 


$37.50; a larger type making one thousand copies an hour 


and selling at $90; the same with automatic paper feed 
) 


€ 
making three thousand copies an hour and selling at $230, 
and finally an electrically operated machine with automatic 


paper feed making five thousand copies an hour and selling 


for $305 Che company specializes in duplicators, stencils 
and inks.—E. R. B 
> 
New St. Nick Tree Sets 
Arthur W. Hahn Company, 195-205 Lafayette street, 


regard as an im- 


New York, N. Y., 
portant merchandising step with their well-known St. Nick 


have taken what they 


tree. This tree, made in several sizes and three bases, has 
heretofore been retailed individually The Hahn people 
have, however, created a set which appears to be destined 


for success, Owing to its convenience as a selling unit. 


[he idea embodies a set of seven trees, one large and six 


smaller packed in a handsome three-colored box 


that will attract attention from the show window and shelf 


ones, 


Che inside of the cover is done in four colors and 


sets are 
this 


forms a striking self-selling display. Two dozen 


carton, which retails for a dollar, and 


takes the 


packed to a 


automatically artificial tree out of the “small 


now sell two, three 
under this 


life-like, 


business” class, since a retailer can 


dollars’ worth of trees new arrange- 


The 


or more 


ment. trees are beautifully with brilliant 
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Are 
M &§ with 
The Inimitable 
AD-JUS-TO-FORM 
CHAIR. 


Dealers can’t afford to miss the 
profit making opportunity in 
“chairs designed for comfort 
and built to last.” 


The Marble & Shattuck Chair Co. 


“Makers of Fine Chairs” 


CLEVELAND, OHIO 





DIEMER PRODUCTS 


mean 


SATISFACTION and SERVICE 





The DIEMER PRODUCTS illustrated here are 
only a few of a complete line of ENVELOPES 
and Metal End File Boxes. 


In RED ROPE and JUTE they assure Safe- 
keeping for filing, mailing and carrying 
purposes. 


JOHN F. DIEMER COMPANY 


519 Broadway _ (Est. 1869) New York, N. Y. 
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The Uptodate Calendar 
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__. Now--All ID L Specialties 


with improved service 


We announce to the Sta- 
tionery trade with pleasure 
our decision to continue the 
manufacture and sale of all 
our regular 1D L office spe- 
cialties. Development of 
ideas for office service is 
under way and from time to 
time we plan to announce 
new live specialties for sale 
by stationers. 


Mr. David Gabe, a man 
thoroly experienced in the 
stationery business who is 
now associated with us as 
vice president and secretary, 
will give his best to building 
up and extending our service. 
Price-list and discounts will 
be sent promptly on request. 


50-52 Franklin St., 
New York, N. Y. 











There’s a Difference in 
Adding Machine Rolls 


Paper varies. Even 
scrutiny of the manufacturer, paper 
sometimes seems tl 
in the results secured 






under closest 


varv—at least 


trom its use 


U S. Certified adding machine 
rolls are made to exacting stand- 
ards to insure a roll that ts of tot gh 
texture, free from breakage, and 


gives clean, sharp impressions 


Send for samples and judge for yourself 


U. S. Lace Paper Works 


163 Union Ave. 


Brooklyn, N. Y. 
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green foliage, heavily tinseled with a silver glitter that 
retains its luster indefinitely. As a decoration for the 
dinner table in the home and at banquets and parties, as 
a console decoration or bridge, buffet or mantel orna 


ment, and as gifts for children to be used in conjunc 








NEW ST. NICK TREE SET 


tion with their train sets, doll housekeeping establish 

ments, ete., St. Nick trees, according to Hahn, 

well recognized place in modern merchandising 
A New German Typewriter 


A second inexpensive standard German typewriter has 


have a 


recently been put on the market. This machine is sold at 


285 Reichsmark and is known as the Rheinita It is sold 


through dealers and installment sales are offered Che 

manufacturers are Rheinische Metallwaren und Maschinen 

fabrik Aktiengesellschaft, Sammerda, Germany E. R. B 
7 


Novel Dixon “Thin-Ex” Display Case Popular 

Che Sales Promotion Bureau of the Pencil Department 
of the Joseph Dixon Crucible Company, Jersey City, N. J., 
reports record-breaking sales of the recent addition to its 
line of permanent counter displays—375-( It is a steel 
case lithographed in the colorful modern manner that 
attracts all Twenty-four dozen THIN-EX  pencils—1 
dozen of each Thin-Ex color—go with the case, at the 
back of which is a pocket in which the distributor can also 
display Thin-Ex assortment boxes taken from his stock. 

cnet 
A New Sample Room 

Office Appliances acknowledges receipt of an invitation 
to visit a new sample room located on the fifth floor at 
63 Franklin street, Boston, Mass. 

This sample room contains the combined sample lines of 
Samuel Ward Manufacturing Company, The Moore Pen 


Company and Adams, Cushing & Foster, Inc 

Telephones and desk room are available, as well as a 
stock of staple merchandise to take care of the immediate 
requirements of their customers. These companies want 
their callers to make this sample room the:r headquarters 
while in Boston 

es 

Department Store Doubles Stationery Department 

The Halle Brothers Company department store have 
doubled the size of their stationery department, which is 


located on the first floor of their Euclid avenue store.— 


A. E. D. 














ROBERTS 


ff AMERICA’S LEADERS IN 
. O CTS NUMBERING MACHINE 


































MAKING 

---the leaders in low- 
priced, popular model 
numbering machines, 
---the leaders in giving the 
dealer the greatest dis- 
count on numbering ma- 
chines ever known to the 
trade-- 

NOW OFFER YOU AN OP. 


PORTUNITY FOR STILL 
GREATER PROFITS! 


The Roberts way has long 
been acknowledged by deal- 
ers throughout the country, 
as the most sensible, the 
most economical and the 
most profitable way to 
handle numbering machines. 
These new discounts apply 
to machines which you have 
known and sold for years as 
“leaders”, as big profit-ma- 
kers, as popular numbers 
which turn over rapidly. 
The idea, the opportunity 
and the merchandise attached 
to these greatest discounts, 
you will find explained on 
the reverse side of this sheet. 
Turn over! 











wore Frofi;, 


oday 


DUE TO 


__ Smaller Investment Fewer Items Less Stock 


' ‘ ° . 
MODEL 49 | Quicker Turnover Bigger Discounts 
6 wheels A. G& H. | 
“ sy a 50 | he Roberts group-buying plan, which is the 
With 4 $ ia result of years of experience in dealer sales 
Con. Dup. Trip. of numbering machines, enables you to turn over 
and Repeat RAPIDLY, a small stock, on which your dis- 


Price $8.50 ; , - 
counts are higher than any other line of number- 





O 





4 ee * ing machines. 

Setting: 6 wheels Thus there are many more turnovers per year of a small 
Price $18.00 stock, and you practically eliminate any “frozen capital”. 
MODEL 53 The selection of machines is all your own! You don't 

Automatic Dating have to take any slow-moving models to obtain the 

Machine with privilege of getting “leaders”. Your past experience, (and 


blank Die 
D ic » . . . . . 
Price $18.00 lecting machines which have already proved their quick- 
MODEL 47 selling possibilities. You choose from among eight stand- 

Automatic Dater, | ard models in any order you wish. The range of selection 
Price $7.50. is wide enough to fill the requirements of dealers every- 


MODEL 66 where! 


A small Dater 


*rice $5.00 ‘ ; 
rice $5 0 illustrated upon this page. Decide which ones will be 
MODEL 50 best suited to your trade. 

3 actions 6 wheels 


A. & H. 5 wheels G 


ours---if you wish to call upon it) is your guide in se- 


Read the technical descriptions of each of the machines 


If you have been carrying numbering machines that 


Price $10.00 haven't satisfiied you in profits, here is the remedy! 
MODEL 95 By all means obtain detailed information on 
5 actions by Dial this new discount and profit-making offer! Use 


Setting 6 wheels 


Price $15.00 the coupon below! 


MODEL 37 THE ROBERTS NUMBERING MACHINE CO. 
Lever Numbering 694-710 Jamaica Ave., Brooklyn, N. Y. 


Machine 6 wheels 
A. & H. 5 wheels G 
Price $7.50 








ROBERTS 








oi madity soar eae aes allie eked” cat ster tober numbering machines 


mation upon the profit-producing ROBERTS BIG SIX. 
NAME 


ADDRESS 
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For selective, automatic addressing 
you must use a Selectograph. Modern 
time-saving and accounting methods 
demand it! 


You will cut your usual addressing 
time in half and at the same time 
handle your mailings and the mail- 
ing list as accurately as your 
accounts receivable. 






No Claims Made 
That Cannot Be 
Fulfilled 


Modei “C’’—the most versatile of Selecto, 
Ie is equipped with the selecting device 
cations in your mailing list. 

It also has the flashing, recording and totaling devices; compensating 
platen that addresses a single cheet or a book up to '>-inch thick; 
“direct from tray” unloading and “direct into tray” loading; 6 circuit 
electric control (5 more than any ng machine). 


For a modern, up-to-date mailing depar t, this del answers the 
most exacting requirements. Motor driven at a speed of 8,000 


stencils per hour. 


Plecloorag 


SELECTIVE AUTOMATIC ADDRESSING 


aph Addressing Machines. 
ich permits of 110 classifi- 





a 





3126-30 West 51st Street, Chicago, Illinois 


THE KEY-NOTE 


OF MODERN 
BUSINESS 


SUDDEN decision at the Sales 

Conference—lower prices to fore- 

stall competition or a change in 
policy that may mean increased sales—if 
you can notify your dealers promptly! The 
only drawback is the Time Element. 


Fortunate is the concern that is Selectograph 
equipped for such a crisis. You can place 
the burden of addressing on the Se 
graph—speed 8,000 or more per hour— 
and your message is in the mails by 
“quitting time”. 


Selectograph accelerates a quick decision. 
Equipped with the selecting device you can 
address or reject any number of 110 classi- 
fications. Suppose your decision affects 
only a certain variety of customers. With 
the selecting device you can set the 
Selectograph to address only those names 
interested — the balance will be rejected 
and you can have a total of names ad- 
dressed—or rejected—or both, if you wish. 


The Selectograph, as the name implies, is a 
selective addressing machine. It not only 
selects—but also rejects—a feature found in 
no other addressing machine. 
For modern, up to date, time and 44 
labor-saving addressing—no other \ 
addressing machine can equal Se 
Selectograph. Xx — y 
‘o° Mail 
to secure further informa- * 
tion about the Selecto- 
you under no ob- ¢ Selectograph Co. 
— Re o° 3126-30 W. 5ist St. 
¢ 
@ mation as to how we can cut our 
addressing cost. 


~— ae ae 
Today—Y it to If 
ou owe yourse 
graph. Tear off and mail 4 letterhead to 
coupon. It places 
Chicago, Illinois 
Ra 
avo Please send us descriptive 
@ literature and detailed infor- 


so 
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Mr. F.W.Rathbone, 

Old Town Ribbon & Carbon Co.,Inc. 
Johnson & Prince Streets, 
Brooklyn, New York. 

Dear Sir:- 

This is to inform you that the Old Town brand 
black record-typewriter ribbon of which a sample was 
submitted to this department, has passed successfully the 
customary test of this office and is hereby approved for 
use upon the public records of this commonwealth. 

The name of this ribbon will appear on the next 
list of approved ribbons issued from this office. In the 


meantime you are at liberty to show this letter to 


intending purchasers as evidence of its acceptance. 


Very truly yours, 


FO Ea oon, 


L.A.P./C.E.B. Secretary. 
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BARR-MORSE CORPORATION, Ithaca, N. Y., showed for 
the first time the new portable long carriage typewriter and VISIBLE RECORD 
the Barr continuous form equipment. The wide carriage ma- 
chine has a fifteen-inch carriage, all the other features being 
identically the same as the regular Barr typewriter. In charge 
of this exhibit were Sales Manager W. E. Barnard and General 


Manager Jerome A. Fried. BINDERS é 


BILTWELL PENCIL COMPANY, New York, N. Y., displayed 


(New York Business Show Exhibits—Continued from page 79) 





the Biltwell mechanical pencil in two grades, one in assorted ( For Current or 

colors and the other having a barrel in the new black and ) Transfer Purposes 

pearl shade Both models have gold plated tip, cap and clip 

and a propel, repel and expel mechanism. The Golf Special 

of convenient size to fit a watch pocket was also shown for r INDEXES a 

the first time E. R. Rodriguez was in charge. < Standard or Special 
BIRCHER COMPANY, INC., THE, Rochester, N. Y., and © Sizes. Aijicoloid or 

New York, N. Y., exhibited Lightning letter openers, both ) Insertable Styles 


power and hand operated, opening mail at the rate of 500 
pieces per minute; Lightning sealing machines, power and hand - 
operated, and a general line of mail sorting equipment. This FORMS se 


Junior model letter opener for opening bulky mail was dis- 


mem) BS] S|) ElSl al cle) > 2) 2) 2) FT 








played for the first time. This display was in charge of Sales ) Popular Sizes and 

Manager R. U. Reed of the home office and R. J. Ludlow, met- Arrangements Carried 

ropolitan district representative. in Stock — We 
BURROUGHS ADDING MACHINE COMPANY, Detroit, Emphasize Our Ability in 

Mich., and New York, N. Y., displayed a complete line of Devising Special Forms for 

portable adding and subtracting machines, statement machines, Any Purpose 

utility billing machines, typewriter-billing machines, distribu- e e 

tion machines, electric calculators and special banking and ? 

financial machines. Demonstrations included various methods ~ Complete Details in Our 

for handling accounts receivable, accounts payable, purchase , NEW CATALOG 

and payment records, etc. A general accounting plan for the > —Now Ready 

small or average office was also demonstrated. T. F. Ellis of J 





the headquarters sales department at Detroit was in charge. 
He was assisted by a staff of specialists and demonstrators 
from the New York agency. G. A AIGNER COMPANY 

BUSHNELL COMPANY. ALVAH, Philadelphia, Penna., and 
New York, N. Y.—Rope fibre ‘“‘Paperoid’’ wallets were shown, 


Specialists in Loose Leaf 


as were also “Vertex” filing pockets. An innovation was the 311 Peachtree Arcade 503 So. Jefferson St. 
use of automatic electric devices for displaying these products. ATLANTA CHICAGO 
New York Manager H. C. Landon was in charge, assisted by 
Nelson Bushnell of the home office, and sales representatives 
of the New York office, A. F. Bushnell and F. Lawrence. 
CANADAY COOLER COMPANY, New York, N. Y.—A drink- 


ing fountain providing electrically operated refrigeration and 


—eoOoOoOoOoO 

scientific filtering was exhibited R. H. Canaday was in charge 

assisted by J. L. Reuben, sales director; W. D. Bayley, con- 

struction chief; George Anderson, head field inspector, and 

Eugene J. Benson, office chief of service 

CLARK & GIBBY, INC., New York, N. Y., showed the desks if? 

of the National Desk Company; Handel Desk Lamps; the office 

suites of the Stow & Davis Furniture Company, and the Sikes- aay 


Cutler Desk Company suites, as well as the new Sikes posture 


chair John J. Dickie was in charge, assisted by George W. The instantaneous and continued success of 
Searles of the National Desk Company, and F. J. Bloempot of P eo ‘ 
Grip-Fix in the United States and Europe has re- 


the Sikes-Cutler Desk Company. 
COLLIER & SON DISTRIBUTING CORPORATION, P. F., sulted through the cooperation of dealers in filling 

New York, N. Y., featured Dr. Eliot’s Five Foot Shelf of Books the demand for a better adhesive paste. 

and the Harvard Classics J. J. MceNeirney, manager of the 


New York branch, was in charge. 
COLUMBIA RIBBON & CARBON MANUFACTURING COM- | HE IDEAL ADHESIVE 


PANY, INC., Glen Cove, L. L, N. Y., and New York, N. Y., 


showed a complete line of carbon papers, typewriter ribbons, WITHOUT WATER 


duplicator supplies and stencil ink. H. M. Trowern was in 

charge Permanently Moist and Creamy to the Last Drop— 
COXHEAD CORPORATION, RALPH C., New York, N. ¥.— Sticks Immediately 

A new and improved Super-Mercedes calculating machine was For the Trade in the Following Sizes: 

shown. One of the features of the new machine was its low Aluminum 6 ox. and 11 cx. Jars with Brush 

keyboard, which permits the operator complete ease. Stuart 

P. Coxhead was in charge. Also Special 3-oz. Photo Mountant with Brush 
DAYTON SCALE COMPANY—(See International Business REFILL SIZES 

Machines Corporation.) No. 15T—1 Ib. Tube No. 325— 5 Ib. Can with handle 
DEFIANCE MANUFACTURING COMPANY, Orange, N. J.— No. 115—1 Ib. Tin No. 650—11 Ib. Can with handle 

No. 200—2% Ib. Tin No. 1500—28 lb. Can with handle 


(See Monroe Calculating Machine Company.) 


DICK COMPANY, INC., A. B., Chicago, Ill., and New York, Packed in very attractive alum- 
N. Y., exhibited a line of Mimeographs, including accessory inum and metal containers. 
equipment, such as stands, the Autoslip, the Mimeoscope, etc. No breakages, lower carrying 

charges. 


New York Manager P. A. Bennett was in charge. 
DICTAPHONE SALES CORPORATION, New York, N. Y.— Territories still open for 
A complete line of Dictaphone equipment, in colors and stand- first class agents. 


ard finishes, including dictating, transcribing and shaving units 
as well as numerous accessories, were shown. Emphasis was GRIF - F IX CoO. 





placed on the new automatic indicator. C. R. Fox, manager INC. 

of the downtown office, was in charge, assisted by N. J. Wilcox LA 

and members of the sales force. 39 CORT NDT STREET 
DISPLAY MATERIAL COMPANY, St. Paul, Minn., and New York City 








New York, N. Y.—Actual demonstrations of show card making 
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Made in eight colors 
Gray— Blue — Brown — Red 


Pink—Orange—Canary 
Green 


Will accommodate one to fifty sheets 11x8 or 104,x8. 
Punched with combination holes. Standard 6 and 8 
centers. 


Made by 


ce Dee BaRKLEY & Co. 


MANUFACTURERS FILING SUPPLIES 


517 S. JEFFERSON ST. CHICAGO 
Send for catalogue and price list of Filing Supplies 
Distributors 


ASSOCIATED STATIONERS SUPPLY CO., CHICAGO 
A. C. MeCLURG & CO., CHICAGO 
WESTERN NEWS CO., CHICAGO 

JACLIN STATIONERY CO., NEW YORK CITY 











“‘Modern”’ | 


BRASS EYELETS 


Even eyelets may be good, bad or 
indifferent. “Modern” Brass Eyelets 
are made of the-finest material avail- 
able and tempered to work in any 
standard machine. 


Packed as follows: 


No. 1 200 in box—10 boxes in carton. 
No. 1 500 in box—10 boxes in carton. 
No. 1 2000 (bulk) in carton. 


No. 2 100 in box—10 boxes in carton. 
No. 2 500 in box—10 boxes in carton. 
No. 2 1000 (bulk) in carton. 


Write for trade price list and samples. 


The Hoge Manufacturing Co., Inc. 


23-25 East 2ist Street, New York, N. Y. 
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with the show card writer, The Progressive Stencillor, were 
given B. Fortuin was in charge. 

DITTO, INCORPORATED, Chicago, Ill, showed a complete 
line of Ditto machines, in addition to special models designed 
for production applications including card feeding devices and 
public utility billing. E. E. Gundaker was in charge a. 
Joy, G. H. Abbott and J. M. Cheney, officials from headquar- 
ters, were present. 

DO/MORE CHAIR COMPANY, Elkhart, Ind., and New York, 
N. Y., showed a complete line of office chairs including new 
models of executive chairs recently put on the market. P. O. 
Moore, vice-president of The Walcott-Taylor Company, east- 
ern representatives, was in charge. 

EDIPHONE, THE, Orange, N. J. 
Inc.) 

EDISON, INC., THOMAS A., Orange, N. J., and New York, 
N. Y., displayed the Ediphone for dictation with all its latest 
improvements and refinements. The principle of electrical con- 
trol on both the Executive and Secretarial machines was 
shown As this is the Golden Jubilee of the invention of the 
incandescent electric light built by Mr. Edison, an approximate 
replica of this light was also displayed. C. A. Smith, sales 
manager for New York, was in charge, assisted by J. W. 
Smith and S. E. Charles of his staff organization. Vice-Presi- 
dent Nelson C. Durand was also in attendance 

ELBE FILE & BINDER COMPANY. INC.. New York, N. Y.. 
showed loose leaf binders in the standard mechanisms and 
standard qualities of binding. as well as specialties in articles 
used in offices, made of leather, imitation leather, cloth and 
paper. Peter Cooper and Ernest Barnett were in charge 

ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, 
Mass., and New York, N. Y.—Several new machines were being 
shown including the Model 125 hand automatic envelope feed 
addressing machine, equipped with a postcard printing attach- 
ment: automatic envelope feed hand addressing machine 
equipped to handle 3x5 cards, and their Model 350 power auto- 
matic envelope feed addressing machine; a special machine 
called the Progressograph by which the address from a metal 
plate can be transferred to an Elliott stencil. There was also 
a new wrapper addresser and cutting machine. The wrapper 
attachment can be added to any Model 300 power machine. 
Creating especial interest was the Harmon BPlliott Public Serv- 
ice Bill Printer Addresser and Cutting machine, which prints 
a bill from a blank roll of paper with one or more stubs and 
cuts it to length at a great speed. The G10 card record control 
machine for department stores and mail order houses was also 
shown, as were Elliott hand operated machines and power 
machines in various models. New York General Manager 
Burleigh E. Smart was in charge, assisted by Hugo Cederholm, 
assistant manager; Brooklyn Manager William A. Boyd, New- 
ark Manager Harold R. Eustis, and the sales force 

ELLIOTT-FISHER COMPANY.—(See General Office Equip- 
ment Corporation.) 

ERROR-NO, INC., Little Falls, N. Y., and New York, N. Y.— 
Two new models of the Error-No designed especially for use 
with the Burroughs—Moon Hopkins bil'ing machine and the 
Todd Protectograph were displayed in conjunction with the 
complete line of Error-No copyholders. C. C. Harper, president, 
was in charge, assisted by Walter E. Bret, S. Chlupsa, J. M. 
Rice and Miss Esther A. Lloyd of the New York office. 

FELT & TARRANT MANUFACTURING COMPANY, Chi- 
cago, Ill., and New York, N. Y.—A new, specially built, twenty- 
column Statistical Comptometer for distribution and analysis 
of figure records was shown. Demonstrations of simplified 
accounting methods, accounting routines and accounting forms 
were also given New York Manager M. E. O’Brien was in 
charge, assisted by F. T. Hess and members of the local office 
staff. 

FINDEX COMPANY, THE, New York, N. Y.—Several types 
of mechanicai record systems were displayed, also samples of 


(See Thomas A. Edison, 





bank and corporation records using this service Charles W 
Wall, Jr., Eastern division manager, was in charge 

FORBES PUBLISHING COMPANY, B. C., New York, N. Y¥ 
Forbes Magazine and Forbes Business Library were on dis- 
play F. J. Hauser, personnel director, was in charge 

FORCE & COMPANY, INC., WILLIAM A., New York, N. Y., 
showed the wide range of Force numbering machines and their 
applications. An interesting machine illustrating the actual 
method of testing Force numbering machines before delivery 
was in operation. H. G. Baumann and R. H. Oaklet were in 
charge 

GARDNER COMPANY, New York, N. Y., featured the Gard- 
ner nine-column accounting machine with direct subtraction 
and the nine-column Gardner Duplex adding and listing ma- 
chine with direct subtraction. It is now possible to add or 
subtract in either counter; add and subtract in both counters 
simultaneously: add in one counter and subtract in the other 
counter simultaneously. E. P. Radigan was in charge, assisted 
by T. J. Coyale, G. S. Bischoff and Miss Thim. 
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Announcing 


Royal's Return to the Air! 





JESSE CRAWFORD 


—"Royal’s Poet of the Organ” at the console 
of the world’s largest studio Organ 


WEEKLY OVER THE NATION-WIDE 
COLUMBIA BROADCASTING SYSTEM 


Reaching an audience of more than 20,000,000 
listeners. Every Sunday night on these stations 
at the time indicated. 


WADC Akron . . 10:30] WLBW Oil City. . 10:30 
WCAO Baltimore . 10:30}; KOIL Omaha . . 9:30 
WNAC Boston. . 10:30) WJAS Pittsburgh . 10:30 
WKBW Buffalo. . 10:30) WCAU Philadelphia 10:30 


WBBM Chicago . 9:30) WEAN Providence . 10:30 
WKRC Cincinnati. 9:30) KMOX St. Louis. . 9:30 
WHK = Cleveland. 10:30) WFBL Syracuse. . 10:30 
WGHP Detroit. . %:30|WSPD Toledo . . %30 
WOWO Fort Wayne 9:30| WMAL Washington 10:30 
KMBC Kansas City 9:30|) KHJ Los Angeles 7:30 





KLZ Denver. . 8:30|/KFRC San Francisco 7:30 
KDYL Salt LakeCity 8:30 KOIN Portland. . 7:30 
WABC New York. 10:30|KFPY Spokane. . 7:30 


KVI Seattle-Tacoma . 7:30 


Sunday Night, November 10th, at 10:30 to 11 P. M. 
Over the Nation-wide Columbia Broadcasting System 


Tune in every Sunday night. Listen to the inspiring music of Jesse 
Crawford, “Royal's Poet of the Organ", and one of the world’s most 
celebrated musicians, as he broadcasts direct from New York, his 
specially selected programs of popular and classical music. 

Tell your customers. Most of them have radios. They will enjoy 
the rare charm of "Royal's Poet of the Organ”. And everytime they 
hear Jesse Crawlord they learn more about the Royal Portable Type- 
writer—the ideal Christmas Gift for the whole family. Feature Royal's 
“return to the air’. Use Royal's display material. Feature the Royal 
Portable and the Royal Portable Christmas carton. 


“IT’S A ROYAL PORTABLE” 


Appearing in all the magazines of large circulation—Saturday Evening 
Post, Literary Digest, Liberty, Collier's, American Magazine, College 
Humor, etc., efc., in beautiful full-color printings. Reaching more than 
40,000,000 potential buyers. An advertisement built around a human 
interest painting by Frederick Stanley, depicting a family on Christmas 
morning gathered before the Christmas tree—their happiness—their 
gleeful excitement at finding a Royal Portable. 


TIE-UP. WIN YOUR SHARE OF THESE 
HOLIDAY SALES. Prepare a Royal Portable 
Window. Display the reproduction of the unusual 
Stanley painting as well as the special Radio An- 





nouncement Display. Royal's Christmas Portable 
Sales Campaign is for you—to help you to in- 


crease your Holiday Sales. 


If you want further information —if you haven't received 


your allotment of display material write or wire direct to 


ROYAL TYPEWRITER COMPANY, INC., 316 BROADWAY, NEW YORK CITY 


ROYAL’ /) TYPEWRITERS 
fe_ 
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~ always hae) 


10% 


Scripto MANUFACTURING COMPANY 
ATLANTA, GA. 








takes pleasure in announcing that 


ASSOCIATED STATIONERS 
SUPPLY COMPANY 


of CHICAGO 


N24 Scripto aTLANnTA,U.S.A.PAT.APD. 





is a distributor of the 
complete line of 


PRODUCTS 





Scripto Pencils 

Desk, Pocket and Purse sizes 
Scripto Long-Leads 

black (in 10 degrees) and 10 colors 
Scripto Erasers 
Scripto Clips 
Scripto Gift Boxes 
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GENERAL ELECTRIC COMPANY, Schenectady, N. Y 
showed twenty-six various manufacturers’ business and office 
machines equipped with General Electric motors, as well as 
some fractional horsepower motors adaptable in the business 
world In attendance at this exhibit were B. R. McClure and 
J. H. Staak of the Fort Wayne works; G. E. Culver, Bureau 
of Methods and W. A Schenectady and W. H. 
Tucker of New York 

GENERAL OFFICE EQUIPMENT CORPORATION, New 
York, N. Y., exhibited all the newest models of Elliott-Fisher 
accounting, writing and billing machines, as well as Sundstrand 
adding, figuring, bookkeeping machines and cash registers. C. 
H. Reed, New York district manager, was in charge. 
GRAFF COMPANY, GEORGE B., Cambridge, Mass., 
office devices including vise signals, Viz signals, map tacks, 
cloth tabs, vise index tabs, vise paper clips and thumb tacks. 
Charles W. Lipman was in charge, assisted by Leland 8S. Graff. 
President George B. Graff was also in attendance. 
GRAND RAPIDS LOOSE LEAF BINDER COMPANY, 
tapids, Mich., and New York, N. Y., showed a complete line 
of binders of the Proudfit style, also meter reading binders, 
catalogue binders and binders for binding Photostat records in 
the latest improved manner. In attendance at this booth were 
G. D. Hicks and R. H. Kieffer of the New York office, and 
H. M. Durand from the home office. 

GRIP-FIX COMPANY, INC., New York, N. Y., showed Grip- 
introduced last year to the American 
is said this adhesive requires no 


Gluesing of 


showed 


Grand 


Fix, a waterless adhesive, 
market from England It 
water to keep it moist, is economical to use as the thinnest 
smear only is necessary to give an immediate and permanent 
adhesion Grip-Fix may be had in various sized containers, 
including six and eleven ounce aluminum jars with brush; one 
pound tube: one pound tin; two and a quarter pound tin; 
five pound can with handle; eleven pound can with handle, 
and twenty-eight pound can with handle. 

P. W. Kemp was in charge 

GROLIER SOCIETY, THE, New York, N. Y., 
new publication, The Book of Popular Science in fifteen vol- 
as well as other Grolier pub- 


displayed their 


umes, with annual supplements, 
lications of special interest to those visiting the show. A. L. 
New York district sales manager, was in charge 

COMPANY, INC., Rochester, N. Y., and 
Speedrite checkwriters in various color com- 
featured was the DeLuxe 
and cardinal red and 


DeFau 

HALL-WELTER 
New York, N. Y 
binations are shown Especially 
model finished in Rolls-Royce blue 
equipped with two-color imprint, removable name or counter- 
signature bar and providing payee name protection 

Manager L. J Also in attendance 
Welter, vice 

secretary and general sales manager, from thé 


Lipsiner was in charge 
were H. C president and general manager, and 
F. E. Brown 
home office. 

HEDMAN MANUFACTURING COMPANY, Chicago, Il, and 
New York, N. Y. (See Weig Sales Corporation) 

HOLMES ELECTRIC PROTECTIVE COMPANY, New York, 
N. ¥ For demonstration purposes the rear of the exhibit was 
in the form of an exterior wall of a home or mercantile estab- 
panels, pro- 
instruments and appliances different 
service At one end of the space was the 
instantly records 


lishment with windows, doors and hidden safe 


tected by used in the 
types of protective 
central office control switchboard unit that 
and sets in motion the protective service when tampering with 
John T. Quigley of the sales promotion 
department was in chargé 

HOOVEN LETTERS INCORPORATED, New York, N. Y., 
showed two Hooven automatic typewriters in constant opera- 
tion President Horace H. Hahm was in charge 
HUSH-A-PHONE CORPORATION, New York, N. Y¥.—The 
Hush-A-Phone as heretofore sold was on display, but featured 
especially was a new model Hush-A-Phone of striking appear- 
ance and unique usefulness, adapted to the French or handset 
telephone President H. C. Tuttle was in charge. 
INK-OUT MANUFACTURING COMPANY, INC., 
N. J The company’s products including Ink-Out;: 
Eradovials; Cardinell 
bottle support and 
Richard J 


the premises occurs 


Montclair, 
single fluid 
foun- 
Cleo- 


Eradopens and 
Neva-Tip 
shown 


ink eradicator: 
tain pens; Cardinell 


patra cigarette holders, were Peer was in 


charge, assisted by Theodore Reichard, New York City repre- 
sentative Also in attendance was John D. Cardinell 
INSTOGRAPH, LIMITED, Oakland, Calif., and New York, 


N. Y., showed some new models including straight line stamps 
operated from a telechron motor when the operation is from 
AC current, a straight line stamp operated by the self winding 
clock movements when the current is DC, split minute stamps, 
others of the same type which embody an automatic numbering 
device in connection with the stamp Another new develop- 
ment was a fine secondary to be operated from a master clock. 
J. H. Walker, president of the G. A. Murmann Sales Organi- 
zation, eastern representatives, was in charge. 
INTERNATIONAL BUSINESS MACHINES CORPORATION, 
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Quality-Built 


MOTORS 





A New Office Device 


Emerson Motors may have considerable 
influence on the success of a new office 
appliance. They help give a new device an 
entree into thousands of offices where 
thousands of other Emerson equipped of- 
fice appliances are already in service. 
And Emerson’s experience in the office 
appliance field is so complete and of such 
long standing that its special motor prob- 
lems are particularly well known to 
Emerson engineers. 


Special Motors for every use. AC and DC 1/30 to 2 hp. 
THE EMERSON ELECTRIC MFG. COMPANY 
2018 Washington Ave., Saint Louis 


806 W. Washington Blvd., Chicago 
50 Church Street, New York City 


EMERSON 


MOTORS 








A Profitable Line 
to Sell— 







Bankers’ 
Sanitary 
Moistener 







Adams 
Desk Memo 





Ryco Book 
Ends 





These 

items are now 
manufactured and sold 
by 


Ryco Sealer 
Parsul Sealer 





The Seymour Products Company 
Seymour, Conn. 


Full information and prices on any or all of 
these items sent upon request. 


New York Office: Room 1807, Chanin Bldg. 
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This: s the “SQUARE END” DISPLAYOR 








UNIVERSAL 


SWING-WING 


DISPLAYORS 


are in constant demand by executives 

in every field of business. They are 

ideal for keeping important data 

readily visible 
Let us tell you how Office Equipment dealers everywhere 
are increasing their sales and profits with Universal Swing- 
Wing Displayors 


WRITE FOR CATALOG OE29 


UNIVERSAL FIXTURE CORPORATION 
135 West 23rd St., New York City 














THE 
PERFECTION 
DAILY 
, REMINDER 


The latest addition to the Perfection line of Calendars 
Made in three sizes—4\%”"x6\%", 5%"x8”", 6%”"x10”. 

New exclusive features:— 

Permanent metal Base with rubber plugs which prevent 
scratching 

Ingenious method of punching the Pad with half round 
holes to fit the half round posts which are part of the 
name plate This facilitates mounting the Pad and per- 
mits a sheet to be removed without leaving a ragged 
edge Pencil rack at the front of the base as illustrated. 


“The House of Service” 





‘DEFIANCE © 


| St [SALES CORPORATION LJk_| 


Stationers’ Glassware, Hardware and Specialties 
72 SPRING STREET NEW YORK 
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New York, N. Y¥.—Devices from all of the company's divisions 
were shown, including hand and electric punches, electric dupli- 
eating key punch, automatic key punch, electric sorting ma- 
chine, Standard electric tabulating machine, electric account- 
ing machine; electric printing card sorter, automatic gang 
punch for 80 column cards, electric interpreter; billing attach- 
ment for electric acounting machine; signalling, indicating and 
recording devices; International automatic payroll machine; 
self-regulating time system which operates from lighting power; 
Dayton Money-weight computing scales; Dayton coffee mills; 
meat choppers, meat slicers, etc. Also shown was the new 
Dayton Easyread chart with range of forty-six prices per 
pound and the Dayton Magniscope. In addition the Interna- 
tional Rayon “Yield” scale and the International portable auto- 
matic scale were shown. The Tabulating Machine Company 
Division was in charge of E. Perkins, manager of the New 
York office, under the supervision of Sales Manager L. H. 
LaMotte. The International Time Recording Company Division 
was supervised by Sales Manager E. E. Ford, with Walter 
O’Donnell of the New York sales office and R. A. Bush, Eastern 
divisional manager, in charge. Dayton Scale Company Division 
was supervised by S. M. Templeton, vice-president and sales 
manager, with H. Jackson, manager of the New York scale 
division office, in charge. The Industrial Scale Division was 
under the supervision of Sales Manager F. J. Boucher. 

INTERNATIONAL POSTAL SUPPLY COMPANY OF NEW 
YORK, THE, Brooklyn, N. Y., showed check endorsers, metered 
mailing machines and post office stamp canceling models. Jack 
Spelman was in charge, assisted by Messrs. Zahn, Reoch, 
Pacher, Schneider, Yule, Bock, Byrnes, MacDermeid, Schroeder 
and Glesner. 

INTERNATIONAL TELEPHONE AND TELEGRAPH COR- 
PORATION, New York, N. Y.—This was a joint telegraph, cable 
and radio communications exhibit. The latest automatic devices 
for dispatching messages and specimens of photograms, etc., 
were shown. E. D. Thonburgh was in charge 

INTERNATIONAL TIME RECORDING COMPANY (See In- 
ternational Business Machines Corporation). 

INTERNATIONAL VISIBLE SYSTEMS CORPORATION, 
Cincinnati, Ohio, and New York, N. Y., showed a complete line 
of International visible cabinets in which were seen setups of 
interesting business record applications. One of the new models 
was the Executive Control unit which is a two-tray cabinet 
designed so that an executive may have within easy reach on 
his desk a graphic picture of the “key facts’’ of his business. 
Brooks Visualizers were also displayed in an interesting man- 
ner. E. C. Norrington, regional director of the New York dis- 
trict, was in charge. Also in attendance were Stanley B. Frei- 
berg, president; C. F. McKee, field sales director, and B. L 
Stringer, technical sales director, from the home office. 

INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, 
Wise. (See R. Orthwine.) 

JARRETT TYPE CLEANER, INC., New York, N. Y., dem- 
onstrated the Jarrett type cleaner for typewriters and office 
machine type, addressograph plates, cleck writers, rollers, etc 

KEE-LOX MANUFACTURING COMPANY, Rochester, N. Y., 
and New York, N. Y., showed a full line of all kinds and cor- 
respondence carbons, billing carbons, all kinds of carbon rolls 
and inked ribbons for every purpose. Manager John A. Noonan 
and Assistant Manager E. R. Foudy were in charge. 

KOBLER & COMPANY, New York, N. Y¥Y.—The Kobler Copy- 
holder was on display in this booth. In charge of Mr. Kobler. 

LA SALLE EXTENSION UNIVERSITY, Chicago, Il., and 
New York, N. Y., explained the services of the organization 
in correspondence school work In charge of the exhibit was 
A. C. Shaughnessy, manager of New York Office assisted by 
Messrs. Van Noy, O'Neill, McNoughton and Rewee. 

LINK & COMPANY, INC., L., New York, N. Y., showed a 
new gummed tape dispensing machine which enables the oper- 
ator to obtain any predetermined length of gummed tape per- 
fectly moistened and cut at one stroke. L. Link was in charge, 
Cc. F. Albers assisting. 

LUDLOW & COMPANY, R. J., JR., New York, N. Y¥.—(See 
The Bircher Company.) 

MARCHANT CALCULATING MACHINE COMPANY, Oak- 
land, Calif., and New York, N. Y., showed all medels of 
Marchant calculating machines. A new feature was a car- 
riage that shifts automatically when the multiplication keys 
are depressed and a semi-automatic division lever feature, 
eliminating manual effort on a machine not equipped with full 
automatic division feature. District Manager William V. Black 
was in charge, assisted by J. M. Reid. 

MARR DUPLICATOR COMPANY, San Francisco, Calif., and 
New York, N. Y., showed Ellams duplicating machines in both 
electrical and hand driven models, also supplies. 

Theodore Fiala of the New York office was in charge. 

MARTENS TYPE CLEANER COMPANY, New York, N. Y., 
showed the Martens type cleaner with patented brush appli- 
eator for cleaning types of all composition. 
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Your letters are callers .. . 





INC, 





iphon 


say it to the Ediphone! 


HEN correspondence arrives at the desks of your 

executives, an Ediphone enables them to give the same 
immediate attention to each letter that they would a personal 
call. Replies are dictated at first reading when the answer is 
on the tip of the tongue. No buzz—no wait. An Ediphone is 
a secretary always ready for dictation. 


Busy executives gain a month a year speaking their minds 
anytime to an Ediphone. They write better letters. Their 
mail is ready for signature in half the time. 


Our National Service will prove this at your desk and guas- 
antee the continued satisfaction of your entire office. Hundreds 
of our customers, nearby, will tell you so. Telephone “The 
Ediphone”, your city, or write for our book, “Getting Action”. 


Ask for Travel Service 


e 


THOMAS A. EDISON, INC, 


Laboratory and General Offices 
ORANGE, N. J. 


World-Wide Service in All Principal Cities 





Ed i so n's N ew Di ctati n g M ac hine LONDON OFFICE: Victoria House, Southampton Row 


See the Ediphone Exhibit 


Space 93-94, New York Business Show, Oct. 21-26 
Space 113, Chicago Business Show, Nov. 11-16 
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| PRESIDENT’S SUITE | 


RE 
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: Desk No. A 66 F 


| Size 66 x 38 inches 


Consisting of DESK 
| TABLE 
COSTUMER 
WASTE BASKET 
TELEPHONE STAND 
BOOK CASE 


Made of the finest selected walnut : : : by Dietz : : : makers of 
GOOD DESKS since 1881 : : : the logical line for your trade: : : 
the shipping point convenient to you : : : freight and time saved 


are added profits. 


Write for catalog and price list. 


THE J. F. DIETZ CO. 


CINCINNATI, OHIO 
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McCASKEY REGISTER COMPANY, THE, Alliance, Ohio, 
and New York, N. Y Three divisions of the company were 
represented the commercial, consisting of cash account and 
general merchandise systems; the pro- 
systems for handling the financial 


credit account systems; 
fessional division devoted to 
and clinical records of the doctor and dentist; the industrial 
division, including controlling stock, perpetual inventory, costs, 
production, planning, routing and dispatching, tool check and 
tool inventory, order control, machine control; carbon backed 
factory and office forms 

McGRAW-HILL PUBLISHING COMPANY, New York, N. Y., 
showed the magazine “System,” “‘Business Week’ and other 

Irving Fellner, J Marshall Mayes, Sherman 
McKeown and Port Wylie, Jr., were in charge. 

MERCEDES CALCULATING MACHINE COMPANY—(See 
Ralph C. 

MONROE CALCULATING MACHINE COMPANY, Orange, 
N. J., and New York, N. Y 
lators, principally the Series 
matic and KAS machines 
the Executive Monroe, a compact, portable adding calculator, 
weighing but seven and a half pounds with a standard flexible 
keyboard. The Defiance Checkwriters were also prominently 
displayed. R. Trego, district manager of Newark, N. J., was 
in charge of the exhibit and was assisted by the personnel of 
the four metropolitan district offices. Associated with him 
were District Managers R. H. Halmage of Uptown New York; 
H. W. Ryan of Downtown New York, and F. M. Zelinski of 
Brooklyn 

MOSLER SAFE COMPANY, THE, Hamilton, Ohio, and New 
York, N. Y., exhibited a full line of Underwriters’ “‘A’’ and 
“B” label safes, which also bear the T-20 burglary label; chain 
store safes; safe deposit boxes; vault doors; round door bur- 
glar proof chests; hotel safes, etc New York Manager L. B. 
Morris was in charge 

MULTIPLEX DISPLAY FIXTURE CORPORATION, St. Louis, 
Mo., and New York, N. Y., showed the complete line of Multiplex 
swinging display fixtures for maps, charts, drawings, photo- 


publications 
Jones, S. E 


Coxhead Corporation.) 


, exhibited high-speed adding calcu- 
models including the full auto- 
Also displayed is the newest model, 


graphs, etc 

MULTIPOST SALES AGENCY, New York, N. Y., exhibited 
postage stamp affixing machines, parcel post postage registers 
and envelope sealing machine; also the Elliott and Dandy 
Nathan L. Caro was in charge. 

MULTISTAMP COMPANY, THE, INC., Norfolk, Va., and 
New York, N. Y., showed various types of Multistamp in dif- 
ferent sizes. Especially featured was a new model, No. 7, with 
full 8%x11 printing surface, shown for the first time. R. M. 
Warnock, manager of New York office, was in charge. W. P. 


Sealers 


Mason, president and general manager, and P. H. Mason, vice- 
president and general sales manager, were in attendance during 
the week 

MUN-KEE PRODUCTS CORPORATION, Newark, N. J., 
demonstrated the Mun-Kee Silent Stamp pad, a rubber base 
pad with refillable and reversible inking surface. Manager W. 
N. Hunter was in charge assisted by Miss C. Weinstein 

MURMANN SALES CORPORATION, G. A., New York, N. Y 

(See Instograph, Ltd.) 

NATIONAL CASH REGISTER COMPANY, THI Dayton, 
Ohio, and New York, N. Y \ complete line of National Cash 
A National cash register for 
every line of business was displayed and there were also ex- 


register equipment was shown 


hibited the newer developments of the industry including bus 
and transportation machines, bank posting and accounting reg- 
isters, sales analysis and other types of machines Also shown 
were what were formerly known as the Ellis adding typewrit- 
ers Special representatives of the company were on hand to 
demonstrate and explain the line 

NATIONAL DESK COMPANY, Herkimer, N. Y (See Clark 
& Gibby, Inc.) 

NEW YORK TELEPHONE COMPANY, New York, N. Y 
illustrated the new telephone typewriter service, a model of a 
general manager’s New York office with a telephone telewriter 
installed in an adjoining roo for sending and receiving mes- 
Model head- 
quarters of such a plant manager were also exhibited complet- 


sages from a plant manager in a distant city 
ing the link Other modern telephone conveniences for large 
or small business institutions were shown A large electrical 


map showing 3 minute telephone rates between New York and 
important cities throughout the world attracted much attention. 
G. J. Lyons, division sales manager, Eastern Division, was 
in chargé 

NORTH LIGHT CORPORATION, New York, N. Y.—A full 
line of office daylight portable lamps, as well as semi-indirect 
overhead units for office lighting and the units designed for 
the art and color trade were shown. John B. Sublath was in 
charge 

O. D. PATENTS CORP., New York, N. Y., 
Design-Aidor, a device made in the shape of a triangle serving 


displayed the 
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DAVIDS’ 


WELL-KNOWN 


INK ERADICATOR 


Catalog No. 666 





Write for Catalog and Prices 


Thaddeus Davids Ink Co., in. 


Makers of Fine Sealing Wax—Inks—Adhesives 


95-97 VANDAM ST. NEW YORK, U. S. A. 
ESTABLISHED IN 1825 











DEPENDABLE 
SIMPLICITY 


At a new low price 


The New Super Automatic Tape Sealer 
combines dependable simplicity with 
stability—built to stand up under con- 
tinued hard usage—few moving parts. 





Write for our Dealer proposition. 


TAPE SEALING MACHINES 
PRINTED SEALING TAPE 


SUPERIOR TAPE & SEALER COMPANY 
431 East Third Street Dayton, Ohio 





SUPER AUTOMATIC TAPE SEALER 


Handles 4%” to 1%” Sealing Tape. 
Size 3%” wide, 7” high, 14” long, weight 12 Ibs. 


List Price $18.00. 
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e121 hhL 
BOUND 






means safe 
and secure 


Cash in on this well made line of storage 
cases for transferred and inactive records. 
There is a good, steady demand if you keep 
up your stock and are prepared for business. 
STEEL BOUND BOXES are made in ten 
stock sizes covering practically all require- 
ments. Special sizes can be supplied at com- 
paratively short notice. Compare our prices, 
quality and service. Write for details. 


Steel Bound Box Co. 


5039 Cottage Grove Ave., Chicago 











~ 
THIS TypeWRITER BY 


FREE OFFER 
Here’s An Imperial Try It! 


If you know typewriter ribbons wed like you to 
send for a sample Imperial Ribbon and test it your- 
self. If you don’t know typewriter ribbons send 
for a sample and try it anyway. 


An expert will be sold on Imperial at once---but you 
don't need to be an expert to see that Imperial 
writes clearly and cleanly-—-erases without smudg- 
ing---is evenly inked---lasts longer 

You'll say that Imperial Typewriter Ribbons are 
the kind it's a pleasure to sell because they satisfy 
--and satisfaction means profits for you. If that’s 
what you're after, send for a sample ribbon and 
prove to yourself that it ought to be the leader in 
your stock 


Imperial Manufacturing Co. 
295 Washington St. Newark, N. J. 


Please send us sample typewriter ribbon (at neo 
charge) for: 


Machine 
Name 


Address 
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the purpose of a divider, protractor rule, square, parallel, angles, 
stencil set and curves. James Holloway was in charge. 

OFFICE APPLIANCE COMPANY, THE, Chicago, Ill, and 
New York, N. Y., explained Office Appliances, the news and 
technical trade journal, and its services to readers. In charge 
of this display was C. H. Everly, vice-president and Eastern 
manager, assisted by George C. Wheeler. Also in attendance 
was John A. Gilbert, secretary. 

OFFICE APPLIANCE & EQUIPMENT COMPANY, New 
York, N. ¥ (See Error-No, Inc.) 

OHMER FARE REGISTER COMPANY, Dayton, Ohio, and 
New York, N. Y., displayed Ohmer cash registers in new color 
combinations for various types of businesses. Secretary Ray 
M. Ohmer was in charge, assisted by B. C. Palmer of the New 
York branch. 

ORTHWINE, R., New York, N. Y., exhibited steel and wood 
furniture, a complete line of filing equipment, storage cabinets, 
etc., commercial grades of furniture as well as matched office 
suites, as well as display specialties and display items. Leo 
Zorn, A. J. Herold and H. R. Brewer were in charge. 

PERFECTION DRY TAB PACKAGE SEALING MACHINE 
COMPANY, Cleveland, Ohio.—(See J. E. Towner.) 

PHILLIPS RIBBON & CARBON COMPANY, INC., Rochester, 
N. Y., and New York, N. Y., showed a full line of typewriter 
ribbons and carbon papers and many specialties including 
Carbo-Graph carbon binders, ribbons packed in the Philco 
Humidor, Tab-Edge carbon; Handy Pack carbon, autographic 
register and billing machine rolls, full and semi-inked Heckto- 
graph and duplicating machine ribbons, as well as the Eraser 
Placer. President L. A. Phillips and Vice-President G. F. 
Yancey were in charge. 

PLECHNER, N. M.—(See Standard Mailing Machines Com- 
pany.) 

POLAR MANUFACTURING COMPANY Philadelphia, 
Penna., showed the company’s line of office specialties, includ- 
ing desk pads of all kinds, calendars, desk tops, telephone 
screens, chair pads, etc. Among the new items displayed for 
the first time were the directors table pad, elegantly embossed 
decorated folding screens, the leather covered rocker blotters 
and letter trays to match the desk pads President M. R 
Landes was in charge. Also in attendance was W. R. Talbot, 
sales manager, and several of the salesmen of the company. 

PONTON COMPANY, INC., THE W. S., New York, N. Y¥ 
displayed equipment used in the compilation of mailing lists, 
addressing and multigraphing In charge of this exhibit were 
J. W. Baxter, manager, and L. B. Wescott, assistant manager 
of the analytical service department 

POSTAGE METER COMPANY, THE. Stamford, Conn., and 
New York, N. Y., exhibited the new Model “H’’ Multi-Denomi- 
nation Postage Meter machine, as well as a full line of Post- 
age Meter mailing machines. stamp affixing machines, mail 
tables, etc S. W. Sells, New York branch manager, was in 
charge 

PURO FILTER CORPORATION OF AMERICA, New York, 
N. Y., showed a full line of filter-purifiers and drinking water 
cabinets, as well as ice-using cabinets, and a new model using 
electric refrigeration. P. C. Stone, director of sales, was in 
charge 

QUIK-LOK FILE COMPANY, New York N. Y.,. demon- 
strated the Quik-Lok collapsible storage file designed to ac- 
commodate the greatest quantity of papers at the lowest pos- 
sible cost where the value of the records does not justify a large 
expenditure for storage purposes S. Scheinman was in charge. 

R. C. A. COMMUNICATIONS, New York, N. Y., demon- 
strated the actual handling of messages by telegraph with the 
high speed automatic transmitter using the recently developed 
perforator for “punching out’’ the message and the Wheat- 
stone transmitter for sending the message in dots and dashes 
from the tape record Also the high speed automatic recorder 
which records the message on a tape 

RECTIGRAPH COMPANY, THE, Rochester, N. Y., and New 
York, N. Y., showed the Super Rectigraph. a photographic 


copying machine which produces the negative, developes, washes 

and dries prints automatically A. A. Kreig was in charge. 
REINER’S ROTAPRINT, INC., New York, N. Y., showed the 

sheet feed machine; the standard machine, printing from a 


roll, also with an auxiliary sheet feed attachment; duplex ma- 
chine, printing from a roll, also with an auxiliary sheet feed 
attachment Displayed for the first time was a new develop- 
ment in the Rotaprint line, the air suction sheet feed attach- 
ment for the duplex machine This exhibit was in charge of 
Gilbert F. Farmer, treasurer and metropolitan sales manager: 
Charles Wetter, J. Harris, L. W. Matthews, D. LaRossa, E. 
Barker. W. Harold, F. Jark and Roy Aberle. 

RIBBON & CARBON PRODUCTS COMPANY. INC, New 
York, N. Y.—(See Phillips Ribbon & Carbon Company.) 

RITEALL CHECKWRITER CORPORATION, Rochester, N. 
Y (See Sampson Permagraph Company.) 
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FEDERBUSH BROTHERS 
LOOSE LEAF BINDERS 


Federbush Brothers Loose Leaf Co., Inc., operating the largest Loose 
Leaf manufacturing plant in the east, place at your disposal their instantly 
available stocks of standard Loose Leaf Binders, and the unequalled flexi- 
bility of their factory equipment for the production of special Loose Leaf 
devices to your individual specifications. 

The profit possibilities and rapid turnover of a complete stock of Loose 
Leaf devices, require no commendation to the wide-awake stationer — and 
Federbush Brothers products are made to stay sold and sell others. 

Executives of such companies as: General Electric, National Biscuit, 
Montgomery Ward, Western Electric and many others have been quick to 
realize the integrity of Federbush Brothers Loose Leaf products in adopt- 
ing them for office equipment, salesmen’s portfolios, advertising presenta- 
tions, and a host of other requirements. 

A new indexed catalogue of Federbush Brothers Loose Leat equipment 
is just off the press—send for it today. 


Federbush Bros. Loose Leaf Co., Inc. 
<< 160 Varick Street New York, N. Y. 









A copy of this new %6-page 
catalogue for your desk will 
prove unusually helpful — the 
coupon will bring it to you 
at once. 
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THE WILLIAM TELL SUITE 


Popular — Attractive — Serviceable 


This beautiful group of furniture has a great selling appeal for all sorts of busi- 
ness and professional offices. As well constructed as it is pleasing in appearance, 
it is in the price range of most of the business people in your territory. The 
complete William Tell suite (including chairs, not illustrated here) can be sold 
at retail at about the price of a first-class radio receiving set. It pays to stock 
furniture of such appearance and quality—furniture that is both in demand and 
within the means 

There are many features of convenience and service not evident in the illustra- 
tion: Genuine walnut exteriors, finished dull—metal dust and vermin proof 
bottoms—continuous panel back, etc. Full specifications are given in the catalog 
and price list, sent on request. 


Tell City Desk Co. 


Tell City, Indiana 








“They Sell 
and They Stay 
Sold” 
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ROYAL TYPEWRITER COMPANY, INC., New York, N. Y. 

The exhibit of the New York Royal portable dealers, in the 
form of a medel dealer store, put over the Royal message of 
color in vigorous fashion The store was beautifully decorated 
in the modernistic manner, and its uniqueness and interest 
served as a graceful background for the Royal portable. The 
colored machines exhibited proved capable of catching the eye 
and holding the imagination of the most casual visitor. 

RUSSO, INCORPORATED, F. A., New York, N. Y., 
strated the actual production of Photostat prints An array of 
actual prints was also displayed Frank A. Russo, John Bar- 
rett and Charles McNally were in charge 

RUXTON MULTI-VIDER CORPORATION, New York, N. Y., 
showed the Multi-Vider, a mechanical pencil which multiplies, 
instantly. In 


demon- 


divides, works percentages proportions, ete 
Busk, general sales manager; 


Magee, O. S. Baldwin and 


charge of this display were J. R 
Virgil Frank, Gordon Willson, T 
Mr. Yoder 

SAMPSON PERMAGRAPH COMPANY, INC., Rochester, N. 
Y., and New York, N. Y Here the company demonstrated the 
Sampson electric Permagraph checkwriter, which writes and 
Charles H. Sampson, president of 
Permagraph, with several 


protects on one machine 

the company, and inventor of the 

assistants, was in charge 
SELECTOGRAPH COMPANY, Chicago, IL, 


plete line of addressing machines, cabinets, trays, stencils and 


exhibited a com- 


supplies. Several power machine models were shown, operating 
at a speed of 8,000 per hour for automatic selective addressing, 
also three small versatile hand machines for the small user 
K. Von Landau was in charge 

SHAW-WALKER COMPANY, Muskegon, Mich., and New 
York, N. Y., introduced the company’s new line of business 
furniture and showing visible card record equipment and mod- 
ern bank equipment The furniture featured the new Sky- 
scraper desk, with a new roil-edge working top with drawers 
“organized for work” its companion pieces, the secretarial 
desk, the stenographer’s desk, the Skyscraper Junior 45, a single 
pedestal desk for clerical workers and salesmen, and the office 
work table Vertical visible card record display includes two 
mahogany desk units, cross-file steel 
posting units; varied types of card record equipment for all 
purposes were also shown \. W. Swain was in charge. 

SIKES-CUTLER DESK COMPANY, Philadelphia, Penna.— 
(See Clark & Gibby, Inc.) 

SIMPLEX TIME RECORDER COMPANY, Gardner, Mass., 
and New York, N. Y.—A complete line of payroll and cost time 
recorders both spring driven and electrically driven were shown. 
In charge were G. W. Noxon, N. Salomon, R. Mitchell and E. 
H. Kelder, manager 

SNYDER MULTIFORM CORPORATION, 11 West Forty-sec- 
ond street, New York, N. Y., exhibited the Snyder Multiform 
device, which handles a variety of continuous printed forms in 
both folded packet and roll form In charge of Sales Manager 
Samuels President Snyder was also in attendance during 
the week 

SORTER-GRAF COMPANY, Detroit, Mich., and New York, 
N. Y., gave actual demonstrations of sorting speed with the 
Sorter-Graf. H. H. Vacheron, New York general manager, was 
in charge 

SPEED KEY MANUFACTURING COMPANY, Brooklyn, N. 
Y., showed noiseless automatic shock absorbers, noise reducers 


drawer steel cabinets 


and automatic attaching devices for all makes of typewriters; 
corrugated platen knob twirlers for typewriters and adding 
machines and check Herbert E. Frost 
treasurer and general manager, was in charge 
A. W. Lockwood 

SPEEDRITE SALES COMPANY, New 
Hall-Welter Company, Inc.) 

STANDARD-JOHNSON COMPANY, INC., Brooklyn, N. Y., 
showed models F-2, NC, N and B-1 of the Standard-Johnson 
line of coin assorting, counting and packaging machines. J. P. 
McMahon was in charge with W 

STANDARD MAILING 
Mass., and New York, N. Y 
permit machine; 


writers secretary, 


assisted by 


York, N. Y.—(See 


Nathan assisting 
MACHINES COMPANY, Everett, 
, demonstrated the Standard postal 
all models of Standard envelope sealers; new 
Standard Junior envelope sealer and Standard stamp affixers. 
Shown for the first time is the new Standard copyholder, as 
well as the new Standard Rotary duplicator, to be placed on 
the market after the first of the year Marcus M. Plechner, 
New York manager assisted by Joseph Gowa. 
F. W. Storck, general manager, and A. W. Vanderhoof, sales 
manager, from the home office, were also in attendance. 
STANDARD REGISTER COMPANY, Dayton, Ohio, and New 
York, N. Y., showed Standard autographic Kant Slip registers, 
flat and roll printing for registers and all types of typewriters 
and billing machines Also displayed was the new Standard 
aligner unit for Elliott-Fisher billing machines. In addition to 
desk electric registers which can be counter-sunk in tables, 
desks or counters, the company featured two new types of reg- 


was in charge 
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Comfortable Chairs Essential 
to the Success of 
the Executive 





The man who “gets things done™ has be- 
come a most important figure. Distinct 
both from the man who does things and 
the man who pays for having them done, 
this man who “gets things done” brings 
all sorts of devices to his aid. He is a 
field marshal, a stage manager and a 
scientist in one. 


Recommend to him Gunlocke Chairs. 
Their many qualities of comfort, con- 
venience and charm will impress him. 
Let us send you information of Gunlocke 
Chairs and of our sales plan for selling 
to executives. 


|The W. H. Gunlocke Chair Co. 
| Wayland, N. Y. 




















without a doubt 
HOFFMAN SPECIALTIES 


in satisfying the every-day requirements of 
your customers will create and maintain 
confidence. 

The Hoffman line of desk pads, file drawers, 
card index cabinets, shelf boxes, index files, 
storage files, distributors, chair pads and 
cushions give an extra measure of service. 
This measure of satisfaction to your custom- 
ers will reflect favorably in your 
monthly  balance-sheet for 
Hoffman’ Specialties have 
proven their value as business 
builders for 41 years. 


We will be glad to submit 
our catalog and prices for 
your consideration. 










L.HOFFMAN 


145 Lafayette St 
New York 


Established 1888 














The 
EJECTOR 
BAR 


makes the 











Hard daily use by girls and men, for many 
hours at a time, in thousands of offices, is the 
basis for Neva-Clog’s boast that the stapling 
pliers never clog in actual use. If misused, 
Neva-Clog alone has a device to instantly and } 
easily remove all jammed staples. It’s the | 
Ejector Bar. Merely to depress it for an in- 
stant is to clean out all jammed staples. It 
never fails to work and it never fails to eell 
Neva-Clogs. It's the neatest thing you ever 
saw. Send for a sample Neva-Clog, the stapling 
plier that will be unconditionally repaired or 
replaced free of charge for three years from 
date of purchase. 


\ 













NEVA-CLOG PRODUCTS, INC. Y/ 
BRIDGEPORT, CONN. 
Dept. OA-11-29 





















STAPLING PLIERS 


U.8. and FOREIGN PATENTS 
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Catalog On Request 


THE MILLER BROS. PEN CO. 


MANUFACTURERS 


305 Broadway 
New York City 


Meriden, 


Conn. 
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isters, namely the Standard Rotary desk electric register, the 
Standard In-a-Drawer register, and the Midget Desk Electric. 
New York Manager R. M. Henry and P. L. Schneider, office 
manager at Dayton, were in charge. W. C. Sherman, president; 
J. Q. Sherman, vice-president, and J. W. Matthews were visi- 
tors for a few days 

STATIONERS LOOSE LEAF COMPANY, Milwaukee, Wisc., 
and New York, N. Y., showed Flexipost binders, visible record 
equipment, machine posting ledgers, ring books and a complete 
line of loose leaf items. In charge of this exhibit were George 
C. Pohnke and James J. McNeely. 

STENOTYPE, A DIVISION OF LA SALLE EXTENSION 
UNIVERSITY, Chicago, Ill., and New York, N. Y.—The steno- 
type in new color combinations was demonstrated to the public. 
Berry Horne was in charge. 

STOW & DAVIS FURNITURE COMPANY, 
Mich.—(See Clark & Gibby, Inc.) 

SUNDSTRAND ADDING MACHINE COMPANY.—(See Gen- 
eral Office Equipment Corporation.) 

TABULATING MACHINE COMPANY, THE 
tional Business Machines Corporation.) 

TICKETOGRAPH COMPANY.—(See 
Machines Corporation.) 

TODD COMPANY, THE, 


Grand Rapids, 


(See Interna- 


International Business 


Rochester, N. Y., and New York, 


N. Y., showed Protectograph checkwriters in various models, 
check signers and Greenbac checks. Julius Mentzel, New York 
manager, was in charge. 

TOWNER, J. E., New York, N. Y., showed the Perfection 


sealer, a tape dispensing machine made of 
rust proof metals having no 


Dry Tab package 
highly polished aluminum and 
gears or wheels or rolls. J. E. Towner conducted the exhibit. 

TRANSCONTINENTAL AIR TRANSPORT, INC., New York, 
N. Y., encouraged the use of the new plane and train Coast to 
Coast passenger service. An exact model of the planes in 
service and a movie news reel depicting some of the comforts 
and luxuries of air-rail travel were features of the exhibit. 
Raymond DeLeon, Edward Horman and George Lusk, couriers 
were in attendance. 

UNDERWOOD TYPEWRITER COMPANY, 
announced to the business world for the first 
Noiseless Underwood, setting a new standard for quiet, 
and efficient typewriter performance. The full line of standard 
typewriters, portables, etc., were shown Competent demon- 
strators and speed writers of prominence were active at these 
Addison Campbell was in charge. 

New York, N. Y., 


New York, N. Y., 
time the new 
smooth 


booths. 


VARITYPER INCORPORATED, displayed 


the newest models of non-motor and motor Varitypers. Miss 
Mae Lennon and H. A. Bingham were in charge. 
VEEDER-ROOT, INCORPORATED, Hartford, Conn., and 


New York, N. Y., exhibited counting machines for recording the 
production of office workers, chiefly keystroke counters for 
various makes of typewriters and a few billing machines. As- 
sistant Sales Manager D. J. Post, Jr., was in charge, assisted 
by A. E. Kallinich, field sales manager; J. T. Quinlan and 
D. J. Ogilvie of the New York office. 

VICTOR ADDING MACHINE COMPANY, Chicago, Ill., and 
New York, N. Y., showed in addition to the regular six and 
eight column machines previously displayed, the new eight 
column director subtracter and ten column direct subtracter, 
as well as two new retail store models constructed for counter 
use as a check-out machine especially adaptable to chain store 
New York Manager J. B. Tompkins was in charge. 

VICTOR TALKING MACHINE DIVISION, RADIO-VICTOR 
CORPORATION OF AMERICA, Camden, N. J., showed the 
Micro-Synchronous Victor Radio with Electrola in the endeavor 
to popularize music in industrial establishments as an aid to 
efficiency. 

VISIBLE RECORDS EQUIPMENT COMPANY, Chicago, IIl., 
and New York, N. Y., showed Flex-Site visualized record units 
with the Multiple Unit Stand and the Desk Organizer portray- 
ing the speed, accuracy and facility of the automatic shift. 
Manager R. W. Brown was in charge. 

VIVID, INCORPORATED, Chicago, Ill., and New York, N. Y., 
showed a complete line of gelatin duplicating machines for use 
on order and invoice systems, pencil order systems, insurance 
ecard records, statistical and financial records. All models have 
the new patented features, automatic roll conveyor, moistening 
device, roller bearing carriage and frames welded together and 
screened for protection. Shown for the first time were dupli- 
cators finished in colors to match office furniture. New York 


usage. 


Manager C. R. Watkins was in charge assisted by N. G. Wilson, 
Cc. M. Jaffer, Emil Fink and Mr. McCormack. Also in attend- 
ance was E. E. McNally, general sales manager, from the home 
office. 

WALCOTT-TAYLOR COMPANY, INC., New York, N. Y. 
-—(See DoMore Chain Company.) 

WATERMAN COMPANY, L. E., New York, N. Y., showed 


gyro sheath desk sets, the Signograph, Jr., a small 


No. 7 pen, 
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Clever New Safe 
is Concealed Yet 
Within Reach | 





Table High 


Cabinet looks 
like a file. A false 
front conceals 
the safe. The 
cabinet com- 
bines the utility 
of the side table, 
stand for water 
bottle, tele- 

phone, smoka- 
dor, etc. Finishes 
match finedesks. 


Keeps 
PrivateMa 
\ _.4. PRIVATE! TE! 


a? Have your personal records, pri- 
—ee = vate stocks, bonds, daily cash, 


<= = valuable samples, etc.,in a 
Il =o “Concealed” Safe yet within 

| reach. The inner steel safe is as- 
bestos lined and inseparably 


welded into the handsome steel 

tt cabinet. The inside safe door is 
14-inch solid steel. Substantial 

Liquid Proof combination lock automatically 
op and controls three-point lock bolts. 
Service Shelf Inside, 12" wide, 13” high, 1644” 

deep. Weighs 175 lbs. 

Washable, stain- a, s* : 
roof desklino- | The Invincible Concealed Safe is 
eee surfaces on Widely used by leading executives, 
thetop and onthe bankers, physicians, and in gov- 
sliding shelf. Both  ¢tnment_ofhices. Priced up to 
are beautifully $67.50. Slightly higher in distant = 
bound with bronze -—- points. Write for illustrated folder. § 




















edging. Protects INVINCIBLE METAL 
other surfaces from FURNITURE CO. 
abuse. Distinctive 800 Franklin Street 
in appearance. Manitowoc, Wisconsin 
ye * STEEL 
eee D SAFE! : 
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The UNBEATABLE BARGAIN 


Every business executive treasures unusual possessions—even in a 
novelty in his office equipment. Like a grown-up boy, he en- 
thuses over things that are new, novel and practical. He buys 
freely those items that attract. 

As a result of consistent advertising in the SATURDAY EVEN- 
ING POST and other national magazines, business executives 
in growing numbers are buying Invincible Concealed Safes. 

This fast selling specialty does not conflict with any line you are 
carrying. Sales records show that it moves faster than staple 
items and the calls for it are increasing steadily. Display an In- 
vincible Concealed Safe in your window, utilize our beautiful five 
color cards and imprinted literature and get your share of this 
additional business. Write— 


INVINCIBLE METAL FURNITURE CO. 


Manitowoc, Wisconsin 
New York: 344 West 34th St. Medallion 0040 
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Graffco | 


SIGNALS type f visible index 


yetem Made in 





are ured with 
fev- 


4° “Tighten office cares” 3°32 


Hundreds of businesses have kept clear of dangerous shoals—such as inattention to 
stock or shipments, failure to follow up prospective business, neglect of credit and col- 
lections—through use of Graffco Vise and Viz Signals, the chief products of the George 
B. Graff Co. These Signals are recognized by dealers as being the finest made and the 
easiest sold. 


Other Graffco Products include Vise Clips, § the neater paper clip with 
the strong inner tongue. | Vise Index Tabs, [Sef/ for loose leaf and bound 
books. <->\ Maptacks, for juse with maps [Simm/ and charts. A Superior 







Pencil Sharpener —§ Hand time saving — devices of various kinds. 
To lighten office cares, and profit from the use or sale of fine 
prod- ucts, specify “Graffco”. Catalog upon request. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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machine for signing 


line of 


compact 
the Waterman 
in charge. 
WEIG SALES 
all models of the F & E 


several checks at 


fountain pen 


CORPORATION, New 


one time, and 
inks. E. J. Kastner was 


York, N. Y., displayed 


Lightning checkwriter, including stand- 


ard model hand operated Series 500 for writing checks in single 


form; the 
checks in single form and 
writing any type of check 


There was also an electrically 
models of the F & 
Weig were in charge. 

WESTERN UNION 
York, N. Y 
graph known as the 
ting typewriter. 


Simplex, 


minal 
a pregummed tape 
for delivery to the 
different colored woods, 
Powell was in charge. 

WILSON COMPANY, 


which 


the 

and 
operated machine, as well as all 
E Lightning coin changers. O. E. 


TELEGRAPH 
, demonstrated continuously a type of printing tele- 
which is an automatic transmit- 
Messages are prepared for transmission on a 
machine resembling a standard typewriter. At 
telegrams are automatically 
is affixed to 
Also 
which are rented to subscribers. 


addressee. 


WILLIAM BURTON, New 


Premier model Series 700 hand operated for writing 
Voucher 


700 for 


form. 


model Series 
also checks in sheet 
and 8. O. 


COMPANY, INC., New 


the distant ter- 
Roman letters on 
telegraph blanks ready 
displayed were clocks in 
Robert 


typed in 


York, N. Y. 


—Here was displayed the Fritz-Cross (Eff & C) posture chairs 


and the 


new Harter Handistand. 


The exhibit was in charge of 


William Burton Wilson assisted by R. R. Hays. 


—_—_—_ 
Office Appliances’ Guest Book New York Business Show 


M. R. Landes, 
turing Company, 
phia, Pa. 

H. M Durand, Loose Leaf 
Binder Company, Grand 
Rapids, Mich. 

Julius Kohn, Vienna, Austria 

Clarence F. Williams, Postage 
Meter Company, New York, 

E. K. Ray, L. C. Smith & 
Corona Typewriters, Inc., 
New York, N. Y. 

P. B. Waldin, St. Louis, Mo 

P. W. Mayer, Ames Supply 
Company, New York, N. Y 

Charles W. Lipman, George B 


Polar Manufac 
Philadel 


Graff Company, New York 
A. B. Brightman, Woodstock 
Typewriter Company, Chi- 


cago, Ill. 
J. D. Stanton, Collaps—O-Cov- 
er, Fresno, Calif. 


= R. LaSenay, Collaps—O 
Cover, Berkeley, Calif 

H. D. Eidert, New York, N. Y 
James F. Tate, New York 

Estelle M. DuLac, Whitlock’s 
Book Store, New Haven 

E. J. Ward, London, England 

Dudley Ward, London, Eng 
land 

George x Wigginton, New 


York, N 
William P 
& Index 
Leland §S 
Graff 
Mass. 
Ww F. Schweiger, Multipost 
Company, Rochester, N. Y 

E. O. Tupper, New York. 
Peter Nicholson, Boston, Mass 
A B. Froehlich, Reliable 
Typewriter & Adding Ma- 
chine Corporation, Chicago 
T. Poggi, Columbia Ribbon & 
Carbon Manufacturing Com 


Hoy, Amberg File 
Company, Chicago 
Graff, George B. 
Company, Cambridge 


pany, New York, N. ¥ 
Fred N. Thomas, Buffalo 
S. Adam Kunze, New York 


Bertrand Paradise, H M 
Storms Company, New York 
Shelton 2 Hubbard, Mc- 
Graw-Hill Press, New York 

Charles H. Sampson, Sampson 
Permagraph Company, Roch 
ester, : Y. 

Seymour Conover, New York 

F E Brown, Hall—-Welter 
Company, Rochester, N. Y 

Stanley W. Allen, Gardne 
Company, New York, N. Y 

W. A. Waddell, Brooklyn 

Cc. E. Sheppard. C. E. Shep 
pard Company, Long Island 
City, N. ¥ 


Marcus Harwitz, Regal Type- 
writer Company, New York 
E. N. Eckler, Jersey City 


Cc LD Proctor, Remington 
Rand, Inc., Buffalo, N. Y 

E. D. Dorsey, Philadelphia 

R. B. Hays, William Burton 


Wilson Company, New York 


James Quartz. F. S. Webster 
Company, Boston, Mass 

W. B. Milnor, Winner Pin 
Tack Company, Philadel 


phia, Pa 
George B 
Graff 


George B 


Soston 


Graff, 
Company, 


H. C. Welter, Hall—-Welter 
Company, Rochester, N. Y. 

Frank J. Roderick, Philadel- 
phia, Pa. 

Paul wu. sruster, Mittag & Vol- 


ger, Inc., Park Ridge, N. J. 
talph E. Larsen, Corry- 
Jamestown Mfg. Co., Corry, 


Pa. 
Thomas T. McCarthy, The 
General Fireproofing Com- 
pany, Philadelphia, Pa. 

. D. Snyder, American Clip 
a jamal Long Island City, 


Leon Banov, Baltimore, Md. 

George Glassman, Art Steel 
Company, New York, N. Y. 

Louis H. Mory, New Haven. 

Cc. R. - Underwood, American 
Writing Machine Company, 
Newark, N. J. 

Charles A. siingerland, North 
jergen, N. J 


Thomas W Cappon, Mont- 
clair, i. J. 

Lee Sweeney, Eberhard 

Faber ompany, 


Pencil C 

Brooklyn, N. Y. 

J. Ww. Galland, Wholesale 
Typewriter Company, New 
York, N. Y. 

E. Newton, American Writing 


Machine Company, New 
York, N. Y 
R. H. Perry, American Writ- 


ing Machine Company, New- 
ark, N 


NM. oi 
DeWitt N. Conklin, New York. 


Ansyl T. Samuels, Prince-— 
ton, N. J. 
A E. Stuppel, Wallace Ad- 


dressing Machine Company, 
New York, N. Y. 
Conrad Luttrop, East Orange, 


N. J. 

Ww. 7 Keene, Remington- 
Rand, Inc., New York, N. Y. 

Deane S. Reynolds, The Of- 
fice Appliance Company, 
Boston, Mass. 

W. Ericson, Remington—Rand, 

me # 


Inc., New York, 
Cc. H. Ames, U. 8S. Typewriter 
Parts Company, New York. 
Mrs. C. H. Ames, New York. 
Harold Brown, L. C. Smith 


& Corona Typewriters, Inc., 
New York, N. Y. 

Manning, L. C. 
Corona 


Smith & 
Typewriters, Inc., 
New York, N. Y. 

Robert B. Macke, Macke Office 
Systems, Rochester, N. Y. 
J. J. Sheehan, The Office Ap- 
pliance Company, Provi- 

dence, R I 
J. S. Sprott, The Berger Man- 


ufacturing Company, Can- 
ton, Ohio. 
Jim Neary. Geyer’s Stationer, 
New York, N. Y 
Frank Dorian, New York. 
William Franz, toyal Type- 
writer Company, New York. 
Percy R. Jacobs, New Haven. 
William O. Cole, The Globe— 


Wernicke Company, Utica, 
a ee 
Mrs. L. B. Helfrich, 
more, Pa 


Strath- 





SIGNS 


Show the Way 


In banks and offices signs are needed 


visitors to the proper desk 
is real economy to 
have them, too. They conserve the 
time of employees. Business is speed- 
ed and interruptions abated. 


to guide 
or window. It 


The Davenport-Taylor line contains 
changeable letter signs, building di- 
rectories, changeable calendars, in 
and out registers, electric indicator 
signs, cast bronze signs and tablets, 
celluloid letters, gummed paper let- 
ters, desk name plates, statistical 
charts, electric window display signs, 
gummed labels and seals, address 
labels. 


Davenport-Taylor 


Mfg. Company 
BOSTON SAN FRANCISCO NEW YORK DETROIT 
WASHINGTON, D. C, SEATTLE, WASHINGTON 


General Office and Factory: 
412 ORLEANS STREET CHICAGO, ILL. 
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STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4 
inches, and are enclosed in folded w 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 


Cost is measured by the results 
obtained and in no other way. 
It’s what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them 


The American Embossing Co. 


Steel Die and Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 
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The Most Convenient Portfolio 
Ever Designed— 


FLASH-O-BRIEF 


Flash-o-brief is the most convenient portfolio ever 


It opens in a flash and closes just as 
quickly. This is possible because of the talon 
fastener. Its business-like appearance impresses, 
commands attention and respect. 


designed 


Lawyers, insurance agents, real estate salesmen 

anyone who has a few papers to carry will appre- 
ciate the Flash-o-brief. Durable, attractive and 
moderately priced. Send for prices and discounts. 


Therman Leather Goods Co., 
25-27 West 30th Street 





Inc. 
New York, N. Y. 
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Mrs. N. B. Beistle, Metuchen, Frank Dunleavy. Dunleavy 
N. J Company, Boston, Mass 
George B. Wray, Quigley Fur- 


Joseph S. Epstein, Old Town 
niture Company, Whitesboro, 


Ribbon & Carbon Company, 
Brooklyn, N. Y. ~. & 

A. J. Bolles, Allen—Wales Cor- James R. Gooding, New York 
poration, Chicago, Il. H. B. Barnett, H. B. Barnett 
H. J. Terteling. Allen—-Wales Company, New York, N. Y. 
Corporation, Detroit. Mich E S. Fiske, Wilkes-Barre, Pa. 

Charles E. Smith, Underwood Robert D. Raiser, Kingston, 
Typewriter Company, New 
York, N. Y¥ 


Pa. 
\ 2 William E. Ward, New York. 
Mahler, Allen & Com- 
: ¥ 


Andrew Cerruti, Underwoow 
Typewriter Company, New 
York, N. Y¥ 

Frank E 


F. A 
pany, New York, . , 
A. Ralph Steinberg, Monarch 


Studios, Inc., New York. Smith, Smith Pre- 
E. G. Bishop, Royal Type mier Typewriter Company, 
writer Company, New York. New York, N. Y 


Philadel J W. Rosebrough, Trussell 
Manufacturing Company, 
Poughkeepsie, N. Y 
James Marr, San Francisco. 
Robert J. W. Huff, J. Thomas 
Hill Company, Brooklyn 
_>—— 


Four Division Managers for Marchant 
lo establish a closer contact between the home office and 
the men in the field, the Marchant Calculating Machine 
Company, Oakland, Calif., has completed plans for segre- 
gating all district offices, with the exception of those located 


Earl H Prentzel, 
phia, Pa. 

Leon Lessack, Philadelphia. 

Gordon Cameron, New York 

E. A. Goodrich, Beck Duplica-— 
tor Company, New York. 























You Can't 
Sell Pictures 


When your customer comes in for supplies, 
you can’t sell him a picture, either in a 
catalog or a circular. 


The customer wants to see the GOODS. 
wants delivery on the spot. The way to 
make money is to have the goods right in 
front of him. 
LINCOLN items will earn a good profit. 


Write Dept. C for our proposition. 


LINCOLN 
Rubber Key Co. 


27 Thames Street 
New York, N. Y. 











A representative stock of 








D. S. PATTON J. W. McCASLIN 


on the Pacific Coast, into four separate groups; Eastern, 
Central, Southern and Western. 

Dean S. Patton has been appointed as manager of the 
Eastern division; J. W. McCaslin of the Central division; 
D. R. McAlpine, the Southern, and R. E. Busher, the West- 
ern division. 

Mr. Patton was for some time salesman for the Monroe 
Machine later joining the Sund- 


Calculating Company, 














R. E. BUSHER D. R. McALPINE 


strand Adding Machine Company, first as salesman, then 
as district manager and later as supervisor of agencies. In 
this position he covered the country east of Chicago to 
Louisville and north of Louisville to Washington. Mr. 
Patton was district manager of the Sundstrand division 


of the General Office Equipment Corporation until July, 
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At Last... 


A Ten-Cent Peneil Which is a “Best 
Seller’ and a Good Profit Maker! 
















Van Dyke No. 
601— an ideal 


Stationers report grow- pencil Jor basi 


fessional use— 
five degrees: 


ing demand for the Van ae 


Dyke No. 601 pencil Ne i fons 
with the patented 
clamp adjustable eraser 





* 


BERHARD FABER in the Van 
Dyke No. 601 has perfected a ten- 

cent high quality pencil which is a money 
maker for the dealer. aie a tienll 

Van Dyke No. 601 has a labor-saving rubber eraser 
patented, adjustable clamp eraser which  *i!/,"0f"inms 
is firmly clipped by the clamp, and f} 
can be adjusted as it wears down. /t lasts 
as long as the pencil! 

Introduce this pencil—display it—it has 
splendid sales possibilities to all your cus- 
tomers who want the best. Its many uses 
are outlined in the Eberhard Faber 
Pencil-Selection Chart. We shall gladly 
send you copies. 


EBERHARD T= 
FABER x | or 









To adjust the 
eraser just pull 
out the clamp. 


The eraser can 
be adjusted as 
it wears, and 
it can be used 
to the very end. 


t RIGHT FENCH 
















RIGHT WA | Eberhard Faber Pencil Com- 
} pany, Dept. 0-110, 


37 Greenpoint Ave., Brooklyn, 
i Fs 


Please send immediately...... 
copies of the Eberhard Faber 
Pencil-Selection Chart. 














OFFICE APPLIANCES 





ROTAPRINT is growing. 
And growth means oppor- 
tunity for the men of 
It also 


ROTAPRINT. 


means opportunity now for 
a few good men who know 
office appliances and how to 


sell them. 


The sky’s the limit with 
ROTAPRINT. For, while 
hundreds of them are being 
sold to the largest and most 
progressive concerns in the 
country, ROTAPRINT is 
so young that its field has 
scarcely been scratched. 


AGENCIES 
0. C. Haney Corp 
Los Angeles, Cal. 


Mid-West Rotaprint Corp. 
Cleveland, Ohio 


Mid-West Rotaprint Corp. 

Cincinnati, Ohio 
Chicago Rotaprint Agency. ... 

Chicago, Ill. 

Mid-West Rotaprint Corp. 
Detroit, Mich. 

N. M. Minnix Co., Inc. . 
Washington, D. C. 





office 


you. 


INC. 


One Park Avenue 


Rotaprint Co. of Canada, Ltd. 


Toronto (2), Can. 


Piedmont Rotaprint, Inc. 


Atlanta, Ga. 


0. C. Haney Corp. 


San Francisco, Cal. 


New York City 


Clarke and Courts - 
neu Dallas, “Texas 


Rouhentes Retepeiat oh, iiss oe 
Rochester, N. . 

Kansas City Rotaprint Co..... 
: ; Kansas City, Mo. 





ROTAPRINT, you know, 
is the 
chine for printing and re- 
producing by lithography— 
faster, cheaper, finer than 
any other method. 


revolutionary ma- 


If you are a wide awake 
appliance man of 
standing and stability—if 
you believe you are the 
right kind of a man to 
make real money with a 
ROTAPRINT agency—we 
would be glad to hear from 
Write us in detail— 
confidentially if you wish— 
and we'll reciprocate im- 
mediately. 


Rotaprint Co. of Wisconsin. .. 


. Madison, Wi is. 


Rotaprint Sales Company of 


New England. .Worcester, Mass. 


Rotaprint Tulsa Co...Tulsa, Okla. 


Reiner's eet -~ Inc. 


. Pittsburgh, ’ Penna. 


Mid-way ae. Corp. 


. Cheyenne, Wyo. 


O. C. Haney Corp., Seattle, Wash. 











co’ 


pay 


abl 
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1927, when he went with the Marchant organization, super- 
vising the sales work of that company’s eastern offices. 

D. R. McAlpine spent six years with the Monroe Calcu- 
lating Machine Company’s sales organization. In Septem- 
ber, 1926, he was made district manager at Nashville, Tenn., 
of the Marchant Calculating Machine Company, opening 
that office for the company. His success in this capacity 
has led to his appointment as manager of the Southern 
division. 

Mr. McCaslin started as a specialty salesman with the 
surroughs Adding Machine Company in Chicago in 1912. 
He was appointed agency instructor in the Chicago office 
1915, serving in that capacity and in 


for Burroughs in 
charge of bookkeeping machine sales until his transfer to 
the home office of the company in 1918 at which time he 
took charge of the calculating machine division, which he 
gave up in 1925 to take the management of the Burroughs 
agency at Portland, Ore. He retired from the Portland 
office in 1927 and served as special salesman assigned to 
St. Louis and Chicago territories. Mr. McCaslin joined the 
Marchant organization September 16, 1929. 

Mr. Busher has been with Marchant for the past two 
years and has made a splendid sales record as manager 
Prior to his Marchant 


Youngstown, Ohio, office. 


was for severa! years with the Monroe 


of the 

appointment, he 

Calculating Machine Company, specializing on educational 

work and the training of new salesmen, which experience 

will serve him in good stead in his new assignment. 
nnnisinndibimaieaaiaiia 


Mayor Bauer Extends the Ban to Fags for Women 

The New York Herald Tribune of October the 17th pre- 
sents a dispatch from Lynn, Mass., by the Associated Press, 
to the effect that on October 16 Mayor Bauer banned the 
exhibition in local theaters of women in motion pictures 
smoking cigarettes. 

The Mayor recently caused to be removed a poster adver- 
tising cigarettes, depicting a sailor and a young woman 
enjoying the weed. 

Recently the Mayor stepped into the limelight by putting 
a taboo on stockingless legs for women over twelve. He 
also issued an edict against automobile shieks and philander- 
ing husbands. 

His Honor, Mayor Bauer, is one of the officials who works 
We had an idea that shieks were few 
and that husbands under 


steadily at his job. 
and far between in Lynn, Mass., 
the example of the illustrious creators of a mighty past, 
Evidently we were mistaken. 
en 


Weis Catalogue and Price List No. 30 
The Weis Manufacturing Monroe, Mich., 
have just issued catalogue No. 30 bound in limp covers and 
rhe first page is topped by a 
The 


line. 


scorned to philander. 


Company ot 


containing sixty-tour pages 
picture of the Weis plant and contains the title page. 
catalogue is one of Weis 
No. 28 has to do with filing supplies, guides, cards and 
folders. No. 29 is devoted to sectional book cases, while 
No. 30 under consideration describes and card 
cabinets and stationers’ specialties and sectional and 


three covering the entire 


illustrates 
trays, 
non-sectional filing equipment. 
illustrated and clearly described with dimensions and com- 
plete information for salesmen and others interested. There 
The 
book is complete and well arranged and so made that it 
is easy for the user to find anything he desires within the 


Every article mentioned is 


is a numerical index as well as an alphabetical index. 


scope of the catalogue. 
Accompanying No. 30 is a price list also bound in limp 
This is complete in itself and contains about forty 


All in all, catalogue and price list No. 30 are valu- 


covers. 


pages. 
able reference books for stationers. 










22 Years 


of 
Hard Work 


have resulted in the 
production of the 
present perfected, 
lower priced line of 
Sherman-Manson 
Tubular Steel Stands; 
adaptable to scores of 
office and factory 
uses. 


Use the coupon to se- 
cure further full in- 
formation and prices. Style 23-B 

SHERMAN-MANSON MEG. CO. 


621-31 S. Kolmar Ave., Chicago 
aN 
up 


Please send folder with full information regarding your new, lower prices. 












Name == 


City 








Include it in your desk displays 


This attractive lamp (along with writing pad and tray) 
completes the appearance of the desk and adds to its 
salability. Often you can add it to the sale and realize 


an additional profit. 


Aside from the attractive appear- 
ance, the actual efficiency and con- 
venience of AMRONLITE make 
it outstanding. The patent slip-on 
shade makes cleaning and bulb re- 
placement a job of but few seconds. 
The Mazda inside frosted blue day- 
light bulb when used in AMRON- 
LITE is without equal—it brings 
daylight to your desk! 

Many interesting details of de- 
scription and prices are found in 
the New AMRONLITE Catalog 
No. O-ll. Write for it today. 





Faries make cuspidors: a 
first-class line for offices, 
hotels, public buildings, etc. 
See our New Catalog O-11. 





8403 


Faries Mfg. Compan 


DECATUR ILLINOIS 
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The Golden Opportunity 


is where the quality is—in men and merchandise. Type- 
writer supplies that serve thru hard conditions and men 
whose character and ability have seasoned thru hard work 
—these two are winning and holding public confidence. 

The Little line of typewriter carbon and ribbons is a 
GOLDEN OPPORTUNITY for real, thoroughly expe- 
rienced salesmen who can measure up to the Gold Standard 
of sales ability. 


Aa. FP. LITTLE, Inc. 


ROCHESTER, N. Y. 
New York Office—Bible House, Astor Place 











LARGE FIRMS KNOW 





Large firms with expenditures running into many thou- 
sands of dollars take no unnecessary chances; they 
investigate and test out carefully, all equipment to be 
purchased. If satisfactory, such equipment is fre- 
quently installed thruout. 

There is a long list of 7 firms which haye tested 
the advantages of ERROR-NO. It has the approval of 
such firms because it is an effective aid to more and 
better typing. 

Herein is an opportunity for high grade office appliance 


salesmen . . a new field is opening . . . get the facts 
then judge . .. write today. 


RROE- INC. 
Manufacturers and‘Patentees 
of the famous ERROR-NO 


Note New Address 
We have moved to 


Little Falls, N. Y. 
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SSS 


TYPEWRITERS 


Chicago, Ill—W. J. Montgomery, manager of portable type- 
writer sales for the Royal Typewriter Company, Inc., made a 
brief stay at the Chicago branch in October, while on his way 
to the Pacific coast. 

Chicago, Il!l._—H. A. Tosteson visited the local branch of the 
American Writing Machine Company in October on his way to 
Newark, N. J., from a vacation spent on the Pacific coast. He 
is assistant to H. E. Simler at headquarters. 

Chicago, Iil.—October visitors at the local branch from the 
home office of the Underwood Typewriter Company included 
George Button, of the used machine department, and H. L 
Bridges, of the portable typewriter department. 

Chicago, I!|.—Harry Temple, of the Chicago sales staff, Wood- 
stock Typewriter Company, has returned to work after a serious 
operation. He was stricken in September, but by late October 
was able to resume his usual activities in the field. 

Chicago, Il!|.—F. H. Morse, manager of the Chicago branch, 
Woodstock Typewriter Company, has added two new salesmen. 
. W. Stevens, formerly with another manufacturer of type— 
writers, has taken a sales territory for the Woodstock. William 
J. Spence has finished a training course in sales and is working 
a city territory. 

Chicago, Ill.—A battery of seventy Royal typewriters spat- 
tered thousands of words about the world series baseball games 
at Chicago in October. These machines were furnished by the 
Chicago branch for the press headquarters at the Congress 
hotel, where sports writers from all over the country gathered 
to tell the baseball world how it all happened. 

Chico, Calif.—Chas. A. Isham has purchased the Chico Type- 
writer Company, 440 Broadway. He has the agency for the 
L. C. Smith and the Corona typewriters, and the Sundstrand 
Adding Machine Company, for the Northern California terri 
tory He is also handling all makes of used typewriters, and 
earries a general line of office supplies. Mr. Isham had been 
manager of the Sacramento branch of the Wholesale Typewriter 
Company the past three years, and was previously with the 
lL. C. Smith & Corona Typewriters Inc. 

Cincinnati, Ohio.—F. D. Spangler has joined the Woodstock 
Typewriter Company here, bringing a wealth of experience to 
his new territory. 

Cleveland, Ohio—Arthur I. Zimmerman has been placed in 
charge of local “Interfold’’ business by the Royal Typewriter 
Company, Inc 

Columbus, Ohio.—Damon E. Sheridan has moved his shop 
from 1283 North Fifth street to 128 East State street The new 
location is in the downtown district. Mr. Sheridan will handle 
all makes of portable typewriters, sell rebuilt machines of all 
makes, and handle “everything for the typewriter.” 

Denver, Colo.—G. H. Bailey, of Ottumwa, has been appointed 
country salesman by the Royal Typewriter Company, Inc., 
covering the southwest portion of the state 

Denver, Colo.—A. E. Darden has rejoined the local sales 
staff of the Royal Typewriter Company, Inc. His former ser- 
vice with the Royal was in 1921-22. 

Green Bay, Wis.—C. P. Swanson has become head of the 
typewriter division, Northwest Office Supply Company. The 
company is distributor for the Royal Typewriter Company, Inc. 

Hattiesburg, Miss.—George Ainsworth, of the Ainsworth Type 
writer Exchange, has sold out to W. H. Bailey and has retired 
from the typewriter business. 

High Point, N. C.—The High Point Typewriter Exchange, 
Inc., has been chartered to conduct a typewriter exchange; 
capital stock, $50,000—$1.500 subscribed: incorporators—F. : 
DeWitt, Mrs. F. H. DeWitt and Athel Payne 

Kansas City, Mo.—The local branch of the Royal Typewriter 
Company, Inc., has added two salesmen. R. J. Henline was 
formerly in the typewriter business at Cleveland, with an ex- 
tended experience. J. W. Arnold is a newcomer to the field, 
with an aptitude that promises a profitable typewriter ex- 
perience. 

Monterey, Calif.—The Peninsula Typewriter Company has 
moved to a new location at 129 Franklin street. 

New York, N. Y.—C. F. Short, manager of the local branch, 
Woodstock Typewriter Company, Inc., has been transferred to 
the home office for special work. He is succeeded by Samuel 
J. Hooper. 

Oakland, Calif.—Claude Thorn, well-known typewriter man of 
the San Francisco Bay district, formerly with the Royal Type- 
writer Company, Inc., has started in business for himself with 
a typewriter store at 337 Nineteenth street, Oakland, Calif., 
known as the Thorn Typewriter Company. Mr. Thorn has the 
good wishes of a large circle of friends in the trade, both in 
Oakland and San Francisco. 

Philadelphia, Penna.—A suite on the tenth floor of the building 
at 1608 Walnut street has been leased for the tenancy of the 
L. C. Smith & Corona Typewriters Inc. for district offices. 

Philadelphia, Pa.—The local branch of the Woodstock Type- 
writer Company has added three salesmen: J. H. Maloney has 
had years of experience; J. I. McGarvey has returned to Wood 
stock after a brief absence; J. J. McAuley forsook the automo-— 
bile field to sell typewriters 

Rochester, N. Y.—W. W. R. Winans, who had been with the 
Barr—Morse Company at Ithaca, has become secretary of the 
Cunningham-Hall Aircraft Corporation, 13 Canal street, Roch- 
ester 

Sacramento, Calif.—E. FE. Noakes, who had been city sales- 
man for the Wholesale Typewriter Company, San Francisco, 
has been appointed manager of the local office He succeeds 
Chas. A. Isham, who resigned October 1 to enter business for 
himself at Chico. 

St. Albans, Vt.—The office machine business of T. S. Hough- 
ton and the stationery business of E. H. Royce have been 
merged. 

St. Joseph, Mo.—J. R. Hartigan has joined the sales organ- 
ization of the Royal Tynewriter Company, Inc., here 

San Francisco, Calif.—Tom Murphy, formerly of the typewriter 
field, has joined Gimmel Bros., 17 Second street. 

San Francisco, Calif.—The United States Department of Com- 
merce is making an airplane survey of California, Nevada and 


(Continued on Page 201) 
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Rebuilts A, Rentals 


1CSmith 





The Outstanding Typewriter Values! 


also 


Select Rough L C Smiths 
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REBUILDING SERVICE EXCHANGE SERVICE 


Write for Latest Price List and Complete Details of Our Service 











| Endorsed by the Manufacturers 


Smith Typewriter Sales Corporation 
\\ 469 EAST OHIO STREET « « « CHICAGO, ILL. Wy 
World’s Largest Rebuilder of the L C Smith YY 
N Uj 
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Wherever Buildings Are Being Planned 
or Are] Under Construction, 
There Is a Market for 
IMPERIAL Built-in 


Steel Furniture 


Banks, courthouses, stores, public 
institutions, buildings of all kinds 
require a certain amount of special, 
built-in furniture. Imperial dealers 
are enabled to bid successfully for 
this business because Imperial 
installations are built right and in- 
stalled at a cost that rivals stock 
lines. The dealer carries no stock, 
simply outlining the requirements. 
Plans, prices and suggestions that 
will help close the contract are sup- 
plied as part of our co-operative | 
service. Your inquiry is invited. 


IMPERIAL 
STEEL CABINET COMPANY 
2130-2152 Fulton Street 
CHICAGO, ILLINOIS 
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NEW CREATIONS 


The Costumers illustrated here are equipped with revolving 
blocks near the tops, with hooks attached, which enables the 
user to get the garment or article wanted without stepping 
around the costumer, by simply revolving block. 


Just Orr THe Press 


Circular illustrating these and many other new numbers in cos- 
tumers, some of which are made in solid walnut wood, also show- 
ing twenty new numbers in Draft and Fireplace screens. 


Mail your request now for a copy 











SCREENS 
DESKS AND 
COSTUMERS 
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FURNITURE 


Lyon Metal Products, Incorporated, has opened 
B 


Albany, N. Y. 
in the Standard building, in charge of J. 


a branch office 
Throckmorton 
Chicago, Itll.—E. W 


Dubeau is in training for a sales position 


at the local branch of the Yawman and Erbe Manufacturing 
Company 

Chicago, Hi. The Lothrop Angle Steel Company, 325 West 
Madison street, has obtained distribution of the Grant ‘“‘Verti 
file,’ for classifying and storing typograpical printing plates 
This arrangement covers the United States 

Chicago, Ill The local branch of the Yawman and Erbe Man 
ufacturing Company has installed a battery of counter height 


includes standard 
case sections, as 


manutacturing or 


files to demonstrate their utility. The battery 
filing sections, glass top sections and display 
would be arranged in a branch office of any 
merchandising organization 


Cleveland, Ohio.—Allen W. Bush is a new salesman in Terri- 
tory No. 1 of the Cleveland branch, Yawman and Erbe Manu 
Rossell has been assigned to Terri 


facturing Company; R. M 


tory 
Ky.—H. C 


AO ? 
Louisville, Wedekemper, treasurer of the George 
G. Fetter Company, was re-elected president of the Employing 
Printers of America at the annual election in October. 
Madison, Wis.—The Art Metal Construction Company, a Mas 
sachusetts corporation, has been authorized to do business in 
Wisconsin; capital stock authorized, $6,000,000; paid in, $3,205, 


700; F. P. Hall, charter representative, Madison. 

New York, N. Y.—The Metropolitan Office Equipment & 
Printing Company, 1189 St. Johns place. has been chartered; 
incorporators—Max Berman, 1411 Park place, and Carl Lehrer, 
1710 Carroll street. 

San Francisco, Calif.—NRucker-Fuller Company report that 
September was one of the greatest months in the history of 
their business, from the standpoint of sales volume.—Albert K. 


Sherwin, the vice-president and director of sales, is visiting the 


various Eastern factories, to be gone about six weeks.—Ellis 
H. McNear has joined the Rucker-Fuller sales staff, coming here 
from Los Angeles John Wasley has assumed charge of the 
Wittliff furniture brace department of the Rucker-—Fuller Com 
pany and is making an extensive business tour throughout 
the northwest, covering Oregon and Washington. 

San Francisco, Calif.—Carl M. Schutz, director of sales for 
Browne—Morse lines and Cutler desks, visited the Pacific coast 
recently and made a trip through the entire territory, accom 
panied by J. C. McCabe, coast representative for the company. 
The trip was very successful and Mr. McCabe says that busi 
ness on the coast this year has been the largest the company 
ever had in this territory All the distributors were visited, 
namely Ingrim, Rutledge & Company, San Francisco; Los 


Desk Company; Helwig-—Chapman 
Crescent Office Supply Company, 
Cabe makes his coast headquarters with Ingrim, Rutledge & 
Company After returning from the trip he slipped on a step 
of the store and broke two bones of a foot, as well as straining 
some of the ligaments He had two weeks in bed and is now 
attending to business on crutches. 


Company, Portland, 


Angeles 
Seattle Mr. Me 


Ore and 


St. Paul, Minn.—After November 15 the St. Paul Office Equip- 
ment Company, which has been operating at 340 Minnesota 
street, will be located at 140 East Fourth street 


Uruguay Raises Customs Values on Furniture 


Commerce Reports] 4 new schedule of customs values on 


furniture was adopted by the National Council of Administra 
tion of Uruguay, and became effective following publication in 
the Diario Oficial, July 23, 1929. The new schedule is more 
detailed than the old one, and provides increase for practically 
every classification in the furniture schedule, with the excep- 
tion of some few items covering “screens,” which have been 
decreased slightly 

The Uruguayan import duty on furniture is forty-eight per 
cent, plus a surtax of fourteen per cent of the official valuation 
Official valuation on any furniture item or group of items may 
be obtained upon application to the division of foreign tariffs, 
United States Bureau of Foreign and Domestic Commerce, 
Washington, D. C 

oe _—— 
(Typewriters—Continued from Page 298) 

other western and northwestern states for the purpose of find 
ing new landing fields for the Government. The Curtiss Flying 
Service, Inc., is making the survey for the Government and 


a Remington portable typewriter is part of the equipment, which 


also includes photographic apparatus for taking aerial photo- 
graphs of forests, agricultural resources, etc An effective win- 
dow display has been made by Remington—Rand Inc., at its 
main store on Second street, San Francisco, showing a large 
photograph of Malachy Hines, official correspondent of the Cur- 
tiss Flying Survey, operating a Remington portable, which is 


used to cover all stories and reports on the flight Many of 


the stories are written on the Remington portable in an open 
airplane 

Pittsburgh, Pa.—J. J. McMullen, who has been with the local 
branch of the Woodstock Typewriter Company, has been trans- 
ferred to the New York office 

San Francisco, Calif.—The Victor H. Tubbs Company, one of 
the well-known typewriter dealers in San Francisco, has taken 
over distribution of “OKA” products, ‘“‘with the red check 
mark.’’ The company is located in the Pacific building and it 


is handling nationally the “OKA” typewriter and rubber platen 


renewer, for use on typewriters, adding machines, addresso 
graph plates, bookkeeping and numbering machines, etc., as 
well as for rubber stamps Mr. Tubbs, who is thoroughly en 
thusiastic regarding the product, says that the liquid instantly 
cleans the type and, applied to the platen, makes the paper 
grip as on a new machine, no matter how old the platen is 


animal matter, is 
who is asso 


metals or 
The chemist 


“OKA” contains no 
and non-explosive. 


He states that 
non-inflammable 


ciated in the production of this typewriter and rubber platen 
renewer is now working on other products for office use, Mr 
Tubbs states, and they will be put out under the “OKA” brand. 

Toledo, Ohio.—A. Hanke, who had represented the Wood- 


stock Typewriter Company at Findlay, has been assigned to a 
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ADD-A-UNIT PARTITIONS 


in the sizes and quantities 
required—ready to ship 


In these days of deferred buying, a situation can arise 
at any time necessitating a rush shipment of Partitions 
for one of your customers. The quantity may be large 
or relatively small. In any case it is virtually certain 
that ADD-A-UNIT has the partitions you need in 
stock, ready to ship immediately. 


In the warehouse of ADD-A-UNIT’S Chicago Plant a 
stock of Partitions in all sizes is constantly maintained. 
Although the demand necessitates shipments every day, 
this stock is always kept above a certain fixed mini- 
mum. Any order except for a most unusual quantity 
can be shipped immediately. Avail yourself of this 
service and sell ADD-A-UNIT Partitions with your 
office equipment. 


App » A S Unir P ARTITION Company 
INCORPORATED 


872 West North Avenue 





Chicago, Ill. 








No. 
305 


Full line ex- 
hibited at 
1718 Wash- 
ington Ave., 
St. Louis 





The history of the Conrades chair builders is a record: of 
progress. Continually improved products mark our approach 
to the century mark. The Conrades catalog of office chairs, 
illustrating many interesting designs, will be sent on request. 


CONRADES MFG. CO. 


1942 N. Second St. St. Louis, Mo. 
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TYPEWRITER RIBBONS 
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For Every Requirement 


PRICE LIST AND SAMPLES ON REQUEST 


QUEEN RIBBON & 
CARBON CO., Inc. 


360 Furman Street Brooklyn, N. Y. 




















SENECA 


PENCILS 





A REMARKABLE PENCIL 
SAMPLES GLADLY FURNISHED 


UNITED STATES PENCIL CO. 
MANUFACTURERS 


PHILADELPHIA, PA. U. S&S. A. 
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local territory B. F. Girardot has been placed in the country 
territory. 

Tucson, Ariz.—The Prizer Typewriter & Office Supply Com- 
pany has doubled its space at 218 East Congress street. 

Youngstown, Ohio.—U. L. White, who made a M. A. D 
record here while with the Royal Typewriter Company, Inc., 
here, has returned to that connection, and is expected to con- 
tinue ringing the M. A. D. bell 


x > = = > 
ACCOUNTING MACHINES 


Greensboro, N. C.—H. W. Stewart has been appointed man- 
ager here by the General Office Equipment Corporation. He had 
been manager at Trenton, N. J., previously. Mr. Stewart has 
been with the organization seven years, starting in the mechan- 
ical department. 

Phoenix, Ariz.—The General Office Equipment Corporation, a 
New Jersey charter, has applied to the corporation commission 
for a license to do business in Arizona as a foreign corporation 

Richmond, Va.—N. L. Hackney has been placed in charge of 
the local branch, Elliott—Fisher division, General Office Equip-— 
ment Corporation. He was transferred from Norfolk, where L. 
A. Barker succeeds him. 


< — = =o 
ADDING MACHINES 


Chicago, Il!l.—J. D. McGillis, who had been office manager of 
the local agency, Burroughs Adding Machine Company, has been 
assigned to sales work. F. B. Mock succeeds Mr. MeGillis as 
office manager 

Chicago, I!!|.—A. H. Goodwin and D. R. Cooke have been ap- 
pointed district managers in this territory by the Marchant 
Calculating Machine Company. 

New York, N. Y.—T. J. Coyle has been appointed export man- 
ager of the Gardner Company 

Philadelphia, Penna.—The Monroe Calculating Machine Com- 
pany. Inc., has leased space at 2039 Arch street for offices, 
salesroom and warehouse 

Wilmington, Del.-The Collect-O-Register Company has been 
chartered to manufacture and sell recording machines, adding 
machines, etc.; capital stock, 10,000 shares no par value; S. L. 
Mackey, charter representative, Wilmington. 


5 = — @ 
OTHER MACHINES 


Buffalo, N. Y.—Fred N. Thomas has established himself as 
a dealer in used office machines at 53 West avenue. He had 
been associated many years with the Elliott Addressing Ma- 
chine Company in this city. 

Chicago, lil.—The Pruitt Company, 117 North Market street, 
has opened a branch store at 190 North LaSalle street. 

Dover, Del.—The First National Distributing Company has 
been chartered to deal in office machines and devices; capital 
stock, $100,000; W. I. N. Lefland, charter representative, Dover. 

New York, N. Y.—The New York office of The Seymour 
Products Company of Seymour, Conn., has been moved from 
2660 Woolworth building to Room 1807, Chanin building, 122 
East Forty-second street. P. E. Collins is in charge of the 
metropolitan territory and welcomes an inspection of his office 
and line by the stationery trade. 

San Francisco, Calif.—W. R. Davies is now representing Gim- 
mel Bros., Inc., in Oakland. Mr. Davies, who works out of the 
San Francisco headquarters of the firm, was formerly a sales— 
man for Triner postal scales. 

San Francisco, Calif.—R. P. Hardy, an equipment salesman, 
formerly with the A. B. Dick Company in Chicago, is now with 
the mimeograph department of the H. 8S. Crocker Company. 
J. Alfred Peterson, manager of the mimeograph department, 
says that Mimeograph business is steadily getting better 

San Francisco, Calif.—The best September ever experienced 
by the Dictaphone Sales Corporation was that of this year, 
states the Pacific coast manager, J. H. Best The business 
man of San Francisco is accepting the Dictaphone more enthu- 
siastically than ever in the past. this being apparent in the 
increased number of sales.—William O. Ryle, formerly sales 
manager for the Dictaphone Sales Corporation in Los Angeles, 
is now sales manager for the company in Portland, Ore. E. J 
Murphy is the new sales manager of the Los Angeles office. 

San Francisco, Calif.—Subscribers of the Pacific Telephone & 
Telegraph Company are feeling the direct benefit of an Ameri- 
can Multigraph Sales Company's installation, made some months 
ago, and which has now convincingly proved its worth. H. D. 
Kippen, district manager for The American Multigraph Sales 
Company, said that the telephone company is now printing 
all directory changes, for the information of operators, on Mul-— 
tigraph equipment from type composed on keyboard ‘“‘Compo- 
types.”" This operation has made it possible for the telephone 
company to reduce the time for giving information to sub 
scribers from an average of seventy-—nine seconds to less than 
forty seconds and incidentally has reduced the number of infor- 
mation operators required to do this work In addition to this 
service, information operators are now prepared to give sub-— 
scribers twenty-four different kinds of information, such as: 
full name of subscriber; address of subscriber; whether moved 
to or from the address; discontinued, and other information of 
which the operators in this department formerly had no record 
other than the daily supplement to the standard telephone book 
for informaion reference, and that simply showed the new 
telephone number of the subscriber 

Wilmington, Del.—The Package Sealing Products Company 
has been chartered; capital stock, 500 shares no par value; H. E. 
Grantland, charter representative, Wilmington 

Wilmington, Del.—The Addressing Machines Securities Com- 
pany, Chicago, has filed an amendment to its corporate char- 
ter, changing the name to Addressograph International Corpo— 
ration; stock changed from 30,000 to $750,000 shares no par value. 
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Drawlet pen No. 1 with holder sells for 15c. We pack two dozen 
of these in a special Christmas display box of convenient size. 


| Lhe Christmas thousands of parcels are lost 
or sent astray because of inadequate ad- 
dresses. The postoffice says ‘address plainly” 
but how? 

Drawlet Pens—particularly No. 1 and No. 2 
—make clear, bold, indelible addresses. They 
use ink. Their line is broad and clean. They finish 
a whole line at a dip. 

The easiest way to sell this great convenience is 
as a unit—with penholder, complete. And you 
can easily get the profitable price of 15c for the 
complete article. We pack 2 dozen to the box, 
with a vivid display card explaining the whole 
idea. This box is small, neat, handy. 

It should be put near your fancy wrapping 
papers, twine, tissues and ribbons. Another 


should go in your stationery department. You'll 
want several in reserve! 

This is timely—you've got to order fast. 
Hence this coupon. Fill in, tear out, send back. 
We'll put your Drawlet Christmas assortment in 
the mail the same day your order is received—or 
whenever you want it. 








ESTERBROOK PEN COMPANY, Dept.AO 
CAMDEN, N. J. 


Please send me _ __of the Drawlet( 2 doz.) 





Christmas assortments, with my usual trade discount. 











Address ve pw ocnsbitintitessseaae 
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DRESSTEFL ANNOUNCES 


a new two drawer unit! 





These units built in 8 x 5—6 x 4—5 x 3 card sizes will 
intermember with the single drawer Pressteel visible 
and vertical inter-locking units which have been manu- 
factured by us for the past five years. 


They are attractively priced as follows: 


Green Mahogany or Walnut 
253 5x3 Card Unit 7.50 9.50 
264 6x4Card Unit 8.25 10.25 
285 8x5 Card Unit 9.75 12.00 


These units are also equipped with Yale Locks at a slight 
additional cost. 











—_——lCc rh - a a 


Don’t overlook the money-making 
possibilities of the complete line of 
Pressteel visible and vertical inter- 
locking file units. 





Interlocking means that, by the insertion of 
simple connecting rods, additional Filing 
Units can be added and interlocked so as to 
form a rigid assembly without limit, either 
up or sidewise. 


PRESSTEEL ENGINEERING CORP. 
DERBY, CONN. 
New York Office: 52 Vanderbilt Ave. 
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STAMPS-—STENCILS AND SEALS 


Chicago, !il._—Eugene Fales has joined Meyer & Wenthe. He 
comes from a marking device family, being a nephew of Art 
Fales, Omaha 

St. Louis, Mo.—The S. G. Adams Company has the state con- 
tract for 1930 automobile license plates. The initial order spec- 


ifies 650,000 sets 





ae 
Prospective Market for More Signs 


A writer in Printers’ Ink mentioned the fact it has been 
proven that some women do not know the name of the depart- 
ment store in which they are shopping. The use of signs within 
the stores was suggested as a remedy. Here's a chance to sell 
bronze or changeable signs reading, “Smith's Hosiery Depart— 


ment,”’ etc 
A 


U. S. Commerce Department Bulletin on Far East 
The United States Department of Commerce has issued Spe- 
cial Circular No. 193 by the division of regiona! information, 
presenting an analysis of the trade of the United States with 
the Far East, comparing the first six months of 1928 and 1929. 
Copies can be obtained by business houses on application. 


0 


“Budgets of Western and Central European States” 

The United States Department of Commerce has published 
“Budgets of Western and Central European Countries,"’ issued 
as Trade Information Bulletin No. 654. This covers the national 
budgets of the countries of western Europe, including Austria, 
Belgium, Czechoslovakia, France, Germany, Hungary, Irish 
Free State, Italy, Netherlands, Portugal, Spain, Switzerland 
and the United Kingdom Copies may be obtained for ten 
cents in coin remitted to the Superintendent of Public Docu- 
ments, Government Printing Office, Washington, D. C. 

A similar bulletin (No. 580) covering other European coun- 
tries not listed above 


Bulletins on Cost of Living Abroad 


The United States Department of Commerce, division of re- 
gional information, Washington, D. C., has issued some new 
mimeographed bulletins on the cost of living abroad for Amer-— 
icans in business in foreign lands, 

These bulletins indicate the average costs for housing, house— 
hold and office labor, travel costs, office rent, et« 

Special Circular No. 32 covers “Living Costs for Americans 
in Italy.” 

Special Circular No. 87 covers “Living and Office Operating 
Expenses in Panama.” 

Business houses can obtain these bulletins on request. 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 
of Office Appliances, published monthly at Chicago, Ill, for October 1, 

1928. 
STATE OF ILLINOIS, County Cook, ss. 

Before me, a Notary Public in and for the state and county aforesaid, 
personally appeared C. F. Malhoit, who, having been duly sworn accord- 
ing to law, deposes and says that she is the Treasurer of the Office 
Appliance Company and that the following is, to the best of her knowl- 
edge and belief, a true statement of the ownership, management (and 
if a daily paper, the circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by the Act of August 24, 
1912, embodied in Section 411, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor and business managers are: Publisher—The Office Appliance Com- 
pany, 417 South Dearborn street, Chicago, Il. Editor—bKvan Jonneon, 
312 North Kenilworth avenue, Oak Park, Ill. Managing Editor—Evan 
Johnson, 312 North Kenilworth avenue, Oak Park, Ill. Business Manager 
—John A. Gilbert, 310 Forest avenue, Glenn Ellyn, Il. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning er holding one per cent or more of the 
total amount of stock If not owned by a corporation, the names and 
addresses of the individual owners must be given If owned by a firm, 
company or other unincorporated concern, its name and address, as well 
as those of each individual member, must be given.) The Office Appliance 
Company, 417 South Dearborn street, Chicago, Ill.; Evan Johnson, 312 
North Kenilworth avenue, Oak Park, Ill.; Estate of Albert H. Hitchcock, 
Mountain Lakes, N. J.; C. F. Malhoit, 6827 South Union avenue, Chicago, 
Ill.; Donald C. Miller, 6901 Cornell avenue, Chicago, Ill.; John A. Gilbert, 
310 Forest avenue, Glen Ellyn, Ill.; Herbert W. Martin, 4041 North 
Kostner avenue, Chicago, Ill.; Chas. H. Everly, Mohegan Heights, 
Tuckahoe, N 

8. That the known bondholders, mortgagees, and other security hold- 
ers owning or holding 1 per cent or more of total amount of bonds, 
mortgagees or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders and security holders, if any, contain not only the 
list of stockholders and security holders as they appear upon the books 
of the company, but also, in cases where the stockholder or security 
holder appears upon the books of the company as trustee or in any other 
fiduciary relation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stockholders and security hold 
ers who do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any other person, associa- 
tion, or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the six months preceding the date shown above is........ (This 
information is required from daily publications only.) 

THE OFFICE APPLIANCE COMPANY, 
(Seal) Cc. P. MALHOIT, Treasurer. 
Subscribed and sworn to this twenty-first day of September, 1929. 
EARL V. LITTLE, Notary Public. 
My commission expires April 10, 1931. 
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Stencil Paper 


Inquiries solicited from reliable 
dealers interested in building a 
permanent duplicator and supply 
business. Sold on exclusive plan. 


Ask for information on complete 
line including Ellams Rotary Du- 
plicator, Stencil Papers, Inks, Cor- 
recting Fluid and all supplies used 
in duplicating. 


MARR DUPLICATOR COMPANY 


New York San Francisco 
53 Park Place 121 Second Street 


Ellams Duplicator Co., Ltd. London, England 













For Memo 
and Ring Book 
Metals— 


MANUFACTURING STATIONERS use 
our metal parts service to advantage in 
handling quantity orders for memo and 
ring books, loose leaf catalogs, price 
books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. . 


Write for illustrated catalog and price-list. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal Street 
ST. LOUIS, MO. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 


worth the subscription cost, not to mention 


all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 South Dearborn Street 
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ee 
RIBBONS AND CARBONS 


Boston, Mass.—The local branch of The Miller-Bryant-—Pierce 
Company has been moved from 173 Mills street to 80 Broad 
street. E. W. Hannon is manager. 

Cambridge, Mass.—The F. S. Webster Company, 335-38 Con- 
gress street, Boston, has purchased a site in Kendall square, 
approximately 25,000 square feet, on which a modern five-story 
building will be erected for its own use. 

Evansville, ind.—Floyd H. Grant, 108 South Fourth street, 
has been appointed representative of The Miller-Bryant—Pierce 
Company. 

Houston, Texas.—Kinnie Porter has been appointed state rep-— 
resentative by the F. S. Webster Company, Inc., with head— 
quarters here. 

Pittsburgh, Pa.—The Old Town Ribbon & Carbon Company, 
Inc., has opened an office here in charge of S. E. Swartz. 

San Francisco, Calif.—A month's trip through the southwest 
was taken in October and early November by W. G. Huston, 
Pacific coast manager for Mittag & Volger, Inc., who left San 
Francisco October 6 and proceeded to Los Angeles, Albuquerque 
and other cities as far as Dallas and El Paso, Texas, and thence 
to Colorado. 

Toronto, Ontario.—The Peerless Carbon & Ribbon Company, 
Ltd., has increased the floor space occupied by its factory 
through utilizing space in the building occupied heretofore by 
other tenants. 


aS 
LOOSE LEAF 


Atianta, Ga.—The International Visible Systems Corporation, 
Cincinnati, Ohio, has opened an office here in charge of Richard 
Cc. Shoup. 

Atlanta, Ga.—The G. J. Aigner Company, Chicago, has opened 
an office at 311-13 Peach tree arcade, in charge of G. W. 
Brownlee, well known to the southern trade as a loose leaf 
specialist. Complete stocks of the company’s merchandise are 
carried. 

Brooklyn, N. Y.—E. W. Acton has organized the Standard 
Loose Leaf Company, 174 Johnson street. He features ‘‘specials’”’ 
in loose leaf devices. Mr. Acton had been New York manager 
for the Irving—Pitt Manufacturing Company 

Chicago, til_—A. J. Erllinborn, stationer of Aurora, IIl., visited 
the Chicago branch of the National Blank Book Company in 
October. 

Grand Rapids, Mich.—H. T. O'Neill has been elected secretary 
of the Grand Rapids Loose Leaf Binder Company. He had been 
assistant secretary and purchasing agent of the Merchants’ Life 
Insurance Company, Des Moines, which has been sold to the 
Lincoln National Life Insurance Company. 

Philadelphia, Penna.—The McBee Binder Company, Athens, 
Ohio, has leased space for offices on the tenth floor of the new 
building at 1608 Walnut street. 

Wilmington, Del.—The Bonner—Vawter Fanfold Company has 
been chartered in Delaware; capital stock, 17,500 shares no par 
value; H. E. Grantland, charter representative, Wilmington. 

Opportunity for Business. 

Philadelphia, Penna.—The Penn System & Audit Company, 
North American building, has been registered as a commercial 
title in the common pleas court by George E. McCarthy, Upper 
Darby, Penna. 


SSS 
PENS AND PENCILS 


Chicago, I!l._—Hamilton Kendrick, manager In this territory 
for the American Lead Pencil Company, will make his cus— 
tomary trip to the Twin Cities of Minnesota and Duiuth in 
November. 

Fort Madison, lowa.—Several additions are being erected to 
the manufacturing plant of the W. A. Sheaffer Pen Company. 
One of the most extensive is the work on the tool room and 
research building, which will add fifty per cent to the floor 
space. All Sheaffer buildings are of fireproof construction, and 
of modern industrial architecture. 

New York, N. Y.—Milton Frankenthal is making a protracted 
business trip in the Orient for The Eagle Pencil Company. 

New York, N. Y.—E. J. Sweeney, manager of the sales—ser-— 
vice department of the W. A. Sheaffer Pen Company, will make 
headquarters at the eastern district offices, 80 Fifth avenue. 
He is usually to be found at the home office, Fort Madison, Iowa. 
He will co-operate at New York with Frank Willis, branch sales 
manager, and Hugh Jones, office manager. 

Pasadena, Calif.—S. L. Cristy, 549 LaLoma road, has been 
appointed state representative by the LeBoeuf Fountain Pen 
Company, Inc. 

—_—j—— 


Simplified Schedule Adopted for Gummed Tape 


A large and representative conference of manufacturers, dis-— 
tributors and users of gummed paper sealing tape, held under 
the auspices of the division of simplified practice, Department 
of Commerce, at the Congress Hotel. Chicago, MIll., October 7, 
approved a simplified schedule of stock sizes for gummed paper 
sealing tape, according to an announcement made by the 
United States Bureau of Standards. The recommendation is to 
be considered in effect February 1, 1930, subject to the approval 
of all interests. 

The division of simplified practice will shortly send to the 
members of the sealing tape industry a copy of the report of 
the above conference, together with an acceptance blank. When 
sufficient signed acceptances, representing at least eighty per 
cent of the industry (by volume of annual production) are re— 
ceived, the recommendation will be printed as part of the 
“Elimination of Waste’’ series of the Department of Commerce, 
in accordance with the regular procedure of the division in its 
co-operative work with industry. 
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Both sides are good but from your standpoint “back of the counter” is the profit 
side. Good dealers everywhere are experiencing the pleasure of a steadily 
growing business on Terrell Counter Height Cabinets. 


Big storage capacity plus a practical, economical counter besides—that’s what 
Terrell Counter Height Cabinets mean to your customers. They do double duty 
and pay for themselves over and over. And ‘that means good business for you. 


Assembled from stock, Terrell Counter Height Cabinets are attractive and dig- 
nified, yet capable of instant rearrangement or expansion. These cabinets with 
the advantages of steel construction, adjustability, security, etc., actually cost 
less than wood. At a slight additional charge any Terrell Cabinet can be fitted 
with a green ¥%" battleship linoleum top. These have enameled steel binding 


edges and spring in place without screws. 


Get Right Over 


on the right side of this counter 
height cabinet proposition with the 
Terrell line. It means steady, prof- 
itable turnover. Write for a copy 
of our latest catalog—it tells the 
whole interesting story. 


TERRELL’S EQUIPMENT CoO. 
Grand Rapids Michigan 





of , the counter are YOU on? 
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THE GREENWOOD COMPANY 


APPROVED 





GREENW OOD'S 


APPROVED 
é PPROVE 9 BUSINESS 
BUSINESS INCOPTE TAX RET 


AND INCOME 
TAX RECORD 


AND ENDORSED 
BY BANKERS 
CREDIT MEN AND 
INCOME TAX EXPERTS 


712 FEDERAL STREET, CHICAGO 


TO THE TRADE: 


If you are now handling the Greenwood Record you are probably glad of 
it, for you are in a position to supply your customers with what they often ask 
for -- a simplified Accounting System that makes it easy to keep accurate business 
records without having to fuss with complicated "Books". If you are not handling 
our Record, this advertisement should bring welcome news. It is written to tell 
you that this Record is meeting with tremendous success everywhere. It sells 
itself. Every business man needs one == wants one. All you have to do is to let 
him know that you carry them in stock and are prepared to fill orders. Why not 
get your share of this big business? 


The Permanently Bound Record has 57 sheets printed on both sides and 
sells at retail for $3.50. The Loose Leaf Record has three times as many sheets 
and sells for $7.50. We prepay shipments. You take no chances on over-stocking 
in case you decide to carry the Records in stock. While we do not place goods on 
consignment, we do better, for we GUARANTEE to buy back at any time any unsold 
Records at the price you paid for them. 


Sales Letters advertising our Records are furnished without cost. We 
Supply the paper, imprint the letters with your own firm name, in the quantity 
you can use effectively, and send them to you by prepaid express, folded so that 
all yoo need to do is to have a clerk slip them into the envelopes with your out- 
going statements and other mail. Thousands of Greenwood Records will be sold in 
January, February and March. You should be prepared to meet this big demand. Let 
us send you your sales letters at our expense without a penny of cost to youe 
Simply send us one of your Letterheads marking thereon quantity of sales letters 
you can use and they will be rushed to you by prepaid express, folded, ready to 


Slip into your outgoing mail. 


It does not cost anything to get the orders, just mail out the circulars. 
That's ALL you have to do. You CAN'T lose money on our proposition, should you 
decide to stock this item, because we stand behind every Record and will buy back 
from you at the price you paid for them, all Records you cannot sell. Can anything 


be fairer? 


THE GREENWOOD COMPANY DOtG. £66660666 606860666668 66660606868608 
712 Federal Street 
Chicago, Ill. 


Gentlemen: 
Our sample Letterhead attached herewith. Please print .cccccossesseees 


sales letters with our Letterhead and Order Blank. There is to be no charge for 
these letters. They are to be ABSOLUTELY FREE. 


Your Firm Name eeeeveeeeeneeeeeeeeeeeeeneeeeeeeeeeeeeeeeeeeeeeeereeeervreeene 


Your Address eee@eeeeeeeeeeeeCeeeeeeeeeeeeeeeeeeeeeeerereeeeaeee 
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STATIONERY 


Ansonia, Conn.—T. F. Stapleton has moved his stationery 
store and newsstand to the building opposite his former loca 
tion on Elizabeth street, occupied until recently by the South 
ern New England Telephone Company. 

Atlanta, Ga.—The Keelin Press, 153 Spring street, has added 
lines of office supplies and stationery to its printing business 

Brooklyn, N. Y.—Samuel Goldberg has incorporated a sta- 
tionery business; capital stock, $5,000; A. Pindek, charter repre- 
sentative, 363 Fulton street 

Chicago, Ii!.—The Success Line, Inc., has surrendered its cor- 
porate charter 

Chicago, I!l.—The Quality Park Envelope Company has joined 
the Chicago Association of Commerce, typifying its increased 
activity in the Chicago market. 

Chicago, ill.—T. E. Derichs has joined the sales staff of 
Riddle & Wunderle. He had been with S. D. Childs & Com- 
pany in the past 

Des Moines, lowa.—Archie H. Wodlief has become manager 
of the McNamara Office Supply Company. He had been buyer 
more than five years for the Foster & Reynolds Company, Mi- 
ami. Fila. 

Elizabethton, Tenn.—The Elizabethton Office Supply Com- 
pany has been chartered; capital stock, $5,000; incorporators— 
Charlene Reese, George F. Dugger and Lem L. Reese. 

Huntington Park, Calif.—The Industrial Printing & Stationery 
Company, Ltd., has been chartered with capital of $50,000; C. 
L. Jacobson is president of the corporation. 

Indianapolis, Ind.—A. M. Glossbrenner, president of the Levy 
Printing Company, is being urged to become a candidate for 
mayor of Indianapolis on the Republican ticket. 

Louisville, Ky.—The John P. Morton Company has completed 
a three-story addition to its printing plant, to house the mono- 
type department, bindery and shipping room. 

Minneapolis, Minn.—The Japs—Olson Company has completed 
an additional story to its plant, increasing the floor area several 
thousand square feet. 

New York, N. Y.—The Allen-—Hall Company has been chai- 
tered to conduct a stationery business; capital stock, $10,000; 
M. Posner, charter representative, 2 Lafayette street. 

New York, N. Y.—The Crownlo Manufacturing Company has 
been chartered; capital stock, 200 shares common; EB. P. Freed-— 
man, charter representative, 1440 Broadway. 

New York, N. Y¥.—The William BE. Heinrichs Company has 
been chartered to conduct a stationery business; capital stock, 
200 shares common; M. M. Schenkel, charter representative, 305 
Broadway 

Philadelphia, Penna.—The Bradshire Shop, stationery, 203 
South Forty-fifth street, has been registered as a commercial 
title in the common pleas court by Harold R. Stott and Albany 
W. T. Hill, 3152 West Allegheny avenue. 

Pueblo, Colo.—The Mercantile Printing Company has been 
chartered to buy and sell stationery, do a commercial and job 
printing business, print newspapers, magazines, pamphlets and 
periodicals, etc.; capital stock, $50.000; incorporators—H. E. 
Gibson, A. S. Porter and Claude A. Gray. 

Reading, Penna.—The Van Reed Paper Company has been 
purchased by the Garrett-Buchanan Company, Philadelphia. 
The local business will continue manufacturing stationery prod- 
ucts under its own name; C. Raymond Van Reed, C. R. Smith 
and Isaac J. Zinn will be active in the management of the 
Van Reed plant as before. 

Seattle, Wash.—The Feroe—Nickerson Company, Inc., 1016 
Second avenue, has succeeded Mendenhalls, Inc. The new com 
pany, which was incorporated by A. H. Feroe and John H. 
Nickerson, has a capitalization of $10,000. 

San Francisco, Calif..—Fred Whalen, representative for The 
Carter’s Ink Company, was here. calling on the trade in Oc 
tober. He said business was good and some very satisfactory 
carload orders had been booked. 

San Francisco, Calif.—The H. S. Crocker Company has put 
in its own picture framing plant at 458 Brannan street. It is 
designing and manufacturing mouldings for the firm’s picture 
framing department, opened some months ago. 

San Francisco, Calif.—Walter Willoughby has just returned 
from a long trip through his entire territory west of Denver. 
This manufacturers’ representative in stationery lines made his 
last journey largely in the interests of Stanley & Stanley goods, 
which is a new product with him. The importers of these 
goods have their warehouse and office at 325 Fifth avenue, 
New York City. Mr. Willoughby had a great deal of success 
with their leather products, consisting of bill folds, cigar and 
cigarette cases and all kinds of leather novelties.—Walter Wil- 
loughby, Inc., has just opened offices in Seattle at 219 Twen- 
tieth avenue, North. A. B. Willoughby, son of the head of 
the firm, is in charge in Seattle, and will call on the trade in 
the Northwest. 

San Francisco, Calif.—One of the leading stationery stores of 
San Francisco acquired an important footing in Oakland when 
Neal, Stratford & Kerr bought the Edgar H. Barber stationery 
store at 422-426 Fifteenth street, Oakland. This makes the 
third stationery store of Neal, Stratford & Kerr, for they oper- 
ate a successful service branch in the Russ building, San Fran- 
cisco, which carries the lines handled at their Market street 
store The Edgar H. Barber stationery store has been re- 
garded as one of the leading stationery establishments in the 
East San Francisco bay region. Harry Stratford, who con- 
firmed news of the purchase for Office Appliances, said that 
Neal, Stratford & Kerr took over the Barber store September 
17 Robert Pinney, sales manager for Neal, Stratford & Kerr, 
has been taking an especial interest in restocking and arrang- 
ing the Oakland establishment, which is being operated as a 
separate unit with C. A. Rutherford as the local manager. He 
was with the Barber company five years as purchasing agent 
and is thoroughly familiar with the east bay trade. The loose 
leaf lines carried by Neal, Stratford & Kerr are headed by the 
S. S. binder and the Tatum line. They are also carried by the 
Oakland store, where E. P. Morgan is in charge of this depart 
ment The Berger Manufacturing Company's line of steel 
desks, carried by the San Francisco stores of the company, is 
also sold by the Oakland store. Neal, Stratford & Kerr say 
they are selling lots of Christmas cards and advance orders on 
greeting cards are good. 














Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 121% inch blade. 

No. 2. 8% inch blade. No. 5. 15 inch blade. 

No. 3. 10% inch blade. No. 5%. 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 











/ THE VARITYPER 


AN UNRESTRICTED TYPEWRITER OF 
Surpassing Excellence 








With consummate engineering skill 
our engineers have perfected a writing 
instrument that removes the usual lim- 
itations long taken for granted as inher- 
ent in the typewriter. 


Varityper Incorporated 


2 Lafayette Street 
New York 
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Automatic Stapling Machines 


“CLINCH” 


Your Papers 


WILL NOT CLOG 


LOWEST COST OF 
STAPLES 


BUILT TO 
LAST 


EASY TO 
OPERATE 
5,000 
STAPLES 
IN ONE 
LOADING 


IN COLORS: 
OLIVE GREEN, 
MAHOGANY and 

WALNUT 





List Price $6.00 


with the 


MODEL “A” 


EVEREADY PAPER FASTENER 
FULLY GUARANTEED 
Write Us for Circulars and Dealer Proposition 


Eveready Mfg. Co. o Boston 


General Sales 
50 Church 8t. 
New York, N. Y¥. 


Facto 
3M South bridge St. 
Worcester, Mass. 











_ 


The SNYDER 
MULTIFORM 





: : 
aot “ 
a 
* Sale 
ee | 
& Tape a 
aptly 


Can be attached to any typewriter 


Enables the use of printed forms in 
continuous rolls or folded packs, 
with carbon interleaved. 


Printed forms used thus allow contin- 
uous typing--no stops for preparing 
the work. 


Superior carbon copies and daily out- 
put doubled. 


The 


SNYDER MULTIFORM 


11 West 42nd Street New York, U.S. A. 


Agencies are being arranged 
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Airplane Passengers Like to Write 


A survey made by the Colonial Airways System shows that 
many air passengers like to write letters and postal cards while 
occupying seats in commercial fiying machines. The survey 
showed an average of two letters and one postal per passenger 
each trip. Women write more than any other passengers. 
Young men write to a certain extent, but older men do little 
corresponding while in the air. They are either engaged in 
studying business reports or enjoying the view. 

This looks like an opportunity for stationers. 

—— 


Packing Fountain Pens for Export 


Commerce Reports] An example of the enormous parcel post 
export business that has been built up in the United States is 
shown clearly in the figures representing totals of fountain pens 
shipped abroad. During the year 1928 the value of fountain 
pens exported amounted to $1,846,000, or approximately $400,000 
more than the total for 1927. The number of pens for 1928 is 
not available, but in 1927 their exports numbered 967,144. On 
this basis it is fair to assume that the United States shipped 
abroad more than 1,000,000 pens during 1928. Practically all 
this business was handled through parcel post, though ship- 
ments to certain countries sometimes necessitated the employ- 
ment of regular freight services 

As the result of the rapid development of this trade, the 
Bureau of Foreign and Domestic Commerce has had many 
requests for information as to the proper method of handling 
such shipments, both by parcel post and by freight In order 
to secure accurate data as to the best practices employed by 
experienced exporters, a questionnaire was directed to the 
leading manufacturers. Their answers revealed the fact that 
the greater number of fountain pen export shipments, because 
of high value per unit and small bulk, are shipped by parcel 
post. 

As a rule pens are piaced in a cardboard box made to accom- 
modate twelve pens, with cardboard partitions to separate each 
pen from its fellows. The entire shipment put up in this style 
is then wrapped with heavy corrugated board before being 
enclosed in waterproof paper. The package is then covered 
with ordinary wrapping paper and tied two or three ways with 
heavy twine In some cases, where several dozen of the unit 
sizes are placed in one package, the parcel is tied with tightly 
drawn wire. 

Specimen of Excellent Packing 

Another particularly interesting method of making parcel post 
shipments is described as follows: Pens are packed in lots of 
twelve in very light cardboard boxes, and a number of such 
boxes is packed in a wooden box made of approximately one- 
quarter inch lumber and lined with waterproof paper. If the 
parcel post packages are going to countries where they will be 
subjected to rather rough handling and to many transship— 
ments, the packages are sewn into canvas. This method of 
preparing shipments has drawn the compliments of many for- 
eign importers, who state that the pens have always been re- 
ceived in good condition. Of course, where customs duties are 
assessed against the gross weight of package, it is possible to 
consider whether a lighter type of package would serve the 
purpose. 

In most cases pens are shipped completely assembled. Some- 
times, however, it is necessary to remove gold points and pack 
them separately to avoid paying duty on the entire pen at 
rates usually assessed on gold. In making shipments to cer- 
tain countries, manufacturers frequently declare the value of 
gold pen points separately from the remainder of the pen, which 
results in the importer obtaining the shipment without paying 
excess duty on the complete pen. 

In making freight shipments new strong lumber from three- 
fourths to one inch thickness should be used. The case should 
be cleated and lined carefully with waterproof paper. In all 
instances metal strapping is used and, as a special precaution, 
several manufacturers employ pilfer proof devices to make 
eases doubly secure. 

Experienced shippers of fountain pens state that they seldom 
have difficulty in clearing pens through customs. It is always 
advisable to obtain from every available source authentic in- 
formation as to just how pens should be packed in order to 
have them arrive at destination in perfect condition and with 
lowest custom charges. 

Further information on various methods of packing fountain 
pens may be obtained from the transportation division of the 
United States Department of Commerce at Washington on 
request. 

—-———-~F--- 
House Organ Philosophy 

Fools—God bless them! What would we do if everyone were 

Wise.—Quality (Clarke & Courts). 
> > * 

The limits of a man’s knowledge are concealed easily by 
silence.—Bramwords (The Bramwood Press). 

> + >: 

It's the busy people who have the time to do things.—The 
“Y and E” Idea (Yawman and Erbe Manufacturing Company). 
> . * 

One of the best things in life is that we're never too old to 
begin it again on a better thought plane.—Quality (Clarke & 

Courts). 
. . al 

Untold wealth is that which you did not declare on your in- 
come tax report.—The Office Cat (The Richmond & Backus 
Company). 

> > 

Labor is the inevitable lot of the majority. And the best edu- 
cation is that which will make your labor most productive.— 
It's Said and Done (Dictaphone Sales Corporation). 

> al a 

The day has passed when uncouthness of dress or manner 
can be taken for honesty and good faith—good sense and good 
taste demand conventional dress.—Faultless Bulletin (Stationers 
Loose Leaf Company). 


>. > * 

It’s difficult for an arch smile to rise superior to flat feet.— 
The Coach (published co—operatively by the Boorum & Pease 
Company, Eberhard Faber Pencil Company, C. Howard Hunt 
Pen Company and Sanford Manufacturing Company). 























NOVEMBER, 1929 311 


aia) OA Goesviioliday Letterheads 
Boxed.. 


With En velop es fo Match 


S/ (os HOLIDAY LETTERHEADS—colorful and “Christ- 


masy”—have been steadily increasing in popularity until 
hundreds of thousands are used annually by business concerns, 
during the Holiday Season, for greeting letters, sales messages, 
and for general correspondence. 
And, now, in answer to a persistent demand by individuals, business 
concerns, and professional men who would use GOES HOLIDAY 
LETTERHEADS in smaller quantities, we are offering them in 
note or letterette size—also in Regulation Letterhead size—boxed, 
with blank envelopes to match. 
Some of the uses to which the boxed Holiday Notes and Letterheads will be put 


are here suggested — 

By individuals for— 

Acknowledgments of Christmas remembrances—General Correspondence at Christmas 

time—Invitations to Holiday functions—Personal greetings. 
By business and professional men 
Who require only a limited number of Christmas Greetings. 
Here is another big field for sales. Why not get your share of the business? 
Send us a trial order for one box each of the 10 styles today, with the un- 
c—~- that they os omg hme ten ape he Co n. 

if not wholly to your g. You everything to gain noth- 
ing to lose. Sidl ex pans enles tole. 


Goes 


LITHOGRAPHING COMPANY 
49 WEST 6iset STREET, CHICAGO, U.S.A. 


22 YEARS 


OF EXPERIENCE AND CONSCIENTIOUS EFFORT 
in the manufacture of Steel Office Equipment have developed our line into ONE OF THE BEST 























ao 


' ’ oh ae isa : 
Cea . 


GOES t 
Holiday Letterheads 


In beautiful Holiday colors, boxed 24 letter- 

heads or notes, with 24 blank envelopes to match. 
Minimum order, 10 boxes, which may be assort- 
ed as desired among 10 styles. A $1.00 
seller with liberal discount to dealers. (4248) 














Prices are attractive; service 
is exceedingly prompt; geo- 
O graphic location is a decided 
ur advantage to dealers in the 
Mississippi Valley and terri- 

tory west. 


DEALERS! 


Further investigation will prove very 
profitable to you. 


Write for our new catalog of stand- 
ard equipment. A copy is yours for 
the asking 


and 


Don’t fail to remember our extensive 
experience in the manufacture of spe- 
cial equipment for court houses, 
banks and libraries. 


We Can Help You— Prove It For Yourself 


p THE STEEL FIXTURE M’PG. Co. 
“ TOPEKA, KANSAS 
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AMES MEANS EXCELLENT SERVICE 





Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Anes Means FXcELLENT SERVICE 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept. Great Britain Office Branch Office 
50 Lispenard St., New York «xs, Ltd. 583 Market St., San Francisco 
79 and 80 Queen Street, London E. C. 4, England 














TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 











5 JePViDUS - created “to serve” in the bookkeeping department 
saves time — work — floor space — books — money 

(P “PATENTED NOV. 18. 1925), NOV. 10, 1925) 
The Servibus provides a place for each ledger, ready 


Combination Vault Carriage for instant reference during the day. SAVES OPER- 
and  haseee = Reference Rack ATOR'S TIME. 


The Servibus provides convenient transportation for 
the books between vault and accounting department. 
SAVES HANDLING HEAVY BOOKS. 

The Servibus accommodates numerous ledgers, and 
requires only small floor space. SAVES DESK 
SPACE, TOO. 

The Servibus keeps the books in order. Saves han- 
dling several books to get at the one wanted. SAVES 
MUCH OF THE WEAR AND TEAR. 


The Servibus is a convenience for the entire office force. 















It economizes time and effort. It increases 


eficiency. 1T SAVES MONEY. 


THERE'S A SERVIBUS SUITABLE 
FOR EVERY USE. 





Send for Catalog No. 476 


and Terms to Dealers 


LEFEBURE CORPORATION 


Originators and Manufacturers 


CEDAR RAPIDS, IOWA, U.S.A 


a 
nail 






Stock Model 18-S 
Holds 18 large ledgers 






We Specialize in Built to Order Steel Office Furniture and Filing Equipment 
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CATALOGUES 


Paragraphic reviews of current issues from the catalogue and 
allied fields, classified for convenient reference. 


Manufacturer 

From the Grand Rapids Loose Leaf Binder Company, Grand 
Rapids, Mich., comes a folder illustrating the various types of 
ioose leaf binders manufactured by the company 

Direct Mail—Manufacturer 

The Wahl Company, Chicago, Ill., distributed a folder in black, 
red and yellow announcing the Wahl Eversharp hour over the 
Columbia broadcasting system every Friday evening from 8:30 
to 9:00 p. m., eastern time 

The Sikes—Cutler Desk Company, Buffalo, N. Y., featured its 
new “‘Pershing Square” matched suite in a folder dispatched 
to the trade This shows all items of the suite; a price list 
was enclosed. The furniture was done in a walnut tone, and 
bright primary colors were used for a striking decorative effect 

Accessory Advertising Matter 

The Art Metal Construction Company, Jamestown, N. Y., has 
provided a variety of new sales helps for its dealers, including 
window display material, signs, booklets, etc. 

The C. L. Downey Company, 941-47 Clark street, Cincinnati, 
Ohio, has a stock of envelope enclosures regarding the com- 
pany’s new currency racks, ready for imprinting and distributing 
through the dealers’ mail 


On the Outside Looking In 
Current Comment on the Copy and Plans of the Manu- 
facturers and Distributors of This Field, and Brief 
Reviews of Magazine Articles of General Interest 


Addressograph Company—An advertising illustration by this 
company was used as an example in “ ‘Jolt’ Pictures Make 
Strong Appeal,”’ which appeared in Printers’ Ink. This illustra- 
tion appeared in an Addressograph ad titled “The Giant of 
Modern Business.” 

Binney & Smith Company—“A Crayon Manufacturer Goes 
After Rainy Day Sales’ in Printers’ Ink told of an advertising 
campaign in business papers to educate dealers to the import- 
ance of this phase of the crayon business. 

Ditto, iInc.—Sales Management published “Inquiries Jumped 
Fifty Per Cent When Ditto Vocationalized Direct Mail.’’ 

The National Cash Register Company.—George E. Irving, this 
company’s director of the sales education division, contributed 
“National Cash Girds Salesmen to Meet Field Problems” to 
Sales Management The article told details about the com- 
pany’s summer sales school, where the classes live in tents and 
enjoy an exhilarating outdoor life while carrying on their train- 
ing 

The Todd Company—L. M. Todd, president of The Todd Com- 
pany, Inc., contributed to Printers’ Ink Monthly ‘Taking the 
Losses Out of Complaints.” The Todd Company and its prede— 
cessor, Todd Protectograph Company, has converted every 
stumbling block into a step forward in the improvement of 
its product 

Articles of General Interest 

“The Typist Must Measure Up” in System told of four plans 
for measuring typewritten output, contributed by W. H. Lef- 
fingwell 

Roy D. Mock, sales manager, Hanson Scale Company, wrote 
‘Buyers I Have Known” for Printers Ink. Mr. Mock classified 
the genus purchasing agent in a sprightly manner, and indi- 
cated how he is to be taken and accepted. 

Two teammates of the export field wrote ““‘Where to Sell— 
Today's Problem of Management’’ to Printers’ Ink Monthly 
The contributors were Wa'ter F. Wyman, general sales manager 
of The Carter’s Ink Company, and Henry H. Morse, vice presi- 
dent of the Florence Stove Company. Many important steps in 
merchandising progress are imprinted on these pages. 

‘“‘How to Get the Sales Force to Use the Sales Manual’’ in 
Printers’ Ink showed how various merchandising organizations 
get the staff to use the important material contained in the 
respective manuals. Among the organizations contributing to 
this symposium were the Addressograph Company, The Bar- 
rett-Cravens Company and the L. C. Smith & Corona Type- 
writers Inc 

Walter F. Wyman, general sales manager, The Carter's Ink 
Company, wrote “American Branch Plants Abroad Bring New 
Profits,’ published in Printers’ Ink. He instanced a hypotheti 
cal case of an American typewriter not protected by foreign 
patents. Competition abroad establishes a plant to manufacture 
for sale throughout the world outside the United States The 
personnel of the American plant suffers through this appropria- 
tion of design, which could have been avoided through the 
establishment of a branch factory abroad. 


Economic and Commercial Survey of Ceylon 


A trade information bulletin of twenty-two pages, “Ceylon 
Its Industries, Resources, Trade and Methods of Doing Busi- 
ness,’’ may be had without charge from the United States De- 
partment of Commerce, Washington, D. C., or its district of- 
fices in principal cities. 


= oo Os 
HOUSE ORGANS 


Paragraphic reviews of current issues from the house organ 
field, classified for convenient reference. 











Manufacturer 
The Mouthpiece (Dictaphone Sales Corporation) showed a 
picture of the company’s exhibit at the Canadian National Ex- 
hibition, and commented on the number of prospects which were 
interested. 














PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, built up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards, office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 

2720 Ferry Street 


A ny YY -) LAFA YETTE, 
‘ INDIANA 

















EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
method is of good repute with all users of that type 
equipment. Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew. EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut, sharp copies 
and absolutely accurate results. Now supplied in new 
office green in addition to the standard aiuminum finish. 


DON’T TURN DOWN ORDERS 


for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 














STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 


STEEL FURNITURE CO. 
1410 S. Wabash Ave. CHICAGO 




















A 
Better FELT 


Chair Pad 


BETTER FELT.... 
PIGSKIN STRAPS.... 
last longer 


TACKS and INSTRUCTIONS for attach- 
ing to chair furnished with each pad— 
an added selling feature. 


TWO QUALITIES ... all wool and wool 


mixed. 
FIVE SIZES ... to fit any chair. 
THREE COLORS... Tan... Maroon 


and Green. 
Send for folder and prices to the trade. 


Continental eit Company 


Manufacturers 


890 Broadway New York City 


Felt for Every Purpose, by the 
piece or cut to size 














OFFICE APPLIANCES 


Important banking organizations using pocket checkbooks cov-— 
ered with ‘‘Fabrikoid’’ were mentioned in The DuPont Maga- 
zine (E. I. du Pont de Nemours & Company). 

Art Metal Service (Art Metal Construction Company) told of 
Bodmer & Bo, agents at Barcelona, Spain, who are specializing 
on steel office furniture, having abandoned the sale of wooden 
furniture. 

Selling Blotters (Albemarle Paper Manufacturing Company) 
is devoted to sales campaigns in which blotters form the me- 
dium. A full page in the current issue told of advertising blot— 
ters used by the Sundstrand Adding Machine Company. 

The Lyon Standard (Lyon Metal Products, Incorporated) il- 
lustrated and described some of the new automatic machinery 
used in finishing parts for lockers, shelving, etc. Certain parts 
are sprayed, and the spray booths deliver to an automatic con- 
veyor for transfer to the baking oven. 

The Cincinnati branch of the Woodstock Typewriter Com- 
pany won frontispiece position in the company’s house organ 
through showing the highest percentage of quota in September. 
The portrait of R. J. Grumbine, manager of the Cincinnati 
branch, appeared on the frontispiece, with appropriate com- 
ment on the performance of his staff in September. 

“Steel-Strong’’ Dealers’ Every—Month (The C. L. Downey 
Company) requested that stationers send their latest catalogue 
when requesting layouts and copy for bankers’ supply pages 
of new issues. This aids in planning effective pages. The 
Downey organization offers to pay for catalogues in case the 
dealer's issues are expensive. 

The “Y and E”’ Idea (Yawman and Erbe Manufacturing Com- 
pany) showed illustrations of walnut equipment installed in the 
administration building of the Atlantic City Board of Education. 
Special counters were built, in which standard filing equip— 
ment was installed to fit. The order was secured by Brooks & 
Idler, “Y and E”’ agents at Atlantic City. 

“The Story Your Ink Bottle Tells’’ was contributed to Wes- 
ton’s Record Papers (Byron Weston Company) by Walter F. 
Wyman, general sales manager, The Carter's Ink Company. 
He told important facts about the origin and use of writing ink, 
particularly interesting to readers of this publication, who are 
users of fine record paper, and ink with which to write in them. 

A special issue of the Leopold News (The Leopold Company) 
was devoted to the Louisa county court house, Wapello, Iowa. 
Illustrations showed various county offices equipped with Leo-— 
pold desks and other furniture. The county court room furni- 
ture was also of Leopold manufacture, except solid walnut doors 
and railing, which were taken from the old structure, to form 
a link with the past. 

“What They All Say!” in Typing Tips (The Miller—Bryant- 
Pierce Company) showed the answer to a purchasing agent's 
complaint that he couldn't get satisfactory ribbons and carbons. 
The ‘Miller Line’’ man offered to analyze the difficulty, and 
studied the various uses of ribbons and carbons in that office. 
He recommended changes where inappropriate carbons and rib-— 
bons were used, and made answers satisfactory to the purchas- 
ing agent. 

A page of “Bathing Beauties” in Smith—Corona Sales News 
(lL. C. Smith & Corona Typewriters Inc.) showed that the 
branches and home office have some capital talent in that di- 
rection. Pulchitrude seems to be an attribute of the “Elsie’’ 
workers.—-The same issue included a portrait of Frank Ernst 
Nicholson, who used a Corona while on the world flight of the 
“Graf Zeppelin.’’ The Corona carried was the lightest type— 
writer available, an important: consideration when one reflects 
that passengers were limited to twenty-two pounds of baggage. 

An illustration in The Coach (published co-—operatively by the 
Boorum & Pease Company, Eberhard Faber Pencil Company, 
Cc. Howard Hunt Pen Company, and Sanford Manufacturing 
Company) grouping letterheads and other printed matter used 
by stationers in various parts of the country, showed the wide— 
spread use of the slogan developed by this publication. All of 
these jobs used the distinctive lettering with which The Coach 
expressed the slogan: “The Stationer—A Service Station for 
the Office and Home.”’ ; 

Association 

The utility and beauty of steel partitions for offices was ex- 
emplified by the cover illustration of Making Markets (Sheet 
Steel Trade Extension Committee). Both partition railings and 
high partitions are available for the architect or builder who 
meets with a call for them. 

Getting away from the level of “other things being equal” 
was discussed in Rags in Paper (Rag Content Paper Manufac-— 
turers). The leaders in practically every line of business owe 
their position to the far-sightedness of some executive, who in 
the past learned that the fiercest competition is on the dead 
level. Since he couldn’t dig under mediocrity, he decided to 
ride over it, and then maintained that level. 

Dealer 

An insert in The Honolulu Item (Mercantile Printing Com- 
pany, Ltd.), offered its trade prompt service on orders for 
envelopes, with a stock of 1,000,000 on hand, assuring prompt 
delivery and dependable quality. 

Stationery Suggestions (A. Carlisle & Company) gave an 
unusually lucid explanation of the installation of Oxford “Speed” 
indices, and the advantages accompanying their use. Almost 
anybody could start a filing system from scratch, and never 
a need to scratch the head to find any required file. 

Bramwords (The Bramwood Press) advocated an internal 
house organ for business houses which desire to inspire the 
entire organization with the aims of the institution. Even a 
small retail store can employ such a publication to advantage 
in keeping the entire staff informed about plans, policies and 
how they have worked out. 

Pride in local products was demonstrated by ‘“‘Osco’’ Business 
Ideas (Office Supply Company, Inc.), in telling of a local indus-— 
try. Originally a single product was made in the east in a 
jobbing shop. Later a small plant was established at Hous-— 
ton It has grown to a dominating industry in the oil well 
supply field, with about 27,000 employes. 

“Build for the Future’ in The Office Cat (The Richmond & 
Backus Company) told of a carpenter who had been commis- 
sioned by a wealthy man to build a house, while the millionaire 
was away on a long trip. Because the boss was away the car- 
penter skimped on the material, and produced a shoddy house. 
When the man of wealth returned he presented the house to 
the carpenter because he was “deserving.’’ So that job didn’t 
build much of a future. 
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MASTERGRADE 
100% Remanufactured UD NDERWOODS 


i i €¢ rs & You can corner the typewriter business in your community if you 
handle the Mastergrade line of remanufactured Underwoods. ) 


YALL r Underwoods are too well known to need any elaborate sales talk. 
And mastergrade remanufactured Underwoods are the finest. They 
are 100% remanufactured according to Underwood standards and 


methods. Every replacement part is a genuine Underwood part. 


Mastergrade Underwoods are the biggest value on the market. 
Any dealer can add them to his line of office machines, office fur- 
niture, printing or stationery and open up a new avenue for 


large profits. 
All other makes and models always available. Write for our cur- | 


rent price list. 


Wholesale Typewriter Co., Inc. 
428-430 Broadway 


New York, N. Y. 
U.S.A. 


Cable Address: Saletype, N. Y. 


CHINA USES 
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Model 110 $7 50 
bode! 11 $8.50 


6 wheels 


Slightly 
higher 


west of 


and in 


12345 


Fac-Simile Impression 





MADE TO SELL 
and to WORK as well 


ERI 







is every 





YOU ARE SAFE 


in recommending any American Numbering Machine 
to your customers. The American is built to stand 
up under hard use and you'll find that its satisfac- 
tory performance brings repeat orders. 


VISIBLE MODEL 41 —— 


The only visible machine on the market. Saves time 
and errors. The finest numbering machine money 
can buy. Outside frame attractively finished in 
black background with green web overlay. High 
finish nickel trim. Chinese red handle. 6 wheel, 3 
movement—$12 retail. 


e——— THE “5S IN 1” 


A 5 movement, “All Steel,” quality machine that 
retails at a very low price. Simple to operate. 
Made very strong for long life. Contains drop 
ciphers. Beautifully finished, black background with 
red web overlay. Chinese red handle. Utmost in 
value. 


American Numbering Machine 
Company 
224 Shepherd Ave., Brooklyn, N. Y. 


Chicago Los Angeles - Lendon — Paris 


Canadian Agents 
S. S. STAFFORD & CO., 146 King St., W., Toronto 


$12 
in U.S. A. 










in Canada 


$15.50 











VISIBLE 
NUMBERS 
lis 
bah sted 
print ~ 







654321 


Impression of Figures 


Wheels are made of STEEL 








Let this Pencil write bigger Xmas 


Profits for you 


The NARDI 


Tri-Kolor 


Pencil 


A fast moving, sell-on-sight pencil 
that writes three colors. 


One stationer sold 800 in a single 


month. 


NARDI MANUFACTURING CO. 


Camden, N. J. 


A few giant mechanical 
Window Display Pencils 
available now -- free -- 
but write at once! 
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The Blank Book News (The Columbus Blank Book Manufac- 
turing Company) reported the experience of a small town in 
Nebraska, where thirty business concerns went on a cash basis, 
after giving a month's notice to customers. Within two months 
business was back to normal, dealers were able to discount 
their invoices, and the gain was passed down the line in the 
form of lower prices. 

internal 

“Get the Facts,’ said the Strathmorean (Strathmore Paper 
Company), in showing how te accomplish any task. With facts 
in hand, they can be maneuvered to apply to the problem to 
be solved. 

A novel plan for issuing office supplies in a large stationery 
store is reported in The Gill-O-Gram (The J. K. Gill Company). 
House supplies are issued from the advertising department on 
departmental requisitions. This permits closer control and re- 
duces waste, as contrasted to the old system. 

‘“‘Mental Fog” was discussed by The “Y and E”’ News (Yaw- 
man and Erbe Manufacturing Company). That’s the stuff that 
makes folks listless or careless, and the individual must deter-— 
mine whether it is due to his intake of food or drink, or his 
outgo of sleeping hours into harmful activities. 

on ~~ S - 


Stationery Production of United Kingdom 
Commerce Reports] In 1907 the total value of the manufac- 
tured stationery trade of the United Kingdom was £4,321,000. 
By 1927 it had increased to £10,211.000. Envelopes, not including 
boxed stationery, accounted for £1,947,000 of this total; boxed 
stationery and similar products, £1,030,000; paper bags, £947,000; 
Christmas and greeting cards, £704,000. 


EE SS 
EXPORTS 
Typewriters 


United States exports of typewriters by countries during July, 1929 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine. 
By the Division of Statistics, Department of Commerce. 

Standard, New Portable, New Used & Rebuilt Parts of 

















Countries. No. No. No 

BEE sccecedes 36 $ 2,377 196 $ 7,371 480 $ 10,547 $ 2,038 
Azores and 

Madeira Is...... 5 45 ese eoce esse 
Belgium ....... 74 4,710 43 1,148 814 
Czechoslovakia .. 420 13,680 70 2,269 587 
Denmark ....... 260 1,793 20 641 

Finland 23 5.040 , . 

France ......+++ 3,379 132,314 769 §©21,018 
SOT: cccccse 766 34,091 48 1,925 
Gibraltar ....... oes 1,152 ; aeee »ene 
S. . cincacnts 52 8,553 28 810 72 
Hungary ....... 52 anes 141 3,535 760 
Iceland ...... 6 468 : asa ee 
Irish Free State. 27 aie ‘ - eeee 
Mt ¢heudidecese 657 14,964 87 2,563 1,740 
Latvia ses 13 180 é< cove 
Malta, Gozo and 

OCYPEER ccccccce oes . 15 540 . bene 
Netherlands ..... 520 35,309 AS 7,814 118 3.475 744 
Norway “a 155 10,945 220 8,190 4 158 20 
Poland and 

Danzig ... sas 530 40,728 61 2.376 81 2,823 3.660 
PURCGeeE c.cccce 6293 7,225 25 990 : - nowy 
Rumania ..... . 141 8,998 50 1,800 45 1,210 37 
Soviet Russia in 

Europe sas tdi 287 3 - 200 
Spain ..... coon 616 8 R85 142 5,021 378 
Sweden . écee 234 7 110 1 18 1,119 
Switzerland .... 629 8,425 662 20 910 2,195 
United Kingdom. 2,411 231,394 2,079 338 8,477 19,569 
Yugoslavia and 

Albania ........ , ‘ 30 . , — 
Canada . =e 819 53,876 212 342 10,485 14,968 
British Honduras 3 288 10 cons eee 
Costa Rica see 22 1,499 10 ~~ eens 
Guatemala ..... 98 6,691 80 e< 10 
Honduras ...... 22 1,717 53 5 220 RS: 
Nicaragua ...... 31 2,420 31 16 462 cons 
Panama ..... s 109 5 5 450 53 
Salvador ....... 10 25 one aie 87 
BUREN sccccnes 696 530 4 1,938 1,079 
Newfoundland and 

Labrador ...... 8 5 2 85 

Bermudas : 3 200) 1 5 1 25 
Jamaica .. ose 5 267 2 9s 

Trinidad and 

Tobago -— 17 1,222 10 428 1 46 pea 
Other Br. W. Ind 1 4 ast - i shea 
CE -ccnsanas ; 316 22.895 280 11,280 17 591 545 
Dominican Rep 12 960 anit “are 19 300 
Netherland West 

Indies .... ae 17 1,265 , 10 398 35 
Haiti, Rep. of.. 28 2,083 34 1.565 1 fv ne 
Argentina ose Se 138,776 911 33,365 97 3,406 2,188 
Bolivia ...... 59 4.437 36 1,454 ; ry nae 
Brazil ..... oos ae 97,988 571 19,889 ° ° “92 
Chile e* . 464 88,590 AR5 16,378 6 254 7 
Colombia ... : 317 22,610 224 10,211 68 211 
Ecnador ... 58 4,080 40 1,620 22 961 71 
Surinam ... - 2 147 , enna _ 

Paraguay ..... 36 2.880 20 900 ave —- enma 
GG seceses ‘ 209 5,862 279 10,461 9 317 1,395 
We «ce cocece 163 10,995 25 973 20 R52 563 
Venezuela .. 84 6,247 279 10,497 ‘ 134 
BEB ccocscccecs 2 157 — wane +r wes saan 
British India . 624 14,866 1,049 38,358 175 6,508 2.859 
British Malaya.. 46 R567 27 1,118 : cee 
ee 44 2,875 18 720 is 
GRERR esesss Be ~” 6.504 103 4.338 1f 2,942 518 
Java and Madura 243 16,795 196 7,083 31 1,019 38 
Other Neth E 

Indies . : 1 70 . 
French Indo-Chin 18 1,083 23 1.82% : 

Hongkong ...... 25 1.910 99 3,843 12 355% 
rere 28 2,029 12 468 1 20 
G é<eeneteae 121 6,428 70 2,520 19 746 188 
Palestine . — 8 498 2 72 


POON sasdeccons 72 5.na9 


1 i ae 
Philippine Is.... 255 16,994 256 9,117 1 25 242 














CHECK 
WRITER 
MEN! 


Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up mach- 
ine you have been waiting for. Indeed, 
it makes the whole world VIRGIN terri- 
tory again! 


Striking colors—unquestionably, the most 
beautiful device in whole appliance field. 
Two color imprint with ink reservoirs. 
Novel payee name protection. Sturdy 
construction, easy quiet action. 


AND, for all its quality, beauty and 
value, SPEEDRITE carries the LOWEST 
distributor cost! 


A collect wire from any REAL check 
writer man will bring mighty interesting 
details. 


HALL-WELTER COMPANY, Inc. 
180 St. Paul St. Rochester, N. Y. 











The The Bump fastener is as practi- 
cal as it is novel and unique. No 

Bump metal staples, pins or clips re- 
quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
—the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
easy squeeze operation. Identi- 
cal results. 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 

















Letter Trays 
Letter Baskets 
Waste Baskets 
Mail Baskets 


Filing Hooks 





Worcester Wire Novelty Co., Inc. 
Baltimore, Md. 


Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


Write 
for Catalogue 
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This New Chair Pad 


made of the nationally advertised OZITE Quality 
Felt (4 ply) sets a new standard of durability for felt 
pads. ow you can sell the best at an attractive 
price and realize a handsome profit. Furnished in 
popular sizes and 7 colors this complete line is 
offered to the trade for the first time. It’s a head- 
liner—made right and priced right. 


Send now for complete information 


WORCESTER FELT PAD CORPORATION 


11-15 Brackett Court Worcester, Mass. 


MADE OF 


i. 
@® Furnished in twe 
sizes: 16"x18"—14"x 
a 16” in Blue, Green, 
pi 














Maroon, Tan, Brown, 


QUALITY PaLYS Natural and Heather. 
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OFFICE APPLIANCES 


Standard, New Portable, New Used & Rebuilt Parts of 








Countries No No No 
Siam epesese : 20 1,400 2 90 oes 31 
Syria De 2 90 : 6 231 
Turkey — 43 3,030 156 6.750 ; 61 
Other Asia.. 6 359 3 108 . 
Australia 77 6,044 13 2,718 6,353 
British Oceania 1 36 se eses 
New Zealand... 160 2,544 4 149 1,059 
Br. E. Africa : 24 1,301 5 182 ooee 
Un. of 8S. Africa 245 4,685 : 2,548 
Gold Coast . Ss 1,187 :o aa 
Nigeria ; 819 1 20 
Other British W 

Africa ; 13 
Egypt . - 111 7,465 12 | Mw 
Algeria and 

Tunisia 165 11,550 260 9,630 
Madagascar 6 538 5 180 
Other Fr Africa wd) 1,671 U 1,648 
Liberia , ; , 6 wo 
Morocco 2s 2.240 > 205 
Mozambique 7 525 33 1,185 22 
Other Port. 

Africa 6 263 
Canary Islands ese : 2 76 

Total 23,648 $1,647,154 17.160 $646,687 3,558 $102,655 $84,985 

Shipments from United States to: 

Hawaii ° 72$ 5,647 443 1,620 68 $ 2,210 $ 282 
Porto Rico 76 4,821 ee0 : 6 239 sewe 


Adding—Calculating—Billing—Tabu- 
lating—Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries in July, 1929. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calcu 
lating machines are not shown separately. They are included under a 
general classification, ‘“‘Other machinery and parts of,'’ which is not 
segregated for publication. By the Division of Statistics, U. S. Depart 
ment of Commerce 














Listing- Typewriter, 
adding bookkeeping Non-listing Listing 
bookkeeping billing adding adding 
machines. machines machines machines. 
Countries No No No No 
Austria . 32 $ 2,880 : ‘ , 6$ 1,152 
Belgium .. . 18 11,062 42 $ 26,315 . , 12) 12,257 
Bulgaria ; 2 960 oan 5 9382 
Czechoslovakia . ee ‘ 19086 . . : 30 1,800 
Denmark 1 168 12 5.346 .. . . 31 2,412 
Finland 3 3,699 1 631 : 1 2,851 
France 19 14,206 222 136,988 15 $ 880 544 1,7 
Germany 10 10.515 61 27,791 10 4,330 122 1,3 
Greece . ee ° ° eee 1 
Italy 2 2,304 7 4,559 scene 279 
Latvia ees 1 
Netherlands Ss 5.355 8 769 3 270 137 
Norway 2 2,028 2 1.045 10 576 41 
Poland and Danzig 2 2,157 4 4,510 eee 68 
Portugal . : 2 250 . 2 
Rumania . eeenen . 7 
Soviet Russia in Eu ; 0 
Spain 2 2.508 15 4,070 2 M4 80 
Sweden ° , ° 7 6.204 2 oo2 : 65 
Switzerland 4 4,202 26 13,141 27 3,066 195 
United Kingdom 60 41,767 161 61,131 200 
Canada 10 6.841 28 13,742 184 4,128 53 
Guatemala : 1 225 5 
Honduras . : seaes 2 
Nicaragua 2 400 1 
Panama - _— 7 
Salvador . see @ TT 10 410 17 
Mexico : it) 9,589 5 2,142 21 1,260 ys 
Newfound. and Labr ) 1,057 - 6 
Bermudas ; 1 
EY sceGgsGuenestece ¢6 S6606088 ee 39 
Netheriang W. Img... .. ceccos 1 1m) ° 
Virgin Is. of U. 8 vheeeax ° 2 150 
Argentina % 4.405 11 2.878 a) 304 308 20,698 
Bolivia vesnece 7 1,185 ss be 
PE. ed@deeccescséce ce S6enne 16 7,929 96 8,745 
Chile 1 651 3 1,076 : 3,018 
Colombia t 3,288 3.979 
Surinam jeeebe : 2 191 
Peru . : 3 387 
Uruguay , 3 1,368 “s 
Venezuela 1 749 10 2,235 
British India 1 762 2 186 
British Malaya : 4 780 
China . 1 199 
Java and Madura 5 5,013 2 1,057 6a 5,404 
Other Net! E. Ind 2 iO 
French Indo-China . 4 203 
Japan - 2 1.485 7 422 
Kwantung : 2 402 
Palestine 4 180 
Philippine Islands 5 1,200 78 5.500 
Siam ; 1,049 
Australia ‘ 1,806 6 1.065 Os 9,320 
New Zealand 13 2,845 10 862 
Relgian Congo ne 7 wo 
Union of 8 Africa 1 40 14 1,200 
Egypt : 3 1,090 7 1,185 
Total 242 $148,694 662 $350,292 388 $20,447 3,045 $204,775 
Shipments from the United States to 
Hawaii 283 2.763 2s noo be 7$ 74 
Porto Rico 1 &22 eee , 18 1,024 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines machines and rebuilt. 
( ntries No No No 
Austria g 4 $ 4,400 2 $ 108 
Belg n an 5, . 39 3,858 
Czechoslovakia 2 ° 
Denmark 14 4,710 : one 
France 115 13,64 ‘ 627 64 5,272 
Germany 3S 11,151 48 23,293 12 1,100 
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GUNN DESKS and TABLES 


WITH LINO OR WOOD TOPS 











[ 






Write for 
New Bookcase 


Catalog 






Inexpensive patterns for ordinary commercial 
use also richly figured Walnut and Mahogany We carry a large stock of Gunn Lino and 
styles where correct artistic design as well Wood Top Desks and Tables. We ship 
as utility is desired. promptly. Write for Catalog. 


THE GUNN FURNITURE COMPANY, Grand Rapids, Mich. 












































In 6 Modern Styles —in Two Depths 


VERY retail merchant carries in stock “demand” tion or sales effort. Service Steel Top Display 
items that call for efficient display. They sell Counters meet the need for efficient display of 
on sight at a margin that permits of no special atten- these “pickup” items. They save time and motion. 


Convenient Budget Plan 


Service Steel equipment, of superfine 
quality, is priced for the high grade mer- 
chant who features quality merchandise. 


For your own use, or for resale, you can 
acquire Service Steel equipment on our 
Convenient Budget Plan, spreading your 
investment in long-planned improvements 
over a reasonable period. Details of this 
plan will be sent on request, without 
obligation. 

Progressive dealers are enjoying new 
profits since rounding out their former 
lines with Service Steel equipment. It 
has helped them to tap new markets even 
among old customers. 


Your local agency may still be open. De Luxe Top Glass Display 
Write us today. Counter 


72” long, 32%” high, 24” front to 


back. Storage compartments on sales- 

Trade SERUM Mark men's or customers’ side covered by 
sliding steel doors. Glass compart- 
ments on top. 


SERVICE STEEL PRODUCTS CORPORATION 


Pioneers in High Grade Steel Store Equipment 912-18 West North Avenue, CHICAGO 
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THE AURORA “800” LINE 
is new and better 


There is something new and better in steel upright filing 
cabinets. It is found in the Aurora Metal Cabinet Works’ 


800 line. 

Details: The frame is formed by 
welding eight 16-gauge drawer slides 
to four 18-gauge corner posts. The 
top and dividing sheets between the 
drawers are welded to this frame and 
the 22-gauge furniture steel sides, top, 
back and bottom are securely fast- 
ened on the outside. 


The slides are the full progressive 
type, in three parts, 14 and 16 gauge 
steel is used for them. There are 
eight rollers on each. Rust-proofing 
is an exclusive feature. 


The drawer fronts are 22-gauge fur- 
niture steel. Body, liner and backs 
are 24 gauge O. P. C. R. steel. The 


followers are positive locking, operating in extra drawer channel. 


Compare these details with any other uprights. Such a com- 
parison will bear out the statement that the Aurora Steel 


filing cabinets are new and better. 


Send for full details and prices. 


— 
a AURORA METAL CABINET WORKS 


AURORA ILLINOIS 

















Schools, Churches and Clubs 
buy ROYAL folding chairs. 


After the first purchase orders 
come to you from time to time 


without solicitation. 


The most profitable lines of merchandise 
are those for which there is a steady de- 
mand. There is always a use for Royal 
Folding Chairs. Their stability, comfort 
and attractive finish leave nothing to be: 








Also manu- 
facturers 
of School 
Furniture 


desired. Their special dome or rubber an 
Adjustable 
feet protect the floor or carpets from dam- psteel 
actory 
Chairs and 
Stools 


age and eliminate unnecessary noise. 


ROYAL METAL MFG. CO. 


Metal Furniture Since '97 


Seat may be upholstered, 


1135 S. Michigan Blvd. Gates Ses 
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Card 
punching, sorting 


Calculating and tabulating 





machines machines 
Countries Ne No 
Hungary 20 1,847 
Italy 71 16,102 1 625 
Netherlands 10 480 5 5.060 
Norway g 1,450 
Poland and Danzig 6 2,145 
Portugal ’ 1,280 
Rumania oe 23 3,630 
Soviet Russia in Europe 1 25,838 
Spain v 1,950 
Sweden ‘ 3 1,225 
Switzerland 6 010 1 SOO 
United Kingdom 1m 8,975 
Canada 50 11,248 41 23,563 
Costa Rica > 390 
Honduras oe 
Panama 4 1,200 
Salvador . 2 
Mexico =4 1 1h 
Newfound. and Labr 1 
Trinidad and Tobago 2 
CubQ@ eee - t 8 2,400 
Dominican Republic 1 
Netherland W Indies 2 
Argentina . 255 
folivia : se 18 
Brazil ..... 8 2 OTe 
Chile ° 3 Bo 
Colombia 26 
Ecuador . setse 2 
Surinam ; 
Peru . , : 10 
Uruguay . 7 
Venezuela 5 
British India : . 26 
British Malaya . . BU 
China . 11 
Java and Madura.... 30 
Other Neth E. Ind.. + 
French Indo-China 2 
Japan ° 2 
Kwantung 11 11,744 
Siam . , 4 200 
Australia 26 5,400 
New Zealand , t 770 
Union of 8. Africa 1 613 
Total 1,142 $252,300 132 $75,488 
Shipments from the United States to: 
Hawaii : . $ 1,720 
Porto Rico . 2 185 
Writing Instrument Exports 
United States exports of writing instruments during July, 
the Division of Statistics, United States Department of 


Refillable 


pencils and Pencils 





Other 
including used 
and rebuilt 
No 


114 1,522 
1 186 

9 1,876 
7 2,457 
257 20,904 
16 278 
l Mw 

2 240 

1 89 

1 150 
24 144 
12 540 


592 $39,474 


1929 by 


Commerce 


Metallic pens, 


pencil Fountain pens. except metal. except gold 
Countries leads. Number Dozen Gross 

Austria $ 395 85 $ 1,250 
selgium os 38 , ae 
Bulgaria 148 il 225 
Czechoslovakia 1 44 
Denmark 1,857 760 6,119 1,023 $ 333 
Finland , . 170 49 
Estonia 34 
France . 4,661 475 3,435 672 163 see sens 
Germany 611 2 37 : ; 300 $ 150 
Greece 367 ° 
Iceland 106 29 341 ‘ 
Italy 512 7 158 416 150 
Latvia 133 ‘ 
Netherlands 1,388 60 1,058 348 52 
Norway , t 55 100 36 
Poland and Danzig 12 14 
Portugal 387 6 Rh 6 11 
Rumania Want : 350 48 1,251 : 
Spain os 1,302 196 6,701 nO 102 
Sweden 90 . 5,518 1,757 
Switzerland 477 142 1,994 
United Kingdom 17,905 3,159 43,761 65,357 11,212 
Canada 7,136 76 2,064 148,184 33,053 1,279 793 
Brit. Honduras 5 187 52 97 - 
Costa Rica 225 153 784 324 93 25 15 
Guatemala 167 2 636 1,190 472 : . 
Honduras 7 2 84 2,634 469 83 59 
Nicaragua 14 8&2 510 346 28 25 
Panama 189 iO 828 6,622 888 Bo! 84 
Salvador 143 50 1,007 4,389 1,395 eee eeee 
Mexico 6,900 680 15,018 175,188 14,991 211 152 
Newfoundland and 
Labrador 318 49 352 8.736 1,546 
Bermudas if 15 14 
Jamaica 52 2 82 7,817 800 
Trinidad and Tobago 12 3,720 248 
Other Brit. W. Ind : 29 815 66 15 
Cuba 465 26 151 32,259 9,672 1,953 1,402 
Dominican Rep 30 22 609 7,290 878 ‘ 
Neth. W. Ind 111 9s 1,515 1 2 
Fr. W Ind 1 0 
Haiti, Rep. of 2 60 144 39 
Virgin Is. of U. 8S... ...-. ecce ees ose 144 12 , 
Argentina 3,251 431 9,554 1.551 2. 505 1) 60 
Bolivia 7 5,068 852 32 53 
Brazil 5 7,962 1,490 405 216 330 
Chile » 910 & 298 2.002 567 566 209 
Colombia 74 2.967 21,473 3,053 5 5 
Ecuador 26 "AR 1,402 445 18 260 
Brit. Guiana 2 80 +. 
Paraguay 9 140 3.223 264 pee oes 
Peru , 291 2,712 731 84 82 
Uruguay 643 181 4.198 156 116 35 20 
Vene la t67 199 8.927 5.081 1,353 
Brit. India 1,046 264 7,068 4.956 671 
Brit. Malaya 168 242 6.543 7,200 988 
Cevlon 2 5 115 
China 970 1,131 24.808 14,138 4,524 2,100 1,508 
Java and Madura 2,045 368 10,932 989 1,302 
Other Neth. E. Ind 56 935 27 346 
Fr. Indo-China 14 447 9,000 1,200 
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REGAL REBUILT 
ROYALS 


marked alia 


Trade 


Approved by the Manufactures 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Makes All Models 
All Series All Types 


Lowest Prices 


Write for the Regal Plan 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 


Cable Address: REGALTYPE, N.Y 














Wanted --- Visible Record 


Salesmen and Dealers 


Exclusive Agency to Experienced Men 


Handifax Sheets of Cards 
% the cost of other 
systems 
Half inch visible space 
Compact—Flexible—Simple 
Steel Files or Ring Binders 
Write for illustrated folder 




























To those with Visi- 
ble Record selling 
experience, we of- 


fer an attractive, 

profitable, exclu- 

sive sales agency. 

We are building 
~~; national Handifax 
“ Sales organization 
and want more 


salesmen and dealers 
capable of earning 
big money—profit- 


able, permanent 
agencies open in 
many large 

> cities Write 

4 for our propo- 
sition, giving 

t full details as 


to your past 
Visible Record selling 
experience. 


Ross-Gould Co. 
448 N. Tenth Street 
St. Louis, Mo. 
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READEASY 


World’s Greatest Copyholder 
Made in four standard sizes: 






@tamd ...ccccees .00 
With line guide...... . 4.50 
Elevated ...... sencees 3.50 
With line guide....... 5.00 


’ Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West Highland Park 
DETROIT U. B. A. 

















Paper 
Open Easily, 


Inside Diameters 
"—-1.35 Per 100 
"—i 50 “ “ 


@ieee i"—1.75 “ 
Securely d a, me 4 “« 





For loese leaf books, binding reports, blueprints, etc. 
Write for information | oose Leaf Metals 


The E. W. Carpenter Mfg. Co. 
Bridgport, Cenn. 









































Brass 
No Large . 
Joint to Tear T er ——— 


5 

The . 

< % 
FULTON MAN” 3 

Ps 

Says: : 

. 

Band Daters and Numberers— " 

important items whether or not ~ 

you have a fully developed rub- < 

ber stamp department. Buy the & 

Fulton Brand—keep a fresh . 

a stock—turn it often—your 4% 
- trade will know the difference. = 
eter x Write, phone or wire . 
* 

+ 

Fulton Specialty Company 5 
Elizabeth, N. J. . 

4 











Smith Noise & Shock Eliminator 
WITH SMITH DESK CLAMP ATTACHMENT 


Made for L. C. Smith, Remington, Royal and Underwood 


Typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes type- 
writers more quiet and snappy. 

With Smith Desk Clamps, the typewriter is quickly attached to 
Metal or Wood desks without screws to mar the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, Inc. 
Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 
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Refillable 
pencils and Pencils, Metallic pens, 
pencil Fountain pens. except metal. except gold. 
Countries. leads. Number. Dozen. Gross. 
Hongkong ......... 303 19 440 15,656 2,303 50 30 
DE s6seecedéesedoces 327 25 603 sees sahnas one ovce 
Py) 141 14 563 12,201 4,160 a 
a ese¢eeceue hee 66 6 a § aséns nines one ease 
Philippine Islands 18 242 3,742 61,412 14,378 1,927 1,054 
Siam ceanensncse 22 29 1,083 esees . eeee 
MD * acaces ex .one 536 253 0 Fee : . eeee 
Other Asia ....... 29 1 72 Fr ene on sone 
Australia ....... 4,805 805 20,602 12,376 2.396 200 150 
Brit. Oceania 960 eee nee eee 
Fr. Oceania ..... TTT . ws S4 5 - . 
New Zealand ° 1,854 16 369 1,514 642 , ° 
Brit. E. Africa . ad 4 161 . a. anes 
Union of South Africa 2,977 a4 1,939 1,569 912 359 221 
Other Br. 8. Africa 115 ” 192 w< ‘e : 
Nigeria Seccceeses ‘ 15 4 137 
RPT Tee oe — ‘ . 72 24 
Other P. Africa.... . ; —e 77 15 
Egypt cesvscenseve 359 4 162 ‘ ‘ 
Other Fr. Africa.... 157 1 24 : 
Canary Islands ..... .«. 2 105 oan oe . 
TE lccccaccesces $74,100 14,440 $213,622 688,886 $123,166 9,675 $6,852 
Shipments from the United States to: 
iE - encseedees : .8 6559 72$ 79 24,075 7.355 1,208 $ 771 
Porto Rico hapas 130 10 257 11,991 1,049 435 227 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 


June, 1929. By the Division of Statistics, Department of Com- 
merce 
Safes Bank 
and and 
cabinets, safety Other 
fire deposit office 
and vaults furni-— Other 
burglar and ture metal 
Filing cases proof. equip— and fix— furni- 
Countries No. No. ment. tures. ture. 
DT ciesenene. an $902 87 $3,354 $221 $971 
es ~~ seb “es ~ : 90 os 
Czechoslovakia .. ... eo 82 2,500 os 362 
Denmark ‘ 53 2,869 178 
Estonia 7 492 ile 
Qo ers 5 300 76 40 
France =“ , ae 11 551 5,427 301 
Germany honwe 11 223 36 385 994 24 
Te Kaceus eee 2 79 - . 67 134 
Italy re cease aed 51 2,476 2 160 2,297 858 
Netherlands 261 3,203 189 6.166 3,980 229 
Norway ... ape 20 718 9 718 . 58 75 
Poland and Danzig . oes : a ine 58 267 
Portugal 3 164 1 45 oe owe 
tumania - _ 20 1,130 240 aia 
Spain — vr 63 1,529 92 3,719 33 298 
a sen er 87 5,903 1,449 916 
Switzerland ..... 1 32 22 733 1,106 471 
United Kingdom. 365 14,948 597 31,343 $6,364 9,851 3,498 
Yugoslavia and 
AIBOMEB ccccece a eee os . ‘ 93 
RP ees 146 17,748 269 12,539 6.822 20,064 50,632 
British Honduras 3 126 1 41 140 
Costa Rica... 6 288 ‘ ‘ 9: 281 96 
Guatemala 24 359 7 452 2,800 14 61 
Honduras . 8 270 8 226 18 149 591 
Nicaragua . ; sae eee . 3,818 
Panama 29 868 34 1.301 10,625 6,937 1,864 
Salvador as sa 11 456 aia ee 491 
Mexico ad : 232 6,791 i81 11,970 1,945 13,828 7,774 
Newfoundland 
and Labrador. . 1 59 3 116 22 oe 
Bermudas ..... 6 241 . E - : 56 
Barbados ‘ 1 75 oa vie i ; 48 
Jamaica od 5 339 1 $2 48 18 sik 
Trinidad and 
Tobago ss 15 367 
Other British 
West Indies . ‘con 1 285 : 259 
Cuba : 2 205 119 2.375 1,093 18,139 
Dominican Re- 
public 23 467 46 755 330 399 
Netherland 
West Indies. . 9 403 31 1,56 10 
Haiti. Republic of i 139 2 23 707 
Virgin Islands of 
United States. . - ° ass oes ee 
Ar@mentina ....... 216 4,172 119 7,175 16,905 3,562 9,073 
 ,, er ‘ x 672 36 2,083 21 ne 
a 55 1,936 147 7,021 4.424 15,083 
Chile .. ; . 320 2,992 244 13,343 Tr 1,376 87 
Colombia 149 +,.970 114 9, 898 2 380 653 3.406 
Ecuador. - 70 1.839 in) 656 36 4,366 
British Guiana 1 22 . . o- eee 
Paraguay ... » Stee Wii 1 38 ‘ _ 
Peru +e 14 1,157 51 1,334 1,706 2,442 
Uruguay . 30 600 53 2,833 636 35 
Venezuela .... 25 619 96 5,369 267 796 
British India 53 1,511 551,266 ‘8 1,079 146 
British Malaya. 1 59 , 55 953 
Ceylon ..... S awe er 2 50 . . 
China .... i 1 12 16 900 1,446 854 2,234 
Java and Madura ... wen 36 =: 11,298 eee 183 114 
Other Netherland 
East Indies : ite 12 753 435 
Hong Kong...... eee 2 99 308 
Di wewhnae ewe eee 20 3,051 12,566 865 4,292 
Kwantung ..... nL aN es oe ; 399 
Phillipine Islands 69 1,726 227 9,728 >, 961 5,604 
ny case be dnee eas see see 378 1,280 
TPMT cccccces ‘ 9 108 ‘os ey a ite are 15 
Australia .... 6 60 84 3,415 102 916 658 
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THESE 600 LINE UNITS ARE 


| 
SUPREME FOR THE PRICE 
a The 600 line of upright units 
is a feature in Steel-Age prod- 
ucts. It was not made to sell 
at a feature price, but the popu- 
larity of the line soon made 
possible quantity production. ; 
Low price followed as a matter 
of good business. The line : 
stands alone—quality for qual- 
: ity, dollar for dollar. 
The substantial, handsome fin- 
| ish, brass hardware, anti-fric- 
| tion rollers, POSITIVE COM- 


PRESSORS—every detail char- 














601 without lock—letter size as 
602 with lock—letter size products. 
Also made in legal cap size 


| ; 621 without lock 631 without lock—letter size 
acterizes the line as a product 622 with lock 632 with lock—letver sine 
. ; . Also made in legal cap size Also made in legal cap size 
of much higher price. This 600 , 
line is one worthy of the pride Send for a copy of the new catalog No. 4, which gives 
and support of any dealer. specifications of the 600 line and all other Steel-Age 


CORRY-JAMESTOWN MFG. CORP. 


CORRY, PENNSYLVANIA 


































Hl As pioneer desk makers of Jasper, We are large enough to serve you and th 
Indiana, we can offer you the service we offer will meet the most exacting 
best in high quality desks, time requirements. Our customers are the judges 
tried and quality tested for fifty- and they have been satisfied. The Jasper 

|| two years. Chair line is the outstanding line. 


THE JASPER DESK CO. and JASPER CHAIR CO. 


Desks and chairs can be purchased from us in pool cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class condition, without damage. We solicit your inquiries. 


JASPER ee INDIANA 


| JOHN W. MESSIMORE, Chicago Representative, telephone Longbeach 4821, 1467 Catalpa Avenue 
CHICAGO, ILL. 
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~The Tine of Lowest Ultimate Cost 

















An authority on the subject says--- 


' . . . . . . . . . 
ar: “Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost’’ meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 











—— === ———— re == 


Two New 

| Non-Spillable 
Smokers in the 
| BOYLE Smoker 
| Line 







| W here space 
| is very 
| valuable 





The Smoke-Rack Mi 
| it will pay the office 
equipment dealer to 
display these light dur- 
able stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 


The Economy Smoker to sell for i 
less than $5.00 Il 





The SMOKO-RACK,, combining \ 
with the Economy Smoker a i 
sturdy magazine rack th 


Send for illustrated folder in 
colors showing our complete line i 
of non-spillable metal smoking Hi 
stands 



















The Economy Smoker 





Boyle Smoker Company i! = 
Indianapolis, Indiana i ° ° 
" | Searles Electric Welding Works 
Manufacturers 
| 1850 Fulton Street Chicago 
| 
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Safes Bank 
and and 
cabinets, safety Other 
fire deposit office 
and vaults furni- Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni- 
Countries No No. ment. tures. ture. 
British Oceania.. 3 80 ase son TT TT 
New Zealand.... 225 56 an a 285 5,270 
British East 
po are a —— 7 462 ‘ sae 44 
Union of South 
METOOE 0 6 exe bee 71 1,290 9 535 11,007 2,351 
70ld Coast....... sae se = ; 339 ote 
Exypt is “evs oe . 11 
MoZam bique e660 ees eee . . 514 . 
Other S. Africa.. l 36 - 
Total . 3,708 $76,937 3,337$163,960 $62,099$104,318$154,162 
Shipments from the United States to: 
Hawaii oon 81 $2,778 133 i 329 $177 $4,436 $4,188 
Porto Rico ; 82 1,865 38 > 904 5,470 1,059 2,362 


Carbons, Ribbons and Filing Supplies Exports 


exports of carbon paper, typewriter ribbons, 
index cards and other office forms in July, 1929. 
of Statistics, United States Department of 


United States 
filing folders, 
By the Division 
Commerce: 
Filing 
folder, index 
cards and 


Carbon Typewriter 





other office paper. ribbons 

Countries forms. Pounds. Dozen. 
Belgium ; oa $450 436 $518 392 $1, “= 
Czechoslovakia .........- 142 262 127 10 
Denmark iapetbienat ake 407 1,286 876 509 3 21 
en ck ned 442 5,249 2,626 1,927 4,939 
GI 6.06 08s 02s6euu0%8 93 34,393 15,981 888 2,316 
GREED. asaveoce oes uceeues oe ee ese 35 89 
SE . vecedeesauaeuecs 19 76 37 12 57 
DORE -nicescceneteans . — oo 10 22 
DE dcndek nd nabdrewatabe 260 920 620 920 2,628 
NetherianG@s ....éiscecee. 856 1,770 1,415 195 455 
BEG annosecuacdadeones - 636 468 118 290 
Poland and D: inzig. we — 334 212 229 565 
PURE cbcceweneceus 15 314 510 sah 
Rumania sebeeeeus ‘ ‘ 140 94 283 739 
DE cconneees codemnae 43 553 949 101 323 
ee 190 1,799 1,522 170 553 
SUGEONORIN ccccesssesées 2,661 1,606 210 529 
United Kingdom eS 20,162 14,990 4,221 10,733 
Canada . ean Gia 13,605 13,944 8,916 1,437 4,271 
British Honduras........ 22 see ese 14 32 
Costa Rica pevdeosnd 8S3 530 474 58 229 
nc dekenasnuve’s 681 600 544 86 381 
Honduras ‘oe ‘casenen Se 424 406 33 144 
Nicaragua .... cacune 498 125 158 15 64 
Pe. cca aan ‘baa * ee 1,258 852 56 231 
"er ee 237 172 220 3 7 
Mexico oa 2.861 6,507 5,771 824 2,174 
New foundl: ind and 

Labrador ; , 194 201 164 6 15 
SUN 64 co ctanecnan 47 18 27 — ees 
Jamaica ..... 486 160 185 2 s 
Trinidad and Tobago. 62 oes 35 37 
Other British West 

ar scosses se 2 a 208 90 ' ee 
ee SS ee 2,337 7,157 6,092 817 2,014 
Dominican Republic..... 1,210 93 120 9 41 
Netherland West 

PRGEED sacee sees sa ce 19 30 ae 
Haitian Republic. ee 7S 78 , ¥ eee 
Argentina ctetevees Oe 4,855 5,210 2,815 11,121 
Bolivia bbe cvakwheeeee - 3 3 — nee 
eee SSS 3,070 2,973 180 382 
Cae wéees (enndoweenaeae 459 1,852 1,703 773 2,978 
Colombia seéebanwes 2,048 1,071 920 243 1,034 
DD. scchevsntnenceée 132 101 124 42 94 
err a8 182 248 a ~~ 
0 ee ee - 32 41 ond a i 
PE ccuucocsveceuessewaes 986 771 530 344 967 
SET cecccvesceoveteeees 194 302 197 562 2,424 
Venezuela , ~- 2,146 1,895 3,789 327 785 
DE MR 6+ vc ccneonss 1,053 6,639 4,821 1,338 4,095 
British Malaya........... oe 125 150 10 47 
CES dbecesonsseaceneks oa 185 22 42 111 
ere rte 649 2,043 1,448 234 672 
Java and Mz adura Er, S 104 2,354 1,732 422 1,161 
Other Netherland East 

Indies ipn atetenthtes - 150 75 as a 
ess chevuaneas 454 106 80 12 45 
, “er 176 17,463 9,657 268 632 
Pith ietachanens wane - 22 14 46 123 
Philippine Islands...... 448 886 775 95 390 
DE peenece ie eee naee 189 210 130 a <dnel 
. aR 236 154 282 640 
Australia a ee 709 14,788 9,696 2,849 7,670 
French Oceania.......... 53 see eee ose TT 
New Zealand.......... 229 1,185 744 584 1,534 
British East Afric * SS 73 160 111 120 300 
Union of South Africa... 72 594 709 106 292 
PL ccerteseedcees 33 _ ote a4 vet 
th ani tembinilsoeeee ' 83 68 one eke 
ae eee = 299 157 6 21 
Algeria and Tunisia... : 336 236 174 405 
Other French Africa.... nn 8 7 40 87 
Mozambique ...........-- 70 42 19 57 

J a Sere $49,822 164,423 $113,365 25,558 $74,333 

Shipments from the United States to: 

Hawaii $10,419 504 $559 104 $628 
Porto Rico 1,640 411 254 52 131 
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‘‘Steel-Strong’ 
The Quality Line of Coin Handling Supplies. 


Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags OF Tt mel aclaet 4 Trays 


/ ? 
Seal } resses 


Coin Bag Seals 


Manual Coin Counters 
Currency Racks Telle rs Vioistener s 
Handy eel Cabinets 





jcusiestvoly theweae talent 
Write fr Corcloa, Salesman’s Sample Case 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 











Get Successful 
Salesmen from a 
Successful Sales Mar. 


I know the New York office appliance 
market. I have established productive 
sales branches here for calculating, 


folding and duplicating machine manu- 
facturers. I have had close contact 
with other lines—I know the require- 
ments. If your representative is not 
producing as you believe he should, I 
want to give you the benefit of my 
experience. I can materially increase 
your volume by connecting you with the 
right type of salesmen. This service 
is free to the manufacturer. 


A. R. ROHRER 


Acorn Personnel Service Agency 


17 John Street New York, N. Y. 











‘THOMPSON TIME STAMPS 


Record the hour and 
minute A.M.&P.M., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, 
Started, Finished,etc. Petees on" Top of Paper 


TELLS WHEN THINGS HAPPEN 
Special Seth Thomas Movement with Jeweled 





Balance. No soft metal used in construction. 
Used by prominent firms all over the world, MODEIB nasthe 
Repeat orders will follow the first sale. Write for folder § piece plate. 


THE THOMPSON TIME STAMP CO., Inc: 
ta West 23rd Street New York, N. Y- 


AIR MAIL STATIONERY 


We are the designers of the new Air 
Mail stationery (envelopes, post cards, let- 
terheads, etc.), which has been approved 
by the U. S. Post Office Department. 

Being pioneers and leaders in this great 
field, we are able to give you right goods 
at the right prices. Write for samples. 


DAHLKE STATIONERY & MFG. CO. 


America’s Largest Air Mail Stationery House 
102-104-106 Carroll St., 
Buffalo, N. Y. 


Si i i i i i i i i i i i i i i i i ad 
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OFFICE APPLIANCES 





RIBBONS 





ESTABLISHED 1895 


Dealers 


Sansom at Tenth Street 


U.S. scicidhedumes =~ RIBBON MFG. CO. 






CARBONS 


Inquiries Solicited 


Philadelphia, Penna. 





WORK DISTRIBUTOR 
FOLDING DESK PADS 


A new line with features designed to 
increase Stationers’ sales Made in two 
grades: 


EMBOSSED imitation leather with gilded 
fleur de lis centerpiece—five colors 


GENUINE leather—a modern replica of 
old Spanish leather Made from best 
part of cowhide, carefully inspected, 
hand crushed and supplied in any color 
desired 


Both grades have six section work dis- 
tributors with celluloid tabs, are felt 
backed and furnished complete with blot- 
ter. Size S1x19% inches Also fur- 
nished with one or without distributors. 


We also make individual distributors in 
genuine leather, imitation leather and in 
paper, six, ten or fifteen pockets 








Compare our quality and prices. 


SILVER & COMPANY, 





Write for details. 


133 West Lake Street, Chicago 


























The Business Card Way to Make Printing Pay 











Stubsof cardsheld frm- 
ly by lever binder in case 








Trial Assortment Order 
No. 1— 200 cards, 2 styles, and 2 Cases, 2styles, 
No.2—1200 “ 4 “ s“¢* 
No.3—2500 “ 4 “ 6 @ 


Order today anyone of these sample orders. 


Printers everywhere have found printing 
and selling Wiggins Patent Scored Cards 
put up in Wearwell Lever Binder Cases 
a dependable way \to lower overhead and 
increase profits. 

Business men recognize at a glance the 
value of this new method of putting up 
cards. Cardsalways neat and clean—easily 
detached with straight, smooth edge; no 
waste from spoilage. With such apparent 


advantages you can print and sell these at 
a saving to your customers and still make 
about 50% profit for yourself. 

Send for one “ol our three sample orders today and try 
these scored cards out with some of the firms to whom 
you are now supplying ordinary loose printed cazds, 


WIGGINS 
Esuten CARDS 


‘om THE JOHN B. WIGGINS CO. 
10.00 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bldg. 


Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 








BONDS, STOCK CERTIFICATES AND SECURITIES 


overprinted on these steel engraved blanks have a quality look and feel equal 
to that of United States Bank Notes because they are produced in exactly the 
same manner. Consequently they are the preferential choice of dealers and 
investors and prove an unusually profitable source of income to the printer. 


SAMPLES SENT ON REQUEST 


KIHN BROTHERS BANK NOTE ENGRAVERS, 205-209 WEST 19TH ST., NEW YORK CITY 


FOR ALL PAPE RS OF VALUE 
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PELOUZE POSTAL SCALES 


HEY tell automatically the exact amount of 
postage, in cents, required on all mail matter, 
including parcel post rates by zones. Warranted 
accurate. Beautifully finished in French gray or 





MADE IN SEVERAL STYLES 
Intended for individual desk, library, office or ship- 
ping room. Dealers supplied by principal jobbers. 


ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co., 


232-342 E. Ohio St., Chicago, Illinois 
Original Manufacturers of Reliable Automatic Postal Scales. “The Best Scales to Use are Made by Pelouse.” 

















OFFICE DESKS SINCE 1890 


Office and Factory: 2527 Moffat Street, Chicago 
CATALOGUE ON REQUEST 











BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED - BLUE - ORANGE - GREEN - BLACK 


Your Name Can be Stamped in the Metal Tab 


WRITE FOR a 112-114 S. Calvert St., | 
PARTICULARS Baltimore, Md. | 


ECONOMY IN TYPEWRITER RIBBONS! 


THE TYBON RIBBONER will produce a ribbon of exceptional quality in 15 sec- 
onds and at a substantial saving. No ink, dirt or trouble. Extremely simple in oper- 
ation. As easy as sharpening a pencil. 

THE OFFICE APPLIANCE OF REAL MERIT 

Used by schools, colleges, offices, large and small, stationery stores 
and typewriter repairmen. Machine and ribbons guaranteed. Circu- 
lar on request. 

To the Dealer: A new and better method of merchandising rib- 
bons and carbons. A specialty possessing tremendous repeat possi- 
bilities. Samples and particulars on request. 


‘“‘HIGH QUALITY”’ 
TYPEWRITER RIBBONS AND CARBON PAPERS 


TYBON CORPORATION 






















1026 FILBERT ST. PHILADELPHIA, PA. 
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THRU THE 


Proven staun 


AND NOW 








YEARS 


ch construction 


Improved finish in lacquer 


To dealers interested in the year’s 


net profit results this LINE war- 
rants an early trial. 
BUILT BY 
WE STE RN FURNITURE COMPANY 
meorpeoretes 18a8ea83 
ST. LOUIS 














































Pit TAR CARD LAS 






‘Thousands 


AUTOMOBILE 
BOOK 

Big Profits 
Get Your Share 

It Repeats 
SEND FOR A SAMPLE 


FRED W. HARVEY CO. 


206 E.Genesee Syracuse, N. Y. 


Use Harvey 
EXPEN 


Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER'S HOT 
GOLD LETTERING 
MACHINES 





Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 
709 Pine St. St. Louis, Mo. 








S 





SILICATE BLACK BOARDS 


Made of the best material thoroughly 
seasoned—Framed or Unframed—aAll 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Framed or Unframed Sizes 18x24 inchee 
Frames are Oak Finished te 4x6 feet 


Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 











IDEAL 


LINOLEUM FAST SELLING 
DESK TOPS DESK PADS 


A Special Sales Plan on 
Each Line.—Dealers Making 
Big Profits. Write for details. 


IDEAL LINOLEUM TOP CO. 


109 W. Austin Ave., Chicago 




















“Make Ye our Show Windows 


Pay Your Rent” 
“Don’t Forget! Many Sales 
Are Made on the Sidewalk.” 


ONKEN TOWER Merchandise 
Displayers make Window Trim- 
mings Effective and Easy 
ONKEN TOWERS are Wonder- 
ful for making quick changes in 
your windo« 

ONKEN TOWERS have inter- 
changeble Features, Two-in-one 
ONKEN TOWER Merchandise 
Window Displayers are made in 5 
sises from 27" to 48° high and 12° 
to 36” Wide 

ONKEN TOWERS range in price 
from $6.00 Up and made like a 


piano 

Wrtte for Description Matter No. 24 
THE OSCAR ONKEN CO. 
624 W. 4th St., Cincinnati, O. 


POLK’S 


Reference Book 
and Mailing List 
Catalog 


Gives counts and prices 
on over 8,000 differ- 
ent lines of business. 
No matter what your 
business, in this book 
you will find the num- 
ber of your prospective 
customers listed. 

Valuable information 
is also given as to 
how you can use the 


Orders - Inquiries 


mails to secure orders 

and inquiries for your 

products or services. 
Write for Your FREE Copy 


R. L. POLK & CO., Detroit, Mich. 
Largest City Directory Publishers in the World—Malling 
Compilers—Business Statistics—Producers of 
Direct Mail Advertising. 


List 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 







Manufacturers 


PATENTED 

METAL TIP GUID ES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Sample and 
Dealers’ 


122 S. Michigan Ave., Chicago 














Sell This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors; six-spring 
mechanism—250 Ibs. capac- 
ity. This scale cannot tip. 
Write for prices on this 
popular holiday item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 














MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 









For printing 
price tickets, 
numbering 


bins, boxes, 

shelves, etc. 
HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE wood, glass, tin, paper, ete., by means of a 
lasting adhesive material furnished. Made in two sizes, 
Write for prices and discounts to 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 





RADIAL DISTRIBUTORS 


Efficient and economical. Will keep 
correspondence and papers always on 
hand and properly arranged. The most 
efficient desk file on the market. Made in 
four sizes. 
stationers. 


A very profitable item for 


Stanley 
R. 
Bristow 
24 Central 
Avenue, 
West Orange, 
N. J. 














Be obi CANT=SLID 


made by makers of Clarotype 


After two years of experiment we have pro- 
duced Cant-Slip, a preparation which makes 
worn rubber rollers on typewriter and other 
office machines grip the paper. It has been a 
success because it is a good product and 
answers a long felt need in every office. Hun- 
dreds of dealers have already stocked it. Cant- 
Slip sells for 50 cents, halé the price of 
similar products, and offers you the same dis- 
counts as Clarotype. Cant-Slip is backed by 
advertising and sampling which ts bringing this 
product to the attention of thousands of sten- 
ographers daily. If you sell Clarotype you 
can sell Cant-Slip and make equally good 
profits. Order now. 


THE CLAROTYPE CO., Inc. | 
16-P Hudson St., New York '' 
Makes Worn Rollers Grip the Paper 














Ee 


| AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


S4th and 20th Streets, 
CICERO, ILLINOIS 














Abe 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
(Cross-Section Vier 


bis coeaccaaenelg aan 


PAT. DECEMBER 21, 1916 








XTRA—Just out! 


CONFIDENTIAL WHOLESALE 
CATALOGUE No. 600 


24 pages full of information. . . Information and Priges 

on all makes of Typewriters, Adding Machin 

todas peeeninen, Duplicating-Addressing-Fo sige 
chiner etc. 


Nrite, Phone or Wire for your copy today! 


‘All That the Name Implies"’ 
303 W. Monroe Street, Chicago, Il. 
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| Moon Globe Trotter Luna 


| | Times Half Moon Memphis 
| Tribune Gladiator Multator 
Moonlight 





| 
| 
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STAEDTLER PENCILS SINCE 1662 
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OFFICE APPLIANCES 


AUTO -COPY 


spotted behind the salutation of your 
letters will copy date, name, address, 
file reference, individual for attention, 
subject matter, etc.—a saving of $10.00 
per 1000 typing labor for filling in in- 
dex cards after letters are written. 


THE STYLOGRAPH CORPORATION 


Rochester, New York 


0) aa) 











a | 



















TIP TOP 
TRADE-MARK 


3 sizes 







—the guide to qual- 
ity in paper clips 
: : : made of brass 
or steel. 


No.0 


hia\ 


NO.t 


Sample display 
? carton for Sta- 
tionets 

No.2 


Inc., Syracuse, N. Y. 
Bros., Ltd., Toronto 


‘ewwwewweweweeS 


THE TIP TOP MFG. CO., 
Canadian Agents: Brown 

















DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and _ merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn - 


Distributor, Commercial Stationery 


Chicago 
173 W. Madison St., Chicago, Il. 


Company, 





Window or Display Hooks 





L.D. VAN VALKENBURG CO., 








“SECURITY” 
Pen and Pencil Clips 


CHAMPION 






STA-FAST 

Paper Clips 
in sizes No. 0O, 1, 
2, 3 and 4. 








VAL-CLIP 





v 


| 


Subscribers to Office Appliances have free | 
access to a competent service bureau which | 
is prepared to answer almost any question 
relative to office equipment. 


“YOUR QUESTIONS 
ANSWERED FREE 





; 
A considerable number of our readers have | 
found that this service in itself is worth | 
many times the subscription price. 














The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. : 


. 
. 


. 
. 





u 














A Million Users Demand LISTO 


the BUSINESS PENCIL with the 
EASY-Grip and CENTER-Turn 


Made of the same non-metallic, unbreakable 
material as fine fountain pens, Listos are excep- 
tionally light-weight; the locked-in center-turn 
mechanism with no soldered parts and only one 
rivet provides perfect balance, simplest operation, 
longest life—and the easy grip of the 
knurled lower barrel combined with these PRICED 
insures a degree of relaxed writing com- LOW AT 
fort that has placed Listos head and § 0c 
shoulders above the rank and file. 

Made in a variety of colors and color combinations. 
Leads all colors. Address Dept. G 


LISTO PENCIL CORPORATION 
ALAMEDA, CALIFORNIA 


rn Representatives, Harold E. 
Co., Inc., 343 Broadway, New York G 


“Favorite of a Million Users” 


CHICAGO 
202 S. State St. 

















LEON ISAACS & CO. TURNER & HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


The Slickest Pens Ever Made 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 
LET US aad a 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Wastrated cataleg on application PHILADELPHIA, PA, 
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Quick Sellers—Big Money Makers THE COLYTT “REDI-ROLL” 


healt a TELEPHONE MEMO 
Han y Files A neat, compact writing shelf, 
Their pocket pages keep with paper roll, for attaching 7 4, 


papers in order but instantly to the telephone stand—for N 
St 4 











accessible, indexed A to Z, 1 to 

31, or gpecially classified by memorandums. 

celluloid covered, removable in- Has continuous writing sur. 

dex tabs. face for standard paper roll. 
Idea Books Sharp cutting edge for tear- 

with pasteless pocket pages for mg of. 

news clippings, striking advte., Takes up smal! space, Cc 

ete. The storehouse for val- leaving room for ‘ 





uable ideas, instantly accessible. hand grip on tele- 
Albums for Every Purpose phone. 


Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting Easily attached. soo 
Card, Memory, “Hach Day's Nickel and black ¢ 





Doings.”—Girl’s 6-yr. oa. finish. 


o “Double Dummy Bridge Boards Dealers Write for Discounts 
rite for prices and special discounts THE COLYTT LABORATORIES Ses W. W Se. 
(Engineering) Chicago, fh: 





W.C. Horm, Bro. & Co. #::; 200 Sth Ave., New York 


Fits Right Into Your Gift} | BOEHNER 





























>. 7. 
Merchandising Plans pe 

Gift ... favor... souvenir .. . decora- CARD HOLDER 
tion ... call it what you will, these trees 
BELONG in your holiday selling scheme. Stationers and printers , 
. " P . use it to build up their 
St. Nick famous trees are made in sizes volume on business and 

“oe : personal cards. It takes 
from a few inches high to a wonderful eS ee 
five foot size, natural as life. Great store holds them firm, keeps 
decorations them clean. Holds 

° P : e one as securely as a 
Be sure to get in your supply in time for full case. Imported morocco binding—metal parts highly 
he helidey nickeled—28 different sizes. 
the holidays. We manufacture leather novelties only—we do not compete 


with engravers or printers. Please mention size in asking 


ARTHUR W. HAHN —— Address, Department OA, 
195 Lafayette Street New York roved Boehner Binder Co. 


Established Over 38 Years P, Fox Street Aurora, 
“Common Sense’’ 
TRAVELERS’ 
EXPENSE BOOKS -VI S | SI 


<<". Envelopes with chemically oy edge 
seams. 

The Markilo Indexer Strips for Tabs. Transparent 
Signals, Celluloid Card Cases, etc. 


Samples on Request 
MARKILO ©O., 936-C West 68rd Street Chicago, U. 8. A. 














BEACH’S 




















now contain calendars 
for the last half of 1929 
and all of 1930. 


Send in your orders! 






































Beach Publishing Co., 1351 Book Bldg., Detroit 











“NUTVP&” 


NON-INFLAMMABLE 


MEET THE DEMAND Typewriter Type Cleanser 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 









Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. ee 


Front and Laurel Streets Now in its ny a ae 
dauber ; te clghth successful Yiore dealers wanted, write us. 


PHILADELPHIA, PA. 
pa yw | So. A ctheostnes COMPANY 
Office: 508 Equitable Bal 
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STORMBEST vs. 





Ordinary Billing Carbon 


LACE a sheet of regulation billing carbon in an Elliott-Fisher 
form; type on it a few times and note how badly the tissue is cut. 


THEN, slip a sheet of “STORMBEST™ into the same form and 
POUND AWAY. 


Examination will show that it is really standing up under conditions 
that would readily destroy any other Carbon Paper 


Here at last is a super-biller to satisfy that “hard to please’’ buyer 
who wants real value 


Used in the flat or in Rolls for Fisher work it fills a long felt want. 


Surely you have a place in your line for a sheet with the quality of 
STORMBEST. Send today for prices and samples 


H. M. STORMS COMPANY 


(THE COMPLETE LINE) 











Carbon Papers Typewriter Ribbons 
561 GRAND AVE. BROOKLYN, N. Y., U.S.A. 
WTP MIPIM TUT TTIMMTA MLO TALULA UULTUCSUELMMACHEUGLVLU CULM LULU TOUUAOP USTED MASOUU SOU COU HOOP UULACURLGOLLUOCMULOUCUOUULLLTULLTOLLG LULU ATL LGTULLLO LLLP ECOL PLUK U1 Le 


To us “M. B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


‘OMI. BR.” 


If you want to extend or enlarge your trade, here is an opportunity for _ 
American goods are extremely popular in France and much needed, too. 


{HU LLQOLLAQUOLLAANAAAAAO OMRON 


is 


especially applies to office furniture and all modern business appliances. 


mnt Well) 


BUREAU 


LE MAGAZINE DE ORGANISATION 
COMMERCIALE & INDUSTRIELLE 
en | 








To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication ‘par 
excellence.” As a matter of fact, M. B. was the first to 
advocate highly efficient business methods in France and 
was the pioneer of modern office equipment in this country. 
So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 


Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 186, Faubourg St-Martin, PARIS, xéme Arrt. (FRANCE) 


IUUYOOAUOUNUTTOONOR CEO SEOAUT OAM 














HNUUUUTONUVVNRU NUTONE ALTOS 


a 
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from a REAL 
NECESSITY 





Standard B& P 


NEW MORTGAGE LOAN RECORD 


for keeping in concise form a record of bonds secured by mortgage 


Every Investment House, large or small, needs one or moré of Interest Is Paid—Address—Interest Payable—Rate of Interest—Amount 
of Principal—Principal Due—Amount Paid on Account of Principal. 





these books for listing quickly and accurately all details for mort- 

gages, as book is ruled and printed especially for this purpose. Interest Paid to (10 columns)—Taxes Paid To—Insurance: Amount— 
os) Company—Policy No.—Expires. 

The printed headings, reading from left to right, are as follows: Size, oblong, 14%x8% inches, bound in red leather back and corners, 


N : WwW ae set black cloth sides. It contains 76 leaves of Standard Ledger Paper, 
ame of Person or Corporation by Whom Bond Is Given—Description and folio, paged, indexed in front with musiin tabs. Wrapped singly. 


Location of Property Mortgaged—By Whom Mortgage Is Assumed or List Price, $4.00 per book. 


BOORUM & PEASE COMPANY Order some 





P. O. Box 272, City Hall Station, New York City today 
349 BROADWAY, 84 HUDSON AVENUE 29 Oris STREET 212-214 So. 71H STREET , 
New York City BROOKLYN, N. Y. BOSTON, MASS St. Louis, Mo. and be prepared for 
$00-532 So. THROOP ST., AT HARRISON your share of this 
Cuicaco, IL profitable business. 
* — . sienna : 








ATTENTION STATIONERS! 


ACME STAPLE Bind- 
ing Machines can be sold 
on sight to every customer 
and by their faultless per- 
formance will increase 
your business. 





Designed for office work and 
stapling samples together. 


ACME Stapling Binding Machines 
are unequalled for fastening docu- 
ments, letters, invoices, proofs or 
sheets of paper together. 

ACME ‘Staple Binding Machines 
are made especially for heavy duty. 
Parts are interchangeable, and any 
part needed can be supplied at once. 

Send us a copy of your mailing list Used by insurance companies, 
and we will forward literature over ine ae = 
your name. 

ACME Staple Binders are the only 
binding machines designed, built and 
distributed complete from our factory. 


WE GUARANTEE OUR PRODUCT 


Write for Special Dealers’ Proposition 


ACME STAPLE CO. 


Est. 1894 
1643 Haddon Avenue Camden, N. J. DSSS 
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Pin NACLE 

















One quality, in four weights—Feather Weight, 
Medium Weight, Standard Weight, Super 


’ Standard Weight, and five colors—Black, Blue, 
Purple, Red and Green. 
When you buy Pinnacle—any weight or color— 


you're buying the best—for Pinnacle is branded 


? on only the highest quality Carbon Paper made 
e by the Columbia Ribbon & Carbon Mfg. Co. 


A carbon paper by any other 
name is not Pinnacle, nor will a 
carbon paper by any other name 
perform like Pinnacle. 


One quality, four weights, for all 
office requirements. 


Send for samples and price list. 


RIBBON & CARBON MBG. CoO., INC. 
Main Office 
and Factory 


Glen Cove, L. 1, N.Y. , 






Branches and Agencies in all principal 
cities of the United States; also Toronto, 
Mexico City, London, Madrid and Milan. 
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Corona “7” 
for *60 


HERE’S no need to wonder why the new Corona 

seven-bank adding machine has made such an imme- 

diate success. It offers so much for the money that it 
often sells itself on a single demonstration. 


People who know adding machines are astonished to 
find a high grade standard keyboard machine of capacity 
$999,999.99 priced so low. Others who have not been con- 
sidered prospects are glad to buy the machine when they 
see it work and find out how little it costs. 


Corona “7” is made with utmost precision in the L C 
Smith and Corona factories. Its fine appearance, the sim- 
plicity of operation, its standard keyboard with full-size 
key tops, its legible printing and easy portability, all have 
a strong appeal. 


The wide field for this new machine, the absence of 
competition, and our liberal discount policy are most at- 
tractive to the alert dealer. We invite inquiries from deal- 
ers concerning exclusive representation. 


PORTABLE ADDING MACHINE 








For Customers 
Who Need 
Larger Capacity 


Here’s a regular heavy-duty 
adding machine of improved 
design with standard keyboard 
and full-size key tops for only 
$80! Corona “9” is beautifully 
arranged for rapid, one-hand 
operation; is portable; has 9 
banks of keys but actually adds 
and prints 10 columns, so its 
capacity is $99,999,999.99. A 
practical machine for any job. 
Works perfectly in any posi- 
tion or temperature. A most 
exceptional value. 


Corona “9” 
‘80 











COMPANY 


Division of L C Smith & Corona Typewriters Inc 


51 Madison Ave. 


New York, N. Y. 
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1930 


Plan now for the 


NATIONAL BUSINESS SHOW 


America’s Efficiency Exposition 


Vitalize your selling effort— 
Show your product and demonstrate 
how it can be used to advantage. 


New York At the Grand Central Palace 
October 20th to 25th inclusive 


Chicago At The Stevens Hotel 
November 10th to 15th inclusive 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 


Frank E, Tupper, President 


50 Church Street . NEW YORK 


Chicago: 417 §. Dearborn St., C. H. Hunter, Manager 
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See These New Cushions 
At Our Risk! 


We Help Dealers Get Volume Sales 
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x f you will return the coupon at the bottom of the page, Effective Dealer Helps—Free 'e 
eS =6p we _will send you on approval our 5 best selling Sponge- % 
Seats. These five cushions will retail for $19. Dealers With Sponge-Seats, all this is changed. First of all, —& 
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using this coupon will receive a special discount on this dealers are supplied without cost with effective advertising 
assortment. In addition, the display card illustrated below material—handsome display cards, printed circulars, illus- 
will be included free. Other advertising material will be trated in four colors, imprinted with only the name of the 
gladly sent on request, without charge dealer, electros, convenient samples for salesmen, printed 
price tags for display—in short, every possible help to 
bring the dealer business. 
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Formerly, merchants never got volume on chair cushion 
sales. For 3 reasons: 1, Lack of help from the manutac- 
turer; 2, High prices; 3, Ordinary quality 
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Until now, dealers had to build up their cushion busi Popular Prices 


ness themselves. No help was given them to quicken turn- Sponge-Seats sell for one-third less than ordinary 
over. The manufacturer put the cushions on the dealers’ cushions. The efficiency of our new Simplex Process cuts 
shelves and left them there. Prices were high. Cushions  cogts’ Our dealers receive full customary discounts yet 
of indifferent quality cost $5 or more and the big demand —undersell competitors by 30-40%. Retail prices range from 
for a popular priced line was ignored. The grade of 575 for corduroy covered cushion 1 inch thick, to $5.50 
sponge rubber used soon got limp and flabby. To make {5+ De Luxe velour covered model, 2 inches thick, for 
it wear, it was made firm and stiff. These things made executives. At these new prices, Sponge-Seats are reach- 
ordinary cushions hard to sell. ing volume sales. 
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Yet this is not a cheap cushion. We guarantee Sponge- 
Seats to be superior in quality to any cushion on the mar- 


ket, regardless of price. They are made with Simplex 
Sponge Rubber, used by leading custom body builders for 
LU | D upholstering the most expensive automobiles. Laboratory 
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tests on this material show no appreciable deterioration 
for 5 years. It will easily outwear the most durable 
| coverings. 
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New, Lasting Softness 
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This reserve wear enables us to make the cushions soft 
when new and still give perfect service. By scientifically 
increasing the air space between the rubber cells we have 
obtained greatly improved resilience. As a result, when 
you show Sponge-Seats to your customers they feel a soft- 
ness they couldn't get before until the cushion was half 
worn out. 
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By helping bring customers into the dealer's store, re- 
ducing prices to a popular level, and establishing a new 
standard of quality, Sponge-Seats have overcome the old 
obstacles to quick turnover and volume sales. 4 
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Special Introductory Offer 


See these new cushions, show them to 4 
oe your trade—at our risk. They will be 4 = 
sent on approval. If you and your cus 3 
tomers do not heartily agree chat f 
ae S Sponge-Seats are the best cushions Sponge Rubber 
made regardless of price, return ¢ 
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ae Use This Coupon for Extra a - yon, Sum 
—~y - : eading chair cushions 
eq Display card, 11x4, in 6 colors Original shows cushion in bright, Discount and Display Card. 4 on a Ane Include M 
= attractive shade of blue also free advertising mate- 
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4 rial. If the cushions are in 
every way satisfactory, as part 


The Sponge Rubber Products Co. 7..." 


Cushion Dept., Housatonic Ave. Pd tik So. coda cccdieeda Aaa 
4 Street... cccccccccccvcccccvevessesesess 
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Eleectrie Caleulator 


For Computing Inventories 


A fast electric calculating machine with a light, 
uniform key touch that speeds up the work, 
and eliminates errors ordinarily due to the 


incomplete depression of the keys. 


It completes the inventory in less time and at 
less cost, minimizes interruption of the current 


work and cuts down overtime. 


BURROUGHS ADDING MACHINE COMPANY 
6411 SECOND BOULEVARD + DETROIT, MICHIGAN 


ADDING - BOOKKEEPING +« CALCULATING AND _ BILLING MACHINES 











‘A Neater Letter— 
Quicker, Better” 
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The Woodstock Typewriter is compact, simple, sturdy, 
POTS h mel elaetcce esi leledaMallititiatartalemrleceiticokmeloelcalertelte 


... it is the versatile machine built for a long, long life f 


of Good Work... Well Done. \s 
“‘A neater letter — quicker, better’’ 


WOODSTOCK TYPEWRITER COMPANY 
35 East Wacker Drive » CHICAGO, ILL. 


Represented in the British Isles by Woodstock Typewriter Company, Ltd., 46 Kingsway, W. C. 2, London, Eng. 
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George Hossfield 
the new 


WORLD’S 
CHAMPION 





Other Championships 
at the 1929 International 
Typewriting Contest 
Won on the Underwood 


The World’s Amateur 
Typewriting Championship 
won by Chester Soucek (Penn.) 
attherateof 118 words per minute 


The World’s School Novice 
Typewriting Championship 
won by Florence Bell (Ont., Can.) 
at the rate of 91 words per minute 


The American School Novice 

Typewriting Championship 

won by Belva Kibler (Ariz.) 
at the rate of 88 words per minute 


A complete copy of the official records 
will be sent upon request. 


THE 
TYPEWRITING 


For the 24th consecutive time 
WORLD’S 


CHAMPIONSHIP 


has been won on the 


UNDERWOOD 









These are the fastest fingers in the world! 


They are the miraculously nimble 
fingers of Mr. George Hossfield, 
World’s Champion Typist, who has 
staged a remarkable comeback. Sat- 
urday, Sept. 28th at Massey Hall, 
Toronto, he typed for one solid hour 
at the astounding rate of 135 net 
words per minute—more than 11 
strokes per second! 

No other fingers achieved such 
lightning-swiftness combined with 
such bull’s-eye accuracy. 

It is natural that the new cham- 
pion’s fingers—and the fingers of 
every other World’s Typewriting 


Champion—have leapt into fame 
from the keys of the Underwood. No 
other typewriter can match its rec- 
ords for speed and accuracy. 

Year after year, in contest after 
contest, it has been put to the most 
grueling tests imaginable by the 
fastest typists known—and the 
Underwood has never failed them. 


UNDERWOOD 
TYPEWRITER COMPANY 
Division of Underwood Elliott Fisher Company 
342 Madison Avenue, New York, N. Y. 


"*Underwood, Elliott-Fisher, Sun? 
strand—Speed the World's Business’ 


UNDERWOOD 
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